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Thirty-two years ago this September 
Is a mighty good day for us all to remember. 
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LATE NEWS ITEM. 
Mr. Hance is raising more false scenery. —'TORONTO. 
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THE CALF PATH This forest path became a lane 


That bent and turned and turned again ; 
as By Sam Walter Foss This crooked lane became a road, 
Where many a poor horse with his load 
Toiled on beneath the burning sun 
And traveled home three miles in one 
And thus a century and a half 
They trod the footsteps of that calf. 


The years passed on in swiftness fleet 
The road became a village street; 
And this, before men were aware, 

A city’s crowded thoroughfare. 

And soon the central street was this 
Of a renowned metropolis 

And men two centuries and a half 
Trod in the footsteps of that ealf. 


Each day a hundred thousand rout 
Followed the zigzag calf about 

And o’er his crooked journey went 
The traffic of a continent. 

A hundred thousand men were led 

By one calf near three centuries dead, 
They followed still his crooked way 
And lost one hundred years a day 
For thus such reverence is lent 

To well-established precedent. 


A moral lesson this might teach 


One day through the primeval wood Were I ordained and ealled to preach; 
A ealf walked home as good calves should, For men are prone to go it blind 
But made a trail all bent askew Along the ealf-paths of the mind, 

- A crooked trail, as all calves do. And work away from sun to sun 
Since then three hundred years have fled, To do what other men have done. 
And I infer the calf is dead. They follow in the beaten track, 


And out and in and forth and back, 
And still their devious course pursue 


But still he left behind his trail To keep the path that others do. 

And thereby hangs my moral tale. They keep the path a sacred groove, 
The trail was taken up next day Along which all their lives they move ; 
By a lone dog that passed that way But how the wise old wood-gods laugh 
And then a wise bell-wether sheep Who saw the first primeval calf. 


Ah, many things this tale might teach— 


Pursued the trail o’er vale and steep; ae : 
But I am not ordained to preach. 


And drew the flock behind him, too, 
As good bell-wethers always do. 
HER QUALIFICATIONS 
The village butcher was telling his wife 
about the new summer visitor. 
‘She came into the shop today,’’ he said 


And from that day o’er hill and glade 
Through those old woods a path was made 


And many men wound in and out, enthusiastically, ‘‘ and I can tell you she’s a 

And dodged and turned and bent about, real lady, brought up select and exclusive. She 

And uttered words of righteous wrath don’t know one cut 0’ meat from another, nor 

Because ‘twas such a crooked path; veal from mutton.’’ 

But still they follewed—do not laugh— 
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The first migrations of that calf, If you are to lazy to open the front door 

And through the winding wood-way stalked when fortune rings the bell, don’t expect her 

Because he wobbled when he walked. to go to the back door and knock. 
WL TV DW °° re 67% >y9 yo hri\_#i{KJ§I KN NIN NNN NOG WV 

3 


GGG QQ. QS AAA MAAN F NS NGG GQ aaa0yy  _-" WG 


$O9OOOHHHOHHHHOHOHHHHH9HHHO.0.4 ©OOOOOOOOHOOHOOHOHCOOHOOOOOOHOOOOGOOOHOOOOOOOOOOL 


New Year Greetings 


It is a delightful retrospective which carries us back over the past year’s 
activities. We have been exceedingly fortunate, and find a multitude of rea- 
sons to be happy on this glorious entry into the New Year, 1917. We are 
very grateful for the wonderful esprit de corps and feeling of mutual interest - 
which have been exhibited by the whole organization, and the virtue of this 
united effort can be pointed to with pride when we consider that we have 
closed the year with practically $6, 000,000.00 of business. ‘The Pacemakers’ 
Convention which will convene in a few days will bring 50 per cent more 
salesmen to Fort Wayne than at any previous time, and is in itself evidence of 
the onward strides that were made in 1916. We hope that each individual in 
our big organization has prospered in the same measure that we all have col- 
lectin ely, id that a carefree, resolute, determined army is ready to battle the 
new obstacles that are before us. 
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2 With hearts full of gratitude and appreciation of all the good that has 
come to us, we extend to every one of our men the Season’s Greetings and 
thank them for the hearty co- operation and loyalty which has characterized! 
their actions throughout the past year. 
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Happy New Year. 
W. G. ZAuHRT, 
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MR. HANCE SPEAKS 


Recently Mr. W. R. Hance, our Toronto 
Manager, gave an address before the Rotary 
Club of his City. We understand that it was 
received with very great interest and that ev- : ; 
eryone there was highly pleased with Mr. What tho’ they have their sorrow? 


They lift the load of trouble, 
They ease the grip of toil: 

They leave less room for grumbling 
Our precious hours to spoil. 


Hanee’s offering. 

A very neat, specially arranged menu ecard 
was prepared. The song, ‘‘ Gasolene,’’ was 
given a prominent space, also some reproduc- 
tions of Bowser Outfits were in evidence. This 
was accompanied by a fine smoke, with Bow- 
ser’s compliments, and well—no wonder they 
enjoyed it. After a good meal and fine cigar, 
one can enjoy a whole lot. 


THE FOLKS THAT LAUGH 


The folks that laugh—God bless them! 
They hghten all the day. 

They bring the cheer of sunshine clear 
Tho’ skies be brooding gray. 


What tho’ they have their woes? 
They aim to get the laughter debt 
The joyous old world owes: 
And so they make a stranger 
Of foolish fret and fear, 
And make each day a happy way 
Of rich content and cheer. 


The folks that laugh—God bless them! 
What ills do they not mend! 
For them the rose in beauty grows, 
And every man is friend. 
For them the skies grow bluer, 
For them the stars are bright, 
Gloom flees away across the day 
And comfort bides at night. 
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HAPPY NEW YEAR! 


= hime out the old, rmg in the new: ’’ 

Hardly have we finished one year with its 
wonderful activity before we are bodily thrust 
into another to meet identically, at least in 
effect if not reality, the same conditions which 
we ‘have met and overcome during the last 
twelve months. 


What the new year of 1917 has in store for 
us all is a thing worthy of our deepest consid- 
eration. At the beginning of the new year we 
make new resolutions, we seriously consider 
whether or not we have been following the 
course in our endeavors which leads to success. 


Some men say that resolutions are made 
simply to be broken. Hugh Chalmers tells us 
that the making of a resolution, even if brok- 
en, will have a building effect in a man, for 
the fact that he does resolve to do differently 
is primary evidenee of his endeavor to improve. 

We are entering the year 1917 with re- 
newed courage and with a great deal more 
knowledge than we had a year ago, for dur- 
ing the past twelve months we have had experi- 
ences that have taught us big lessons. We have 
made blunders that we will not repeat. The 
lessons we have learned and the victories we 
have won will enable us to encounter the new 
responsibilities with less uncertainty. 

There is a serious side and a cheerful side to 
every situation, but bear in mind that in 
‘“Happy New Year’’ the accent should be laid 
on the first word. Happiness is a condition in 
the state of mind. If we resolve to be happy, 
let none of us break that resolution, for a reso- 
lution to be happy will go a great way toward 
bringing about that condition. Our happiness 
is In a great measure right up to each one of 
us individually. 


In extending to you Happy New Year 
Greetings, we wish for you good health, long 
hfe and prosperity and that you may reap 
from your efforts the fullest measure of joy 
and contentment. 


Happy New Year! 
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THE CUP WINNERS 


Harrisburg and Dallas win! Hail, the con- 
quering heroes come—Colwell-Prince & Com-. 
pany. They have achieved an honor and a suc- 
cess that is of such proportions that words fail 
us in describing same. It has been a won- 
derful year for business, and a hard year on 
records. Individual records, Office records, 
Organization records—all have been split, 
eracked, jarred and broken a dozen different 
ways. In the competition for the cups the race 
was unusually keen. Every office had a chance 
to win, every office put forth the very last 
ounce of effort in order to dethrone these gen- 
tlemen but they ‘‘ stayed put ’’ and here they 
are, the leaders of the two winning organiza- 
tions fore1916, 

It is indeed an honor and pleasure to be 
able to accord to these gentlemen a fitting tok- 
en. We will suffice by saying that they have 
distinguished themselves by their unusual, 
masterful handling of their problems and that 
the hats of the whole organization are off to 
them for their accomplishment. More fitting 
expressions will be forthcoming during the 
Convention. 


A BOWSER—THE IRON CLERK. 


Mr. Jones, you say you hesitate to buy this 
equipment. If I were to come to you and say: 
‘‘Here are over 750,000 recommendations. They 
are strictly first-class. I want to work for you 
in your store. I ask for my services the sum of 
$200. Not for one year, but forever. When 
that amount is paid, I’ll never cost you 
another cent. I will be in your store when 
your first clerk arrives in the morning and will 
be there when the last clerk leaves at night. I 
will work closer to your interest in your oil 
department than your highest salaried clerk 
possibly could. Ill guard against all losses 
and safeguard you from fire. I will never come 
late, never be sick, never have a headache and 
never ask for a vacation. I will assure you of 
every cent of profit there is in your oil business. 
I cost but $200. Would you hesitate to hire me? 
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IF I KNEW YOU AND YOU KNEW ME 


If I knew you and you knew me, 

Tis seldom we would disagree ; 

But, never having yet clasped hands, 
Both often fail to understand 

That each intends to do what’s right, 
And treat each other ‘‘honor bright.”’ 
How little to complain there’d be 

Jf I knew you and you knew me. 


Whene’er we ship you by mistake, 
Or in your bill some error make, 
From irritation you'd be free 

If I knew you and you knew me. 


Or when the checks don’t come on time, 


And customers send us nary a line, 
We’d wait without anxiety 
If I knew you and you knew me. 


Or when some goods you ‘‘fire back,”’ 
Or make a ‘‘kick’’ on this or that, 
We’d take it in good part, you see, 

If I knew you and you knew me. 
With customers, ten thousand strong, 
Occasionally things go wrong— 


Sometimes our fault, sometimes theirs— 


Forbearance would decrease all cares ; 


Kind friend, how pleasant things would be 


If I knew you and you knew me. 


Then let no doubting thoughts abide 
Of firm good faith on either side; 
Confidence to each other give, 
Living ourselves, let others live ; 

But any time you come this way, 
That you will call we hope and pray; 
Then face to face we each shall see 


And I’ll know you and you’ll know me. 
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MR. F. 8S. HOSS. 


Our Mr. F. S. Hoss of the Louisville Office is 
lighting up the way for the populus of Ken- 
tucky by the installing of Cut 102’s on their 
highways. His orders Nos. 95 and 98 called for 
10-barrel Cut 102’s, which shows the splendid 
class of salesman Mr. Hoss is. One other com- 
mendable feature in connection with these or- 
ders is that they are all F. C. W. O. Fine work, 
Mr. Hoss! Keep it up. 


The sympathies of the entire organization and 
Pacemakers’ Club are extended to Pacemaker 
R. C. Foster in the bereavement which has been 
caused by the passing away of his mother. 

Mrs. Foster lived at Denison, Texas, and was 
the wife of the late Colonel R. C. Foster. 


Mr. J. F. Jeffreys is a new man on the roster 
of the Washington Office. His first month 
amounted to $1,739.48, and the first two days 
of the second month netted him $978.25. Jim- 
iny crickets! This guy must be some relation 
to Jim Jeffreys, the champion. At any rate, he 
has championship skill, and we look for him to 
battle his way to the front in the Bowser ranks. 
Fine work, Mr. Jeffreys! 


It is a question of being sold personally 
whether or not you make a success of your line. 


It is with the keenest regret that we learn of 
the death of the mother of our Pacemakers’ 
Secretary, Mr. J. J. Manning. She passed to 
her reward on November 26, at Sioux City, 
Jowa. Mr. Manning has the condolence of the 
entire Bowser Organization in this, his bereave- 
ment. 


AN EXCEPTION 


It’s a poor rule, they say, that 
won’t work either way, 
But there’s one now and then 
that just can’t, it is clear ; 
From Christmas to New Year 
is only a week, 
But from New Year to Christ- 
mas is nearly a year. 


Gratitude is a debt 
which all men owe, and 
which few pay cheerfully. 


Pacemaker-elect R. E. Tomlinson after he enlisted in the Mexican army. 


WHO IS THE SPY IN OUR 
ORGANIZATION? 


‘“‘Bowtank Fort Wayne Indiana 
bomb rush Villa.’’ 

The above cable was received by our Export 
Department on December 9th and set the boys 
a-goin’ as you can imagine. Our Spanish 
interpreter was confronted with the aeccusa- 
tion that he was acting as an agent for the 
notorious bandit. The fact reveals itself, how- 
ever, that ‘“‘bomb’’ (s) means pump and the 
Villa in this instance is one of our large Ex- 
porting Agents, giving shipping instructions on 
one of Mr. de la Torre’s big orders. 


ship 


A BOWSER SALESMAN HAD THE NERVE 
TO SELL THIS FELLOW A TANK 


Bradstreet Report: Records of this district 
show judgment obtained in circuit court Octo- 
ber 4th, 1916, in favor of Butler Brothers for 
$132.17. Execution issued October 10th, 1916, 
and store closed. It is understood they had in 
stock three horse collars and six fascinators. 
Some eredit risk! 


SQUIBS BY MORRISON 


The difference in material makes a material 
difference. 


It takes a pretty stiff collar to make some 
men hold up their heads in this world. 


It is just as well to put off until tomorrow 
the regrets we have for yesterday. 


In the school] of experience, some never get 
beyond the kindergarten course. 


For the faults of the past make ample amends, 
And you and yourself will be the best of friends. 


Opportunity only makes the man who knows 
what to do with it. 


All things come to those who wait, provided 
no one else wants them. 


It is excellent to have a giant’s strength, but 
it is tyrannous to use it like a giant. 


Have the courage to cut the most agreeable 
acquaintance you have when you are convinced 
that he lacks principle. A friend should bear 
with a friend’s infirmities, but not with his 
vices. 


os 


A Louisville, Ky., installation—sold through the 
efforts of Mr. J. L. Bowie. 


DRY CLEANING HINTS. 


Every salesman is interested in dry cleaning 
and what this line will do for him in inereas- 
ing his business and earnings. Mr. Murray 


“went to a lot of work in writing a booklet 


which would simplify the handling of Dry 
Cleaning Business and a copy of same was for- 
warded to every salesman some time ago. It 
should be every salesman’s ambition to know 
all about the goods he is called upon daily to 
demonstrate and by studying this booklet close- 
ly, he will certainly know more about Dry 
Cleaning than he did before. 

We hope from time to time that the other 
lines which we manufacture can be subjected 
to the same analysis and explanation and if any 
of the salesmen have a happy thought on 
Paint Oil, Kerosene, Gasolene, ete., their ideas 
and sales discourses will be thankfully re- 
ceived. 


W. G. Chandler recently sold a very fine 
Paint Oil order to the Carolina Wood Pro- 
duets Company, Asheville, N. C., consisting of 
eleven two-barrel Cut 109’s with locks, barrel 
track, dash, chain hoist, cradle, air vent pro- 
tector, two agitators, card holders, in fact, he 
got them for everything there was. More 
power to you, Mr. Chandler. Keep it up. 


Mr. J. O. McCracken recently sold a 1,000- 
gallon Cut 101 and a one-barre] Cut 63, total- 
ing 20 points, on which he collected cash in 
full. Mr. McCracken certainly has the right 
idea. 


Mr. L. C. Tanner recently sold a very nice 
Garage order in Vernon, Texas. It called for 
a Cut 102 and a one-barrel Cut 125 complete 
with all the necessary accessories, totaling 17 
points, for which he collected F. C. W. O. 
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HEAD SALESMEN PACEMAKERS. 


The gentlemen whose elections to the Club are 
heralded herewith have been men who in addi- 
tion to their own qualifying have painstakingly 
helped others into the Club. Messrs. Collins, 
Ring, Potts, Wood and Fredericks have been 
Head Salesmen while Mr. W. N. Deming of the 
Canadian Northwest has been a Sales Agent. 
In their enlarged duties they have generously 
held their own immediate interests of less 1m- 
portance than the developing of other Bowser 
salesmen, and it is a matter of unusual credit to 
them that in addition to the wonderful cons- 
truetive work which they have done, they too, 
have gained sufficient points to register as Pace- 
makers. 


Mr. T. C. Potts is the gen- 
ial gentlemen from Cleveland, 
who is so favorably known 
throughout the whole Bowser 
realm. Hisabsence at a Pace- 
makers’ Convention would 
throw a blight on the entire 
festivities, and the fact that 
he will be with us is an ad- 
ded assurance of a mighty 
good time. Fine work, Potts. 


ARG IPOH NMS) 


Mr. N. A. Ring, the ‘‘ war horse’’ from Maine. 
has graced Bowser conventions ever since sucb 
an institution existed, with 
but one exception, and it is 
with the greatest pleasure 
that we announee that he is 
again booked for the ‘‘big 
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friends eall him, has this 
year as well as the many 


years past, been doing a won- 
derful, constructive sales N. A. RING 
work in his territory, and no 

small share of the eredit for the splendid show- 
ing his office has made is due to Mr. Ring’s efforts. 


S. A. Collins from Buffalo, is one of our Pace- 
makers who needs no introduction, as he was 
the leading hght in the or- 
ganization of ‘‘Yellow Ca- 
nines’’ which was founded at 
the Convention several years 
ago. He has distinguished 
himself in other ways—prin- 
cipally the lighting of the 
beautiful streets of Buffalo 
with rays from Red Sentry 
Lamp Attachments. His ef- 


iS. A. COLLINS 
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forts have been of unusually high value to the 
Organization, and his constructive sales meth- 
ods are a credit, both to Mr. Collins and the 
Bowser Organization. 


Mr. C. C. Fredericks, the Head Salesman of 
the St. Louis aggregation, walks into the circle 
of the knighted with a record 
of splendid achievements for 
1916. He, like the other gen- 
tlemen, has been handicap- 
ped in early registering be- 
cause of the enlargement of 
his scope of duties and eir- 
cumstances which demanded 
his special attention. Mr. 
Cc. c. FREDERICKs Fredericks is getting his ter- 

ritory in excellent shape, and 
without a doubt, further glowing reports will 
be forthcoming in the year before us. 


Mr. Carver Wood is a man who is not so well 
known in the Bowser Organization, since his 
connection with our Com- 
pany has been but a trifle 
over a year in duration, but 
where he is known, his busi- 
ness ability is keenly appre- 
ciated, and in the position of 
Head Salesman in the dis- 
trict surrounding Cincinnati, 
his cool judgment and excel- 
lent business sense has had a 
stimulating effect upon Bow- 
ser business. For a new man to step into the 
Bowser Organization and assume the responsi- 
bilities that Mr. Carver Wood has assumed, and 
deport himself with the glowing triumph with 
which he has done, shows at onee the man’s 
keen ability and adaptibility. 


CARVER WOOD 


Mr. W. N. Deming needs no introduetion to 
the Bowser Organization for he has been with 
us a good many years. He 
has been a Pacemaker many 
times before and the present 
honor is one that is due to 
his very diligent and pains- 
taking endeavors. He came 
through with 500 points on 
December 9, and this marks 
his fifth qualification as a 
Pacemaker. He will be one 
of the men to seeure the $250 at this conven- 
tion. We with Mr. Deming enjoy his econ- 
quests, and hope that they are but coming 
events casting their shadows before. 


W.N. DEMING 
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Mr. A. L. MeIntosh has been in our employ 
for five years and we, there- 
fore, class him among our 
veteran salesmen. During 
all these years, Mr. Mce- 
Intosh’s business has been 
particularly high-grade 
which is very commendable 
Mr. MelIntosh’s hobby is 
short terms and his business 
in this respect will compare 
favorably with the business of any other sales- 
men in the organization. Mr. McIntosh has al- 
ways been a good producer, although he has, 
up to this time, not attained Pacemaker mem- 
bership. Mr. McIntosh has had many years of 
business experience and he is the kind of a 
man to be relied upon to deliver the goods. 
Mr. Hance is going to bring a big delegation 
with him in January and among them Mr. Me- 
Intosh will be one of the most prominent. 


A. L. McINTOSH 


C, A. Millman, of the San Francisco Office, 
has been representing 8S. F. Bowser & Company 
in Portland, Ore., ever since 
the early part of 1914. Mr. 
Milliman is one of those 
steady men who is on the job 
all the time. Before enter- 
ing our employ, he was con- 
nected with a paving concern 
and he has paved his own 
way to honor by electing 
himself a Pacemaker on De- 
cember 9. 


C. A. MILLIMAN 


Mr. Milliman is a gentleman of very pleas- 
ing personality and takes well with his trade. 
He is not the ‘‘hypnotic’’ type of salesman, but 
is willing to allow his proposition to be laid on 
the board and accepted on its merits. 


Mr. F. W. Devereux, the bowler, and per- 
petual Pacemaker, who so very ably represents 
our Company in Albany, 
N. Y. and vicinity and who 
has always been a top-noteh- 
er in our organization, again 
registered as a Pacemaker on 
November 30. Aside from 
the distinction accorded him 
as a Bowser representative, 
Mr. Devereux drives the first 
Ford car ever manufactured, 
and he annnually repaints it 


F. W. DEVEREUX 
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himself. He never loses any time on the job, 
though, in repainting the flivver for he does it 
before breakfast and after supper. He is a 
live-wire, a Pacemaker in every sense that the 
word implies and a world beater for getting 
the business. ‘‘Devie’’ will be no small part of 
the show at the Convention. 


Mr. I. M. Camden, of the Ohio Office, is one 
of those men who is particularly adapted for 
the handling of our line. Mr. 
Camden’s sales experience 
before coming with S. F. 
Bowser & Company was 
rather limited, but he im- 
mediately proved his ability 
to handle the Bowser propo- 
sition by the fact that he 
landed Pacemaker member- 
ship in 1915 and repeated 
again on December 12. 

Mr. Camden is an A No. 1 salesman—a clean- 
cut, energetic, analytical person, who finds out 
the reason why and then acts on his findings. 
He came so near beating out our old friend, 
McCracken, for the directorship that there was 
no fun in it. It is unfortunate we haven’t two 
directorships to offer because Mr. Camden’s 
work certainly merits our very highest recogni- 
tion. 

Alright, Mr. Camden, all together for the big 
show. 


I. M. CAMDEN 


On December 7 Louisville added another 
strong warrior to her Pacemaker delegation 
when Mr. N. B. White, of 
Knoxville, Tenn., crossed the 
wire with 502 points. 

Mr. White has been doing 
an excellent business this 
year and his election to the 
Club is no surprise. Knox- 
ville presented a very diffi- 
eult problem when Mr. 
White took a hold of it, but 
his diligence and application, 
his initiative and stick-to-itiveness have brought 
the desired results. 


N. B. WHITE 


We are happy at Mr. White’s election and 
look forward with extreme pleasure to seeing 
him next week. 
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N. B. Steele, a hard name, and my what a 
hard proposition he is to get away from if he 
pursues one with the incen- 
tions of getting the name on 
the dotted line! Mr. Steele 
is a very high-grade sales- 
man—a man who makes 
friends with his trade right 
off and has delivered in a 
successful Pacemaker style 
ever since he has been in our 
organization. Mr. Steele 
qualified as a Pacemaker on 
December 6 with 504 points to his eredit, and 
is the class of man whom the organization is 
very proud of. Fine work, Mr. Steele. 


N. B. STEELE 


Girls, get this: Age 23, not married, fine 
looker, some salesman, affable, congenial, hand- 
some and successful J. H. 
Smitha of the Memphis Office 
became a Pacemaker on De- 
cember 5 with 508 points. 
Ah! what an enviable record 
—one that anyone ean be ex- 
tremely proud of. Mr. 
Smitha has been with us just 
a little over a year and his 
first entire year proves his 
sales ability. We are mighty , 
glad to welcome Mr. Smitha into the fold of the 
Pacemakers and sincerely trust that this won- 
derful start he has made in life will be an in- 
spiration and an impetus to greater efforts in 
the future. 


J. H. SMITHA. 


Ho, Ho, papa is elected! D. 8S. McRae, the 
new daddy from Atlanta, gained Pacemaker 
membership on December the 
7th, exactly a year and six 


: days after he took up em- 
y \. ployment with S. F. Bowser 
5) \ & Company. Mr. McRae is 
Le / one of the new men who 


have come into our midst and 
who have proven their worth. 
He started doing a successful 
business right off the jump 
and has pursued this contin- 
uously with the happy culmination of his elec- 
tion. Mr. McRae is one of the men who have 
kept Atlanta in the forefront and is a pride both 
to the Atlanta District and to the whole Pace 
maker Club. We will be delighted indeed to 
gain the acquaintance of this efficient, aggres- 
sive, southern gentleman, and look forward 
with keen pleasure to his visit. 


dh 


D.S. McRAE 
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Mr. C. L. Powell is a globe trotter. He has 
been in practically every civilized country in 
the world—and _ Pennsyl- 
vania, being at the present 
time engaged in Erie county 
and territory thereabouts. 
He is one of the men who 
helped Harrisburg ‘‘cop”’ 
the Cup, and gained Pace- 
maker membership on De- 
cember 4. Mr. Powell is a 
young man in the Bowser or- 
ganization. He has now 
made his mark and we hope that he will annual- 
ly improve on his record. 


C.L. POWELL 


Mr. K. N. MeIntosh sueceeded his brother-in- 
iaw, Mr. H. J. McLeod, in Nova Scotia. Mr. 
McLeod left his territory for 
the front as Major with the 
Canadian Contingents. Mr. 
MelIntosh took up the work 
where Mr. McLeod left off. 

Mr. MeIntosh, as his name 
implies, is a Scotchman, and 
is full of the Scotch tenacity 
and aggressiveness. His bus- 
iness is exceptionally high & N. MeINTOSH 
grade and he is weaving 
about himself an acquaintanceship with the 
merchants of northern Nova Seotia which will 
surely result in his securing a fine business for 
years to come. Mr. MelIntosh became a Pace- 
maker on November 29 of this year, and his 
pleasing personality plus the good work which 
he has done insures his continued Pacemaker 
qualifying in the future. We will be mighty 
glad to learn Mr. McIntosh better and look for- 
ward with pleasure to seeing him in January. 
Alright, Mr. McIntosh. 


Mr. T. J. Hegland, another one of the crew 
of Murray-Lawrence-Hegland and Company, 
gained Pacemaker member- 
ship on Nov. 21 with 504 
points. Mr. Hegland did not 
take up work with Bowser & 
Company until practically 
the first of Mareh of this 
year, and was a Pacemaker 
in November. Ten months in 
the organization and Pace- 
maker membership is a ree- 
ord of no mean ability. Our 
Pacemakers are this year soaring to heights of 
success heretofore unknown and among those 
most conspicuous we have Mr. T. J. Hegland. 


T. J. HEGLAND 
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We are going to have a fine crowd down here 
Mr. Hegland, and we know our ecirele will be 
enhanced by your presence. We want to con- 
gratulate you on the fine start you have made 
in our organization and hope that it will be a 
friendship long to be cherished and continued 
on both sides. 


Diplomatic, handsome, consistent W. C. 
Smith of Seattle, Washington; again marches 
into the Club. On November 
27 he delivered the goods 
with 503 points to his credit. 
Mr. Smith has always been a 
prize winner. He has been a 
Pacemaker each year and 
this time qualifies for the 
$250.00. Mr. Smith is a spe- 
cialist. He takes hold of all 
the new equipments we place 
on the market, and markets 
them in winning style. He is strong on the ex- 
change basis, and when improved equipment is 
out, he puts it at the command of the public. 
Mr. Smith is a man of very pleasing person- 
ality. His arguments carry conviction and he 
is a diplomat of no small ability. Besides, Mr. 
Smith is one of the old-timers. His smiling 
physiognomy has beamed upon the Pacemaker 
conventions a great many years and it is the 
hope that he will bring that sunny smile up 
with him to Fort Wayne annually for years 
and years to come. Fine work, Mr. Smith. 


W. C. SMITH 


The farther we go in the H’s the better they 
get. J. B. Hagaman of the Michigan District, 
came into the organization 
about April Ist, and quali- 
fied for Pacemaker member- 


ship on December 8. Mr. 
Hagaman is a real Pace- 


maker—one who leads—one 
who not only leads but who 
has about forty yards lead 
oS & on everybody else. He has 
J.P.HEGEMAN stirred up the dust in old 
Cadillac County, Michigan, 

in a way that has surprised the old-timers in 
great shape. His strong canvass, his indomit- 
able will and persistency call forth the very 
highest admiration and his Pacemaker member- 
ship is absolutely no surprise at all. He is just 
naturally one of the men who succeed, and 
when his efforts are coupled with a lne such 
as Bowser & Company’s, he wins. It is an ex- 
treme pleasure indeed to weleome you into our 
circle, Mr. Hagaman, and trust you will bring 
a big bunch with you from Detroit next week. 
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Why M. A. Ashley slipped a cog last year 
and did not become a Pacemaker, we do not 
know, but Ashley again reg- 
istered as a Pacemaker on 
December 12. There is noth- 
ing sluggish about the little 
Napoleon of Selma, Alabama, 
for he gets business in spite 
of the boll weevil, hot winds, 
droughts or war. M. A. is 
some dove hunter, but this 
accomplishment of his~ has 
not prevented in any greater 
degree the lying in waiting for a wily buyer 
until he can bring down his prey. His motto 
is a completely Bowserized territory and he is 
gradually achieving this ambition. Good luck, 
Mr. Ashley. 


M. A. ASHLEY 


Another Cow Puncher of unusual sales ability 
is the youthful W. B. Goolsby of Waco. He 
entered the employ of the pe 
Company on March 6 and 
achieved Pacemaker honor 
on December 6, exactly nine 
months after going to work. 
Mr. Goolsby formerly was 
one of our office employes in 
Texas. He thought he could 
sell the goods and had the 
power of his convictions. We 
are glad that he had the con- 
viction and delighted that he had the power to 
show us that he could make himself a Pace- 
maker in less than three-quarters of a year. He 
is thoroughly Bowserized and knows the vir- 
tues of the system. 


W. B. GOOLSBY 


Geo. E. Bowen, an old and honored name in 
the organization. Mr. Bowen has been in the 
organization for a good 
many years and has always 
done a fine business. He 
has been very successful in 
handling our line and is a 
eredit to the Pacemaker Club 
and to the firm. He elected 
himself on December 6 with 
501 points to his eredit. Mr. 
Bowen will be remembered 
as the policeman who ar- 


GEO. E. BOWEN 


rested Ed Little at the last Convention when 


the Duces Tacum was read to Mr. Little. Mr. 
Bowen is a very strong salesman of genial per- 
sonality—a man who wins men. We are 
pleased to have you in our midst again, 
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Mr. F. BE. Walters works in the Paradise of 
America. He covers the city of Pasadena, 
Cal., and surrounding terri- 
tory. Being a Pacemaker is 
not a new thing to Mr. Wal- 
ters, for he has been in the 
superlative cirele before. Mr. 
Walters is a_ particularly 
strong salesman with the 
high-grade Private Garage 
trade which the general line 
salesman as a rule overlooks. 
Mr. Walters operates through 
the architects and city authorities and stands 
very high in their estimation. Mr. Walters’ 
long suit is ‘‘Labor,’’ good hard work. He has 
no fear of anybody else getting the business as 
long as he has the chance to work on the job. 
Mr. Walters is a young man and promises to 
long carry the grip under the Bowser flag. Al- 
right, bring a big bunch from the sunkissed 
coast, Walters. 


KF. EH. WALTERS 


Handsome Harry Gunn has been one of 
Prince’s pieces of heavy ordnance. How a 
‘*Gunn’’ could be anything but a fire arm and 
how a ‘“‘Prinece’’ could fail to know how to 
handle a ‘‘Gunn’’ is a mystery, but neverthe- 
less, notwithstanding, the Beau Brummel of the 
Texas aggregation crossed the line on Dee. 5 
with 502 points in face of the fact that he is a 
newly-wed, has been on a long vacation this 
summer and is a friend of Billy Ince. This is 
Mr. Gunn’s first report in the Pacemaker Club 
and we want it to be a very loud bang. In any 
event, he is some there and a credit to his Dis- 
trict and the Club. 


Mr. J. O. MeCracken is a great man to direct. 
Sometimes his efforts are directed in more than 
one direction when he is hot 
after three or four prospects. 
He will direct the affairs of 
the Ohio Sales Organization 
at the next Pacemaker Con- 
vention since he landed the 
Directorship on December 7. 
We could talk about the vir- 
tues of J. O. McCracken all 
day .long and not get 
through. J. O. 1s one of that 
kind of fellow who just naturally nails an order 
by irresistible and irrefutable logic. He works 
all the lines—kerosene, gasolene, paint oil, fac- 
tory, ete. In fact, nothing slips by his wily eye. 
In this connection, the Pacemaker Club might 
be interested to know that Mr. J. O. McCracken 
has a son who is an Arctic exployer and who is 


J.O. McCRACKEN 
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at the present time in northern Alaska on an 
expedition for the Ohio Art Museum of Colum- 
bus. While his son may think he is traveling 
cold trails, Pa at home is doing some trailing 
himself and exploring in which he encounters 
cold receptions that are not unlike the frozen 
North. In any event J. O. knows how to melt 
the artie ice of opposition and with his sunny 
Winning manner directs things into successful 
channels. Good work, Mr. MeCracken. 


Did you ever ‘‘C.’’ Bennett when he was 
hcked? No sir, Bennett never found opposition 
which he could not °sur- 
mount. The lttle matter of 
qualifying as a Pacemaker 
was taken care of by him on 
December 6 in face of the 
fact that he was only em- 
ployed by the Bowser Com- 
pany since February 14. He 
is one of the number of new- 
comers in the organization 
who have driven right into 
suecess with a flying machine, and one of the 
warriors of the ‘‘Prinee,’’ worthy of the very 
highest commendation we can make. Mr. Ben- 
nett’s work reveals thought, planning, consid- 
eration and deep study. These characteristics 
are reflected in the handling of his business 
with the customer as well as with the Company. 
These qualities are what have spelled his sue- 
cess, and will continue to place him among the 
foremost of the organization. 


C. BENNETT 


You will all kindly rise now, for the man who 
now enters is one of the old patriots who has 
been with the business ever 
since it started. Mr. F. A. 
Knoche has been in the Bow- 
ser Organization for so many 
years that our records will 
not tell us when it happened, 
and being afraid that he will 
give away his age, herefrains 
from divulging the informa- 
tion. Anyhow, Fred is one 
of the old standbys of the 
Organization and has more friends than he can 
count. He is of that pleasant, solid disposition 
that we all admire so much, and everybody is 
happy that Fred has scored as a Pacemaker. 
Mr. Knoche has done a very excellent business 
this year in spite of the fact that he was called 
off the job a dozen times to perform special 
duties to which his familiarity with the busi- 
ness particularly adapts him. 


F. A. KNOCHE 
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Moore Oil Co. West Side Filling Station, 1160 West 
Broad St., Columbus, Ohio. Two Cut 241 “Red Sentry” 
Outfits with 5-bbl. tanks installed. 


Mr. H. M. Tunstall is one of the fighting 
cow punchers ’’ who resolved early in the 
year that the Cup must come 
to Dallas. At the same time 
he vowed that he would be a 
Pacemaker, and he achieved 
this ambition on December 


6 


15 with 520 points. . Mr. 
Tunstall is a very hard- 
working, earnest salesman 


and has always been a steady 
producer since entering our 
organization. It is therefore 
with greatest pleasure that we announce him 
as a Pacemaker. What Prince is going to do 
with that lve-wire organization at the Conven- 
tion, we can imagine, and so it behooves the 
rest of this energetic organization to keep on 
the lookout or these *‘ cow punchers ”’ are go- 
ing to put something over. Of the crew, none 
will be more on the job than H. M. Tunstall. 
and we are delighted to have him in our midst. 


i. 


M. TUNSTALL 


They say the most wonderful thing about 
Mr. J..M. Prigg is that he is a hard worker, 
not because he has to be, but 
because he likes to be— 
working, as it were, for 
work’s sake. Mr. Prigg does 
not believe in pushing a man 
for an order, but he simply 
‘ slips it to him easy ”’ in an 
interesting way and keeps 
on talking until the custom- 
er of his own accord says “‘ I 
will take the outfit.’’ 

Mr. Prigg is one of the gentlemen who knows 
how to make friends, and as a result, is one 
of the best customers of the postoffice in his 
home town, for oceans of mail come to him 


J. M. PRIGG 
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daily from his host of friends, telling him of 
the various prospects that can be sold. It is 
said that Mr. Prigg has more prospects than 
any cther half dozen.men in the country. Well, 
viien prospects are properly handled they 
make Pacemakers and Prigg qualied on De- 
eomber 20 with 504 points. Fine work! 


Horace D. Murdock just waited long enough 
to see that his brother was safely in the Club 
and then he too entered the 
‘ shrine.’’ He came through 
on December 12th with 504 
points to his eredit. One fun- 
ny thing about Horace is that 
he drives a Ford—not just 
an ordinary Ford, but an in- 
dividual Ford. In the first 


place, it is a coupe. Second- 
ly, it -has a lot of those a Me Reni 
home comfy arrange- 


ments rarely seen in a motor ear. He has a 
desk in the car, and a thermos bottle. His ear 
is electrically equipped with a heating appar- 
atus, has pipe racks, ete.—a ‘‘ peace ship ’’—a 
regular ‘‘ Oscar 2nd ’’—a Ford after Henry 
Ford’s own heart. Lest we forget, it is not 
the Ford that made the Club, but Horace, one 
of the best salesmen carrying the grip in the 
United States. It is a distinet honor and pleas- 
ure to announce his election and we sincerely 
hope that it is his avowed intention to do it. 
early and often during 1917. 


Mr. W. A. Merrill “‘crossed the wire’’ with 
520 points on December 22, making him a Pace- 
maker for the second time. 
Mr. Merrill did not enter our 
organization until 1914, and 
his qualifying last year and 
repeating on this occasion in- 
dicates to us that he is not a 
flight-by-night winner, but 
one who is consistent in his 
qualifying. Mr. Merrill is 
one of the very highest grade 
salesman which we have 
in our organization, and he secured his Pace- 
maker membership under unusually trying cir- 
ecumstanees. This adds greatly to the honor 
due him, and it is a distinct pleasure to pay 
this tribute to Mr. Merrill. 

Mr. Merrill works in and around Grand 
Rapids, Mich., and has been Bowserizing every- 
thing in sight. He is a broad business builder 
who sells all the line all the time and is a Pace- 
maker in every sense of the word. ~ 


W. A. MERRILL 
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Mr. W.S. Johnson scored as a Pacemaker on 
December 14 with 501 points, which markes his 
second entry into the “‘cirele 
of the superlative’’ since the 
Club was organized. Mr. 
Johnson is a young man who 
is a natural salesman, has a 
pleasing personality and 
takes well with his trade. He 
is very optimistic—nothing 
ever worries him and he is a 
glutton for work. His logi- 
eal reasoning together with 
his affable nature just naturally influences the 
business in his direction and has resulted in his 
Pacemaker election. 

We are glad to have you with us, Mr. John- 
soi, and we hope that the future will find you 
at the festive board regularly. 


W.S. JOHNSON 


Mr. H. Beique became a Pacemaker on De- 
cember 21 with 504 points to his eredit. Mr. 
Beique has been a Pacemaker 
before, and is therefore no 
stranger to the honor. His 
territory is in Montreal, Que- 
bec, where he works the gar- 
age line. Mr. Beique has 
been in our organization 
since 1911 and has always 
been a persistent and con- 
sistent producer. He has 
sold a great number of, high 
grade Paint Oil installations and is a broad 
business builder in every sense of the word. 
He is a very affable and congenial gentleman, 
which has won him influential friends, many 
of whom are the very best business men in the 
city of Montreal. 


H. BEIQUE 


Mr. H. J. Jeavons like Mr. Deming is a man 
of method. He keeps a very close check on his 
business and knows exactly, 
from month to month, the net 
profit resulting from the sale 
of Bowser Equipment. He is 
famous for the number of 
high grade Paint Oil Equip- 
ments he has sold in Van- 
couver and Victoria, B. C., 
and this year has been very 
fortunate in marketing a 
large- number of Red Sen 
tries. One of the ambitions of Mr. Jeavons is 
to have all the equipment in his territory work- 
ing perfectly, and in this he has achieved his 
desire. 


Photo 
Delayed 


H. J. JEAVONS 
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Mr. A. Laverty has been in the Bowser organ- 
ization since May 16, 1905, and during that 
period he has been one of our 
most consistent poducers. 
This, however, is the first 
year that he has achieved 
Pacemaker honors and it is 
with extreme pleasure that 
we announce his election to 
the Pacemaker Club. Mr. 
Laverty is one of the old 
scand-bys who have followed 
the business from the day of 
the kerosene tank, and appreciate what time 
and experience, what patience and research 
were necessary in order to place the wonderful 
high-grade present Bowser Line on the market. 
He has been carrying the message of Bowser in 
a better, more progressive and more up-to-date 
manner every year. It will be a happy reunion 
at the Convention with Mr. Laverty present 
and it is with open arms and sincerest welcome 
we extend to him the hospitality of the organi- 
zation. Fine work, Mr. Laverty. 


A. LAVERTY 


You have all eaten Guenther’s candy. Guen- 
ther is a sweet name, at least we have always 
associated the name of 
‘“Guenther’’ with something 
sweet, and all you need to do 
is to gaze on the handsome 
physiognomy of R. C. Guen- 
ther to know that the com- 
parison is perfectly legiti- 
mate. The sweetest thing 
about Guenther is the sweet 
manner in which he con- 
vinces the Plattdeutsch of 
Wisconsin that they should spend their hard- 
earned money with 8. F. Bowser & Company, 
and the knowledge of the service he is doing 
these people gives him the necessary confidence 
to deliver the goods. Guenther is some sales- 
man and a Pacemaker of whom the Club ean be 
very, very proud. He is the kind of a man who 
makes a plan and then works that plan. He 
will help swell the Chicago aggregation which 
this year has grown to unheard of proportions. 
Kingsley has some squad, and they will be some 
noise makers. Alright, Guenther. 


R. C. GUENTHER 


‘‘All the power you can ever use exists now 
and awaits your intelligent mastery.’’—Mar- 
den, 


After all you’re your worst critic. 
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Lock, look, look! The autocrat of the Wash- 
ington Office, Mr. John W. Lea, scored as a 
Pacemaker on December 23, 
after a merciless onslaught 
on Fort Quota the last week 
of the race. John lives in 
Huntington, West Virvinia, 
where he is one of the land 
barons and one of the mov- 
ing spirits of the rapidly 
erowing community. John 
has been a Pacemaker before 
and is a real live wire and 
efficient salesman. His many friends will be de- 
hghted to learn of his success and we too hasten 
to extend our congratulations. 


Photo 
Delayed 


J. W. LEA 


Mr. L. L. Patterson of Jackson, Miss., did not 
take up a Bowser grip until January 24th, 
1916. He registered as a 
Pacemaker on December 
23, which indicates to us 
the kind of a warrior Pat- 


terson is. Mr. Patterson 
has many friends in the Photo 
Bowser organization, who Delayed 


will be glad to know of his 
qualifying as a Pace- 
maker, Mr. Patterson has 
put up with some very 
strenuous conditions in his 
territory, and registering 
under these circumstances makes his conquest 
all the more laudable. Memphis is bringing a 
big delegation, and we are delighted that L. L. 
is going to be among them. 


L. L. PATTERSON 


Mr. EK. F. Klotz is perhaps the oldest active 
Bowser salesman in point of service in the 
whole organization. He has 
worked in practically every 
state in the union and in the 
early days did some of the 
big pioneer work in the west. 
Since 1910, Mr. Klotz has 
been city salesman in San 
Francisco and has always en- 
joyed a fine business. 

Mr. Klotz was a tablet 
eutter in 1911 and his Pace- 
maker registering this year makes him a five- 
time man. 

Mr. Klotz is a very high class salesman which 
is evidenced by his record, and has a smooth 
way of handling difficult situations. 

This year, because of considerable reverses, 
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he has been delayed in registering but neverthe- 
less, he 1s there and we are all delighted at hav- 
ing our old-time ‘‘war horse’’ in our midst. 
Congratulations, Mr. Klotz. 


Gentlemen, we are now to announce one of 
the finest men in the Bowser organization. While 
they are all fine men, 
Floyd Bragg is an excep- 
tionally genteel personage. 

He again registered as a 
Pacemaker on December 
22, and everybody is keen- | 
ly delighted at his success. 

Speaking of Ford ears, 
Floyd has one that is 
painted red, and everyone 
in his territory knows him 
by the red streak which 
goes by. 

Mr. Bragg is not one who narrows his oppor- 
tunities by single track work, but he believes in 
diversified crops, and sells paint oil equipment, 
lubricating oil equipment, kerosene equipment, 
dry-cleaning equipment, and gasolene equip- 
ment. He is a diplomat and a fine salesman; a 
eredit to his organization and to the Club. 


FE. HE. BRAGG 


Another one of the Dallas men who has been 
with us less than a year, but who qualified for 
Pacemaker membership, 1s 
Mr. R. C. Foster of Deni- 
son Texas. He did not en- 
ter our employ until Feb- 
ruary Ist of this year, but 
reached the Pacemaker 
goal on December 19th. 
They say of him, that ‘‘he 
is some on the job, and can 
sense an order.’’ The ex- 
traordinary quantity of 
pep that was passed 
around in the Dallas Dis- 
trict this year has no doubt had a psychological 
effect on Mr. Foster, and he, too, jumped into 
the gulf stream of victory. He is one of the 
fighting cow punchers, and is worthy of the 
very highest honor which we can bestow upon 
him. We are mighty glad to have you in our 
organization, Mr. Foster, and wish to especially 
congratulate you on your Pacemaker qualify- 
ing. 


Photo 
Delayed 
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‘““A man is commonly either made or marred 
for life, by the use he makes of his leisure 
time.’’—Jeremy Taylor. 
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R. E. Tomlinson, also a Dallas live-wire, 
again qualified for Pacemaker membership on 
December 1. ‘‘Tommy,’’ as 
he is familiarly called by ali 
the boys is a full fledged live- 
wire Bowser salesman, who 
knows all the tricks of get- 
ting the name on the dotted 
line. Mr. Tomlinson has 
mingled, along the Mexican 
border, with the various war 
chiefs of Mexico. Villistas, 
Carranza, bandits, ete. He 
has learned how to fight for an order and walk 
away with the ‘‘bacon.’*® Mr. Tomlinson’s 
hobby is with the rod and gun, and the terri- 
tory, which he covers, gives him an opportuni- 
ty to enjoy this natural inclination of his. We 
are all glad that Tommy is back and look for- 
ward with extreme pleasure to his visit. 


R. E. TOMLINSON 


Mr. H. T. Sterne came with Bowser & Com- 
pany in 1911 and has been a real success with 
our business, having on sev- 
eral previous occasions 
achieved Pacemaker mem- 
bership and having done a 
good business ever since his 
connection with the Com- 
pany. Mr. Sterne’s success 
is largely due to his absolute 
belief in our line and his con- 
fidence in himself to market 
the product. He is one of 
those quiet chaps who in his forceful way goes 
along and continually ‘‘delivers the goods.”’ 
He has been one of the valuable assets of the 
Toronto Office and is an horored member of the 
Pacemakers’ Club. 


H. T. STERNE 


Moore Oil Co. Filling Station, East Broad and 21st 
Sts., Columbus, Ohio. Two Cut 101 “Red Chief” Out- 
fits with 500 gallon tanks installed. 
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Mr. W. F. Eichelberger, of the Harrisburg 
Office, scored a Pacemaker on December 23 with 
500 points. Mr. Eichelber- 
ger has suecessfully handled 
our goods for a number of 
years and always in the 
highest type and manner. 


He has proven himself a 
very efficient Bowser sales- 
man and has the reputation 
of having the largest speak- 
ing acquaintance in New 
England. He is one of the 
men who makes friends readily, which is a 
great asset in his business. 


This is the first time that Mr. Kichelberger 
has graced the Club and we are very delighted 
indeed to be able to welcome him into our 
midst. Congratulations! 


W. FF. EICHEL- 
BERGER 


Mr. D. I. Petts, of the Albany Office, elected 
himself a Pacemaker on December 10 with 507 
points. Mr. Petts came with 
the Bowser organization in 
the fall of 1914 and has 
represented the Company in 
and around Bristol county, 
Massachusetts. 


He has exhibited his prow- 
ess In many ways and has 
done a very high class, sue- 
cessful business. He is a 
very capable representative 
and can handle large propositions splendidly. 

Mr. Petts has been unusually successful in 
handling the Private Garage trade and has had 
some excellent results in this line, 


Dela Eas 


Ladies and gentlemen, we have with us to- 
night Mr. F. C. Schuster, of the Albany Office. 
He elected himself a Pace- 
maker on December 23 with 
503 points. This is not a 
new honor for Mr. Schuster 
as he made a phenomenal 
success when he was located 
in the Atlantic District. 

Theyasa yates tees 
true to his old German tra- 
ditions for he is the original 
busy bee without the buzz. 


Mr. Schuster has a considerable reputation as 
an angler and whether fishing for sport or for 
business, he knows how to bait the hook pro- 
perly in ‘order to succeed in his catch. 


F. C. SCHUSTER 


Another new man who has proven his ability 
as a Bowser salesman in a mighty short period 
is Mr. V. P. Bennett of the 
Chicago Office. Mr. Bennett 
did not take up the Bowser 
erip until March 15, and on 
December 8 he had scored 
his points. Anyone reading 
this Boomer and stopping to 
ponder over this record, 
knows at once, without much 
explanation, what class and 
kind of effort has been re- 
quired to ‘‘deliver the goods’’ in this fashion, 
also the character and caliber of the man who 
has been able to do so. The Home Office will 
rejoice at the opportunity to have Mr. Bennett 
as its guest and to honor a man of his unmis- 
takable Pacemaker qualities. Fine work! 


Photo 
Delayed 


V. P. BENNETT 


Mr. K. A. Bachman qualified for Pacemaker 
membership on December 13. Mr. K. A. Bach- 
man is a brother of ‘‘Fight- 
ing E. B.’’ who has been so 
prominently identified with 
the Pacemakers’ Club since 
its existence. It is a matter 
of great pleasure to be able 
to announce Mr. Bachman’s 
election since he has over- 
come some big handicaps in 
reaching this honor. He is 
the kind of a man who 
‘‘never says die’’ and perseveres to a successful 
conclusion. His success in this instance is only 
carrying out his own personality and manner of 
doing things, and we take off our hats to him. 
In the big delegation that is coming to the 
Convention from Memphis District, none will 
be more worthy than K. A. Bachman. 


K. A. BACHMAN 


One of the most successful new Bowserites 
that we have on our list is Mr. Lee Kuhn of the 
Memphis Office. Mr. Kuhn 
qualified for Pacemaker mem- 
bership on December 20 with 
512 points. He did not en- 
ter the employ of the Com- 
pany until March 11, and his 
election to Pacemaker mem- 
bership in so short a time in 
our midst is an indication of 
the quality of his sales abil- 
ity. The Memphis District 
has been making a noble fight this year and Mr. 
Lee Kuhn’s efforts have had a big part in the 
Memphis achievements. 
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Delayed 


LEE KUHN 
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In giving you some idea of the character of 
the next man whose election we will announce, 
we will say to you that his 
name denotes his character. 
He is a good man. Mr. R. J. 
Goodman scored as a Pace- 
maker on December 14 with 
503 points to his credit. 

Mr. Goodman is an old 
Cash Register salesman, hav- 
ing successfully sold that 
product for a number of 
years. He immediately 
adapted himself to our line, however, and has 
been doing a very splendid business since enter- 
ing our organization. Mr. Goodman is one of 
those persistent fellows who follows a prospect 
closely and keeps right after him until he sue- 
ceeds in getting the name on the dotted hne. 


R. J. GOODMAN 


Mr. W. J. Bates of Steubenville, Ohio, became 
a Pacemaker on December 13. This is the 


‘“second offense’ ’for Mr. 
Bates, he having qualified 
last year. Mr. Bates is one 
of those affable, pleasant, 


agreeable men who always 
wears a smile. This frank, 
pleasant attitude carries a 
ereat deal of weight with his 
customers. Mr. Bates has 
been steadily growing in 
Bowser tank secrets as is 
evidenced by the larger and better class of 
orders he is sending in continuously. He is 
one of the mainstays of the Ohio Sales Depart- 
ment and a real Pacemaker. 


W.J. BATHS 


No wonder Harrisburg wins the cup when 
workers of the type of F. Brown of Philadel- 
phia are struggling for her 
supremacy. Mr. Brown de- 
livered the necessary 500 
points on December 15, mak- 
ing almost a full house from 
e Philly elie must) civera 
man an unusual thrill to be 
associated with such a win- 
ning organization as the Har- 
risburg crowd, and unques- 
tionably it adds zest and in- 
spiration to a man’s work, which helps carry 
him on to success. Mr. Brown has by close 
appleation and diligent, painstaking labor se- 
cured his Pacemaker membership, and he is the 
kind of a man of whose membership the Pace- 
makers’ Club can be very proud. 


F. BROWN 
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that was. We arrived at the place 


blue streak. 


from eases. 


the building. NUFF SED. 


F. ‘‘Hampshire’’ Richardson became a Pace- 
maker on December 15 with 503 points to his 
eredit. Mr. F. H. Richardson 
is the optimistic individual 
who dedicated the letter to 
the Pacemakers in the last 
issue of the Boomer, in which 
he used the soul inspiring 
phrase, ‘‘ Hurrah for the man 
who doesn’t know when he’s 
licked.’’ Well, Richardson 
had some hard pull the last 
thirty days, but boys, he 
pulled across the line with the necesary require- 
ments and some to spare. 

Mr. Richardson has been a Pacemaker ever 
since the Club was organized and he will be one 
of the men to make Zahrt’s knees quake when 
he extends his hand for the $250. 

Mr. Richardson is married, has two children, 
lives in and works the greater portion of the 
state of New Hampshire; owns an automobile, 
is of a happy and contented disposition, never 
knows when he’s licked, and is some Pace- 
maker, 

Welcome to our city! 


F. H. RICHARDSON 
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Spilled the Beans. 


Our good friend, John Leitch, says, ‘‘The first natural law is order; the other six 
natural laws dovetail into the scheme of life.’’ 


Scientists say, ‘‘Nothing stands still—all things by law divine 
move forward or backward, progressive or retrogressive. 
ually observe this in Planets, Nations, Corporations and People. We 
are interested particularly in people 
and I am going to ask if it would not be a good habit for 
everyone of us to take stock of ourselves once a month; a good time 
would be when our statements arrive, if we move forward—to ask 
the question what element made for the forward movement. 


[ was working with a salesman one time on a proposition to help close a contract ; 
the proposition was a reasonable one, the salesman a well-dressed, clean-cut gentle- 
manly fellow, a man whom everyone would say by looking at was alright. 
course, there was something wrong with him, and beeame interested in finding out what 
I was introduced to ‘‘Mr. Brown’’ by the sales- 
man, who immediately began to pat the prospect on his back with his hand, and talk a 
There was no chance for Brown or Taylor until I drew the salesman aside 
and asked him to let me handle the prospect alone, and wait. He waited close by, near 
a door leading out into a yard filled with excelsior, scrap paper and loose packings 
He emptied his pipe into the yard, a blaze started and nearly consumed 
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WILL AND WONT’T POWER 


‘ 


‘* Eph’im,’’ said Aunt Eva, ‘‘ is yo’all gwine 
ter let dat ornery mewel do jes’s he please? 
Wha’s yo’ will powah, man? ”’ 

‘* Mah will powah’s all right,’’ answered 
Unele Ephraim, giving another tug on the 
bridle, ‘* but yo’ jes’ come out hyar an’ meas- 
ure dis yere mewel’s won’t powah.”’ 


SOME TOUGH 


He took her about her delicate little waist 
and hfted her lightly up into his arms. Her 
eyes closed and a wisp of her golden hair 
caressed his forehead. His breath was fan- 
ning her-waxen cheek. Suddenly he set her 
down almost harshly. ‘‘ Gee,’’ he said, ‘“‘ it 
sure is tough to be a window trimmer.”’ 


‘* Bind together your spare hours by the 


cord of some denite purpose and you know 


not how much you may accomplish.’’—Jeremy 
Taylor. 
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GASOLENE—WHAT IS IT? 


‘‘Gasolene is obtained from petroleum in 
much the same way that whisky is obtained 
from corn; and like whisky, is capable of rais- 
ing more hell in a given space of time than 
anything of its size, weight and previous condi- 
tion of servitude with which we are acquainted. 


‘* When petroleum is boiled up it gives off 
cymogene, rhigolene and ether before it lets go 
of the gasoline, so it will not do to say that this 
pernicious product is not the result of mature 
deliberation. It is; and not only that, we be- 
lieve old ‘‘ malice aforethought ’’ lurks some- 
where in the background. Without doubt, sell- 
ing them gasoline is a sinister way that ‘‘ John 
D.”’ has of getting back at the dear ‘ peepul.’ 


‘Gasolene is three times heavier than air; 
therefore, when the lid is off, this Genii has a 
habit of hugging the ground, and. while the 
unsuspecting victim is lolling in a sense of se- 
curity that would do credit to William Jen- 
nings Bryan or Henry Ford, it sneaks off in 
search of hight. It has been known to travel 
five hundred feet, get loaded, and come back 
to its port of hail in a blaze of glory. It has a 
yellow dog barking at the moon when it comes 
to dragging things back home and mussing up 
the front yard. This half-breed being heavier 
than air takes delight in mixing with it when 
not engaged in some other deviltry, and it de- 
pends upon how badly he mixes whether he 
paints the town red or shoots it up. Under 
ordinary conditions, he will contaminate the 
atmosphere on a 2 per cent. mixture by volume. 
Let him go 5 per ecent., block his passage, shoot 
in a spark, and the undertaker will spend a 
week looking for enough material out of which 
to make a decent funeral.’’ 


THE FIRE ENGINEER. 


The Mission Service Station, 14th and Harrison 
Sts., Oakland, Calif. This Service Station has a Bow- 
ser “Red Chief’ Cut 101 in constant use. 
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Delivery wagon of Schubert’s Dyeing & Dry Clean- 
ing Establishment in front of their place of business, 
Fort Wayne, Ind. This establishment is completely 
Bowserized and is one of the best dry cleaners in 
Fort Wayne. 


‘‘ BALANCING UP ”’ 


‘‘ If your wagon breaks down on the road, 
and you invent some way to mend it and get 
in with your load, you are a success. If, how- 
ever, you go off and sit down on a rock and 
wait for a ride back to town, you are a fail- 
ure.’’ 

What has the year 1916 been to us who have 
failed to qualify for Pacemaker Membership? 
We commenced the year with a splendid asset 
—the Bowser Line, backed by the good will 
and the personal, kindly advice of our local 
manager. We started with hope and confi- 
dence. 

Just here is where we should be honest with 
ourselves, and put against those wonderful as- 
sets, mentioned herein, all the features which 
prevented our reaching the coveted goal. 

Did we at any time let personal comfort 
come first? Did we omit to first study the sit- 
uation, or first Jump in and trust to luck? Did 
we fail to nurse and to train the good thoughts, 
‘“‘we can,’ ‘‘ we will’’—for even good 
thoughts need food and exercise? If the bal- 
ance shows excess baggage, let’s be honest with 
ourselves, and cut it out. 

In the next’s year’s estimate of our endeav- 
ors, let there be this strong resolve, “* I mean 
to be °° best ’’ for Bowser Line.’’ Let 1917 
be our splendid ‘‘ Come-Back.”’ 

(Signed) 8S. J. Redford. 


Pacemaker George A. MeCurdy of Michigan 
recently sold a man two 2-bbl. Cut 1’s and one 
5-bbl. Cut 241’s for his grocery store. 

This is the kind of business that has made 
Mr. McCurdy a Pacemaker. 
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| THE MAN WHO STICKS. 


The man who sticks has his lesson 
learned ; 

Suecess doesn’t come by chance—it’s 
earned 

By pounding away; for good hard 
knocks 

Will make stepping stones of stumb- 
ling blocks. 


He knows in his heart that he cannot 
fail; 

That no ill fortune can make him quail 

While his will is strong and his courage 
high, 

For he’s always good for another try 


He doesn’t expect by a single stride 
To jump to the front, he is satisfied 

To do ev’ry day his level best, 

And let the future take care of the rest. 


He doesn’t believe he’s held down by 


the boss— 

It’s work, and not favor, that “‘ gets 
across,’ 

So his motto is this: ‘‘What another 
man 


Has been able to handle, I surely ean.’’ 


For the man who sticks has the sense to 
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see 
He can make himself what he wants to 
be, 
If he’ll off with his coat and piteh right 
in— 
Why, the man who sticks ean’t help but 
win. 
—Charles R. Barrett. 


Ji. three days last week the Ohio Office re- 
ceived orders for thirty-one Lubricating Out- 
fits, sold tc the General Line trade. That shows 
the trend of thiugs. 


Carver Wood landed a whale of an order re- 
cently. Carver Wood is dcing some business at 
Skinskinnatti. 


Mr. H. W. Slone is a new Bowser warrior 
from Logansport, Indiana. His initial efforts 
show adaptability to our line, and we bespeak 
for Mr. Slone a very promising future in the 
tank business. 
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A THANKSGIVING EXPERIENCE 


We all have reasons to be thankful and we 
usually take one day off in the year to manifest 
this feeling in the proper spirit. A newcomer, 
however, under the Dallas Office, by the name 
of J. S. Lewis, was so thankful after eating his 
pork and kale greens that he sold a man a Cut 
41 on Thanksgiving afternoon. You'll get by 
all right, Lewis. ; 


A great many of the salesmen remember 
C. A. Saunders. Charlie, as he is familiarly 
known among his friends, is the oldest Bowser 
salesman in the employ of the company today. 
He has been resting for a considerable period 
and just recently took up the grip again. 

In the heyday of his Bowser career, Mr. 
Saunders carried away all prizes that were of- 
fered. He is of that aggressive type of sales- 
man who has no comebacks on his orders. Even 
though his man is sold by high-pressure meth- 
ods he ‘‘stays put.’’ 

We are glad that you are back on the firing 
line again, Mr. Saunders, and we hope that you 
will be for many years to come. Happy New 
Year. 

Mr. R. 8S. May is a new name on the roster 
of the Louisville Office and he works in the 
Hill-billy district of Leshe, Knox and Perry 
Counties. 

Mr. May is delivering the goods in fine shape 
and his suecessful start in our line encourages 
us to prophesy a successful future in the Bow- 
ser Organization for Mr. May. 


Equipment of the Duplex Company, Inc., Youngsville, 
La. This equipment was sold by Mr. Griggs Walker. 
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John Blevins was the most bashful lad in a 
Kansas village. For three years he had been 
keeping company with Sallie Jaimes, but he 
could not bring his courage up to the popping 
‘point. One Sunday night, as John was leaving 
jthe front yard of his inamorata, he encounter- 
fed the old man, who had begun to chafe under 
ithe diffidence of his daughter’s sweetheart. 
‘‘Look-ee here, John,’’ exclaimed paterfa- 
‘milias, ‘‘you have been coming to see my 
/daughter for several years now, and I want to 
know what your intentions are.”’ 

| ““W-w-well, s-s-sir,’’ stammered John, ‘‘I am 
aiming t-to m-marry her.”’ 

| ‘‘Aiming!’’ snorted the old man. ‘‘ Well, 


don’t you think it about time that you fired?”’ 
| 


The new draft had just arrived in France 
and the men were exchanging notes with the 
old hands. 

‘“Do they feed you well out here?’’ asked one 
of the raw hands. 

‘*Oh, not at all bad,’’ replied the campaigner 
—‘not at all bad! Good breakfast and good 
dinner and always pudding after dinner.’’ 

‘*Pudding—eh? What kind of pudding to- 
day?’’ 

“Oh, the usual kind—windmill pudding !’’ 

“Windmill! What sort of pudding is that?’’ 

‘Why, if it goes ’round you get some.”’ 


At a domestic economy lesson, a young ma- 
tron was asked by the lecturer to state briefly 
the best way to keep milk from souring. 

After some reflection the young woman re- 
phed: 

‘‘Leave it in the cow.’ 


‘“Yalk about torture.”’ 

oViagucn 

‘‘Nothing is worse than sitting in a barber 
chair with your mouth full of lather watching 
the boy trying to give another customer your 
Panama hat.’’ 


Hope is the mainspring of human action; 
Faith seals our lease of immortality; and Char- 
ity and Love give the passport to the soul’s true 
and lasting happiness.—Street. 


WHitttti, 
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In the neighborhood of Shanghai an English 
sailor on his way to the foreigners’ burial 
ground to lay a wreath on the grave of a 
former comrade met an intelligent-looking na- 
tive carrying a pot of rice. ‘‘Hello, John!’’ he 
hailed, ‘‘where are you going with that ’ere?”’ 

‘“T takee put on glave—glave of my flien’,’’ 
said the Chinaman. 

‘“Ho! ho!’’ laughed the sailor. ‘‘And when 
do you expect your friend to come up and eat 
Ligad 

‘‘All time samee your flien’ come up and 
smellee your flowers,’’ replied John. 


‘““It’s no use,’’ growled Mr. Smith to his wife 
from the bathroom. ‘‘I ean’t do it.’’ 

‘*What is it, dear?’’ asked his wife in alarm. 

‘““Why, the doctor told me this morning to 
drink hot water an hour before dinner for my 
indigestion. Here I have got a quart down, am 
nearly bursting, and I haven’t been drinking 
fifteen minutes yet!”’ 


A strange man had been sent to polish the 
floors. His manner was anything but energetic 
and the lady feared he would not polish them 
properly. 

‘‘Are you quite sure that you understand the 
work?’’ she inquired. 

His indignation was tremendous. 

“You know Col. Dell’s folks next door,’’ he 
said. ‘‘Well, I refer you to them. On the 
polished floor of their dining room five per- 
sons broke their legs last winter and a lady 
slipped clear down the grand stairease. I pol- 
ished all their floors!’’ 


She—Isn’t it disgusting to find a worm in 
the apple you are eating? 

He—There are worse things. 

She—For instance? 

He—Finding half a worm in an apple. 


A humane society has secured a downtown 
show window and filled it with attractive pic- 
tures of wild animals in their native haunts. 
A placard in the middle of the exhibit reads: 
‘““We were skinned to provide women with 
fashionable furs.’’ A man paused before the 
window and his harassed expression for a mom- 
ent gave place t oone of sympathy. 

‘‘T know just how you feel, old top,’’ he mut- 
tered. “‘So was I!”’ 


He who receives a good turn should never 
forget it; he who does one should never remem- 
ber it.—Charron. 
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bad is the greatest asset in the category 
Personality of man’s qualifications. Wealth 
can be dissipated, health can be 

SSS = : === sacrificed, position can be under- 
mined, but personality is a subtle force so powerful that its resistance is im- 
measurable. Personality is largely a birthright but it can be found to a 
greater or lesser degree in every man and woman. It is an invisible force, in- 
tangible, yet radiating with clinging tenacity, engulfing and immersing, com- 
manding obedience and submission. Its action is unseen but keenly felt. It 
is a magnet, irresistable, powerful, working through space, subtly, quietly 
and with an influence that has the tendency to create willing submission, 
pleasing surrender and good natured tolerance. Personality makes for lead- 
ership, dominating assemblies, commanding situations and dictating terms. 
Fortunate is the man who has a great personality; not beauty, nor yet edu- 
eation, nor yet wealth, but just personality. It must be a natural gift, nur- 
tured and matured by right living, high ideals, clean thinking, intelligent 
application, indomitable energy, whole heartedness, love of fellowmen, good 
nature, happy disposition, optimistic expression and all round decency. Per- 
sonality can be developed and the successful man in every avenue of life’s 


work is that man who realizes this very I Pp 


potent fact and who develops his person- 
ality until “HIS LIGHT SHINES.” 
Such are the leaders of men for personality 

—Leon M. Hattenbach. 
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HAPPY HORACE 
‘‘ Haven’t seen Horace at the club lately, 
Mrs. Bossy. Is he sick or what’s the mat- 
ter? ’’ 
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Just picture what you would like to have 


people think of you—then try to be that. 


A man who trusts to luck has a false 


at home now, and enjoys life in his own way 
as I want him to.’’ 


See 


‘* Horace,’’ said Mrs. Bossy severely, ‘ 


friend. 
4 


stays 


man who sueeeeds takes it. 


Reso_veD: That I will be a better man during 1917 than ever before in 
my whole life; that I will with increased vigor spread the Gospel of Good 
Cheer; that I will labor diligently to improve myself in every way; that 
I will by my conduct be an example and inspiration to the young men about 
me to a nobler life; that I will cheer as many hearts and dry as many tears 
as I possibly can; that I will stick to my work and make my business a suc- 
cess; that I will register early as a Pacemaker and make 1917 the crowning 
year of my career. 
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The man who fails hopes for the best; the 
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And Then Some. 


Kingsley and his buneh of ‘‘rooters”’ 
Are surely a gang of big horn tooters. 


Barnet from Rocky Mountain clime 
Has a delegation quite sublime. 


Dorsch, the Senator back home, 
Brought everything but the Capitol dome. 


From sunny Folirda we behold 
Clint and his men so brave and bold. 


Hance’s delegation grows, 
‘A dozen and a half ‘‘Canadian snows.’’ 


Dapper Claudius of Broadway fame, 
Brought his men in on a special train. 


‘Prince Charming’’ Colwell, you will note, 


Brought ‘‘Strong Arm Hess’’ the cup to tote. 


From California’s sun-kissed coast 
The President doth Johnson boast. 


oLe 


full of ‘‘pep’’ and enthusiasm. 


Pacemaker. 
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Ye yankee hosts and Billy Mann 
Will win, begosh, if any can. 


He must be shown, ‘tis very plain, 
Lew Porter from Misouri came. 


The Prince arrives in triumph grand, 
His loot and love cup to demand. 


There’s Herman Brown from Cottontown, 
Who brought a handsome army down. 


Stoves, celery and autos, too, 
Were harvested by Bowser’s Michigan crew. 


On Whitcomb Riley’s hoosier farm 
Jack Burow spreads his winning charm. 


Colonel ‘‘Dud’’ from Louisville town 
Fetched fighting men of great renown. 


The leader in the glorious fray, 


With Walker’s Buckeyes dwells. Hur-rah! 
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SURE MIKE! 

Gentlemen, it gives me great pleasure to find that our Pacemakers’ Club has 
grown to the immense proportions as demonstrated by this enthusiastic gathering. 
170 Pacemakers is a very creditable record for 1916 and it fills every one of us brim 

What we are going to do the next year is to not only 
hold our own, but make good the resolution which we made last year—Every Man a 
—W. V. CRANDALL. 
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—-R. 8. COLWELL. 
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HAVE YOU SEEN ‘‘NINA?”’ 


Have you seen ‘Nina?’’ Away out in Lake 
Ontario, about eight miles from ‘‘No Man’s 
Land,’’ we find a little piece of land called 
Pwoalt Island. ~*~ Why they eall this °’Calf 
Island’’ we do not know. We do, however, 
know that although it was no man’s land, Billy 
Mann went up there to spend his vacation last 
summer and was accompanied on this trip by 
‘Cad’? Eggleston and some more live wires. 
We have also heard rumors that Bert Bowser 
was in on this same expedition, but the map as 
outlined above does not include him. Funny 
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Present indications are that we will have no difficulty whatever in winning the 
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Cup during 1917, 


that Bert would not sneak into the picture— 
we have never seen him miss one before. 


Anyway, there was a great deal of fishing 
done during this time, but whether or not there 
were any particular conquests in this direction, 
we have not learned. A man ean fish and fish, 
but it’s the results that count. From a pretty 
reliable source we learn that Eggleston and 
Bowser were very fortunate in their black bass 
catches, but the red reflection of Billy’s hair 
in the lake was absolutely incompatible with 
the feelings of Neptune’s daughters. They 
gleefully danced around the sunshine of his 
ruddiness, but nary a hook did they approach. 


When the big shore dinner was pulled off, 
Billy Mann, beeause of his absolute failure to 
contribute anything toward the big feed, was 
penalized by the ladies of the crowd to the ex- 
tent that he was compelled to peel all the pota- 
toes for the occasion. Of course this all fluster- 


ed Mann up a bit and he turned more red than 


\\ 
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ever—in fact, he tried to hide, and when he 
did ‘‘hide’’ after the big festivities were over 
with, most of his hide vanished. So peeling 
potatoes and peeling Mann in ‘‘No Man’s 
Land’’ on a fishing expedition which encoun- 
tered ‘‘Calf Island,’’ would lead one to ask the 
question—have you seen *‘Nina?’’ 
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And I was not discouraged by the 
seeming magnitude of the undertaking, 
as I have always thought that one man 
of tolerable abilities may work great 
changes, and accomplhsh great affairs 
among mankind, if he first forms a 
good plan, and, cutting off all amuse- 
ments or other employments that would 
divert his attention, makes the execu- 
tion of that same plan his sole study 
and business.—B. Franklin. 
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—W. R. HANCE. 
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THE 1916 TABLET CUTTERS 
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The “Golden Gaters’’ will be high raters. Prospects look aa) wonderful. 
—D. 8. JOHNSON. 
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A Friend’s Greeting. 


I'd like to be the sort of friend that you have 
been to me; 

I'd like to be the help that you’ve been always 
glad to be; 

I’d like to mean as much to you each minute of 
the day 

As you have meant, Old Friend of Mine, to me 
along the way. 


I’d like to do the big things and the splendid 
things for you, 

To brush the gray from out your skies and 
leave them only blue; 

I’d like to say the kind things that I so oft have 
heard, 

And feel that I could rouse your soul the way 
that mine you've stirred. 


I’d like to give you back the joy that you have 
given me, 

Yet that were wishing you a need | hope will 
never be. 

I’d like to make you feel as rich as I who 
travel on 

Undaunted in the darkest hours with you to 
lean upon. 


I’m wishing now, Old Friend of Mine, that I 
could but repay 

A portion of the gladness that you’ve strewn 
along my way, 

And could I have one wish today, this only 
would it be: 

I’d like to be the sort of friend that you have 
been to me. 

—J. D. GUMPPER. 


THE FINAL STANDING OF THE FORTY 


HIGH MEN. 

EEC AS OMS OMe rac cicbee ciel soe sss laysiies siovatieise ee ovens,» Ohio 
G2 BY Vek Bet 1a RUE SR 5 ceecomi tains ORD Ee EON Occ OLE aC EEA Albany 
ee RO NM aM TL POM tee akhet sas Piast Gece e are sp 5 ec Harrisburg 
A ANS Cr Wrap Coren NCSU ND cote ye oho) sod ulchedese JS rs, ia) « San Francisco 
5S Mie LEG ORR OE ING Go SS oeh poo lore cecona oor Ghcad clones Harrisburg 
Ce ER te OL LID COM ee estates che etree soe sect Gis erie ove eiie lee Denver 
Tis fs CLES. 4 ADEE out aid, iichec Bo sc Deca Cee cence Ear Albany 
Se GN ES COLCA er ie sioe Ghote scot sate s&s New York 
9. K. KF. Hessenmueller................-.. Harrisburg 
CPS EK SOW Peed @WV.G Mest oten em arse ier eo) a) ents olerley.one is) eusinerete eles ia areal Denver 
ele We AeA TRISTE OME Noe cited velo tw ie ee oe Michigan 
745. Nig LUPE CICA FICS aigsero Bab, che. 0-GxO" iD EO oicao Ica ro sauen canecnoed Toronto 
CIRM 8 Ro AS UCL a FSW hg el eee Harrisburg: 
TR TERT S EOL OL a8 (5 cater clue cheat tone Ear mS eae ere acer ranae New York 
Tle OE 4 Ba LET Bi G5 hat nai ie Co Poin ORORD ROMER ORCC RE Cae nICRAEE a ICE Atlanta 
H@s AN. (Ces TE Lei ERSIA 6 Gols, Gecko or deo OOo OtmOnenoen cmenoee ie Harrisburg 
Re Bee eC Die Steriskemiche se aici teks st .'s0s sil ss ae eens New York 
BES Pa NGM IE aT att Igo ny rem mewn sien sirek ne ay elie si siicules sel rie teylete els 0s St. Louis 
US) OME, GUE TBXOXOU SENS Gla c Albio, Uo okORO) ORONO DICECennS En aSiceC ous Harrisburg 
PA) oa GO AEE VEE CE Olen aie ievedenes ates te) eis er sire) ert, 6 fe ris ge ais Chicago 
Eile Gm oem OMe RUGIESietaets ciate ven ere cl cure als, + 61%) sens. he, v6 St. Louis 
PGA INE. NINES TEE: 5 1G a ee) Occ Oo DROROND Eee nC ne Me ree ear Dallas 
Pee eae hee Ese erin inane cin kome ios sce es sisi eisie (saspere 6 esl ane Chicago 
Del MRL” VN ARSOIOXO! dKSkac, Gunn ONecG ie ROR Reece anne Onn Indiana 
REEL eal @ aOR arenene A Sie nes cikepes i eitiesells ete oi sre ieue rs Gudies el Ohio 
PAG armel ee @OMUNe ll Vayu epeueney cat cists sce hcteterecs 6 cece a) arere Chicago 
At. Ale A, IMIG aN eHLaERolSic cee: cabo a ead 0 Gactolc Orc Cleo CRCRDRer cameo Chicago 
is iaeeR eV LOMRCLET.C IMDS Cyto cuctens ie) one ol ciefer ones ve opis) er isiset ore“ Denver 
HOG WER, TEE Saar el KOR gig 5 1 ace tceer Ob eikc os cea cece omc eO CEE Chicago 
SA) ECL ome cA VIA TNG Clams ewetc citsttauts cave vital lerreliornis. extieite"sca) 6 Chicago 
ale MVVSOO Citenclay worker neierot. cnpicial ate stiuscetecis enn Matsxer srt vo Indiana 
Se ll “Vania MCHA WZ diese) 0 © Sep 0.0 br NG ORO. 6 EERE ISI Ron ae aa aC Atlanta 
Ree TR IOP MO GYoNa eel. 205-0 o.oo Signe OAC RONCN ONGC aac aeS Harrisburg 
eS A em ae Ae ENV Cat iS in ekee WONG) cust oils elie: Mle \ella) 6) 6..2n.5;-5. ose) 0 Denver 
BO ESC TUL ORG cheta ahercna ci clsis it icueyeve el ctacejie eee oe Denver 
Gur be Vite Te UCG I aac sel cra eects eh iets: ees aiselicr » Sd cus Suen. a 08 Dallas 
Sty cle, MURS GAM oi eXow alii b, 6, cos eke oltyo 0 Berend Soe Oee Oncaea Washington 
iets, 1D) Navin BHR Ken 0S oro Ohoue Onoto- oo sOkcicwrr-c. CtOne ena Washington 
SNe HDS GL a Gea MIEN Wate, c.g ache O'S 1a ORONCDICIoPaDsOeeen Ce San Francisco 
Wen (Gig IE, SHOR EWES Gicig-o @ Gla G corded Paolo aioe cuca Washington 

7G WUWIG WU” 
icy 4. MANN, | MACE 


Gy —YLG 


Vihili 


Diplomatic persistency will land us on top in 1917. 
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Two Hustling Foreign Salesmen—J. M. Duenas 
Jose De la Torre. 
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—W. M. MANN. 
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Bear this in mind: You will find ‘‘the harvesters”’ carrying away the honors 
during 1917. —T. D.. KINGSERYe 
30 


bd, | a enh 74 
aq Uf ye PSI 
hs —G] 


ft ey rr re er er 
| 
PUBLISHED SEM]-MONTHLY BY = 
S.F. BOWSER & CO., Inc. A PACEMAKER 
| 
| 


Vol. XV JANUARY 39, 1917 No. 2 


DEVOTED TO THE INTERESTS OF THE COMPANY AND 


Crops have been excellent, which rience a certain victory for 1917. 


The Bowser Boomer 


E. J. GALLMEYER, Editor 
YOU, Associate Editor 


IS ONE WHO LEADS 


ITS SALESMEN 


ARMY OF LEADERS 


All Hail the Hosts of Alexander! 


‘They have successfully met and overcome 
all the obstacles that were thrown in their way 
during the past year, and today are “sighing for 
new worlds to conquer”. Did you ever see a 
happier, more cheerful, “pleased-to-meet-you” 
bunch of men in your life than this bunch of 
Pacemakers? Once every year the big party is 
put on at Fort Wayne, and the “hosts of super- 


lative” are beckoned to the festive board. The 
“Fest” is on, Boys, and we hope that you are having a mighty 
good time. We certainly enjoy your presence in our midst; 
we have left nothing undone to arrange an enjoyable program, 
and we hope that our efforts measure up to your expectations. 
Plunge right into the thick of everything and enter into the 
Spirit of the occasion. ‘This is your good time and if you don’t 
see what you want, ask for it. 


; ACTING MCR. ST. LOUIS DIST. 
TER, Ai _ ACTING fh Ee MGR. $7 > T. LOUIS | ie 2 3 1 


—L EK. PORTER. 
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MY! WHAT A G-R-A-N-D 


AMERICAN AMBULANCE HOSPITALS. 


It will no doubt be of interest to the Ameri- 
ean Sales Organization to learn that the Ameri- 
ean Ambulance Hospitals who are doing their 
share toward caring for the sick and wounded 
in war-torn Europe are equipped with Bowser 
outfits. 


himself 
Conven- 


Mr. Robert L. Granger, who engratiated 
with all the Pacemakers at the Pacemakers’ 


tion a few years ago, has been awarded the French 
Military Cross for bravery. He has always been a 
brave Bowser warrior and has deported himself in 


like manner for his country. 


Did you bring some oranges with you, 
We're just crazy about sun-kissed fruit. 


Laughrey? 


His Majesty, Fickler. Yes, my yes, just goes in and 


takes business right away from the unsuspecting 
Canucks. 
Isn’t he the handsome fellow? Who? Why, Morti- 


mer =D, Richards, of That’s because he’s 


married now. 


course. 


Oh, say! De la Torre wears the smile of satisfac- 
tion becomingly. He’s another of our foreign boys 
who recently joined the benedicts. 


This space was originally set aside for a cut of our 
Export Director, Mr. R. G. Schulz. Too bad the nega- 
tive was not delivered and this will remind R. G. of 
his promises. Come again. 


Lil Ol New York is mighty proud of H. F. Babbitt. 
Over on the Jersey side. 


That brotherly love squad—Booker, Brown, O'Neil 
Samford, Vortigern. Say, Jim, you sure can be proud 
of that bunch of cup winners. Who pitches today? 


Where, have we heard that 
Another mighty Texan. 


Sigler? Sigler? 
before? Oh, yes! 
to our city. 


name 
Welcome 


English, when the man goes to take your picture 
ask him if he doesn’t think that the climate is simply 
grand. 


Soaring Cotton Klein, line. 


Memphis Pacemaker. 


right in A live wire 


The Baltimore King, 
Greetings! 


W. G. Chandler, is some orator. 
Have a good time. 


A rider of the purple sage 
Morman land. 


is’ Mr. -C. ©: -Hottel, 
A successful writer, too, of orders. 


of 


J. W. Merickel is here again with the Buffalo robe. 


Say, Connelly, who’s your 
bowling ball along? 


friend that brought his 


That man Weems is some salesman. He brought 
the Dallas bunch to Fort Wayne in his special ear. 


Senator. Tell us where the leak is 
Oh, you’re not Gibbon (s) away any- 


Good morning, 
in Washington. 
thing today. 


The proof of the pudding is the eating thereof, 
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THE MID-WESTERN DIVISION © 
The Mid-Western Division has something to 


crow about. One cup-winning office, one Pace- 
maker Vice-President, one Pacemaker Seecre- 
tary, and fifty-five Pacemakers! Some record, 
Mr. Murray. 


All gaze upon the newlywed, Mr. C. M. Hunter. He 
blushes so winningly. 
Say, Offerle, what’s a oxemeter? Don’t know? Ask 


Davies. 


Where life is worth living is the ery of Detroit and 
her special emissaries, Messrs. Armstrong, Goodman 
and Hageman. 


A new Bowserite is L. C. Tanner. 
the Pacemaker toga becomingly? 


Doesn’t he wear 


Law me! C. P. is on the job, alright. 


Some nifty, 
don’t you think? 


Handsome F. M. Kennedy of San Francisco 
Director twice in the same place. Wow! 


is 2 


We are mighty glad to renew the old acquaintance- 
ship, Mr. Bird. It’s been a long time since you paid 
us a visit. You’re looking five years younger than 
you did five years ago. 


Stand aside, stand aside. He is one of the Prince’s 
warriors. Mr. R. L. Matthews, of Dallas. 


H-G-G-I-E spells Eggy, from Watertown, N. Y., the 
past President of the lodge. Yes, he says he’ll do the 
same thing over. 


The same old “Bob,” 


the tablet cutter. Getting to 
be a habit, isn’t it, Bob? 


And improving with age. 


Mr. A. M. Lucas, from New Mexico, just can’t help 
being a Pacemaker. It’s born in him. 


Jack Behen, from Chi, is on deck with the same old 
smile. Howdy, Jack! 


Pacemaker Clement is looking fine. That’s because 
he has a happy disposition and was treated nice by 
Santa Claus. 


Well, well, well! If this isn’t our old friend, C. J. 
Rogers. How’s the wife and babies? 
C. I. Benford? You bet I do. He’s a King in the 


full house of Denver. 

B-r-r-r! But it’s cold up here. Now, down in Mis- 
sissippi—hold on, Bachman, you should feel comfort- 
able, it’s a very warm convention. 


Will someone please page Mr. Leonard. 
Leonard from Harrisburg. 
ing gentleman. 


Mrz. =: 
Yes, that’s the fine look- 


If you get real close to D. W. Darden, ask him who 
he is going to accompany to the basket ball game 
Thursday night. 


Hello, Deffler! Glad to learn you are feeling pert. 


Say, Mac, how’s dear Old Go-gia? 
up strong. 


You sure hit ’em 


—B. L. PRINCE. 


THE SMILE 
Have you noticed the $6,000,000 smile of 


‘““The Old Man’’? This has been the busiest of 
busy years for Mr. Bowser and he tells us he 
never felt better in all his life. He sure looks it. 


THE COLONEL 
Oh, yes, Rod. Looking some ‘‘pert,’’ don’t 
you think? Some handsome and happy. The 
Central crowd scored the first tablet position 


‘ 


That’s all they need do for 


Say, Matt, now listen. 
you and then goodbye savings account. 
they own a Big Chief. 


A little later 


Can’t Fail Holstein, true to his trust, said: 
a Pacemaker, or surely bust.” 


STEAM Yoxe: 


The genial Beau Brummel from the Golden Gate 
came dolled to the limit and wasn’t late. Oh! ho! 
Mr. Klotz. 


Land sakes, but Mr. L. B. Gilbertson came into the 
shrine with a rush. Some finish. 


Enter Mr. F. J. Libbey, the Broadway star. 
is always served up last, so here you are. 


The best 


How we envy that man J. H. Wilson, living as he 
does in that beautiful Denver town. There’s a reason. 


“Shure-Come Johnston” on the job again. 
help being on the job selling goods as he does. 


Can’t 


“Alphabetical Meyer’ from Memphis town, making a 
winning debut in the Pacemaker circle. 


°*Tis said of A. L. Corbin that he never leaves the 
ship until he safely has the documents in his little 
grip. 


Oh, you cowpuncher—W. N. Throop. Some noisy 
bunch you’re with. 

Leave off your furs, Mr. McNown. It‘s not quite as 
cold here as back home; besides we’re having a warm 
time. 


Beautiful Isle of Somewhere is the teritory of J. C. 
Harding. Ask him how he likes the climate. 


Mr. H. Dalgaard has lots of sport in his yacht on 
Long Island Sound. Just sound him out. 


Columbia, the Gem of Tennessee—at least D. Moore 
thinks so. You wrote up a mighty fine business, 
Deniver, old scout. 


C. “Woodrow” Wilson from Kentucky can squeeze 
an order out of more tight places than anyone you 
ever heard of. How well we know! 


A stands for Allen. 
Just size him up. 
wins. 


G. W. for George Washington. 
That alone will tell why he always 


J. E. Allen, the Michigan man, won the Director- 
ship, and my, how he ran. 


Our Lady of the Snows is some title for his prose. 
Just leave the thing to T. H. Rhodes. 


Mr. J. C. Long looks and feels at home, and we are 
glad to have you feel that way. We have been long- 
ing to meet you. 


Why, hello Bob! 


How are all the little Maxeys? 


That silver-tongued Mr. J. C. White, the poet lau- 
reate of the Dallas organization, has again ingratiated 
himself with all the Pacemakers. 


Again I say: 


BARNET MGR.DENVER DISTRICT 
RDA RNET MGR.DEN GAAS DISTRI ai. 


What we have, we hold—every man a Pacemaker. 


and brought oodles of Pacemakers. 


Mr. P. S. Cornell, one of the conspicuous of the 
Canuck delegation, looks as hearty as ever. 


Well, well, well! If it isn’t the old knight of the 
Bowser grip, Mr. A. BH. Moffatt. Weve been hanker- 
ing to see you. Some song writer. 


Youthful Mr: . HEH. Murdock of the Windy City 
delegation looks the part of a winner. Just turn to 
his picture. 


Mr. J. M. Roy is there with the smile. 
cause he won out by a mile. 


That’s be- 


Hello there, Scroggs! How’s the little old Flivver? 
Must have ruined it the way you burned up the roads 
the past year. 


Ho! ho! Our old friend, Sherlock Holmes Sherlock, 
the sleuth of the Chicago Office, champion bowler, ete., 
is a five-timer. 


Mr. E. R. Handley is mighty handy when it comes 
to getting the name on the dotted line. 

And here’s our old friend, H. W. Oatis from Atlan- 
ter. He certainly has a punch. 


The way G. P. Dickey won out this year is surely 
an inspiration. Did you bring the trunk with you? 


Oh, ladies, lookee here. R. T. Lawrence from Du- 
luth with the full house of Pacemakers. 


The way Nod Brown is compelled to nod when he 
goes down the street you would think he were mayor 
of the town. They're only old Bowser friends to 
whom he’s sold tanks. 


Hello. Griggs Walker! Twenty-cent cotton helps 
some. How are all the folks? 
Well, if that old Bowser patriot, EH. P. Walker, 


doesn’t get younger every year. He sure put up some 
scrap for the Directorship and only missed it by a 
hair. 


The top of the morning to you, Colonel Carrington. 
What may we do for your pleasure this morning? 


Mile-a-minute-Murphy on the job again. 
missed the Club since goodness knows when. 


Never 


Well, I do declare, Mr. Veirs. 
lightful. 


HK. L. sure looks de- 


Old Dan Tucker was a fine old man 
namesake, J. Milton. 


and so’s his 
From Houston, if you please. 


Smiths may come and Smiths may go, but T. L. 
goes on winning right along. 


“Ship-at-once Hartsough” 


is exhibiting some genial 
disposition. 


“Say, boy, page Mr. Pritchard, that live wire Direc- 
tor from the Indiana District.” 


Smiling R. L. Duncan is very much the same. AIl- 
Ways winning, always adding fame. 


—C. C. BARNET. 
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MORE LIVE WIRES 


Another member of the firm of Lawrence, 
Murray, Hegiman, MacRae & Company enters 
the Pacemakers’ Club. Mr. 

MacRae did not embrace 

the Bowser fold with his 


personality until Febru- 
ary Ist, but he has since 
Photo certainly impressed him- 
Delayed self upon same in an in- 


delible manner. He scored 
on December 23, with 500 
points, after a very spec- 
tacular finish of the year’s 


work. We are all delighted 
MR. H. B. MacRAE 


indeed at Mr. MacRae’s 
visit to us on the first of the year, for we are 


certainly going to extend ourselves on the good- 
time proposition. Mr. MacRae’s unusual accom- 
plishment was brought about through his valiant 
efforts and tenacious persistency in getting the 
name on the dotted line. He is a high-class 
salesman and a real Pacemaker. Congratula- 
tions, Mr. MacRae. 


Mr. F. J. Libbey is one of the Pacemakers 
registering this year, who has not previously 
been a member of the Club. 
However, we understand 
that it was not through lack 
of work or ability on Mr. 
Libby’s part that he did not 
register sooner, but because 
of a chain of unforseen diffi- 
culties. 


Photo 
Delayed 


Mr. Libbey is well known 
around Passaic, N. J., as a 
disciple of Isaac Walton. He 
is also well known round the Bowser plant as a 
mighty angler in another line; the way in 
which he fishes for business is bound to bring 
results, and we take great pleasure in making 
this announcement of Mr. Libbey’s election to 
the Pacemakers’ Club. 

May you register early and often. 


MR. F. J. LIBBEY 
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Did you see how we made Prince hustle? 
36 


Mr. L. P. Cox of the Louisville Office again 
scored as a Pacemaker on December 22, with 
502 points. The qualifying 
for Pacemaker member- 
ship of Mr. Cox is a mat- 
ter of no small achieve- 
ment when we consider 
that he has been severely 
handicapped on all sides 
the past year. His has 
been one handicap after 
another, and with this in 
mind we can more heartily 
congratulate him. The out- 
standing qualities of Mr. 
Cox are his determination and persistent plug- 
ging six days in a week. Mr. Cox was a mem- 
ber in 1914 and 715, and this makes his third 
offense. We are further congratulating you 
on your consistency, Mr. Cex, and hope you 
will always register early. 


MR. lL. P. COX 


Why, hello Bob! Our old friend and Bowser 
co-worker of years and years standing joined 
the superlative cirele on De- 
cember 22 with 505 points. 
Mr. Fleming came into the 
Bowser Organization in nine- 
teen-four or five, and is very 
well acquainted with the ins 
and outs of the Bowser bus- 
iness. Mr. Fleming was as- 
sistant at the Denver Office, 
and was later transferred in 
the same capacity to the 
Atlanta District. Late last year he resolved 
that he would try the game as a salesman, and 
has proven himself master of the job. This 
success of Mr. Fleming’s is worthy of the very 
highest praise, and we sincerely trust that since 
he has now identified himself with the Pace- 
makers’ Club, he will, in the future, register 
early and often. Fine work, Bob! 


Photo 
Delayed 


MR. R. E. FLEMING 


TEE ACS Wa NSS rl ANT 
TER M: MAS R.ATI LANTA 
—H. C. CARPENTER. 


Mr. L. B. Gilbertson is one of the younger 
salesmen in the San Francisco Organization. 
If there is any one thing 
that characterizes the sales 
force of the Coast, it is the 
stability of the Organization, 
and one of the men who ean 
be figured an old Bowserite 
for ‘* delivering the goods ’’ 
if not in years, is Mr. Gil- 
bertson. He scored as a 
L. B. GILBERTSON Pacemaker on December 8, 

with 500 points, marking 
his initial entry into the Pacemaker fold. Mr. 
Gilbertson is known for his very hearty hand- 
shake and his ability to make friends quickly. 


Mr. C. F. Hohlstein, one of the ‘‘Fighting 
Canucks,’’ landed Pacemaker membership on 
December 21. Mr. Hohlstein 
is not only young in years, 
but is practically a new man 
in the Bowser Organization, 
and this, his qualification as 
a Pacemaker is certainly in- 
dicative of the man’s high 
sales ability and his future 
possibilities. He is a ‘‘live 
wire’’ in every sense of the 
word and a hustler from 
dawn until sundown on every conceivable ave- 
nue of business. We are mighty pleased at Mr. 
Hohlstein’s success, and extend our heartiest 
congratulations. 


C. F. HOHLSTEHIN 


Wife—‘‘John, you’ll have to take that ball 
away from baby; he hit sister on the head with 
ed 

J ohn—‘‘ Yes, dear—but you should have seen 
the curve the little cuss had on it.’’—Puck. 


Lawyer—‘‘Do you drink?’’ 

Witness (quite huffy)—‘That’s my _ busi- 
ness.’’ 

Lawyer—‘‘Have you any other business?’’— 
Widow. 


JORSCH I 


‘«Senatorially’’ speaking, we were ‘‘some there’ 


/,DORSCH MGR WACHIN 
WG 
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Talk about your ‘‘grandstand finish.’’ The 
way that man, W. H. Ladd, came under the 
wire beats any Cobb-Collins 
stunt ever pulled off. Mr. 
Ladd closed the year by sell- 
ing eighteen outfits during 
the last week of the contest 
and placed his name on the 
Pacemaker roster with many 
points to spare. This demon- 
stration again teaches us the 
virtue of persevering. Mr. 
Ladd is an old Bowserite, 
having the reputation of being one of the best 
known automobile men in New York City. He 
is perhaps the first man who sold Bowser out- 
fits to the garage trade in that city. He is a 
very successful salesman, was a Pacemaker last 
year, and is a man of very pleasing personality. 
Fine work, Mr. Ladd! 


MR. W. H. LADD 


Here we go—Weego. Where do we go? Oh, 
to the show—looking ‘‘mighty lak a rose’’ 
Weego. 


A. G. Hartgen, the Harrisburg Director, who 
so ably directed the ecup-winning Pacemakers, 
looks like a million dollars. S-o-m-e t-h-e-r-e-! 


HAVE YOU SEEN BILL? 


Sure, Bill Bersch—the busy 
gentleman with the Auditor 
sign on his door. Listen as 
Matt would say: Bill’s been 
going it from dawn till sun- 
down for a month to see that 
we’re all well fed and enter- 
tained. The ‘‘some there’’ 
results tell. 


There are three goods which no job 
is good without, and without which no 
job is good enough—good workman- 
ship, good materials and good judg- 
ment. 


Sons 


P) 


on the finish. 
—A.-W. DORSCH. 
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Presentod 


Year Men 


to these 


PACEMAKERS 
Who by corscientious , determined, persistent Service 
and distingaished conduct iv Salesparshkip have elect- 
ed themselves.for Tive Successive Vears to membership in 


THE fad 


af STS BOWSER & CO. Inc ORT WAYNE IND. 
Ip recognition of whick each has beer awarded the maximum prize 


When Greek meets Greek 
T. C. Potts meandered over to Buffalo last year and 
ealled on our old friend, S. A. Collins. Potts always 
having something to sell tried to dispose of his $2.00 
interest in Brown’s goat to Collins. Collins as Su- 
preme Commander of the Lodge of Yellow Dogs was 
sorely in need of a goat and Potts offered his interest 
for thirty cents. When the lodge goes into executive 
session it is quite probable the trade will be made. 
How about it, Brown? 


there is something doing. 


Would that we had a gift so great as to properly 
extoll the wonder-workers of C. Wood. 


Mr. Lee Kuhn is another one of the Memphis men 
who helped keep that office in the limelight. He is a 
hale fellow well met and we’re glad he is at the big 
fest. 


Mr. W. S. Johnson 
the cup next year. 


insists that they will take home 
Here’s hoping. 


“His Majesty Tunstall” rolled up a mighty enviable 
record for a new Bowserite. Make it a whopper this 
year, H. M 


“They're counting him with Indiana, but he picked 
his» cotton. out) OLF.our) patch: Who’s that? Why, 
F. A. Knoche, and a good sized piece of cotton Fred 
did pick. 


Did vou 


observe us steaming up the 


Who are those imposing locking gentlemen coming 
down the aisle? Oh, they are Messrs. Stearne and 
Beique of the Toronto aggregation. 


Oh, you mean R. C. Foster, the man who rolled up a 
big record in Texas. He is some Pacemaker. 


Genial F. E. Bragg, who has the red-streak Ford, is 
all to the mustard in his Pacemaker record. 


Lively L. Patterson knows how to deliver the goods 
in winning style, and, say, there’s some class to that 
man. 


N. Paquette, of the Toronto Office, was some run- 
ning up for tablet position. The letter “N’” must 
stand for Napoleon for his statue and achievement 
rival Napoleon the First. 


J. Vonderembse of Denver is on deck with his win- 
ning smile. Have you seen him? Looks great, doesn’t 
he? 


That Director for Washington is unquestionably 
some there. Ever hear about Virginia? You should 
hear him tell it. 


Two milion people read the Brooklyn Eagle and 
there have learned of the mighty achievements of 
F. H. Peoples. The top of the mornin’ to you. 


Mississippi? ‘‘Some spectacular’’—eh ? 


—H. W. BROWN, 
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THE BIG CHIEF 

If you won’t breathe it to a human being 
we'll let you in on a secret. The Big Chief 
thought he’d like to learn to play golf and he 
bought quite an expensive equipment so as to 
go at it right. He then boldly set out to smite 
the elusive pill. Come close, now, while we 
whisper this: When he took his driver in hand 
and approached the initial tee the clouds lost 
all their silver lining. He had grown so portly 
he couldn’t see the ball. Exit golf. 


Give this gentleman a wide berth—W. C. 
Halsey. We’ll see—Will C. Halsey on the tab- 
let. Sra: »: 

liookine as ““Purdy’’ as ever,:1s our old 
friend, H. T. from Birmingham. Some class to 
him! 


“‘Sparta Free-Own’’ Taylor from Fairfield 
county, Conn., if you please, is looking as dap- 
per as ever and wears the usual genial smile, 
only a little broader. 


J. J. Manning, our Secretary, is some write- 
up man. He has written more orders during 
1916 than in any previous year with the Com- 
pany. 


Our Treasurer, Mr. R. W. Jewel, is here with 
the ‘‘jewels.’’? All right, Jewel, you'll do all 
right. 


‘‘George Washington’’ Scott, the ‘‘slab 
marker’’ from New York, looks as delicious as 
ever. Have you observed that tablet-cutting 
smile? 


The ‘‘Wyoming Ranger,’’? Old Dad Codding- 
ton, is here after a mighty fat year’s business. 
It must be a splendid feeling to be a tablet 
cutter, especially so when you have the oppor- 
tunity to be on the same tablet with your old- 
time friend and boon companion, eh, Dad? 


“Woodrow Wilson’’ Ince is no small breeze 
in the Dallas delegation. Have you heard his 
noise? 


SWANS 


N 


Let me reiterate: We will win in the walk. 


revs ‘R.OHIC 
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Oh! The Cruel World. 
Work. 


Pipe how this Poor Slave has to 
J. P. O’Neil at his Desk. 


The mighty hunter took up his gun. Our 
own Jack Burrows stole away from the din 
and noise of Pacemaker preparation long 
enough to seek in the ‘‘wild’’ for game. He 
walked and walked and walked and walked, 
and he sought and sought and sought and 
sought until his frame became weary, his spirit 
dampened, and his ambition in the hunting di- 
rection all fagged out. When he had ‘‘hoofed 
it’’ from one of the nearby villages to Fort 
Wayne, he was encountered by one of the 
Boomer correspondents who asked where he 
was going. He said: ‘‘Man, listen—there is 
only one place I wish to go now, and that is 
home. Home, Sweet Home,’’ chanted the 
mighty hunter, ‘‘where I can rest my weary 
bones.”’ 


The ‘‘Fighting Pacemaker,’’ Mr. C. M. 
Hunter, has taken unto himself a wife. Notice 
of this Hunter’s success came to the editorial 
sanctum recently, and we extend our heartiest 
congratulations to C. M. and our very best 
wishes to the bride. 


It it with great sorrow that we record the 
death of Mr. J. G. Pinkston’s father. His de- 
cease took place on December 27 after an illness 
of some fifteen days. 


The last syllable in W. B. Stamford’s name 
is better known than he is. Nevertheless, he is 
‘some goer.’’ Would you like a game of golf, 


Stamford? 
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Say, Fritz, how is everyone on the western slope? 
You certainly look natural. 


One of the wise men from the east is Mr. BH. L. Mill- 
iron. One of the easiest things he does is become a 
tablet cutter. 


Hello there, Hes. Smoke Town sure was good to 
you. Too bad there aren’t four tablet positions to be 
awarded. Try,.try again. 


That handsome lad with the wining smile is L. J. 
Murray who leads by a mile. 


There is H. O. Cuddie from Canadian snow. You 


canot accuse him of being slow. 


For the slow train through Arkansas Hecke doesn’t 
wait. He travels his teritory quite up-to-date (in a 
Ford.) 


There’s H. A. Vortigern, little and mighty; his wife 
always tels us he’s awfully flighty. 


Way down south below the land of cotton you find 
L. W. Crow—always crowing for busines and always 
succeeding. 


Champion F. H. Sullivan is sure some handsome lad. 
We are glad to make your acquaintance. 


Mr. W. B. Jamison, of the Famous Frisco Fighters, 
is on deck and enjoying himself immensely. 


Hello, George McCurdy! 
see you about. 


Looks mighty natural to 


Another one of the dozen and a half successful 
Canucks is Mr. R. S. Gilchrist. If you haven’t met 
him, don’t fail to do so. 


A Broader Busines Builder is Mr. Trammell. He is 


an all-round Bowserite, all right. 


Another cup-taker of some style is Mr. C. R. Mec- 
Laughlin. 


The man with a peculiar Ford, Mr. H. D. Murdock, 
is a brother of the song-bird. Come right in and join 
in the festivities. 


Mr. C. A. Milliman has a name that sounds almost 
like million. He counts his friends by that number 
and we hope that his dollars are rapidly approaching 
the same proportions. 


Just a moment, Mr. Orchestra Leader—sh! We wish 
to introduce Mr. I. M. Camden, a real Pacemaker from 
Ohio. He sure does things up brown. 


“Sell-Hm-Chief-Sentry-W-J-Bates” 
ville. He is certainly in fine fettle. 


from Steuben- 


The old town of Brotherly Love is rapidly being 
awakened by energetic F. Brown. 


Oh, yes, K. A. Bachman is a brother of fighting 
EK. B. K. A. has warring tactics al his own which 
have certainly proven successful. 


V. P. Bennett seriously considered coming to the 
Convention in his flying machine. He did not, how- 
ever, wish to create too much disturbance. Where he 
sits is the head of the table. 


C. C. Fredericks in his high powered car brought in 
Some speed artist. 


orders from near and far. 


are for 1917. 
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The boys delivered in fine style and gave an indication of what their intentions 


Oh, yes, Mr. W. A. Merrill from the furniture city 
is again a Pacemaker, and he has intimated to us that 
he has tablet intentions for this year. 


Some people are left out in the cold, cold world, but 
if they are as resourceful as our Mr. W. N. Deming, 
who carries sunshine right with him, the icy chill of 
opposition melts before their radiance. 


The Governor of the state of Maine, Mr. N. A. Ring, 
still handles everything with his supreme complacency 
from the front seat of his Cadillac. Three cheers for 
Nate. 


That is he—Mr. A. G. Locke of the Albany Office. 
Some class to those Yankee men. 


The way W. B. Goolsby and R. C. Chatham piled in 
the business was a caution. Some successful team. 


And here are the Wards again—D. and J.—both 
five-year men and winners of the 250 iron men. 


Said G. A. Merickel out in California: ‘‘We have 
roses blooming now. B-r-r-r! but it’s cold.’ Zat so? 
A newcomer of real class is Mr. C. H. Kiley. Note 


the beaming countenance. 


Full-cash-with-order Lowe put up some classy scrap 
to help ‘‘cop the cup.” Now for a “lil” speech. 


Yes, the handsome man in the front row is W. C. 
Smith from Seattle. What did you say about phon- 
ing? 


Arkansas? Why, that’s the state noted far and 
wide because of its famous citizen, Mr. M. A. Ashley. 
A real Pacemaker. 


No, little girl, New Brunswick was made prominent 
by K. N. McIntosh, one of the fighting Canucks. 


A globe trotter, we said, and still trotting. Allow 


the introduction of Mr. C. L. Powell. 


Villa, Carranza, or Obrigon—it makes no difference. 
They have all fallen for the winning smile of R. E. 
Tomlinson. 


A young, successful, 
J. H. Smitha, of Memphis. 


good-looking Pacemaker is 
No, he’s not married. 


Harry Gunn, first aid to his highness, the ‘Prince,” 
will win a tablet position this year. Sure thing. 


Everybody has met Mr. F. E. Walters, of San Fran- 
cisco. A Pacemaker in every sense of the word. Go- 
ing to do it again? Most assuredly. 


Police! Police! Oh-h! That’s only George HE. 
Bowen placing E. J. Little under arrest. Duces 
Tacum. 


The man from Albany, who has always had reser- 
vations at the head table—Mr. F. W. Devereaux. 
More power to you. 


Everybody knows MacRae and Hegland of Duluth, 
Minn., those Lake Superior skippers. And we said 
superior. Get that? 


You couldn’t C. Bennett of Dallas. If C. Benett 
saw Bennett as others see him there would be no 
stopping him. 


ACD MICUICAN 
GR.MICHIGAN 


—A. 8. BOWSER. 


Accuracy of Self-Measuring Pumps. 


We have all heard more or less about the 
investigation made by the Bureau of Standards, 
Washington, D. 

Oeecandera, bo: t 
their report with 
regard to self - 
meas uri ng 
pumps. Very few 
salesmen have not 
been questioned 
with regard to 
the investigation 
of the accuracy 
of self-measuring 
equipment, and 
S. F. Bowser & 
Company also, as 
a company, have 
had this question 
directed to them. 
Mr. D. A. Corey, 
Executive Engi- 
neer, answered this question so adequately, so 
fully and in such a comprehensive manner in a 
letter recently addressed to Mr. H. J. Schnell, 
General Manager of the Oil, Paint and Drug 
Reporter, New York City, that we publish his 
letter herewith: 


MR. D. 


A. COREY 


“In reply to your several letters relative to the 
“movement” launched recently by the Bureau of 
Standards against so-called “dishonest”? pumps, con- 
cerning which you have asked us for an expression, 
it may be said that we hesitate to make any state- 
ment lest it be construed as antagonistic to estab- 
lished authorities. For years we have co-operated 
closely with the Washington Bureau of Standards, 
State and City Sealers, and have on numberless oc- 
casions freely placed ourselves and our experience 
at their disposal. 


“However, much can be said from the viewpoint of 
the manufacturer of gasolene pumps without leaving 
the realm of cold facts. It is essential, in dealing 
with fine-spun theories and nice mathematical hy- 
potheses, that the very important element of com- 
mercial practicability be not omitted from consider- 
ation. Self-measuring pumps, properly manufactured 
and properly installed, give infinitely better service 


A ‘‘tablet cutter’? and then some, shows what we ean do. 


peeled on New York. 
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to the consuming public and uniformly better meas- 
ure than any other method which could be employed. 
To the consumer as well as to the dealer are saved 
losses by spillage and evaporation, which are common 
and costly under any other system of retailing and 
distribution. 


“The element of hazard in the handling of millions 
of barrels of a deadly explosive by thousands of deal- 
ers may not be overlooked even by theorists; and 
the attendant effect upon insurance (if safe under- 
ground gasolene storage systems are not installed) 
would promptly affect the cost of the liquid to the 
ultimate consumer. So much for the necessity of 
giving heed to the many sides of any commercial 
problem. 


“But the only phase considered in most discus- 
sions today relates to the reported fact that a large 
percentage of pumps tested in certain localities were 
found to discharge short measures of liquid with no 
thought of the fact that large estimates are based 
upon the performance of a few pumps. There is 
neither incentive nor object for any pump manufac- 
turer knowingly to market imperfect products. Con- 
ditions under which pumps are operated may, how- 
ever, make the pump appear imperfect. Let us ex- 
plain: 


“The piston type of pump discharges that which 
has previously been drawn into the pump cylinder. 
If perfect installations permit nothing to be drawn 
into the pump cylinder save only gasolene, it is in- 
evitable that only gasolene will be discharged. How- 
ever if imperfect installations permit the pump to 
draw some air along with the liquid, it is likewise 
inevitable that the same ratio of air and liquid must 
be discharged, resulting in short measure, of course. 
But why condemn the pump or its manufacturer? 
Sometimes water, through carelessness, finds its way 
into gasolene tanks, and, when drawn into the pump, 
is discharged. Does the enraged automobilist return 
to the filling station where he was served and con- 
demn the pump? Not at all. His common sense 
tells him that the pump is not responsible for the 
existence of the water in the gasolene. So should 
common sense tell weights and measure purists that 
condemnation of pumps for short measurements is 
not only unmerited, but also unjust. A piston pump 
must discharge whatever is permitted to be drawn 
into its cylinder—whether it be gasolene, water or 
air. 


“A piston which moves a fixed distance through a 
cylinder of known diameter must displace a certain 
cubic volume. Now when the mathematics of the 
problem are proved and reproved before shipment, 


Z// 
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Keep your peepers 
—C. H. DAVIES. 


by actual working tests with gasolene in each and 
every pump manufactured, we feel that there is little 
responsibility left upon the shoulders or conscience 
of the manufacturer. 

“Nor do we stop there. Explicit illustrated direc- 
tions accompany each pump shipped, showing correct 
piping installations and common pitfalls to be avoid- 
ed. Service Bulletins are freely distributed at con- 
siderable expense in an effort to help the retailer of 
gasolene to secure a perfect and faultless installa- 
tion. Beyond this we cannot go. It would be as rea- 
sonable to charge with responsibility the manufac- 
turer of the watch carried by a railroad engineer who 
has an accident because his watch was slow. 


“Krom the viewpoint of the manufacturer, the 
causes of the present agitation may be stated briefly: 
Self-measuring pumps have not been tested in the 
past with the consistency or official energy which 
has attended the inspection of scales, dry measures, 
ete. Naturally when a campaign is undertaken in 
the direction of measuring pumps, many slight in- 
accuracies due to installation and other faults are dis- 
covered—an accumulation of perhaps months or 
years. In Philadelphia, for example, where active 
methods have been pursued for some time, a Sealer 
makes the statement that, as compared with 1915, 
the conditions of measuring pumps in 1916 showed 
a 50 per cent improvement. 


“In Chicago, on the first test, acording to the re- 
port of the City Sealer, less than 50 per cent of all 
the devices were in error and within ten days all 
were adjusted and sealed. Is not this proof that the 
sealers—not the manufacturers—hold the key to the 
situation—hold the simple remedy for a greatly ex- 
aggerated condition? 


“Conscientious inspection of measuring pumps will 
produce a nearly perfect record for them; for though, 
no doubt, dishonest dealers exist, we feel sure that 
they are not greatly responsible for the present 
“movement.” Simple adjustments, provision for 
which is made by the manufacturer, will once and 
for all time accommodate the pump to its working 
conditions, unless, of course, there is a serious defect 
in the installation. 

“In the light of these simple facts, it appears to us 
that those who willfully abet the unearned slander 
which has recently been heaped upon the pump 
manufacturer (concerning whose many voluntary 
acts of benefit to Weights and Measures Officials 
there can be no just denial) are guilty of (perhaps 
no more serious fault than) sensationalism, but cer- 
tainly an unjust and disingenous sensationalism to- 
ward a constantly friendly and blameless group of 
people. ; 

“It is doubly surprising to see that some dignified 
trade journals have been swept away by this wave of 
sensationalism, and, following the tactics of the “yel- 
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We are in fine shape for 1917. 
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low” journal, print scare headlines which are mis- 
leading, and, without investigation or full knowledge 
of the facts, draw editorial inferences regarding 
“Gasolene Stealing Pumps” which are as a matter of 
fact as nearly absolute as the science of mathematics 
itself. 


“We shall be glad indeed to co-operate with ali 
authorities having jurisdiction of weights and meas- 
ures, with the users of our apparatus and with the 
press in correcting real trouble, and this is probably 
true of every reputable manufacturer. 


“D. A. COREY. 


“P. §.—Since dictating the foregoing, a copy of the 
report of the State Superintendent of Weights and 
Measures of California has come to hand, which 
reads: ‘3301 gasolene pumps were inspected, out of 
which number 431 were corrected, making a total of 
3254 sealed as accurate, and 47 condemned and con- 
fiscated.’ ”’ 


One and One-Half Dozen Cannucks 
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leave it to the Hoosiers. 


J. W. BURROWS. 
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MR. A. A. BOWSER 


MR. H. J. GROSVENOR 


THE FACTORY 


There is no department in our organization 
that has looked forward toward entertaining 
the Pacemakers’ Club with greater interest 
than has the Factory. For weeks preparations 
have been going on under the direction of Mr. 
H. J. Grosvenor and Mr. A. A. Bowser toward 
getting the Factory Dining Room in shape for 
the big eats. Also, the placarding of the plant 
has been done in such manner as to give the 
visitors the maximum information about how 
Bowser goods are made. 

Three cheers for Allen A. and H. J. 


N. B. Steele (meaning never behind) is onto his job, 
alright. He can deliver the goods in winning style 
and nary an order need he Steele. 


The buckeye of Columbus is just telling some of his 
friends how he closed that hundred points the last 
three weeks. 


one of the 
old-time Bowserite and 


Usher the gentleman into 
This is Mr. A. Laverty, an 
ace-high Pacemaker. 


certainly exhibited his 
hope he is enjoying the 


has 
We 


Mie Rs Co Guenther 
speed as a Pacemaker. 
festivities, too. 


One of the most consistent business getters in all 
Canada is Mr. A. Ll. McIntosh. The only terms of 
peace he signs with a customer are on the order 
blank. 


Down home in Tennessee iS where our old friend, 
N. B. White hails from. How are the hills? 


on the home 
Why, no, he’s 


KF. H. Richardson is a real sprinter 
stretch. Did you hear about his finish? 
only started. 


Mr. D. I. Petts is one of Mann’s crew, and a lively 
crew it is. This yankee brought home the bacon, al- 
mieht. 


Say, John Lea, have you been butting into any rail- 
road trains lately, have you? Doesn’t pay, eh? 
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Again I say: The colonels know how to use the cup. 
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plush seats. ° 
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British Columbia—that’s a far 
One y Es Olen eas aC mcs ave 
Mr. Jeavons, you’re some happy. 


away place 
are that you 


Hello, Daddie! 
along, D. S? 
describe it. 


How’s the 
There’s a feeling: 


little MacRae getting 
well, one just can’t 


Hello, Mr. Schuster. How’s everything "way down 
east? Couldn’t be better is right. Glad to see you at 
the big show. 


It was a Pike county woman who indited a 
note to the teacher concerning the punishment 
of her young hopeful. The note ran thus: 

‘‘Dear Miss:—You rite me about whippin’ 
Sammy. I hereby give you permission to beat 
him up any time it is necessary to learn his les- 
son. He is just like his father—you have to 
learn him with a club. Pound nolege into him. 
I want him to get it and don’t pay no attention 
what his father says—I’ll handle him.—Read- 
ing Eagle. 


The battle above the clouds has nothing on the 
battles below the clouds for business fought at Chat- 
tanooga by our old friend, L. P. Cox. 


The popular idol of old New York, 
came into the club with a rush. 
Going some. 


Mr. Ladd, sure 
Highteen in one day. 


Mr. Hichelberger is all right. The way he greased 
his skids and slid into the Club is phenomenal. Class, 
eh? 


Say, “Bob” Fleming, honestly now, what kind of 
stuff do you use on them? Congratulations, Old Top. 


A Street Scene in Havana 
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Watch them go for it 
—A. D. CARRIGER. 
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i Coming to the Convention 


By Clifton Meek 


4 
»pyright, 1916, by The Press Publishing Co. | 
(The New York Evening World.) j 
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The New General Sales 
Manager 


The organization will be delighted to learn that Mr. E. M. Savercool, who for 
many years has been Western Manager of the Company, has been called to the Home 
Office to assume the responsibilities of General Sales Manager. As General Sales Man- 
ager Mr. Savercool will relieve Mr. W. G. Zahrt of the Executive Sales work which Mr. 
Zahrt has been handling. This will permit Mr. Zahrt to devote his time and energies 
to more strictly executive matters. 


Mr. E. M. Saverecol first became familiar with the S. F. Bowser Company through 


the purchase of a Bowser equipment. This was in 1890. Four years thereafter, hav- 


ing disposed of his interest in the firm with which he was connected, he came to Fort 
Wayne to see the Bowser people. The proposition they made him appealed to him so 
much that he immediately became associated with the line and was assigned territory 
with headquarters at Chattanooga, Tenn. He traveled in the South in the winter and 
in the north in the summer until 1898, when he spent one year in New York City doing 
special work. Mr. Savercool then made a trip of investigation in Western Canada for 
the Company, analyzing conditions there in the hope of enlightening the Bowser man- 
agement in regard to the business to be secured in that section. 


In the spring of 1900 Mr. Savercool was given the task of organizing a sales foree 
in New England with headquarters in the city of Boston. This was the first Bowser 
branch office established. Mr. Savercool while in the East built up very strong sales 
organizations at Boston and New York. 


In 1907 Mr. Savercool was again enlisted in pioneer work. This time he went to 
Mexico. After one year of investigation and getting Bowser business started there he 
was made Western Manager with headquarters in San Francisco. Here Mr. Savercool 
has labored and accomplished for the past nine years. 


Tn all the years of Mr. Savercool’s conneetion with Bowser & Company he has had 
the respect and admiration of the whole organization. The confidence of both the 
salesmen and management has ever been found to be bestowed upon a dependable, hon- 
orable and capable business man. What San Francisco loses, Fort Wayne gains, and 
we are delighted indeed at Mr. Savercool’s advancement and _ his coming to Fort 
Wayne. 
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PROMOTIONS 


MR. R. S. COLWELL APPOINTED EASTERN 
MANAGER 


Mr. R. S. Colwell, past District Manager of 
the Harrisburg Office and cup-winner in the 
‘CA’? offices for 1916, has been advanced to the 
position of EKast- 
ern Manager, 
succeeding Mr. 
E. J. Little, who 
left our organi- 
zation. 

Mr. R. 8. Col- 
wellisably qual- 
ified to assume 
his new respon- 
sibilities since 
he has been long 
identified with 
the Bowser or- 
ganization and 
has had a very 
successful ea- 
reer. Mr. Col- 
well first came 
with the 8. F. 
Bowser Com- 
pany in May, 1906, eleven years ago. 
well made a record for himself as a salesman. 
Then he was induced to come into the Home 
Office and assume a position in what was then 
known as the ‘‘Correspondence Sales Depart- 
ment.’” A short time later Mr. Colwell was 
appointed Assistant Manager of the Chicago 
Office.. It wasn’t long until the burden of the 
managership of this office fell on his shoulders. 
Mr. Colwell proceeded to make a unique record 
in Chicago, and in 1910 brought more prize 
winners to the Convention than had ever been 
brought in up to that time. 


MR. R. S. COLWELL 


Mr. Colwell was appointed manager of the 
New York Office next, and until the readjust- 
ment of the territories, which took place one 
year later, he remained in New York City. 
When the readjustment came Mr. Colwell was 
transferred to Harrisburg and given the Dis- 
trict Managership there. He has been located 
in Harrisburg ever since in that capacity. 


Mr. Colwell is a very capable and able Bow- 
serite. He will certainly lead the ‘‘ Eastern 
Hosts’ ’to victory. His pleasing personality has 
gained him a wide eirele of friends, and those 
who have been thrown intimately in contact 
with him are his strongest champions. 


Mr. Col- « 


H. C. STORR BECOMES MANAGER OF THE 
HARRISBURG OFFICE 


Mr. H. ©. Storr, who has for many years been 
identified with various branches of the com- 
pany succeeds Mr. R. 8. Colwell as District 
Manager of the 
Harrisburg 
Office. 

Mr. Storr’s 
eareer with the 
Bowser organi- 
zation dates 
back to 1906. 
He was a sales- 
man when he 
was ealled into 
tlie Bowser or- 
ganization and 
assumed duties 
in what was at 
that time known 
as the Corres- 
pondence « Sales 
Department. He 
remained in that 
position until 
October of the same year when he was trans- 


MIRE CaS TORR 


ferred to branch office work at Boston, Massa- 


chusetts. 


In January, 1908, Mr. Storr returned to Fort 
Wayne and took charge of the Factory Sales 
work. In 1910 8S. F. Bowser & Company in- 
raded the Mexiean field of business and Mr. 
Storr was made manager of our office at Mexico 
City, Mexico. He was building up a very pro- 
fitable business in Mexico when the Madero 
Revolution broke out—and so did Storr. 


He again entered the Home Office service on 
March 1, 1911 and later in the year was made 
Acting Manager of the Toronto Office while 
Mr. Hance was on a business trip in Europe. 
Subsequent to Mr. Hanee’s return Mr. Storr 
was placed in temporary charge of the Chicago 
Office and remained there until October 1912 at 
which time he returned to Fort Wayne and be- 
came assistant to Mr. Briggs in the handling of 
the then growing Factory Sales Department. 


On October 1, 1916 Mr. Storr was appointed 
assistant to Mr. L. P. Murray, Manager of the 
Mid- Western Division. 


Mr. Storr has a very enviable reeord for ae- 
complshment in the Bowser organization, and 
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from this it will be seen that the new boss of 
the Harrisburg Office is thoroughly familiar 
with every branch of the Bowser Sales work. 
Mr. Storr’s excellent conduct and ability has 
always merited the very highest confidence and 
appreciation of the organization, 

We regret very much to lose Hal at Fort 
Wayne, but the enlargement of his opportuni- 
ties is very evident, and we congratulate him 
from the bottom of our hearts. 


THE PACEMAKERS’ CONVENTION 


On Tuesday evening, January 9, the Lords 
and Ladies of the Pacemakers’ Club assembled 
at the Hotel Anthony which marked the initial 
event of the 1917 Pacemakers’ Convention. It 
was a scrumptious gathering and everyone had 
a good time. 

On Wednesday morning the Convention open- 
ed in earnest with an address of welcome by 
the ‘Old Man.’’ This was responded to very 
cleverly by Mr. W. V. Crandall, President of 
the Pacemakers’ Club. Then followed Mr. 
Bowser’s speech on the ‘‘1916 Hour Glass.’’ 
After this the whole assemblage repaired itself 
to the Factory Dining Room where a sumptuous 
meal awaited them. This noon meal in the Fac- 
tory was a daily event during the Convention 
and was thoroughly enjoyed by everyone. 

Wednesday Mr. Bechtel spoke on ‘‘The 
Road Ahead,’’ in which he set forth the plans 
and aspirations of the organization for the com- 
ing year. Also he announced the various 
changes in the organization. The balance. of 
the day was spent in visiting the Factory and 
becoming familiar with the things Bowser from 
the manufacturing end. 

At 7:30 o’clock on Wednesday night we all 
found ourselves again assembled. At this time 
to listen to the Reverend Iva KE. Landrith talk 
on the subject of the ‘‘Art of Living at Level 
Best.’’ In addition to the lecture we were fa- 
vored with some singing by the Sahara Quar- 
tet, by the Reverend Peter Quartel, Miss Leah 
Paquette, and Mr. Edward Holland Murdock. 
The evening was enjoyed immensely. 

Thursday morning the Convention continued 
when subjects of sales interest were discussed 
by Mr. W. R. Hance, Canadian Manager, and 
Mr. I. L. Walker, Manager of the Ohio District. 
Mr. Hance talked on ‘‘The Paint Oil Line, and 
Mr. Walker spoke on ‘‘The Dry Cleaning 
Line.’’ In the afternoon the ‘‘Mutual Admira- 
tion Society’’ held forth. Mr. T. H. Rhoads, 
Mr. J. C. White and Mr. W. G. Chandler talked. 
These three Pacemakers told about the magnifi- 
cent things concerning their respective homes. 
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Prior to this a very interesting and instructive 
talk was given by Mr. George 8S. Willman, As- 
sistant Sales Manager of the Studebaker Cor- 
poration. Mr. Willman gave a wonderful ad- 
dress on the future of salesmanship. This ad- 
dress will be reproduced in an early issue of 
The Boomer. Every one at the meeting was 
well entertained by Mr. Willman’s message and 
learned something as well. 

On Friday morning more sales discussions 
were held. There the editor spouted on ‘‘ Kero- 
sene’’ while Mr. J. P. O’Neil ably discussed the 
situation with regard to lubricating equipment. 
His efforts were followed by Mr. D. A. Corey, 
who spoke on “‘The Meaning of Bowser Ser- 
vice.’’ Mr. W. G. Zahrt followed Mr. Corey on 
the subject, ‘‘What.Shall the Harvest Be?’’ 
which was very interesting indeed and was en- 
joyed by all. 

In the afternoon ‘‘The Knights of the Yellow 
Dog’’ held the crowd at bay for two hours dur- 
ing which time they initiated a number of 
‘‘ereen ones.’ We were then given a treat in 
the shape of an address by Mr. Hervey Smith 
McCowan of Grinnel, Iowa, on ‘‘The Light of 
the Mind.’’ He brought out the thought that 
an idea was the most valuable thing in any 
endeavor and especially so in sales work. 

When every one started to stretch they 
broke into a chorus of ‘“‘It Looks To Me Like a 
Big Night Tonight.’’ And a Big Night it was. 

The Lords and Ladies again assembled at 
the Anthony Hotel where they were banqueted 
and entertained until early in the morning. 

This is a short synopsis of the 1917 Conven- 
tion, but there will be detailed editorials and 
publishing of the things of interest and helpful- 
ness in this and future issues of the Boomer. 


The Yellow Dogs Initiate Quite a Number. 
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THE OLD MAN’S WELCOME TO THE BOYS 


Men, I am not unmindful of this blessed 
privilege and responsibility, but when it is so 
pleasant and when it is such a pleasure, the 
responsibility becomes light because I am doing 
just what I want to do and my heart and soul 


go out to each and every one of you. Glad 
to see you—absolutely glad to see you. | want 


to tell the officers and directors and Pacemak- 
ers, in the name of S. EF. Bowser & Company, 
that we welcome you here. We are glad to 
have you here—we have been looking forward 
to this for a good while. For some time we 
have been setting our house in order, we have 
been cleaning up and wiping off our chin and 
pulling down our vest and nursing our nose and 
keeping it in good shape. 


Now | think it has occurred a time or two 
that in this great crowd some dear soul has 
come in here and gone out that I did not get to 
see—this possibly has happened, but bless your 
heart you must have kept ducking if it has 
been that way. Now if there is any fellow that 
I have not met personally, it 1s your fault, I 
think. I want to see you. Some fellows have 
been late. Last night just I was leaving the 
hotel, some one came in a little late and greeted 
me. I was glad he came right up. I want to 
get acquainted. We cannot remember each 
other’s name, but let me say right here, boys, 
for goodness sake, don’t be too sparing of your 
name. After a while you are going to take 
these badges off when the banquet is over and 
then a fellow has to guess it. I think some 
of you will agree with me you keep me guess- 
ing. Do not get the notion that a fellow did 
that I saw who used to go to the express office. 
He was making fine cut tobacco and selling it 
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over the country, in little pails, and he was very 
well known around town and he came to the 
express office and wanted to send some tobacco 
away. The little man at the desk said in a very 
decent way, ‘‘ Who is sending it?’’ This fellow 
looked at him and said, ‘‘I thought everybody 
knew me.’’ Now let us not get that notion. 
Well I know myself, fellows; well I know my 
name, at least. It is.a big thing to know your- 
self. We all know our name very well, but let 
us not be too sparing of our name. Peddle it 
around a little . I like to meet the men, and | 
have had the pleasure of meeting a good many 
of your wives. I expect to see some of them 
later on—I think some of them will want to 
tell me something. I have had a great many 
letters from your homes and you, fellows, want 
to walk pretty straight. I expect some of you 
who are not just doing that would like to take 
off your badge or something of the kind, but 
don’t you. If you do, I'll tell on you. 


Well, boys we are very glad to be here. We 
have a right to be glad—a great big right. If 
you should not have worked like men this past 
year, you would not be here. Your presence 
here indicates something else, you know. It 
costs you something to be here and, gentlemen, 
if you have anything about your clothes that 
didn’t cost you anything, you stole it. The 
fellow is not here that has not earned his tin. 
It cost something as everything else does. It 
cost you energy—it cost you sleep—it cost you 
pushing forward a tired body many times. It 
has made a great year for 8. F. Bowser & Com- 
pany, salesmen, and I am sure you are all glad 
of that. It has been a wonderfully successful 
year. 


Here we are, boys, 170 strong—60 per cent 
more salesmen here this year at this Conven- 
tion than ever before. A 60 per cent gain is 
going some. That’s fine. The result of this 
hearty co-operation—this expenditure of ener- 
gy—this pushing forward of the tired body— 
has piled up a Six Million Dollar Business for 
the Company you represent. This is a gain, 
men, of one and three-fourths millions. Who 
would have guessed it last year—who would 
have guessed it? This has indeed far excelled 
our expectations. As you have labored in the 
field so have we labored here—we have attend- 
ed to business as business men, 


We have a right to come here to rejoice and 
it is with a hearty good wish that the Company 
—every one of us—and every one of the man- 
agers—congratulate you boys who earry the 

Continued on Page 5/7 
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THE CONVENTION IS OVER 


Like all good things, the Pacemakers’ Con- 
vention too came to a close. It was certainly 
an enjoyable affair. Never before in the his- 
tory of the concern has a more successful, a 
more gratifying, more pleasing and entertain- 
ing convention been held. Everybody was 
there with big praise for the things accomplsh- 
ed in the past year and with the supreme con- 
viction that in 1917 the greatest results the 
company has ever experienced would be realiz- 
ed. Mr. Bowser many times during the course 
of the conventon expressed the extreme satis- 
faction of the company in the 1916 record, also 
the hearty welcome which had been extended 
and the pleasure that was felt by the Manage- 
ment at the presence of the men in the Home 
Plant. 


It was the general outspoken desire that next 
year would find every man who attended the 
1916 convention, again at the festive board, 
with all the other salesmen who were not Pace- 
makers this year. The slogan for the year is 
not only ‘“‘Every Man a Pacemaker,’’ but 
‘‘Every Man a Pacemaker Early,’’ and in order 
to reach this achievement, we will have to 
start right now, getting results. 

GO TO IT! 


YOU, TOO 


There wasn’t a man at the Convention but 
firmly resolved to be back next year. 


There were many fine sentiments expressed 
during the week of appreciation of the work 
done by the boys who were not at the Big Show, 
and a keen regret that for any reasons what- 
ever they did not succeed in qualifying for 
Pacemaker membership. It is the serious de- 
sire of the Company that every member of the 
Sales Force qualify for Pacemaker membership 
this year, and this is a personal message to 
every man carrying a Bowser grip, to those 
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who were at the Big Show and to those who 
were not there. 


Let nothing be left undone that will help you 
qualify early in accordance with the new reso- 
lution adopted by the members of the Conven- 
tion which states that the slogan of all Bowser 
salesmen will be “‘EVERY MAN A PACE- 
MAKER EARLY!’ Do you get that friends? 
“EVERY MAN A PACEMAKER EARLY !”’ 


Accept these few suggestions with the hope 
of making this goal an assured thing: 


RESOLVE: First of all to put in every lick 
of work that you ean during 1917. To system- 
atize your work and eliminate as much as pos- 
sible wasted energy. To work all the lines in 
your territory conscientiously and_ sincerely. 
To plan your work and work that plan. To be 
joyous and cheerful, confident and enthusias- 
tic—in spite of every obstacle which confronts 
you. With these things uppermost in your 
mind you cannot help but register as a Pace- 
maker, early. 
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The Past is of no importance. The 
Present is of no importance. It is with 
the Future that we have to deal. The 
Past is what man should not have been. 
The present is what man ought not to 
be. The future is what artists are. 
Oscar Wilde. 
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The Five-Year Men Took No Chances. 
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A SPLENDID IDEA 


Nacogdoches, Tex., Dec. 7, 1916. 


Editor of the Boomer, 
Dear Sir :-— 


When closing with a buyer, and he asks if 
he can buy on monthly terms, I have found 
quite often he hesitates when he learns the 
notes carry interest. In this country the coun- 
try and small town buyers invariably think of 
interest as a big item, as it generally is 10%. 
I have worked out a way of figuring the total 
interest on our notes in a few seconds and am 
sending it on to you, if you think worth while, 
give it to the boys via the Boomer. 


In the first place, the monthly interest at 
6% is always one-half the amount of the pay- 
ment. You ean take a monthly payment of 
$20.00, the interest for one month will be 10e, 
stands to reason you multiply by 6 and divide 
by twelve. 


Now we will say you are selling on 9 
months with payments of $20.00 each month. 
We know the interest for 1 month is 10c, our 
first note runs 1 month, the second 2, and so 
on. I take a peneil and add the figures 1+2-++ 
3+4-+5+6—7T—8—9—45 months, so I am tak- 
ing party’s note for $20.00 for 45 months, in- 
terest for one month 10c¢, for 45 will be 45x 
10$4.50. 


I hardly ever have to use a peneil to get a 
result, as I know when sold on 9 months total 
months is 45, if my order is on 7 months, J sub- 
tract 17 from 4528, and I almost invariably 
have my payments even money, so the results 
are casily obtainable. 


Very truly yours, 
EK. E. LOWE. 


George Kinsley, one of the lve wires from 
‘Northern Indiana was in recently and paid us 
a short visit. He brought with him a nice 20- 
point garage order. George is looking fine, and 
is getting things in excellent shape in his ter- 
ritory. 


It is a world-wide, world-old bitter philos- 
ophy, that failure is a stepping-stone to suc- 
cess; that determination, hard work, drudgery, 
and courage are more truly the elements of 
greatness than are inheritance and_ talent. 
Coon Tn: - ] ¢ - | 2?) te lI | 4 (G | 7 

To him that overcometh,’’ shall the Cup be 
given. 
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With, 


THE SUGGESTION BOX. 


Sometime ago there appeared in the columns 
of The Boomer, an invitation to all Bowserites 
to send in suggestions of all kinds which would 
tend to inerease or better Bowser Service. It 
was stated at that time that such suggestions as 
would be adopted would be paid for. 


There are at the present time, eight un- 
claimed awards as follows: 
Suggestion No. 387. 
Suggestion No. 408. 
Suggestion No. 510. 
Suggestion No. 512. 
Suggestion No. 515. 
Suggestion No. 532. 
Suggestion No. 604. 
Suggestion No. 682. 


It is highly probable that these awards be- 
long to salesmen as the Boomer has, up to this 
time, published no list of accepted suggestions. 
At the time you sent your suggestion to the 
firm, a stub was sent you bearing a number. 
If the number resting peacefully in your vest 
pocket corresponds with any of the above, you 
may send same in and be rewarded without 
delay. All right—come through. 


SUGGESTION COMMITTEE BULLETIN 
Suggestions Approved © 


iINOceEODo Nrole 41387542 “560 «574 670 
Unclaimed Awards 
IN@seeool 408 5532 623 682 


Suggesters holding stubs bearing above num- 
bers will receive awards upon mailing the stubs 
to the Chairman of the Suggestion Committee. 


Also Sherlock and Devereux Did 
Some Bowling. 
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ames Paccmakers Ladies Banquet 1917 === [=| 
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DOG AND BURRO 


In the past we have always had a rather 
tame’? convention, in spite of the human 
noise-makers and conventionists. It, however, 
took St. Louis and Denver to spring an Innova- 
tion. 


ce 


St. Louis put in appearance with a genuine 
Missouri ‘‘hound dog,’’ one of them ‘‘yaller 
hounds’’ that they kick around down there, the 
kind that almost nominated Champ Clark for 
the Presidency. St. Louis had many songs 
about the hound, all of which assured their 
gentle hearers that the cur had been cuffed 
around enough and henceforth Missouri would 
take the helm of affairs. 


Charhe Barnet had every man a Pacemaker 
last year, and this was something so entirely 
new that he had to pull off a stunt unique and 
individual. So he went up to Colorado Springs, 
out to Mt. Pike, and interviewed the man who 
owns the burros in that region, in the hope of 
purchasing one of those quiet, defenseless an- 
mals. He sueceeded and it was brought to the 
Convention where among the cheers and ap- 
plause of the whole assemblage Messrs. Bechtel 
and Bowser were permitted to make a trium- 
phant entry on the ‘‘donk.’’? The donkey had 
always had the reputation of being an animal 
of patience, but with a will of its own, and this 
one was of the same stripe. 


After the donkey had served so well, the 
Denver contingents did not want to pay the re- 
turn fare, so 8. F. Bowser, Jr., was made a pres- 
ent of the animal. 


On Monday morning when 


The Old Man Never Was a Quitter— 
He Rode “Denver.” 
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the new owner of the donkey went to school, he 
asked the teacher to please excuse him at three 
o’cloeck as he had some work to do. She said: 
‘‘Have you a written excuse?’’ He answered 
‘*No.’’ She then inquired what kind of work 
he had to attend to, and he said, ‘‘I have to 
train Denver.’’ ‘‘Who is Denver?’’ the teacher 
asked. ‘‘Why, Denver is a donkey,’’ the boy 
rephed. After some phoning to Mrs. Bowser, 
the matter was cleared up and 8. F., Jr., was 
not permitted to go home at three o’clock. 


TOGETHER 


Ambition is a friend of mine; 
We walk life’s way together, 
It matters not if skies be fine, 
Or dark and rough the weather. 


Were I alone, the hills so steep, 
So rough the path we follow, 
That I perchance would never creep 
Beyond the nearest hollow. 


But strong Ambition takes my hand, 
His eager face all glowing. 

And thus we journey toward a land 
With milk and honey flowing. 


And even though the way be long, 
And rough and dark the weather, 
Upon our lips there’s still a song, 
Because we walk together ! 
Anonymous. 


APOLOGIES THREE 


December 15 issue of The Bowser 
we stated Mr. A. E. Moffet had been 
This is 


In the 
Boomer”’ 
with Bowser & Company since 1916. 


incorrect. Mr. Moffet is one of the old em- 
ployees. He has been with the firm ten years. 


Mr. H. T. Sterne was announeed in the Con- 
vention issue of the paper as a ‘‘horored’’ sales- 
man. When composing Mr. Sterne’s item it 
was our intention to make known the faet that 
Mr. Sterne was an honored salesman. 


Twice a Pacemaker, Mr. A. L. MeIntosh was 
given credit for achieving the Club but once. 


To these three gentlemen we offer our apolo- 
gies. We sincerely regret the errors that erept 
into the text of The Boomer and hope in the 
future to give correctly, due eredit to these 
three very capable men. 
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Continued from Page 50 


erip—we want to rejoice with you as co-work- 
ers and laborers in the support of this great 
institution to which you belong. It 1s a splen- 
did thing to belong to a bright, wide-awake, 
clean-cut, business-like concern. It is one of 
the greatest things in the United States to be 
admired on the side of the Church of God. It 
is a close kin in the making of men morally 
and finaneially. 

I am sure that you all love to be here and 
none of you love it more than 8S. F. Bowser & 
Company and in the name of the firm of S. F. 
Bowser & Company, and in my own behalf, I 
want to say that we do welcome you most 
heartily to our midst. 

I-thank you. 


THE RESPONSE OF PACEMAKER 
PRESIDENT 


W. V. Crandall to President Bowser’s 
Welcome. 


Mr. Bowser, our President, and the Officers 
and managers of S. F. Bowser & Company : 
In response to the address of welcome from 


our dear President, it affords me great pleas-_ 
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ure to stand before you on this occasion, and 
as President of the Pacemakers’ Club, I thank 
you for the great welcome that you have given 
us. 


We have only to look upon your smiling 
faces and grasp the hearty hand extended to 
us to know that you are more than glad to see 
us and that we are more than welcome here 
this year. We Pacemakers feel that when you 
have placed the Pacemaker crown upon our 
head in honor of the results we have obtained 
through our hard work that we are receiving 
the greatest honor that S. F. Bowser & Com- 
pany can extend to us. 


We want to thank you officers and to thank 
our managers for the hearty co-operation that 
they have given us, and want you to know that 
we feel without the good assistance of our 
officient managers there might have been many 
that would not have made the club and been 
with you here today. 


We want you to know, Mr. Bowser, and our 
Managers, that we Pacemakers feel and know 
that we represent the greatest firm of its kind 
in the world and that we are selling the stand- 
ard article of its kind on the world market io- 
day, and that we deem it a great honor and a 
pleasure to represent S. F. Bowser & Company. 
We want you to know that we as a part of this 
ereat concern wish to and will in the future 
co-operate with you at all times for the benefit 
of our mutual interests and will always work 
in harmony with you. 


We are glad to have you tell us of all the 
wonderful improvements, additions, ete., that 
have taken place in the shape of adding new 
machinery and new buildings, and to know of 
these things is evidence to us that the firm we 
represent is in keeping with the vast business 
that we representatives are sending in and that 
they are prepared for greater business such as 
we are going after during 1917. 


Our slogan for the New Year is ‘‘Every Man 
a Pacemaker Early,’’ and each and every one 
of us are going back to work with that slogan 
impressed upon our minds. 


Again we thank you for your hearty wel- 
come, and for all the good things that have 
fallen to us in honor of our being Pacemakers. 


I thank you. 
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HARD WORK 


I have done my share of choppin’ an’ of totin’ 
in the wood, 

An’ when the work was through, I felt that it 
had done me good. 

I’ve rowed against the wind an’ tide until my 
wrists were sore, 

An’ felt quite calm and peaceful when at last I 
stepped ashore. 

I’ve druv a hoss to town a’ bargained, usin’ 
voice an’ mind, 

An’ didn’t feel no ill effects, as fur as I could 
find. 


But I kind o’ felt a yearnin’ 
Fur a life of lazy learnin’ ; 
A cogitatin’ life without no thought of what 
_you’re earnin’. 
I reckoned that I’d quit this common labor day 
by day, 
An’ jes’ sit down in idleness an’ think the hours 
away. 


So I sat down very careful an’ composed myself 
to see 

What special line of thinkin’ would be suitable 
to me. 

I thought of Isaac Newton an’ some other men 
that made 

Their lastin’ reputation jes’ by sittin’ in the 
shade. 

But my mind got lonesome wishin’ fur the old 
familiar track, 

An’ the day’s work—how I missed it when I 
really felt its lack! 


How I missed the buzz an’ bustle, 
An’ the hurry an’ the hustle, 
With somethin’ always eallin’ fur your intel- 
leet or mustele. 
Of all the things I’ve tackled, answerin’ up to 
duty’s eall, 
Jes’ sittin’ down an’ thinkin’ was the hardest 


job of all. 
—Washington Star. 
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THINKING 


If you think you are beaten, you are. 
If you think you dare not, you don’t. 
If you’d like to win but think you can’t, 
It’s almost a cinch you won't. 
If you think you’ll lose, you’re lost. 
For out of the world we find 
Suecess begins with a fellow’s will, 
It’s all in the state of mind. 
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HONOR DALLAS 


The Fort Wayne District showed their appre- 
ciation to the Dallas Cup Winners while the 
big banquet was in progress on Friday evening, 
January 12. The Hon. Tanks C. Potts made his 
way to the table of the Dallas bunch with a 
most unique kind of hat for each member to- 
gether with a line of talk that would sell any 
one on the sincerity of his mission. He induced 
each one of the Texans to put on the new katy 
and gave a demonstration of the method and 
manner in which the dome shields were to be 
utilized. He narrated at length on the merits 
of the Dallas men and their accomplishments 
during the past year in winning the Cup. He 
said that the Fort Wayne Division was big 
enough and broad enough to compliment the 
winners on such an occasion. Then he asked 
the Fort Wayne Division ‘‘to stand’’ in honor 
of the winners and in that manner express their 
appreciation. 


Well, hardly had he finished his last utter- 
ances when a shower of confetti, and other in- 
offensive articles were rained upon the Dallas 
buneh, and for fully five minutes they were 
bombarded good and plenty. It was all ac- 
cepted in a lovable and kind spirit. The bunch 
from Dallas presented a strange study in black 
and white after 1t was all over. 


BEA VERTIeCO POTTS! 


The Fort Wayne Boys Show Their Admiration 
for the Dallas Cup Winners. 
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REVEREND 
PETER QUARTEL 


There was no feature 
of our Convention 
which was more enjoy- 
ed than the wonderful 
tenor voice of the Rey. 
Peter Quartel of Day- 
ton, Ohio. 


Never have we been 
better entertained by a 
singer than we were 
with the beautiful selec- 
tions rendered by Rev. 
Quartel, we all 
hope that he will come 
and be with us again. 


and 


BASE BALL BUNCH 
“DALLAS! We’re the Rootin’, 


Tootin’, 
Cotton Shoot’n Sons o’ Guns from Texas!’’ 

AND BELIEVE US, GENTLEMEN, THEY 
WERE! 


On Tuesday afternoon, January 9, the afore- 
said Sons o’ Guns from Texas made a trium- 
phant entry into Bowserville after parading the 
streets of the city of Fort Wayne dressed in 
base ball uniforms of the Texas Leaguers. 
They were lead by a big brass band. 

They rootined and tootined and shootined 
around the whole plant for several hours and 
had their pictures taken about steen times be- 
fore the winter chill made them hie for more 
seasonable garb. They were certainly a fine 
looking spectacle and everyone enjoyed their 
parade immensely. 

On the night of the big feast the Texans 
were the first men to break the iron-clad rule 
of Bowser banqueting by putting in their ap- 
pearance in full dress suits. Gee! But they 
sure did look handsome. JES LAKE AH MIL- 
LION DALLAS! 

HOOPEE! 


Our own bewhiskered H. J. Bradshaw closed 
forty-five points of business Christmas week 
while most of us were ‘‘holidaying around.’’ 
This is certainly excellent work, H. J., and 
merits the highest commendation. 
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KEROSENE 

At the recent Convention an endeavor was 
made to present the value of working the kero- 
sene line. The accessibility of the market, the 
pleasure of working it, the financial returns re- 
ceived when succeeding with it, ete., were all 
brought out. In corroboration of what was said 
many cases could be cited. 

One outstanding suecess during the last 
twelve months was made by Mr. A. E. Darling 
of the Chicago Office, who in the face of many 
difficulties, covered a number of territories, 
worked with a great many men, and succeeded 
in selling an average of two kerosene equip- 
ments per week that averaged more than $75.00 
apiece. This is the proof of the pudding, gen- 
tlemen, and if other Bowser salesmen would 
apply themselves with the same interest to 
this work, with the same resourcefulness, their 
success would certainly be assured, not only in 
this particular line of the business, but in all 
other branches also. 


AN APPRECIATION 


Gratitude is supposed to be an emotion that 
the majority do not experience to any great 
extent. This general truth does not apply to 
the girls of the company for in this brief notice 
they express their appreciaton of the *‘Box of 
Candy All ’Round’’ given them by the Pace- 
makers’ Convention week. 


ROYALTY AND BOWSER EQUIPMENT 


A short time ago, Governor Samuel M. Rals- 
ton of Indianapolis, Indiana, purchased of 
Salesman L. W. Cheney a Bowser, Cut 241 out- 
fit. 

Governor Ralston and the Tsar of Russia are 
now both enjoying high class Bowser service. 
The Tsar has a Cut 241 also. 


A SONG BIRD 


Miss Leah Paquette, daughter of our old 
friend, N. Paquette, Director of the Toronto 
Office in last year’s Club, was no small factor 
in entertaining the Pacemakers during the Con- 
vention. She sang during the noon hour at the 
Factory Dining Room, also rendered two very 
acceptable songs at the Palace Theatre on Wed- 
nesday night’s program, and later at different 
times during the Convention she was heard 
with much interest. When she rendered 
‘‘TDixie’’ for the edification of the Dallas and 
other southern boys, they were there with the 
big boquet. Miss Paquette ingratiated herself 
with everyone and we all look forward with 
much pleasure to having her with us again. 
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POOL SHARKS, B’GOSH 


One of the events of the Convention which 
cannot be overlooked was the Championship 
Pool Game played by Mr. H. D. Murdoek and 
Mr. W. A. Armstrong. 


We have a lot of eye witnesses who will cor- 
roborate our statements so we do not hesitate 
to give our verdict. The way that man Mur- 
dock trimmed Armstrong was a caution. Hon- 
estly, boys, Armstrong looked as if he hadn’t 
indulged in anything more exciting than carom 
during his whole career. We are thinking ser- 
iously of bringing DeOro to Fort Wayne at the 
next Convention and humiliating him by hav- 
ing him compete with our Champion from Chi- 
cago. 

OH! SOME POOL! 


TORONTO—TORONTO-—we are here, 
18 Pacemakers—Happy New Year. 


We are from Canada, full of fight, 
Always trying to do what’s right, 
Doing our bit, at our leader’s command 
Selling Bowser’s all over our land, 
Where are we from—CANADA. 


I DIDN’T THINK. 


‘*T didn’t think’’ destroys thousands of lives 
and millions of dollars’ worth of property in 
this country every year. 


“*T didn’t think’’ is always the reason for two 
trains going at express speed trying to pass 
each other on the same track. 


**T didn’t think’’ makes a hundred times 
more hell in this world than does ‘‘I did it pur- 
posely.’’ 


‘*T didn’t think”’ is the cause of the majority 
of life’s slumps and business failures.—Ex. 


Our old friend, Mr. Charles J. Rogers, of 
Sioux City, lowa, hardly got back on his terri- 
tory when we received the following telegram 
from him: 


On job Monday morning. Result one 
Pacemaker equipment first man called on. 
To this Mr. L. P. Murray replied: 


Bully for you. Make Pacemaker pump 
make you an early Pacemaker. 
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THE MAN OF FLOWERS 


Mr. J. C. White has a reputation for flowery 
language, for a flowery appearance, and for 
a flowery disposition. However, it took this 
Convention to bring out another trait which 
is also very flowery and that is, his flowery at- 
tention to the ladies. 

As the Sunny South always gets its share of 
advertisement in prose, poetry, song and speech 
this occasion was not overlooked. 

When the band started to play ‘‘Dixie’’ Mr. 
J. C. White gathered all the flowers from the 
dining room table and passed them to the girls 
who were looking after the distribution of the 
very sumptuous meal. It happened that the 
Bowser girls would allow that privilege to no 
other girls in the city, so this flowery occasion 
was enjoyed entirely by the Bowser ladies. 

Our hats off to Mr. White. 


FIVE-YEAR MEN 


Among the five-year men at the Convention 
just closed the names of Mr. M. C. Benham, 
Mr. W. P. Shepherd and Mr. A. E. Darling 
were absent. 

We all know the prowess of these men and al- 
so their ability to become Pacemakers Because 
of this unusual ability they had been called into 
executive work during the last year and there- 
fore were unable to qualify for Pacemaker 
membership. 

Mr. Benham has been twice President of the 
Club, while Mr. Shepherd with Mr. Darling and 
Mr. Benham were four-year men in 1915. 

They are all busines men and salesmen of the 
very highest caliber. 


It Made its Annual Appearance. 
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WELL PAID 


A certain lawyer was greatly addicted to the 


habit of lecturing his clerks. The office boy, 
however, got more than an equal share. One 
day the lawyer overheard a conversation be- 
tween his office boy and another boy employed 
in an office on the same floor, which revealed 
to the lawyer how much his admonishing 
words were appreciated. 

‘* Whatcher wages? ’’ 
other office. 


Ba 


asked the boy in the 


en thousand dollars a year,’’ was the re- 
ply. 

‘* T should worry,’’ drawled the other. 

‘* Honest, I do,’’ reiterated the lawyer’s boy. 
‘“T get three dollars a week cash and the rest in 
legal advice.”’ 


Frank—Did you hear how Buelher was plan- 
ning his New Year resolutions? 

Harry—No. Did he make any? 

Frank—Sure, a lot of them. And then when 
Lent comes he says he will have to give up 
something, and he intends giving up these New 
Year resolutions. 


Mrs. Newbride came hurriedly into her hus- 
band’s study one morning. 

‘“Herbert, dear,’’ she said, ‘‘this receipe for 
lemon pie says to sit on a hot stove and stir 
constantly.’’ 

‘Well, Alice,’’ rephed the doting husband, 
“if you do sit on a hot stove I think you will 
find that you will stir constantly.’’ 


Job Seeker (entering boss’s office unan- 
nounced)—Is there an opening here for a 
young man like me? 

Boss—Yes, right behind you.—The Boys’ 
Magazine. 


Clerk—Now, see here, little girl, | can’t spend 
the whole day showing you penny toys. Do you 
want the earth with a little red fence around it 
for one cent? 

Little Girl—Let me see it.—Life. 
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A SAMPLE 


The family had sat down to Christmas din- 
ner. Unele Bill, who was carving, was a 
bachelor and very big. Bobby, youngest of 
the clan, was very small—all but his eyes, 
which became very round as he watched the 
dissection of the turkey. When at last it was 
his turn to be served Unele Bill bent upon the 
tiny chap an appraising eye and cut a tiny por- 
tion, which looked almost lost on the plate as 
it passed down the table to Bobby. 

‘‘ Little man,’’ boomed Unele Bill as the 
plate reached Bobby, ‘‘ is that the part of the 
turkey you like? ”’ 

‘* Yessir,’’ piped the little fellow as he 
handed back the plate, ‘‘ I’ll have some of that 
please.’ 


“Did you have anything to talk about at the 
club meeting ?’’ 
‘‘Lots! On account of the storm, there were 
only three of us present.’’—Ilustrated World. 


‘“Aren’t you the boy who was here a week 
ago looking for a position?’’ 

Se C8, ile 

‘‘T thought so. And didn’t I tell you then 
that I wanted an older boy?’’ 

‘‘Yes, sir; that’s why I am here now.”’ 


Old Andy Jimson’s wife had been dead less 
than three months when Andy began to ‘‘take 
notice’’ of the Widow Bagley. Soon after this 
fact had become apparent some one asked 
Andy how he was ‘‘coming on’’ with the 
widow. 

‘“We’ve quit,’’ said Andy, tersely. 

‘““That so? And how did that happen?”’ 

‘‘Well, by heck, when a feller up an’ asks 
a woman to marry him an’ she comes at him 
with a dipper 0’ hot water to throw over hin, 
an’ sicks her dog on him, an’ ealls him nine 
different names, an’ threatens to hoss whip him 
he’ll take a hint if he ain’t an idjit, an’ I took 
the hint an’ left. Some folks can’t take a hint, 
but I kin, by heeck!’’ 


Several Audrain county hunters stopped in 
a church, a few days ago, and attempted to 
build a fire. They thought they had the coal 
oil can, but it was gasolene. The extent of 
their sears will be known after the doctor re- 
moves the bandages. 
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There are Barber Shop Quartets; there are 
Lyric Quartets, and there are Grand Opera 
Quartets, but there are no other Sahara Quar- 
tets. 


“SUPERLATIVE SALESMANSHIP”’ 


On Wednesday night, January 10, Dr. Ira E. 
Landrith of Nashville, Tenn., addressed the 
Bowser employees assembled, on the subject of 
‘‘Superlative Salesmanship, or the Art of Liv- 
ing at Level Best.’’ 


Dr. Landrith said he was not a salesman, 
and therefore could talk with authority on the 
subject. He brought out the fact that the un- 
derlying elements of success in any line were 
also at the base of success in salesmanship. 
Honesty, right living, a clean heart, clear mind 
and noble character were all gathered together 
as an art which he termed ‘‘the Art of Living 
at Level Best.’’ He interested and entertained 
his audience and stopped speaking all too soon 
for his hearers. 


We become like the things we think. 
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Sahara is a wonderful name! We talk about 
dry wit. This was certainly exemplified in the 
renditions of the Sahara boys, and they were 
enecored and encored and then some. ‘‘ Which 
One Ww Wy ce Ll 


‘‘Much is being said nowadays as to whether 
a salesman is born or made. The old schoolmas- 
ter, you will remember, said he taught the 
world was either round or flat, whichever shape 
the parents preferred. It doesn’t make a par- 
ticle of difference to the trade you visit whether 
you are a born or made salesman. That you are 
one, and a good one at that, is the only point at 
issue.’’—The Michigan Shoemaker. 


You boys have all been as RIGHT in your 
getting of Big Business for 1916 as the product 
you represented and sold was RIGHT, and we 
are going to hand you the flowers now to let you 
know we appreciate your strenuous, consistent 
work. 


The man who is always looking for trouble 
could use at least one glass eye to great ad- 
vantage. 
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Curtis Aviation Field, Newport News, Va. This Field was Thoroughly Bowserized by Our 
Energetic Pacemaker, Mr. D. W. Darden. 


Co - operation 


ONVENTION week drew together the three great forces that make the 
Bowser organization. It united the Sales Force with the Factory and 
eet) Office Forces. Together the divisions stand for success. Each section 


(_}) is alive to its dependence upon the others. The salesmen know—had the 
Factory failed in the production of sound equipment—their struggle on 

the road would be in vain. They understand their dependence upon the office. 
The Factory and Office appreciate, without the Sales Force, the success of the 


plant would be forfeited and, without that success, the livelihoods of every member 
: 
: 


of the institution would be forfeited. 

In that is revealed the meaning of the success of S. F. Bowser & Co., Inc. 
The progress of the organization depends upon the co-operation of the Factory, 
the Sales and the Office Forces. Upon you and me depends the success of the 
firm, the livelihoods of our families, the future of our children. 

With so much at stake, don’t you feel, Mr. Traveling Salesman, you are responsible this 
year with the Factory and Office to make the biggest fight of your life? Ina proposition like this 
which concerns more than mere personal gain, there exists an incentive greater than you felt when 
you were struggling for yourself alone. Therefore, win over more names onto the dotted lines of 
your order book. Add to the security, the comfort, the happiness of hardworking, high-hoping, 
men and women who with you are striving today for the general good. Give yourself to that 
finest of all ambitions—the making of more joy in this world. 
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THE ROAD AHEAD 


By S. B. Bechtel, Genl. Manager 


I want to say that we surely do appreciate 
the efforts of not only the Pacemakers, but 
those fellows who just failed or did not sueceed 
in becoming 
Pacemakers 
You fellows did 
not get all the 
business. The 
other fellows 
helped, and we 
appreciate their 
efforts as well 
as yours. 

The past year 
of 1916 has been 
a year. of. tre- 
mendous. oppor- 
tunities, a year 
of unprecedent- 
ed prosperity. 
As a result of 
those  eondi- 
tions and of 
your efforts, 
assisted by the officers, as Mr. Bowser said, we 
secured nearly six million. dollars worth of 
business, an increase of 40 per cent over 1915, 
which is by long odds the biggest we have ever 
done up to this time. Thus a new record has 
been set and we have a new mark at which: to 
aim. 


Ss. B. BECHTEL, 


Gen'l Manager. 


1916 has been a year of opportunities, and it 
has also been a year of perplexities. It has 
strained our organization at Fort Wayne in 
practically every department. You know some- 
thing of the strain on the Production Depart- 
ment. It has been a strain all along the line, 
and because of this expanding business, it has 
necessitated an enlarged organization, an en- 
larged factory and a somewhat new line. 


As a business expands, a larger organization, 
as I said before, is necessitated. As a result of 
that, we have arranged for Mr. E.. M. Saver- 
cool, whom you all know and whom to ow 1s 
to admire, respect and trust, to come to Fort 
Wayne as General Sales Manager in charge of 
the American business. As some of you gentle- 
men may not have met Mr. Savereool, I am 
going to ask him to stand, so you will get 
acquainted with him. As General Sales Man- 
ager, Mr. Savercool will relieve Mr. Zahrt of 


the executive sales work that Mr. Zahrt has 
been attending to. He will be ably suported 
in the work as Mr. Zahrt has been, by the three 
Division Managers located at Fort Wayne, who 
will have charge of their respective divisions 
entirely, and they will be held responsible for 
the success of the business in their division. Mr. 
Zahrt, being relieved of this executive sales 
work, will have the time to devote to more 
strictly executive matters. 

Mr. D. S. Johnson who has been Sales Mana- 
ger on the Pacific Coast, assisting Mr. Saver- 
cool in the management there, has been appoint- 
ed Manager of the Pacific Coast territory, thus 
assuring that the policies which have been so 
successful there in the past will be continued. 


As you have all seen announced in the 
Boomer, Mr. E. J. Little resigns, his resignation 
taking effect January Ist. We are mighty sorry 
to lose Mr. Little as in his ten years of service 
with the Company, in close co-operation with 
the Management at Fort Wayne, and in close 
touch with the sales situation throughout the 
country, we have all grown to love Mr. Little, 
but on account of local investments and the con- 
dition of his health, he found it necessary to 
resign. Mr. Little will continue to mingle with 
us a great deal, I don’t know whether he is 
here at this time or not, but he will be with us 
throughout the convention, as far as his duties 
with the Wildwood Builders Co. will allow. 


We are the more readily reconciled to Mr. 
Little’s leaving by the fact that it enables us 
to call another friend of ours into closer touch 
with the sales organization at Fort Wayne, and 
that is Mr. R. 8S. Colwell. Mr. Colwell has been 
with the organization about fourteen years. He 
began work as a salesman in Ohio where he was 
very successful. Later, the Company desiring 
a young man of sales and road experience in 
the office here at Fort Wayne, in the. corres- 
ponding sales, he was transferred to Fort 
Wayne. Later when a vacancy occurred, he 
was made Assistant Manager at Chicago, of 
the old Chieago District, and later was made 
Manager of the Chicago District, where he was 
most successful, bringing to the 1910 conven- 
tion, as I recall it, the largest delegation of 
prize-winners we had ever had, to that time. 
Shortly after, he was transferred to the old 

Continued on page 81 
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Environment is a matter of choice, at least with your thoughts. Associate yourself with big, 
positive, successful thoughts, and the Pacemaker Club will be easy. 


BSS 


SSE RRRRRELVDBR£ROB#R&«OAPDQ¥OONONSROA AGG 


Promotions in the Organization 
MR. D. S. JOHNSON BECOMES WESTERN 


MANAGER: 


MR. A. D. CARRIGER GOES TO CHICAGO; 
MR. W. V. CRANDALL TO DENVER; 


MR. R. E. FLEMING NEW MANAGER OF 
LOUISVILLE OFFICE. 


IMIR, ID 


S. JOHNSON, Western Mer. 


As is always the case in an organization the 
size of S. F. Bowser & Company, the constant 
enlargement of the business and the growth of 
the company make it possible for the manage- 
ment to promote those men who by their dili- 
gent, painstaking and conscientious service 
have merited reward. 

Among the foremost changes at this time is 
Mr. D. 8S. Johnson’s appointment to the West- 
ern Managership, succeeding Mr. KE. M. Saver- 
cool. With the event of Mr. Savercool’s coming 
to Fort Wayne as General Sales Manager, Mr. 
D. S. Johnson, who so ably assisted him in the 
organizing of the sales force on the coast, has 
been appointed his successor. 


Mr. Johnson’s connection with the company 
dates back to 1906, he having come into the 
organization early in his business career. Mr. 
Johnson was connected with the General Sales 
Department in various capacities until 1908, 
when he was transferred to San Francisco as 


District Manager. Here, under the direction of 
Mr. EK. M. Savercool, he has achieved great suc- 
cess and is thoroughly equipped in every par- 
ticular to carry onward the splendid work 
which he has had a part in developing during 
the last few years. 


Mr. Johnson will continue to be assisted in 
his work by Messrs. S. D. Stoddard and O. E. 
Dustman; Mr. Stoddard to retain his headquar- 
ters at Portland, Ore., while Mr. Dustman re- 
mains Manager of the Los Angeles branch. 


There is no change in policies contemplated 
regarding the work on the coast. Mr. John- 
son’s complete familiarity with the firm’s plans 
and policies as they especially affect the coast 
territories assures that things will go as serene- 
ly in the future as they have in the past. 


The promotion of Mr. Johnson is merited in 
every way and we extend to him our heartiest 
congratulations and best wishes. 


For some time past the company has realized 
that in large cities where we have big district 
offices located, the manager’s time is so taxed 
with local conditions as to work a positive han- 
dicap on the remainder of the territory under 
his jurisdiction. 


It was after a deliberation of this condition, 
together with the enormous possibilities which 
exist in the city of Chicago and territory imme- 
diately 


adjacent, that the management con- 
Continued on page 70 


ve ee] 


The New Central Garage at Miami, Fla. This 
Beautiful Home for Motor Cars was Bowserized by 
Pacemaker L. W. Crow. 
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Many salesmen possess more than a thousand acres of possibilities and have but a half acre 


under cultivation. 
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THE 1916 HOUR GLASS 


By President S. F. Bowser 
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eas FRIENDS HERE WE ARE AGAIN!” 


Mr. Bowser, when he stood before the 1917 
Pacemakers’ Convention and gave his main 
address, never spoke better nor was his message 
ever better received. He recalled the unfor- 
tunate circumstances which had befallen some 
of our near and dear friends in the loss of mem- 
bers of their families, and in the extreme cases 
of illness. He referred with special reverence 
to the passing away of Mrs. Allen A. Bowser. 
He recounted her useful Christian life and told 
what a big influence for good she was in our 
community. Pacemaker W. E. Tousley of the 
St. Louis Office was another who had passed 
away during 1916. He was well on the road to 
Pacemaker membership when he was called 
home. Mr. R. H. Darling, The Boomer poet—a 
more optimistic soul never lived—was also num- 
bered in Mr. Bowser’s reminiscences. Among 
those who had had serious illnesses or accidents 
during the past year were mentioned Mr. T. H. 
Rhoads and Mr. E. B. Bachman of Mississippi. 

Mr. Bowser then turned to the subject of the 
wonderful strides the company had made dur- 
ing the past. He spoke of the unusual difficul- 
ties that had been encountered in the way of 
labor adjustments as well as the enlargement of 
the factory production to meet the ever increas- 
ing magnitude of the business. He touched 
upon the raw material shortage as it affected 
production, and he went to some length in ex- 
plaining to the Pacemakers just what kind of 
an institution they were running at Fort 
Wayne. S. F. Bowser & Company, he informed 
them, was an organization with a heart and 
with a soul, and the employees’ every interest 
was being fostered by the officials. He remarked 
upon the employees’ building help plans for 
1917, the insurance plan, the bonus that was 
being paid to the employees, etc. He mentioned 
the effect the spirit was having upon the work- 
men, how it was increasing efficiency and help- 
ing them put out a better product than ever 
before. 
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Mr. Bowser told of the Rules and Regulations 
which governed the conduct of the office em- 
ployees and which insured a high moral stand- 
ard for the people who do things in the firm. 
Our President then gave a comprehensive state- 
ment regarding the finances of 8. F. Bowser & 
Company, and the enlargement of the organiza- 
tion’s credit standing with the banks through- 
out the country. He indicated to the Pacemakers 
the confidence and good will that is exhibited 
by all the people with whom we have business 
dealings. 


Mr. Bowser told of the company’s plans for 
expansion, of the purchasing of additional 
ground in the vicinity of the present plant, and 
of the extensive building operations which are 
to commence early this year. 

He explained how very busy he had been in 
the past arranging these matters, getting every- 
thing in shape to cope with the increasing sales. 

It was with an extreme amount of pleasure 
that we heard the ‘‘Old Man’’ tell us about the 
encrmous increases in the earnings of the sales- 
men, increases all the way from 181, per cent. 
to 50 per cent. He elucidated at length on the 
provisions the company has made to take care 
of the salesmen’s shipments during the present 
year while the new buildings are being arranged 
and he assured them that everything would be 
taken care of without any unnecessary delay. 
WHEN WE SHOOT WE LIKE TO HEAR 

THE BELL RING. 


Around this heading Mr. Bowser told a neat 
story of his ambitions for the year in the way of 
quota. He stated that in setting the quota at 
$7,000,000 the firm felt that it could be reached 
without any difficulty. He said that a few of 
the more ambitious members of the organiza- 
tion wanted to make it $7,500,000, but he felt 
$7,000,000 was the proper point and that when 
we fired our wad we sure would hear the bell 
ring at the other end. 


The ‘‘Old Man’’ told the boys that he had 
arranged a good time for them and that the firm 
was enjoying the Convention as much as the 
salesmen were. He desired everyone present to 
enter into the affair and make the most of the 
occasion. He expressed a hope and a wish that 
not only those who were present would be 
Pacemakers next year, but that every man on 
the road would meet him at the festive board 
spread for 1918. 
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Persevere to a successful conclusion. Only by sticking to a proposition can one hope to win. 


This is the virtue of a postage stamp. 


The Bowser Boomer RESOLUTION OF THE DIRECTORS OF 
PUBLISHED SEM]-MONTHLY BY THE PACEMAKERS’ CLUB 
S. F. BOWSER & CO., Inc. The following resolutions were adopted by 
E. J. GALLMEYER, Editor the Pacemakers’ Club while in session through 
YOU, Associate Editor their directors at the recent Convention: 
MAREMn.c cccsyeNec? oo Resolved, That this organization go on record 
at say FEBRUARY 1, 1917 rh as experiencing keen regret that some of the 


members of the Club for various reasons are 
(fs compelled to be ay ray. Also that we extend to 

Press them our heartiest greetings and express the 
wish that they be with us on the next occasion. 


a THE ROAD AHEAD Resolved, That the slogan of the Club shall 
Phe road ahead be ‘EVERY MAN A PACEMAKER EARLY.” 
Will be rugged or smooth 
Just as you yourself will it. Resolved, That the resolutions which were 
For the road ahead adopted during the last year’s Convention as 
) Exists first in mind, effecting the co-operation of the Pacemakers’ 
: And depends on how you will fill it. Club with the Management of the Bowser or- 
ganization be re-inacted. That the same spirit 
The road ahead which prevaded the Pacemakers’ organization 
Will bring you to grief in assisting the firm in the past year again find 
And Suecess you’ll never find, expression in the enhancement and advanee- 
If apprehension, doubt and fear ment of the Bowser business for 1917. 
Blurr the vision of your mind. EVERY MAN A PACEMAKER EARLY! 
The road ahead We announce with regret that we have been 
Will be cheery of hue obliged to discharge one of our successful sales- 
If this precept you find men, a man who has been with us a number of 
Optimism, confidence, enthusiasm too, years, a 1916 Pacemaker, for violation of our 
And suceess are four of a kind. rule, ‘‘Responsibility.’’ 
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GOODBYE, BOYS! I’M THROUGH 


I thought this would be the easiest way to begin this little last acknowledgement 
of my appreciation of the kind consideration I have received at your hands during the 
past fifteen months. 

It has been deemed wise by the Management that I assume new duties in the Sales 
Department which will make it impossible for me to continue my identity with The 
Boomer. That I am reluctantly severing my close association goes without saying. It 
does, however, open the way for you to a new acquaintanceship with Mr. D. M. Kagay 
whose wide experience in Publication, Advertising, and Sales work, together with his 
pleasing personality especially adapts him for the Editorship of The Boomer. 

One favor I want to ask of you before I pull up stakes: Be as kind to Mr. Kagay 
as you have been to me. The feeling I know will be reciprocated in the highest sense 
and will result in the issuing of the best Boomer ever published. 


Goodbye! And GOOD LUCK! 
—H. J. GALLMEYER. 
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Never expect a man to believe anything you do not believe yourself. 
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Continued from page 67 
eluded that a resident manager was desired. In 
other words, they have created a district within 
a district comprising the cities of Milwaukee 
and Chicago and contiguous territory. 
Because of his close association with the 
work and because of his pecuhar adaptability 
for - the place, Mr. 
Carriger’s services 
have been requisi- 
tioned as Manager 
for the suecessful 
out-working of the 
new plan. Mr. Car- 
riger has made an 
admirable showing 
in his work as Dis- 
trict Manager of the 
Louisville Office dur- 
ing the past year, and this experience will all 
the more qualify him for a big undertaking 
such as the one he is now concerned with. 


A. D. CARRIGER 


Mr. Carriger has had an eventful career with 
S. F. Bowser & Company and a very successful 
one. He has been in practically every branch 
of the service and has always made good. In 
soliciting him to work out this new plan the 
firm has paid Mr. Carriger a very high comph- 
ment. We bespeak for him a very great success. 


Mr. R. E. Fleming, one of the Pacemakers of 
last year, who has for some time been identified 
with our Southern 
Sales Division, has 
been appointed Dis- 
trict Manager of the 
Louisville Office to 


succeed Mr. A. D. 
Carriger. 
Nite vOD er iam 


Fleming, or ‘‘Bob,”’ 
as he is known by his 
friends, has been 
identified with the 
Bowser organization since 1903. He was em- 
ployed as clerk and stenographer with the 
Sales Superintendent at that time. Later on 
Mr. Fleming was transferred to the new Boston 
Office, where he was employed under Mr. E. M. 
Savercool. Here he grew in responsibility and 
was in charge of the Mail Order Sales work. 
In 1905 Mr. Fleming’s health broke and he be- 
came a farmer for a year. When he returned 
to work he made a trip up in Alaska and was 


R. E. FLEMING 
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engaged there as a secretary to the general 
manager of the White Pass & Yukon Railroad. 
Mr. Fleming came back into the Bowser organ- 
ization a number of years ago when he was 
placed in charge of our office at Mexico City, 
Mexico. As a revolution there caused a com- 
plete disorganization of the business, the Mexi- 
ean branch was closed up and Mr. Fleming was 
transferred to Denver as Assistant Manager. 


After remaining in Denver for a year and a 
half Mr. Fleming was transferred to the At- 
lanta Office in a similar capacity and it was not 
until September 1, 1915, that he took up active 
sales work in his territory in and around 
Tampa, Fla. He was highly suecessful and did 
half a Pacemaker’s business before January, 
1916: 


The new man at the helm in,the Louisville 
Office is thoroughly conversant with the Bowser 
line and its policies for he has been familiar 
with the line since he was a mere boy. 


‘*Bob’’ Fleming is a Bowserite in every shape 
and form and we know that the Louisville Office 
will fare well under his direction. 


Because of the peculiarity of the country and 
the inaccessibility of Montana from San Fran- 
cisco, that part of Montana lying east of the 
Rocky Mountains will in the future be a part 
of the Denver territory. This brings the per- 
petual officer of the Pacemakers’ Club, Mr. W. 
V. Crandall, under the Denver domain, and will 
make it possible for him to keep in closer touch 
with the District Office, where he can be advised 
two or three days sooner of his election to the 


Club. 


In addition to Montana, large portions of the 
states of Nebraska and Kansas have also been 
transferred under the direction of Mr. C. C. 
Barnet. This makes a considerable increase in 
territory for the mountaineers, and a territory 
rich in prospects and possibilities. Mr. Barnet 
states he will have the whole line-up of officers 
for the next Pacemakers’ Club in his territory. 
He certainly has a chance; no question about it. 


> 


Come On Over to the Next Page, Boys! 
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‘“To be Polite and Dignified is a reward in itself, and to meet its opposite no weapon is dead- 


lier—try it when forbearance seems at an end. 
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At the right hand of Mr. C. C. Barnet we find 
Mr. E. W. Sherburne, who for the past seven 
years has been manager of 
the Corresponding Sales and 
Order Departments of the 
San Francisco territory. Mr. 
Sherburne has been in the 
organization for quite a 
while and has become thor- 
oughly Bowserized. He is pe- 
culiarly adapted to the han- 
BE. W. SHERBURNE dling of this new work since 

a great portion of the terri- 
tory which makes up the Denver Office was at 
one time under the San Francisco Office and 
Mr. Sherburne was closely identified with the 
work. : 


Mr. Sherburne has made a record for himself 
in his work and we bespeak for him a very suc- 
cesstul career in his new endeavors. 


Mr. W. F. Paul, who has so ably assisted Mr. 
Barnet in the Cup-Winning feats of the past, 
has been transferred to Chi- 
cago and will act as assistant 
to Mr. Carriger in working 
out the problems affecting 
the new responsibilities there. 

‘*Bill,”’? as he is known 
among his friends, has been 
long in the service of the 
company and his steady rise 
is proof of the esteem in 
which he is held by the man- 
agement. 


MR. W. EF. PAUL 


The many friends of Mr. C. A. Wilson, pop- 
ularly known as ‘‘Gus’’ will be delighted to 
learn that he has been ap- 
pointed assistant to Mr. L. P. 
Murray, succeeding our 
friend, Hal Storr. 

Gus has been in the Bow- 
ser organization since the 
‘‘memory of man runneth 
not to the contrary’? and 
knows the business from A 
to Izzard. That he will suc- 
ceed in his new work is a 
foregone conclusion. 


MR. C. A. WILSON 


We all congratulate you, ‘‘Gus,’’ on your 
good fortune. 
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A NEW LINE-UP IN THE PUBLICATION 
DEPARTMENT 


With the resignation of Mr. C. D. Wheeler as 
Manager of the Publication Department—he to 
ape Sb men S titel) ant 
duties with the 
Gramm - Bernstein 
Company of Lima, 
Ohio,—we have had 
the pleasure of bring. 
ing into the organi- 
7 cu OUmpeN aie) Rud 
Kagay of Aurora, III. 

Mr. Kagay comes 
to S. F. Bowser & 
Company with a 
wide experience in 
the advertising field, 
he having resigned 
the Advertising Man- 
agership of the firm 
of Richards-Wileox Manufacturing Company 
of Aurora, Ill. Mr. Kagay is a young man full 
of pep and ginger and made of the kind of stuff 
that cannot help but put real sales punch into 
our advertisements. 

With the advent of Mr. A. B. DeLacy’s trans- 
fer to the New York Office as assistant to Mr. 
Davies, Mr. Forbes 
Morrison has’ been 
transferred to the 
Pubheation Depart- 
ment. Mr. Morrison 
is too well known in 
the Bowser organiza- 
tion to need intro- 
duction. His design 
work, his original 
layout and display 
circulars have all 
been too potent a 
factor in our strong 
line of sales helps and literature to question for 
one moment his ability for the work at hand. 

The work of these two gentlemen is to be fur- 
ther enforced by the co-operation of Mr. D. B. 
McConnell. ‘‘Mack’’ is widely known and 
universally liked, and we ean look forward to 
some big stuff from our Publication Depart- 
ment in the future. 


MR. D. M. KAGAY 


MR. FORBES MORRISON 


Some opportunity will come at some time to 
every man; then it depends upon himself and 
upon what he shall have made of himself, what 
he makes of it, and what it will make of him. 

—The Packard Bulletin. 
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Fretting is like a rocking chair. You can do a great deal of agitating in it without getting 


anywhere, 


ISS 


BISCUIT BOY 
BURROWS 


Our staff photo- 
grapher caught 
‘‘Jack’’ Burrows 
in an attempt to 
improve his wife’s 
cooking. 


By the _ tooth- 
some grin we be- 
Jack thinks 


he sueceeded. 
Whether he did 
or not 1s a matter 
Mrs. 
alone Gan say. 


lieve 


Burrows 


To keep up, you must look up. To be a sue- 


cess, you must be an optimist. 
Predestination, fate, luck, are the white flags 
of the white-livered army of quitters. 
—The Packard Bulletin. 


But at that, if a bump does not make a man 
hump to it all the harder, he is really a jelly-fish 
and ready for the diseard. 


Valve Department. 
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One’s most costly competitor is lethargy. 
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MODERN PHILOSOPHY 


Having received benefits from anybody 
makes one debtor to everybody. 

A change of pastures may make fat calves 
but what about the effect on the pasture? 

Some men, even bishops, say they will 
“think it over’ when their minds are al- 
ready made up. 

The man who has no confidence in his fel- 
low men should not be employed as cashier 
in a bank. 

We have heard of men who said they 
“could drink or let it alone” but we have 
never met one who tried it and was success- 
ful. 

The managers of the opera house in a 
small town have no difficulty in securing 
ushers when it is a burlesque or minstrel. 

If it requires an alarm clock to awaken 
you at 7 o’clock, the chances are you did 
not hear Opportunity when she knocked at 
your door an hour before. 
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B. L. Prince, Dress Parade. 


L. P. Murray at Bat. 


SUCCESSFUL CANADIANS 

News from the North: 

Mr. C. F. Holstein sold $2,300.00° worth of 
business shortly ago. Mr. C. H. Knodell dis- 
posed of six Cut 63 outfits at about the same 
time. Mr. Holstein’s order consisted of a Cut 
105, a Cut 106, a Cut 241, and a paint oil bat- 
ery. 

Is this work for the first part of January 
worthy of mention? You can see for your- 
selves that it is considered so. 


George A. MeCurdy is out after Pacemaker 
membership good and strong. He sent an 
order in the other day of eighteen points which 
was some ‘‘Hum Dinger.’’ 
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WILLIAM A. BERSCH CELEBRATES ANNI- 
VERSARY 


On January 7th of this year Mr. William A. 
Berseh, our genial auditor and office manager, 
completed his 
sixteenth year 
in the employ 
of the company. 

Sixteen years 
is a long time 
and a ¢re a t 
many things 
have transpired 
since Mr. Bersch 
came into the 
organization. 
He came with 
the company as 
an office boy and 
was employed 
by Mr. Bowser 
himself. From 
US splOcelet IO 1 
Yes Le Ose Om 
steadily ad- 
vanced and on July Ist, 1908, he was appointed 
head bookkeeper. On February Ist, three years 
later, he was appointed to the position of audi- 
tor of the company. And on August 16th, 1914, 
the additional responsibility of Office Manager 
was given him. In all his long experience with 
the company he has ever been alert and on the 
job, and his success is evident in the advance 
he has constantly made. 


W. A. BERSCH, Auditor. 


Few men who are not directly in the Sales 
Department are as familar with what the sales- 
men are doing as is Mr. Bersch. He takes a 
keen interest in this branch of the business and 
is constantly perfecting systems to increase the 
efficiency in dispatching the work for the sales- 
men. 

Mr. Bersch is genial and open-minded; one of 


those kind of men that make the Bowser or- 
ganization the big power that it 1s. 
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Knee, menee, 
minee, moe, 


Watch Knoche 
nab his toe. 


Funny that he 
seems so slow! 
Fred’s a swift 
gsuy, we all 
know. 


Shaw! it may 
be the photo 


Holds Fred 
steady. Likely so. 
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No man is whipped until he admits it himself, 
and while it is easy to preach and hard to prac- 
tice, we know—having been down in the valley 
as well as upon the hilltop—that there is no 
power on earth which can keep a man down if 
he is bound to get up.—Exchange. 
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There is a world of sense in the saying, ‘‘Sell your hammer and buy you a horn.’’ 


73 


BSS SSG 


+ 


& $1 —— HL HL LO | EY | 


y 


fae 
A 
5 
0 
. 
a 
a 
E 


$e 6h Hh Hh HH NH HH Yh A Hh ff hh tL Ht Hh NH NH HH ye 


Fo 1 — 11 HH 


LO lH || | | | N 


74 


¥ WO AA'G/'_ G6 >>> €_vornnd HW 6  »o” ”» rr 


— 10 1 eH NL LE me mmm | mm 1 ome 1 em 


The New Cut 107 
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A STRIKING EXAMPLE OF BOWS 
ACHIEVEMENT 


The ‘‘ Pacemaker’’ is a gasolene pump 
tinctive design. Its classic simplicity a 
symmetry of its lines make it a veritable 
of Beauty—a work of art that, as an ad 
ment, compels instant attention anywh 
the motorist it looms up above the 
traffic with a positive, almost irresistible 
tion. 

The greatest advantages of the ‘‘ Pacei 
are the rapidity and ease with which it 
erated. A turn of the key unlocks the 
and instantly makes it ready for busin 
delivers two accurate, thoroughly filtere 
lons of gasolene at each complete stroke 
plunger. The quick return feature, de 
in this pump to its highest point of effi 
returns the plunger to the bottom of the 
almost instantaneously. The discharg 
with but very brief interruptions. 

After the pumping operation is con 
the pump is quickly and securely locke 
simple push on the lock lever. When lo 
is absolutely proof against unauthorize¢ 

Two large Dial Indicators—one on th 
of the pump and the other on the back 
show in plain figures to both eustomer | 
erator the exact quantity of gasole 
charged in any pumping operation. TI 
is graduated into tenths of a gallon for fai 
determining the prices of fractional qué 

Briefly: The ‘‘Pacemaker’’ combines 
Effective Advertising, Speed, Accure 
Safety with Bowser Reliability—an im 
combination for Increased Business. 


foie eee ha 


“The Pacemaker”’ has bee 
been a leader. These two equi 
fact that every advance step in 
by S. F. Bowser & Company 


Go to it now, gentlemen, a 
equipment has been improved 
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The New Cut 241 
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IMPROVED RED SENTRY 


Red Sentry is a pump of established 
on. Thousands upon thousands of them 
jervice today and its users are its own 
ivertisements. Motorists have learned 
is familiar guard marks the place where 
ipower producing, thoroughly filtered 
~ can be delivered from underground 
idirectly into the reservoir of their ears 
patch. You will immediately recognize 
eked advantage of this new equipment. 
bdies all the virtues of the old with the 
[: features added. 


Ht te oe 


ew equipment eliminates the swinging 
tirely, and by a half turn the upper 
he cabinet telescopes into the other and 
jipment is ready for business. A new 
cog rack has been adopted, the value 
11 1s immediately apparent. The new dis- 
eregister indicates in large figures—in 
lew of the customer and operator—the 
eof gallons discharged in any pumping 
n. Another feature is that a complete 
down stroke of the plunger must be 
fore the discharge register hand ad- 
This is brought about by the arrange- 
othe gears together with the cog rack. 


mnufactured. Instead of having a ten 
d gallon meter, as in the past, this new 
quipped with a one hundred thousand 
heter, the advantage of which need not 
ated upon. All in all, it is some pump 
7 look forward to an enormous sale in 
ey equipment. 


The Red Sentry has always 
bcall the many times reiterated 
ring pump line has been made 


pon your sales records as the 
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BIN, WAREHOUSE 
The AND. HAGHINERY 
They GOMPLETE L088 


Sav! Pe 
Used pas an och Ek teh 2 ae 
to Sell 


J. Y. Cantrell’s gin house, machin- 
Bowser 


ery, engine room and warekwuse, lo- 
Pumps. 


cated about 10 miles from Spartan- 
burg on the Parris Bridge road, were 
practically destroyed by fire yester- 
day afternoon about 6 o'clock. More 
than 40 bales of cotton in the ware- 
house were saved. Mr. Cantrell] car- 
ried no insurance on the property 
which is almost a complete loss, Be- 
tween two and three tons of seed and 
more than a ton of meal were de- 
stroyed with the buildings. 

The fire originated from an explos- 
ion of gasoline vapor. The machinery 
was operated by a gasoline engino, 
and Mr. Cantgeii kept a supply of the 
liquid on hand for this purpose, About 
Rss ON et afternoon he went 
: o the gin house, carryi igh 
Meyers, Florida, was sold by Mr. Craig. He lantern, When he neared ic Rite 

eee Hine tank a terrific explosion occurred, 

x setting fire to the surrounding wooden 
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Our Mr. Thomas Craig on the Left. 


The first Bowser equipment installed in Fort 
| 


demonstrated the equipment with the 


model manufactured. 


Mr. Craig has been with Bowser & Company 
for twenty-seven years. He is one of the first 


Structures. In.a short time the en- 
sine room and gin house were a mass 
of flames. Many neighbors gathered 
and helped remove the eotton from 
the warehouse, which a short time 


a 


2 later fell a victim to the flames. 
salesmen employed by the firm. 
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A Gulf Filling Station at Pittsburgh, Pennsylvania. 
owt seereiet somal 
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In the final analysis Civic Pride consists in cleaning up one’s own backyard before howl- 
ing about Park Improvement. 
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Mr. G. W. Allen Photographed During the Process of Making a Sale, From the Demonstration to Getting 


the Prospect’s Name on the Dotted Line. 


WHAT’S THE USE? 


What’s the use of thinking *bout the days that 
have gone by 

And left a shadow lying ’cross your way? 

What’s the use of living over all the sobs and 
tears 

And bringing all the heartaches back today? 

Why not find the pictures of the life that you 
have lived, 

Blotting out the sadness of those years? 

Why not keep on picking just the flowers of 
the past, 

And cover up the memory of tears? 

R. H. DARLING. 


Mr. R. H. Darling, poet, thinker, business 
man, is dead. In the little poem quoted, he left 
us his philosophy of life, the philosophy 
through which he gleaned happiness and 
strength from existence. If we could but fol- 
low Mr. Darling’s idea of ‘‘picking just the 
flowers of the past’’ we would learn to appre- 
ciate, as did Mr. Darling, the worth of living. 

In Mr. Darling, Bowser & Company lose not 
only a valuable business producer, but one of 
their finest gentlemen, one of their most re- 
spected friends. 


1 
| Nobody has a right to find life unin- | 
| teresting or unrewarding who sees | 
| within the sphere of his own activity a_ | 
| wrong he can help remedy, or within | 
| himself an evil he can hope to over- | 
j come. i 
i —R. H. Mauk. i 
de — 11 1 1 ee ff ee tf oe a rs 
i— 


This is Scientific Work. 


It is mighty nice to come to a convention! 
It is better still to come to the Big Show with 
a big order. 


This was done by several men. Mr. E. E. 
Lowe brought along something lke fifty points 
of business on one order. Mr. J. H. Smitha of 
the Memphis Office brought along a nice, fat 
fillmg station order. Quite a number of the 
other boys enhanced their trip with big busi- 
ness. 


A particular feature in connection with 
‘‘Dad’’ Coddington’s December business was 
that within twenty-three days he was only two 
points short in securing a Pacemakership— 
that for December alone. 

We want to tell you ‘‘Dad’’ is some there! 


While all the other boys were in Fort Wayne 
enjoying the Convention, our Mr. J. L. Bowie 
assured his early election to the Pacemakers’ 
Club in 1917 by keeping right on the job. 
Among other things, he sold a Gasolene Instal- 
lation to the Ohio River Sand Company of 
Louisville, Ky., in the shape of a Cut 102 out- 
fit and other equipment. 

Good luck, Mr. Bowie! 


Mr. E. J. Gallmeyer, 


The Ladies of the Dallas delegation have re- 
quested me to ask youto please print a notice in 
the next Boomer addressed to the hostesses who 
entertained them so royally expressing their 
appreciation of their entertainment and hospi- 
tality during the Convention. 

Very truly yours, 


G. L. Prince 
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Many a business man has been swamped by the weight of his dignity. 
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ACHIEVING PACEMAKERSHIP 


1. Add continually to your knowledge of the 
Bowser line. This will enable you to work 
all classes of business. 

2. Work your territory systematically. 

3. Keep a list of prospective customers. 

4. Make a record of work accomphshed each 
day. 

5. Acquaint yourself with all oil companies in 
your field. 

6. Work steadily all day. 

7. Study every sales experience you have. 

8. Learn to depend upon your initiative in 
making sales. 

9. Live well. fs 

10. Hold to your vision of achievement, Elretat Steubanvilles Ohiae 
MR. C. R. ROSS. 


During the big garage fire at Steubenville, 
Ohio, the Fire Chief stated several times he ex- 
perienced no feeling of concern regarding the 
possibility of an explosion from the gasolene 
stored within a few feet of the flames. 

“The equipment in which the gasolene is 
stored is a Bowser equipment,’’ said the Chief 
to anxious bystanders, ‘‘and there is no chance 
of there being an explosion.”’ 


A PLEA 


(By F. A. Knoche) 

Alleman! Oh, 
Alleman! 

Sew me up, Pard. 
if you can; 

So my shoulder 
cannot tan, 

And J won’t look 
an ““ Also Range 


In the picture above we see the broad 
back of Mr. F. W. Devereux, the smiling 
Bowserite who scours the Bowser territory 
in and around Albany. 

To the right of the picture you will see 
the first Ford ever built. 

Observing Mr. Devereux’s model we have 
“Mr. Skeptic’ who no doubt is_ saying, 
“Young man, you can’t make me believe 


that ’ere thing will pump a gallon o’ oil. | _ iy . aes wake = 
HGimEncacealteittigustmaael Sicewon elpum bo All the good resolutions you can make will 


gallon.” not unlock the pearly gates unless you keep 
All right, Devvie! Machs Gut! them.—Socrates. 


The wheel 
is still revolv- 
ing. 

Vier COT 
the informa- 
tion of ~Mais- 
sourl men. 


Wom led 
Harley think 
the game 
quite so sim- 


ar ple if he lost? 


3 


WELL-WELL 


Fer —n lH | | | | ff || tf HN 1 et to 


If you can make a man both a buyer and a friend, then you are doing real constructive sales 
work. 
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WHAT WAS IT? 


Mrs. Newrich: ‘‘My lmousine has a Louis 
Quinze body.’’ 
Mrs. Clancy: 


““Haith, moine hez a tomato 
ean’s body.”’ 


Orator: ‘‘Who was the first believer in pre- 
paredness?’’ 
Small voice from the audience: ‘‘Noah!’’ 


First Party: ‘‘Did you know they were mak- 
ing Fords without horns next year?’’ 

Second Party: What’s the idea?’’ 

First Party: ‘‘They look like the devil now !”’ 


And then, too, you have undoubtedly ob- 
served how much easier and harder it seems to 
rain when your umbrella is at the other end 
of the line. 


Have confidence in everything you do—even 
when you eat sausage at a quick lunch next 
door to a dog catcher. 


One by one our rights as the lords of creation 
are being gradually taken away from us. <A 
western judge, for instance, has recently de- 
cided that a wife has a perfect right to heave 
a can of corn at her husband whenever she 
catches him kissing another woman. 


Mr. Editor: 

Have a care the way you take liberties with 
my facial hirsute adornment! Strange to what 
depths of jealousy mortal man ean be stirred. 
Possibly you would like to take a correspond- 
ence course in whisker development? 

Sincerely yours, 
BRADSHAW. 


Two gossips maligned an entire suburb. 
When the reputations of all their associates lay 
in tatters at their feet they parted. 

““Meet me in chureh tomorrow dear,’’ 
sisted the oldest scandal monger. 

““T certainly shall, you sweet Christian !’’ ae- 
quiesced her comrade in crime. 


in- 
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**So you joined the Golf Club?”’ 

“Yep, I had to come to it. The only chance 
of seeing some of the men I have to do business 
with is to meet them on the links.’’ 


First in the average life comes the habit of 
criticism and then as a close second trails 
the habit of giving advice. Everybody merits 
the one and needs the other, but if you want 
to make friends and retain them, shun both 
of these habits as you would a pestilence. 


Commenting on the fact that this year’s 
Fords were not equipped with speedometers, 
G. W. Allen says: ‘‘They are absolutely unnec- 
essary; when running at fifteen miles an hour 
the mud guards rattle; at twenty-five, lights 
clatter, and at thirty, my bones rattle.”’ 


A man driving a Ford early one Sunday 
morning was stopped by a motoreyele cop. He 
asked the officer what he was stopped for. The 
officer replied, ‘‘Rushing a can on Sunday.”’ 


“Did you hear about young Jimjam’s leg- 


acy?’ 
‘“No. Did someone leave him a fortune?’’ 
‘“Yes. His rich unele died and he inherited 


about twenty gallons of gasolene. The family 
fears it is going to be his ruin.”’ 


A couple of German prisoners were standing 
beside the road with their guard, waiting for 
an English regiment of Indian troops to pass. 
They gazed with a great deal of wonder on the 
queer dress, the turbans and long flowing robes 
of the Sikahs. One of them said, ‘‘By chiminy! 
Dos must be vimmens.’’ And the other rephed, 
‘‘Nein, dos can’t be vimmens because dey haf 
mustaches.’’ A bright hght overspread the first 
speaker’s face: ‘‘Ah, I know vat dey are! 
Dot’s some of dos ‘Middlesex’ soldiers dot we 
hear so much about.”’ 


One of the salesmen from the Texas territory 
tells this one: ‘‘Met an old darky from down 
state a few days ago ,and I asked him how 
everything was in his home country. ‘Fine, 
boss, fine. Eb’rybody’s doin’ jes splendiferous ! 
Mos’ all de white folkses owns automobiles and 
lots ob de niggahs is buyin’ Fo’ds!”’ 
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Work does not make one half so tired as the thought of it. 
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cating Oil Business. 


WE GET RESULTS. 


ourselves. 
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APPLICATION 


A quota has again been assigned in Lubri- 


Last year marked a 100 per cent. increase in our 
Lubricating Oil Equipment sales. 
direct result of application. 


Application means everything! 


When we apply ourselves conscientiously, 


In order to reach our mark this year we must 
again take ourselves seriously in hand and apply 


How many Lubricating Oil Outfits will You Sell? 
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That was the 
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6 Ne oer hae ncn ay re Pg 7 PT a eR A handsome piece of business was recently 
| | closed by our old war horse, Mr. E. P. Walker, 
| TEN COMMANDMENTS OF | which specified is as follows: 

| ML | 1 5-bbl., Cut 102. 

| 1. Honor the Chief; there must be a_ ! 252 B's and 

| head to everything. | 1 Transfer Pump with all the other ae- 

| Beet ACO O ence ny Oras iaeeg ad | cessories that Mr. Walker could trim the 

| make yourself fit. | equipment with 

j 3. Harmonize your work—let sunshine  j This eS : ; 

! radiate and penetrate. ! ‘This o1 der amounted to some twenty points 
| 4 Handle each day the hardest job | of business. 

| first; the easy ones are pleasures. | Some business, Mr. Walker! 

| 5. Don’t be afraid of criticism; criti- | 

| cise yourself often. | in “a 

| 6. Be glad too in the other fellow’s ] MAINE ARDOR FOR 1917 

j success; study his methods. j 

5 7. Do not be misled by dislikes—acid_ = ‘“‘In regard to the amount of business for 
| ruins the finest fabric. | 1917, I am going to try and secure orders 
| 8. Be enthusiastic—it is contagious. | amounting to $30,000.00. It will be a great dis- 
| 9. Do not have the notion success ! appointment to me if I fall short of this. Per- 
| means simply money making. | haps Iam setting my goal too high, but I feel 
j 10. Be fair and do at least one decent j{ that with the number of prospects I have in the 
j act every day in rs dos j three counties I should come very near that 
: —S. F. Taylor. = amount.’’ 
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fH HI HI HIN BHR BB NAN HHI 


A rolling stone gathers no moss, but who the deuce wants to be covered with moss? 


Continued from page 66 


New York territory, and at the time of the re- 
arrangement of the territories in the east, his 
headquarters were transferred to Harrisburg, 
where he has continued. His success as a man- 
aver is attested by the fact that he wins the 
Cup this year in Division ‘‘A.”’ 


This gives us an opportunity to recognize the 
sterling worth and merit of another old em- 
ployee, and we have appointed Mr. H. C. Storr 
as successor to Mr. Colwell at Harrisburg. Mr. 
Storr has been with Bowser & Company about 
eleven or twelve years, coming into the old 
Correspondence or Mail Order Department 
when he began work. Prior to that time he was 
a successful salesman in other lines. He has 
held various positions, among which he was in 
charge of our Mexican office, same being lo- 
eated at Mexico City, and until the Madero 
Revolution we had some business, but at that 
time Hal got out of the country. Shortly after, 
he was Acting Manager at Toronto, during Mr. 
Hance’s absence for several months in Europe; 
was afterwards Acting Manager of the Chicago 
office, and has been closely connected with the 
factory and organization at Fort Wayne for a 
number of years, so that sales management is 
not new to Mr. Storr. For the past year and a 
half, he has been Mr. L. P. Murray’s assistant 
in the Mid-Western Sales division. We are ex- 
eeedingly pleased with the opportunity to 
recognize Mr. Storr’s sterling worth. 


By reason of the increasing business and the 
complexities and problems in the sales work in 
the large centers, particularly the large man- 
ufacturing centers, we have arranged a local 
territory including Chicago, Milwaukee and the 
contiguous section of the country. That is a 
new division. This division will be a part of 
and under the supervision of the Chicago Dis- 
trict Manager, Mr. T. D. Kingsley. The prob- 
lems are large. The District Manager’s atten- 
tion being required in the large outlying dis- 
trict, we thought it advisable to put the imme- 
diate section around Chicago in charge of a 
Manager. Mr..A. D. Carriger has that appoint- 
ment. Mr. Carriger was Assistant at Chicago, 
but for the past year has been Manager at 
Louisville. Knowing the conditions and prob- 
lems at Chicago as he does from his experience 
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as Assistant Manager, we are expecting great 
things from him, and Tom expects to win the 
cup as a result. 


Mr. Carriger’s successor as Manager of the 
Louisville District has not yet been announced. 
It has not been settled. This announcement 
together with other additions will be published 
in an early issue of The Boomer. We have other 
changes, or not so much changes as expanding 
of the organization, in mind, which will be put 
into effect from time to time during the coming 
year. Asa result of these additions and other 
expansions which will come, we feel sure that 
the quota for the coming year will be easily 
reached. As Mr. Bowser explained, this matter 
of the quota for the next year has been given 
serious thought. We felt that it was not so 
much a question of the sales opportunities as it 
was a question of organization and efficiency, 
and we have set the quota for next year at 
seven million dollars and we know we will get 
it. That quota for next year has been assigned 
to the different offices as follows: 


Division “A” Division “B” 


District Amount District Amount 
JNM aye NA, MAS oko-b.c $600,000.00 Denver ...... -. $850,000.00 
Atlanta 400,000.00 Indiana 240,000.00 
Chicaeomeenrte 710,040.00 Michigan ..... 280,000.00 
Dallas yee AM) MOOK): ONAN) Gocco oc 260,000.00 
Harrisburg 600,000.00 Louisville 160,000.00 
Siti, ILOUS, 6 a6 c 400,000.00 Memphis ..... 320,000.00 
A OTOMUCO meet 480,000.00 New York..... 250,000.00 
San Francisco.. 385,000.00 Washington 370,000.00 


(Let me say there will be a shght change in 
the territory which will account for the seeming 
smaller increase in the quota for San Fran- 
C1SCO. ) 


That’s easy, boys. This makes a total of 
$6,245,000.00. The unassigned balance of the 
quota we expect to be made up by the Railroad 
Sales, Government Sales, Foreign Sales, and 
other miscellaneous items. 


The business of the past year has not been an 
accident. It has been the results of a line of 
outfits absolutely beyond comparison with any 
other line that we or anyone else have ever put 
out. But beyond that, it is the result of an or- 
ganization of ‘‘live wires,’’ an organization 
filled with the spirit of success, and that organi- 
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zation is not an aecident. Back of every or- 
ganization there is some particular personality 
that is responsible. We all know who that per- 
sonality is in this organization, and we are 
delighted to honor our President, Mr. 8. F. 
Bowser, for without a personality ike Mr. Bow- 
ser, there would have been no Bowser Sales 
Organization such as we have. And at this time 
we want to show you a rephea of the marble 
bust which will be placed in the lobby of the 
new office building. We are exceedingly pleased 
to have this bust, which will be an inspiration 
to the force here every day and to the Sales 
Organization whenever they are in Fort Wayne. 
As a result of this thriving, successful per- 
sonality, we have the line of superior outfits 
which we have, and as the latest result, we will 
show you the ‘‘Pacemaker Pump’”’ Cut 107. 
(Pump uneovered.) This is the latest curb 
pump and our expectation is that it will in a 
large measure replace the Cut 241. We believe 
that this is absolutely the finest, best, quickest, 
highest quahty of equipment that can be pro- 
duced. You will notice on this pump that we 
have done away with all the covers. Every 
need of a quick action, high duty filling station 
pump has been met. It measures two gallons at 
a stroke. 


We expect the ‘‘ Pacemaker Pump”’ to be the 
leader and the one that salesmen will sell as a 
curb pump. We are confident that as you get to 
know this pump you will be delighted with it, 
for there are many added features that we have 
never had about any of our other curb outfits. 


As a second to this pump, we have discon- 
tinued the 241 and substituted a new 241. You 
will note that we have retained the old style 
and the design is similar, but otherwise it is an 
entirely new pump, greatly improved and far 
ahead of the old pump. This has no swinging 
door. It has a cut steel cograck and pinioa and 
a large dial. The door revolves and is very 
easily closed. 


Now in connection with these two pumps I 
want to touch on a subject, and as an introduce- 
tory statement would say, | want you all to be- 
heve that in any of the policies which the firm 
has adopted either in 1915 or 1916, we have done 
so as a result of our most earnest thought and 
our best judgment. In the early part of last vear, 
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on account of the constantly increasing cost of 
material, we found it necessary to shghtly ad- 
vance our prices. That matter was most care- 
fully considered from every standpoint. We 
counseled with our managers and found it was 
necessary to make some advance in prices. We 
carefully investigated. We took every purchase 
invoice for material purchased in 1915 and com- 
pared those prices with the prices in 1916 and 
found that the advanced cost was slightly in ex- 
cess of 10 per cent of our sales. We knew that 
in adding that net item of apyroximately 10 per 
cent to our 1915 sales we covered the added cost 
of material to the firm, not covering any ad- 
vance, and as you know, materials advanced 
throughout the year. We handled that addi- 
tional cost without a cent of profit. We believe 
and we know that it was fair in the perpetua- 
tion of the business, in the making of jobs for 
you gentlemen, in your suecess as salesmen, to 
ask you to sell that 10 per cent without commis- 
sion, the same as we were handling it and tak- 
ing our losses on that. We believe that the 
business of the past year and the increased 
earnings of the salesmen have proven that our 
decision and our judgment was correct. 


We told you at the time those prices were ad- 
vanced that we did not know how long the net 
item would be maintained. We don’t know now. 
Prices today are still soaring; 1917 prices are 
far higher than 1916 prices. Fortunately we 
have made our contracts for the first six months 
and we know that we can maintain our present 
prices until July Ist at least. We hope we can 
do so longer. The only reason that we have not 
covered ourselves for the entire vear is that we 
do not know how long prices are going to keep 
up. We, ourselves, have felt that prices will be 
maintained during the first six months, but if 
there is a sharp reduction in the cost of mate- 
rial, we still have to pay our present contract 
prices, for under present conditions you can 
make no contracts protecting you against a re- 
duction in prices. 


We do not know what prices will be after July 


Ist. We cannot tell, but under present condi- 
tions we have felt that to make a uniform price 
and uniform arrangement on the net items we 
would carry the net items on the two new pumps 
the same as on the others. We hope that some 
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time the prices of material will become more 
normal, and as we said at the time of the in- 
crease, May Ist, 1916, prices will be adjusted at 
as early a date as it is possible for us to adjust 
them, but at the present time there is no reduc- 
tion in sight. In fact, the outlook is for further 
increases. Materials and labor are still soaring. 
‘As I said before, our contracts for the first half 
of 1917 were made last year. Since that time 
the market price has sharply increased. 

With regard to the present market prices, I 
want to give you a few illustrations of what the 
firm is up against and one of the problems we 
have to face. I have an invoice here of the 
‘American Sheet & Tinplate Company, covering 
galvanized sheets. Here is an invoice of March 
10th, 1915, covering 101,000 pounds of galvan- 
ized sheets. The net cost of that 101,000 pounds 
of galvanized sheets last year—the first part of 
last year—was $2095.00. I have another-invoice 
under date of April 17th, 1916 (just a year 
Jater) covering only 66,000 pounds, and the cost 
of that 66,000 pounds of galvanized sheets was 
$2566.00 or nearly $500.00 more than the 101,- 
(000 pounds. 

Comparisons between former prices and our 
first half of 1917 prices are as follows: 


Ouiaprice-im L915 e aeeeee. $1.95 per hundred 
Ourspricerin’ LOG osm... 6 2.90 per hundred 
EReSenity PRICCs we asi cone os ac 7.15 per hundred 


Invoice of February 2d, 1915, covering 4,300 
pounds of brass tubing 4.66 inches in diameter, 
$1,117.00. Anotherinvoice—3,600 poundsbought 
in 1916—net cost of this item was $2,043.00. So 
‘the cost of brass tubing in 1916 as compared 
jwith that of 1915 was just exactly doubled. 
\(Any of you gentlemen who want to look into 
‘it, are privileged to see these invoices and any 
‘other invoices you want to see.) 

i Invoice of EH. P. Townsend & Co—March 
115th, 1915, 1,500 pounds cone head rivets— 
1$25.50. Invoice of November 3d, 1916, 6,200 
pounds, or just a trifle over four times as much 
jas the other invoice — $262.26, almost three 
times as much. 

1 could quote a lot of other cases here and 
there, all along that same line. I want to tell 
you something about our castings because we 
use so many of them. On gray iron castings 
(you can imagine how many thousand tons we 
use in a year) our price in 1915 was 2.65 cts. per 
j/pound; our price in 1917 (that is, for the first 
jhalf of the year) is 4.5 ets per pound. 

I simply mention these comparisons that you 
may see something of the problem on prices that 
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we are up against. The fact of the matter is 
that at the time we raised our price (the Ist of 
May, 1916,), we were figuring then on those 
prices that were in effect at that time, but 
prices have continued to advance. On all items 
that we did not have contract covering the year 
1916, prices were materially increased during 
the year, and in 1917 the 10 per cent nowhere 
near covers the additional cost of material. 

In addition to this increase in the cost of ma- 
terial, there is a corresponding increase in the 
cost of labor, and today labor in our shop is 
costing us 41 per cent more than it did in the 
beginning of 1916, and that increase in the cost 
of labor was not taken into consideration in the 
increase of 10 per cent. 

The only way that the firm’s profits, the 
firm’s earnings have been at all maintained is 
by the increased business, and that increased 
business gave us an additional margin. The 
only way that our profits will be maintained in 
1917 is by increased business and increased effi- 
ciency. We will have to work harder; we will 
have to plan harder; we will have to have more 
business. And the question at once arises in 
your mind—How about shipments? 

Mr. Bowser has told you some of the things 
that we are planning. This building will be 
used to enable us to increase production. The 
building which is being built and which has 
been delayed by not being able to get materials, 
should have been done the first of December, but 
is not done yet. We do not know when it will 
be finished, but we hope by February Ist. Some 
departments now in the main shop will be trans- 
ferred to this new building, and this will be 
used as an additional Tank Shop, enabling us 
to take care of the tank end of the business. We 
have rented a factory 60x140 near here, which 
will be equipped with new, up-to-date machin- 
ery to enable us to increase the Pump end of 
the business. By the middle of February we 
will have broken ground for our new office 
building, as Mr. Bowser told you this morning. 
The engineers and contractors have told us that 
that office building will be ready for occupancy 
July Ist. The occupancy of that building will 
enable us to vacate the three buildings now 
being used for offices and turn them into add1i- 
tional machine shops, and we ‘believe that we 
will be able to make more prompt shipments 
than we have in the past. 

With the opportunities for increased business, 
with the unprecedented prosperity throughout 
the country, with only a 10 per cent raise where 
all other firms have made from 25 per cent to 
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Anybody can take an order, but it takes a real man to sell goods. 


50 per cent increases, we feel that the possibil- 
ties of increasing our business to the seven- 
million mark are assured, with your earnest co- 
operation. We expect that co-operation the 
coming year as we have had it in the past. We 
feel that we ean depend upon our organization. 
We believe that the Sales Force has confidence 
in the judgment and good sense of the Man- 
agement. We believe, and it is a part of our 
make-up, from Mr. Bowser to the office boy, 
that the interests of the Sales Force and the 
interests of S. F. Bowser & Co. are identieal, 
and what is good for the Company is good for 
the Sales Force, or vice versa. We will in every 
way strive to co-operate with and assist the 
Sales Foree this coming year. We believe, in 
the expansion of our organization, that we will 
be in better shape to do this than we have ever 
been, and with your co-operation we are look- 
ing forward to 1917 as the biggest and best year 
we have ever had. 

Another point in which you will be interested 
is the Pacemaker Club. This is the fifth year, 
and according to the original plan, would be 
the final year of the Pacemaker Club. It has 
been a source of great help to the salesmen. It 
has been a help to the business, and it has been 
of exceeding interest to all of us. We have ac- 
cordingly arranged for the continuation of the 
Club indefinitely, and accordingly, those who 
were four-year men this year will be five-year 
men next year. Whatever your standing is 
this year, it will continue next and the rewards 
will be according. 

We have made a change which I know will 
prove to be slight in the value of the Pacemaker 
points, and instead of Pacemakers being com- 
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of Practical Experience. 
ed school in the world. 


proficient. 


OU ask me how you can improve your 
position in life, how you can increase your 
income, and [ll tell you; just make your 
present position a business college in the University 
It is the most hard-head- 
It is the only one I know 
of that pays its pupils while they study to become 
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puted according to lines, they will be computed 
according to outfits. The value of the points 
has been checked over on 1914 and 1915 Pace- 
maker records in order to get the values so that 
there will be no increased effort required in 
making the points for Pacemaker membership. 
In fact, on the average it is about 3 per cent 
easier to make the points on the new basis than 
on the old. There will be a few cases, I am 
sorry to say, where it will require increased 
effort, but that will be from very few men who 
are working practically one line of business, 
and that is ‘‘Store.’’ With the big majority of 
our men, the effort required to become a Pace- 
maker next year will be less than this year. 

The rewards will be as follows: : 

Hirste year. ...2 .9)00.00 Sixthey Cale $125.00 

Second year.... 75.00 Seventh year... 125.00 


Third year..... 100.00 Highth year.... 125.00 
Fourth year...: 125.00 Ninth year..... 125.00 
Bifth yeara... - 250.00 Tenth year..... 250.00 


The objection has been raised that in paying 
the six-year man $125.00, he is dropping back. 
You can look at it that way, but as I see it, you 
are advanced $75.00, because if we did not do 
this, you would drop back to $50.00 for the first 
year. As it is, you get the same for the sixth, 
seventh, eighth and ninth years as for the 
fourth, and counting up the total I think you 
will be well pleased. We expect this year the 
heartiest, best efforts of every man. 

We are here to have a good time, to enjoy 
ourselves and celebrate your victory of the past 
year. While you are here, if there are any 
points you wish to talk over, as Mr. Bowser sug- 
gested, don’t hesitate to take them up with the 
District Managers, or Mr. Savercool or myself, 
or if you prefer, you can go to ‘‘The Old Man.” 
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THE PAST IS ALL RIGHT 
BUT NOW 1S THE TIME 
TO GET BUSY ON 1917 
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The greater part of your success or failure really depends on your personal efforts and 
your attitude towards circumstances and conditions. 
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YESTERDAY’S GAME AND TODAY’S 


You remember when a boy how you and the 
‘“neighborhod gang’’ used to get together sum- 
mer evenings. It wasn’t the game played that 
made those hours significant, it wasn’t the ex- 
citement of the chase, the matching of your 
prowess against your pals’—it was the spirit 
you put into that game. 

We grow up—get heavier, taller, stronger, 
and in some respects wiser. We accept the no- 
tion that because we are men the responsibili- 
ties of manhood demand we be serious. We 
change our attitude toward lfe—cease to be 
irresponsible and somehow confuse irresponsi- 
bility with play. Because we do, we deny our- 
selves wholesome pleasures. We crush back the 
spirit of playfulness we once put into a sum- 
mer night’s game. We make maturity difficult. 
By smothering the very quality that makes for 
happiness we take the worth out of living and 
harm our chances of accomplishment. 

Understand, for your own good, you are still 
playing the game you began as a boy, still 
matching your ability against the other fel- 
low’s. Yesterday’s game and today’s is one and 
the same. You have only replaced your wooden 
sword with a Bowser model. The conquests you 
now make are tangible, real, and are therefore 
of more value and importance. When the Home 
Office wires, ‘‘Come along, fellows, let’s do 
something big,’’ don’t you hear the echo of the 
old dare you took up in your youth? Don’t 
you understand how very much _ yesterday’s 
game and today’s is one and the same, when 
you put into it the spirit you put into your 
youthful play? 


DO SOMETHING! 


There are three goals that should fire the 
ambition of every live wire in the Bowser 
Organization. 

One is the attainment of an officer’s position 
in the Pacemakers’ Club. 

Two is is the achieving of directorship. 

Three is the winning of the Cup. 
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Every man has at this time an excellent 
chance to be an officer. It takes six consistent 
days of effort to do this. And IT IS WORTH 
TM And itgissuprros OU! 

I predict the President of the Club will be 
selected before May 1st; the Vice President 
before May 10th; the Secretary before May 
20th; and the Treasurer before June Ist. What 
chair is to be reserved for you? 

Those salesmen who become Pacemakers 
early this year are going to make big money. 
Bowser & Company have a bunch 0’ live ones, 
WHO IS GOING TO GET THE CUP? 
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FEBRUARY 


Second month; twenty-eight days. 

Evening stars: Mars Jupiter, Saturn. 
Morning star: Venus. 

Moon’s phases: full, 6; last quarter, 14; new, 


21; first quarter, 28. 

1 Th. Texas seceded 1861. 

2 Fr. Treaty between U. S. and Mexico, 
1848. Groundhog day. 

3 Sa. Remember Boomer’s injunction to 
to see prospects on Saturday. 

4 Su. Interstate Commerce Conimission es- 
tablished 1887. 

5 Mo. Roger Williams landed 1631. 

6 Tu. LaSalle began descent of Mississippi 
1682. 

7 We. Great fire in Baltimore 1904. 

8 Th. First U. S. Bank incorporated 1791. 

9 Fr. William Henry Harrison, 9th presi- 
dent, born 1773. 

10 Sa. This afternoon make out orders to 


send Bowser’s Monday morning. 
Su. American flag raised at Iloilo, P. L, 


1899. 

12 Mo. Abraham Lincoln, 16th president, 
born 1809. 

13 Tu. You buy a valentine. 

14 We. She gets it. 

15 Th. St. Louis founded by French 1764. 

16 Fr. Better keep Boomer advised if you 
expect to be known. 

17 Sa. “War of 1812” with Great Britain 
ended 1815. 

18 Su. New hats and things timidly herald 
approaching Spring. 

19 Mo. First lodge Knights of Pythias 
formed 1864. 

20 Tu. Cuban revolution began 1895. 

21 We. District of Columbia given territorial 
government 1871. 

22 Th. George Washington born 1732. 

23 Fr. Siege of the Alamo 1836. 

24 Sa. George William Curtis born 1824. 

25 Su. First Sunday in Lent. 

26 Mo. Victor Hugo born 1802. 

27 Tu. Russel A. Alger born 1836. 

28 We. Retailers glad dullest month is over. 
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The meeting of a prospect isn’t a mechanical matter observed merely for its conven- 
tional significance. A handshake has been known to sell a Bowser outfit. 
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‘“We are out to beat the 
‘“‘Old Man’s’’ quota on the 
sale of lubricating outfits 
this year. It is not necessary 
to have a factory territory to 
sell a large number of these 
equipments,’ 

EK. M. SAVERCOOL. 

‘*It’s a facet» boys, i salk 
lubricating outfits in my 
sleep. This line is my hobby. 
I know the splendid profit 
there is in lubricating oil for 
our customers when it is 
handled properly. Therefore, 
don’t let your prospect, ‘hide 
his hght under a bushel’’; in 


other words, his lubricating oil under the stairs 
in a dirty barrel.’’ 


T. DSKING SUEY: 
‘“‘Are you going to make 
the quota assigned you for 
Lubricating Outfits? Surest 
thing in the world. Are you 
going to finish right up at 
the top in 1917? Will you 
make the quota? SURE! 
A. W. DORSCH. 
‘You are doing fine, boys. 
I have no doubt but what 
you are going to give us reg- 
ular Garrison finishes before 
the end of ‘Little Old Feb- 
lv Vee 


C.C. BARNET. 


‘Tf you want to see Pace- 
inakers in the making look 
toward the East. Something 
doing in Albany!”’ 


W.M. MANN. 


‘‘Every man a Pacemaker 


an established fact for 
vES BOE. Coos DAW IES: 
‘“The sun never sets on 


our efforts — that’s why we 
will make a record this 
year,’’ 


D. 8S. JOHNSON. 
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“There will be no vacan- 
cies at the next Pacemakers’ 
Banquet so far as Memphis 
is coneerned.’’ 


H. W. BROWN. 


“All the major leagues in 
Texas claim our boys for the 
baseball diamond this 
spring.”’ . 

B. L. PRINCE 


‘Without question there is 
just as good, if not a better, 
field in Canada than any- 
where else on this continent 
for the sale of lubricating 
outfits—52B, 63, 64, 154 and 
172. One man in our organi- 
zation nearly paid his travel- 
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ing expenses last year by the sale of lubricating 


5) 


equipment only.’’ 


‘‘Let it be our aim to sell 
Cut 154 Wheel Tanks to 
every owner of a Cut 241 or 
Cut 102 gasolene equipment. 
It is the natural accompany- 
ing outfit. And the profit 
realized from the sale of lu- 
bricating oil on the curb is 


W.R. HANCE. 


—S 


equal, if not greater, than from gasolene.’’ 


“Nothing can be ¢om- 
pleted without a beginning. 
Make that grand start on the 
Lubricating Quota, and make 
it now! The first step is to 
get full of your subject; to 
realize what you are trying 
to accomplish A day lost now 
may see the Pacemakers’ 


H. C.STORR. 


train ahead of you in the distance. 


H. C. CARPENTER, JR. 


““We want to get 100 per 
cent plus on this Lubricating 
Quota, ‘boys, and we can 
do ate 

L. E. PORTER. 
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«lL postage stamp is on the tip of many a man’s tongue who never talks about it. 
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“*The Bowser Sales Or- 
ganization has started the 
year in a grand, prize-win- 
ning style. Nothing is impos- 
sible in the way of achieve- 
ments in the business world 
nowadays.”’ 

, A.S. BOWSER. 


““Say right now that you 
are going to be a prize win- 
ner and go out into your ter- 
ritory and do it.’’ 

J. W. BURROWS. 


‘“Boys, we sure have been 
getting our share of the bus- 
iness. We’re going great.’’ 

I. L. WALKER. 


J. P. STOVALL ILL 


It is with considerable regret we learn of Mr. 
Stovall’s confinement to a hospital in Washing- 
ton. We appreciate that J. P. 
is suffering far more from his 
inability to keep in the run- 
ning than he is from the se- 
riousness of his condition. 

Juleresteeasy! You're a 
top-notcher. Don’t worry 
about getting a little behind 
in the race. You'll catch up 
onee your health improves. 
We appreciate the change of 
scenery you are experiencing right now isn’t to 
your liking, but you’ve faced more annoying 
circumstances and come through with banners 
flying. 

Here’s to your immediate recovery. 
wishes! And cheer up. 


MR. Pa Ss Lov An 


Best 


THE MAN WHO CAME BACK 


A deal of interest is always centered upon 
the man who comes back. History and fiction 
have much to do with characters of this type. 
So also has real life—even business life where 
the shadow of Romanee is not supposed to rest. 

This little story has to do with business hfe. 
Jt treats of a salesman’s return to the commer- 
cial world enacted in-a setting supplied by 
Bowser & Company. The man who ‘‘came back’’ 
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and came back strong is Mr. J. 8. Sheehan. He 
has been out of our employ for a year. Last 
week he brought with him upon his return to 
the organization closed business in the amount 
of $2,244.30. 

There is fictive interest as wel] as commercial 
value in such a return. 


HERE’S HOW, MR. ROOS! 


George, that 
$529.50 order 
of yours made 
us sit up and 
consider. Hvi- 
dently you be- 
leive in begin- 
ning the New 
Years RIGHT. 


In your letter 
you wrote, ‘‘I 
worked on the 
night I took my 
dry cleaning 
order wn ta 
10:307’- That 
half - a - thou- 
sand-dollar re- 
sult proves the 
value of over- 
time effort now 
and then. 


Mr. George Roos on the Right. 
MORE IRONS THAN ONE 


It is agreed in scientific circles that the 
greater capacity a man has for doing well 
variety of things the cleverer 
that man. proves himself | 
to be. 

Mr. 8. J. Redford recently 
brought to mind this truth. 
He has for some time been 
weighing down our mail 
bags with orders for the en- : = 
tire Bowser line. What 8. J. 
has to say about the scien- 
tifie significance of having more irons in the 
fire than one is not known to us, but we haven’t 
any doubt as to his opinion of the worth of the 
commissions he is earning. As for what we 
think about Mr. Redford’s work—such versa- 
tility is most commendable. We tender Mr. 
Redford our heartiest congratulations and wish 
here to prophesy that we shall meet Mr. Red- 
ford at our next Pacemakers’ Convention. 
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When we consider how many worth while things there are in life isn’t it something of a 
conundrum that more of us don't go after them? 
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GEORGE WASHINGTON ABRAHAM LINCOLN 
Born, Feb. 22, 1732 - Died, Dec. 14, 1799 Born, Feb. 12, 1809 - Died, April 15, 1865 
President, 1789 - 1797 President, 1861 - 1865 


Who will be the next 
PACEMAKER PRESIDENT ? 


PRESIDENT OF 
PACEMAKERS 
CLUB 
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“He who warns us against ways which lead to nothing does us as great a service as the 
man who sets us on the right path.”’—Hernxr. 
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VISITING SALESMEN 
W. A. Armstrong, ‘‘ Wallie,’’ was a Bowser 
visitor the other day. It is suspected he just 
came in to tell us the news—a new ear in the 
Armstrong family. 


When B. N. D. Milliron strayed into Mr. 
Crage’s reception hall yesterday, grip in hand, 
he was told of the calamity that had overtaken 
his friend ‘‘ Wallie.’’ B. N. D. stood in thought- 
ful silence for a moment and then with a sigh 
exclaimed, ‘“‘At last the end of those long- 
famous Ford jokes is upon us. Oh, Wallie, Wal- 
he! Why did you do it!”’ 


A short time ago we received a call from W. 
C. Halsey. We are always glad to see Mr. Hal- 
sey when he comes to town for we enjoy having 
a talk with him whenever he ean see fit to leave 
the road. 


W. M. Mann was here a week ago. By his 
determined and optimistic manner we predict 
he is going to lead all of the Albany boys to viec- 
tory next year sure: How about it, fellows? 
Are you going to let him? 


George Kinsley was our guest during some 
pretty raw blizzard weather. He was enthusi- 
astic concerning business conditions in his ter- 
ritory and he prophesies a successful year for 
all Bowser salesmen. 


The other day we had the pleasure of shaking 
hands with R. T. Lawrence. We were very glad 
to see Mr. Lawrence. He is in first class shape 
and informed us ‘‘business was more than 
fine.”’ 


Mr. H. D. Myers and Mr. W. 8. Camden vis- 
ited the Factory on Tuesday and Wednesday, 
February 7th and 8th. Both of these gentlemen 
represent us in Southern Ohio; Mr. Myers is 
located at Portsmouth and Mr. Camden north- 
east of there. 


Mr. W. F. Treadway is at the factory this 
week taking instructions. Mr. Treadway will 
be assigned territory in the southwestern part 
of Ohio with his headquarters at Dayton. We 
expect Mr. Treadway will be with us at the 
Pacemakers’ Convention next year. 


Mr. Walter Eastman, Head Salesman in the 
Boston Office, has been making a very enviable 
record. Last year his organization produced in 

winning style and they are at it again in full 
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The Napoleon of the North does not necessa- 
rily work in Bismark—but our little fighter, 
Weego, is making his mark out in the ‘‘cold, 
cold world.’’ 


We had a mighty fine order from Mr. L. P. 
Cox recently with the information that three 
more of the same caliber were en route. This 
is certainly gratifying and will go a long way 
toward qualifying Mr. Cox for membership. 


Mr. H. T. Eggleston of the Memphis District 
is sending in a fine business currently and going 
in Pacemaker style. When the roll is called 
he’ll be there. 


Pacemaker T. C. Potts ‘‘ate at our table’’ the 
other day. After the meal he passed around 
the cigars. Our reporter was unable to get him 
to talk as to why the celebration—but he car- 
ries good cigars. 


J. H. Armstrong of tablet-cutting fame a few 
years ago, came over from Detroit to pay us a 
visit. He must have been after fly casting data, 
from the way he cross-examined Mr. Savercool 
on whipping western trout streams. 


DO YOU KNOW THAT 


The sale of one quart of lubricating oil per 
day means 91.4 gallons per year. At a profit of 
only 10e per gallon this means $9.13 a year, or 
better than 10 per cent on an investment of 
$90.00. The sale of one gallon per day means 
better than 40 per cent on the same investment. 
The sale of two gallons per day at 10¢ per gal- 
lon profit means $73.00 profit or 81 per cent on 
the investment. Furthermore, two gallons at 


25e profit, which nine times out of ten is the 
actual ease, means $182.50 or 202 per cent on 
the investment. 

Will a Cut 154 pay? 


A PUZZLE PICTURE 


Senator Chandler says this is a puzzle pic- 


foree. All right, Eastman, here’s good luck, ture. Puzzle—find the most interesting object. 
and may they come easy, early, and often. Easy! The answer? Why, 241! 
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It isn’t advisable to scoff at the pleasantries of a humorist. You'll have a grouch on 


your hands if you do. 
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The Ideal Salesman 


1917 and Always } 


IRS'T, he plans his work EVERY night for the 
following day. He sees on an average eight 
new people each day, tries to get at least three 
good interviews and to close a man each day. If 
he goes into a neighborhood, or town, or section 

of a city, where he is unable to close any of the prospects 
he had in view for that day, he tries to secure from them | 
new prospects in that immediate neighborhood so he will 
lose no time. The fact that this man is doing a splendid 
business day in and day out, every week, every month, and 
every year, is evidence that it pays a man big dividends not 
only to have a system, but to use it. 


I*urthermore, this man is on the square with himself. 
He knows what he is capable of doing. He places a value 
on his time. He utilizes his time to the very best advan- 
tage He tries to provide for his family in the way that a 
real man’s family should be provided for. He knows that 
they look to him and he feels the great responsibility of 
‘aising and protecting them. He feels his family is entitled 
to the best there is in life and he gives it to them. 


= 
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Analyze your work for the last sixty days, analyze how 
many people you've seen and talked business to straight 
from the shoulder. Understand what you are doing, and 
how you are doing it. Be an ideal salesman. 


From the New York Life Insurance Magazine. 
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BIG NAME 


IN THE 


Oil Tank and Storag 
Business 


SINCE 1885 


FIULTERE 
GASOLEN 
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STANDING OF FORTY HIGH MEN 
FEBRUARY 26, 1917 
. 
IS YOUR NAME HERE? 
17K. BF. Hessenmeuller macs tons Harrispure -20.°C) Ms Predericks™ .\.-7. «sierra St. Louis 
OW. Milliron? 28 eee eee Harrisburg) 822-205 Wis W GEIS. cies wie erelelaterala at oint sien enetate Dallas 
3. Wiad. Armstrong. 7. ee eee Michigan™ 923.992, ©). Williams ace cerns + neither ee Dallas 
4 >We B: Stamford?) 4... oe Harrisburg - - 242M. D. Keeles cece ele -taeetereenraniee Albany 
5.T. CO: Potts) 2. Sei Ohio 25.0 S..We Scroggs. ae. Race Dallas 
6; ho Hs Peeples: soc rs rtaes- nee Newey ork 20nG. eRe ee lestOD ct-tie citrine ian Albany 
7. J. Jo COUNeCLIY ce pence) ener Ghicagvow 277 PALS SMith ge cet. eens Waren Dallas 
8. SF Ta yloricc.te ttc neeernters Mien, | Wes ON Nil sksindlinn 5 Gant nw Ava dds Harrisburg 
9: R.iD. Eickebergetinnc. eerie Memphis e029s) Lely pS tSSCOn anes sales t-tests Memphis 
LONI ye Phipps... S405 Ss eee eee eee Ohio” “30-J28M; “Tucker. heron eee eee Dallas 
11. Reo Le Matthewsies cee cscs hte tee care al Las ns line Grae VV ice COUC rraetcas toy ani aren cet een New York 
NS SS t estoy sroj as aod Ainteo caama stat Washington = s32s0Hm Ue Harle sa witentutcrs seen Sane Denver 
133 EP RevBirdee everest een te ee San HrancisGO # ao0, Os Wi ard Clete svvdlene tesla Washington 
1420) SE. VOnderent DS @eemnca tects eee Denver= 234 (SC Jobns tole sendeechn cae Memphis 
15. We lichtenbereeriancc sate iene Chicagow 35... Bi7eAs Demers isemicitow ene nnrrer- pare tcramarer Chicago 
167 GaP Hohisteinwigte em es eee AWopRoVMKoh | Aw lgt OLeLOhVar Ake adgaeog oda dou boo Gs Denver 
Wi JAS SMe yers ancl cae note rte Memphis 30.2 Hirsi ViGliSire oe usarechencaetener se rietats San Francisco 
18. 2A. 0H. MOTatts: jccac ttt mane rae aerate TOrontlOee cos. chs sSIDLCYs . oie eae New York 
19. RDS Leonards aes a Harrisburg: 39). JtSe Li wis w- cicvensunsets nienste seen ttioaeke tera Dallas 
20.28. "Wal D6Vereuxdchaenae en esl eee Albany. 340) Besos Richardsonhisac. 1 ee aerate Albany 
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DIVISION “A” 


DIVISION ‘‘B” 


‘“Work as if you were to live forever; 


‘Live as if you were to die tomorrow. 


4 Al ’ IMI py > ‘ > 1p Nop) > 5 ” 
Tact never yet “fail d to sell Bowser equipments, but heated arguments Pei: have. 
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—-The Packard Bulletin. 


District Office Quota Standing 7th Week Ending Feb. 24 


1c Dallastac ne ttext Seenehe ovate B. L. Prince, Manager Wi. ONTO Sse ie eoecertiserecene 1. L. Walker, Manager 

2m Oe LOUIS nee nas I. E.Porter;-Acting Managers =2ccMempiiSacs1reweienes H. W. Brown, Manager 

Se Atlanta. en H. C. Carpenter, Manager 3. Washington......... A. W. Dorsch, Manager 

APancisneieviitehe socose6 aac H. GC. Storr, Manager = 4.4 Michiganeer reer A. S. Bowser, Manager 

5san) Prancisco....5 2: D. S. Johnson, Manager 5. Indiana.........--.. J. W. Burrows, Manager 

6, Ghicagocuassccenn cr T. D. Kingsley, Manager’ 6. Louisville........... R. E. Fleming, Manager 

Ta AIbDANy’« Memlerecette) scents. <) W.M. Mann, Manager 7. New York..... C. H. Davies, Acting Manager 

SeOrONntO neta: neve W. R..Hance, Manager” 8: Denver. ee ene Cc. C. Barnet, Manager 
District Office Lubricating Standing, February 21, 1917 

1. MICHIGAN 5. WASHINGTON 9. INDIANA 13. ALBANY 

2. DALLAS 6. MEMPHIS 10°. ST LOUIS 14. NEW YORK 

3. OHIO 7. ATLANTA 11. CHICAGO 15. TORONTO 

4. HARRISBURG 8. SAN FRANCISCO 12. DENVER 16. LOUISVILLE 
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Coming Events 


BASED ON 1916 ELECTION 
RETURNS 


April 13th— 
Presidency 9f Pacemakers Club. 


April 26th— 


Vice-Presidency 
of Pacemaker Club. 


May 6th— 


Secretaryship 
of Pacemaker Club. 


May 13th— 


Treasurership 
of Pacemaker Club. 


Between May 17th 
and December 22nd— 


ALBANY 
ATLANTA 
CHICAGO 
DALLAS 
DENVER 
HARRISBURG 
INDIANA 
LOUISVILLE 
MEMPHIS 
MICHIGAN 
NEW YORK 
OHIO 

ST. LOUIS 

SAN FRANCISCO 
TORONTO 
WASHINGTON 


DIRECTORSHIP ¢f 


XX 
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SMALL PLANTS AND CUT 63 OUTFITS 
A Sales Argument by Mr. E. W. Cline 


Many small plants throughout the country 
handle but one or two barrels of oil a year. To 
the owners of these mills and factories the pur- 
chase of a Cut 63 outfit seems absurd ; 

But: In such plants valuable machinery is 
installed and high grade oil used. 

And, when this oil is stored in old barrels or 
other makeshift containers, dust, grit and sedi- 
ment from the barrel or open tank mixes with 
the oil and flows into the delicate machinery. 

Then Mr. Mill Owner or Mr. Factory Man- 
ager has not only ruined his oil but he has in- 
jured his costly machinery with this result: 

Many times the price of a Bowser outfit will 
have to be paid out to remedy the damage a 
perverted sense of economy brought about. 


Ever been on the fence? 

Ever need to be convinced you didn’t want 
to stay there? 

Then you know how General Public feels. 

Win him over to your side of the brick wall, 
boys! 

Play a game of ‘‘swap’’ with him. 

You and General Public will both profit. 
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Impersonally judge your efforts. The criticism of a stranger isn’t likely to be biased. 
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PRESIDENT 
VICE-PRESIDENT 


ment. For information, address 
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OPPORTUNITY 
By Percy M. Cushing 


I saw her come athwart the morning lght, 

Her face all radiant with the sunrise glow 

Of hope and promise in her hips and hair; 

Her eyes dream-dimmed as one who through the 
night 

Stares long and builds a wondrous glory there 

Timid, I paused, and then I saw her go. 


Full down the early years I saw her go; 
Mastered my doubts and sat me down to wait, 
Ready to touch her robe when she returned. 

It seemed not long before the lonely snow 

Of age closed in, and where the sunrise burned 
Erstwhile, the twilight magic spread its slate. 


It seemed not very long to wait—Life’s loom 
Droned on—lI heard not while with anxious 
breath 
The vigil bound. At last a shadow came. 
I saw it stir across the silent gloom; 
‘*°Tis she,’’ I eried, and rose to call her name 
. But it was death. 


able 
ammunition. 
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Each man must have 500 points of achievement. | 
chosen, after these chairs have been filled Begin NOW to file your points of achieve- 


PACEMAKERS CLUB—Fort Wayne, Ind. 
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THE QUOTAS ARE PREPARED 

The Lubricating Oil Tank Campaign is on, gentlemen. ‘The quotas have 
been assigned in this important sales contest. The Manufacturing Depart- 
ment has been advised that the number of outfits required from the Factory 
for the year 1917 will be 200 per week or 10,000 for the year. 

All sales made on and after December 26, 1916, to and including Decem- 
ber 22, 1917, will count on the contest-for the year. 

Now, boys, a quota is simply something to shoot at. Any target is hit- 
it all depends on the gun you use 


Show your marksmanship by hitting the quota every shot. 


LH Hl | Ht tl | HL lL | | | | | || HH | | | | HH | | | | | || | Hh | || HH | 


SS NGG Gy,  0°e lv r:v 0 '1r0__v v1 l ks 


| fh} YH NN NN HN Ns em _ | 1 Nh Ne 
= 


ARE YOU THE MAN? 


Owing to a recent change in our organization we will need four 
men to fill the following chairs: 


SECRETARY 
TREASURER 


A board of DIRECTORS will be 
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This Memphis laundryman had the right idea. A Red 
Sentry on the curb to get them as they go by. 
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and the “pep” and “go” in the 


A man who boasts he never did a foolish act in his life doeswt know what truth is. 
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The Bowser Boomer 


PUBLISHED SEM]-MONTHLY BY 


S. F. BOWSER & CO., Inc. 


D. M. KAGAY, Editor 
YOU, Associate Editor 


DEVOTED TO THE INTERESTS OF THE COMPANY AND 
ITS SALESMEN 


MARCH 1, 1917 


Vol. XV No. 6 


STARTING RIGHT 

There is a knock at the door! Time to get up 
—it is the morning of future progress. Stretch 
your frame of mind and take a cold plunge into 
the clear and sparkling possibilities that lie 
before you. 

Now for a lively rub-down until you are 
aglow with Optimism —then slide into your 
union suit of Hope, slip on your socks of Faith, 
buckle up your shoes of Energy and give your 
bright Outlook a clean shave—put on a shirt 
without a ‘‘ Yellow Stripe’’; a clean, white col- 
lar of Determination with a harmonizing tie of 
Cheerfulness and get into your comfortable 
coat of Enthusiasm with pants and vest to 
mateh. 

You are going out on another lap of Life’s 
Journey and you want to get a good start. You 
have made this trip many times in the past and, 
hke every other thinking man, you are plan- 
ning a more prosperous and successful Journey 
for future progress. 

There are two broad highways from which 
you may choose your route—the ‘‘upper’’ and 
the ‘‘lower’’ roads. The upper road may seem 
the most difficult at the outset but it is by far 
the better of the two. 

This ‘“‘upper’’ road over life’s journey is tray- 
eled only by those who have the qualities and 
virtues to overcome difficulties and surmount 
obstacles. It is up hill and down. You will 
pass through foul and fair weather—you will 
encounter steep grades, rocky slopes and nar- 
row passages and there are many evidences of 
struggle by the wayside. You will see the by- 
paths here and there which lead off to the lower 
road—but the main highway is plainly marked 
at every fork and junction (Why! 241) so that 
he who runs may read—and if you follow the 
sign of Progress that marks the way you will 
reach the Goal of Success at your destination 
and enjoy pride and pleasure in having won. 

The ‘‘lower’’ road is down grade all the way 
—it affords ‘‘easy’’ means of transportation. 
There are tufted seats in all the conveyances— 
there are gay and hysterical crowds to cheer 
you as you pass—there are bands and orches- 
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tras to make music—there are many bright 
mirages and optical illusions to lead you on, 
and there is much ‘‘leisure’’? among the happy- 
go-lucky wayfarers. There are also by-paths 
along this road which lead to the upper high- 
way—but the sign posts are marked in small 
letters and there are few who struggle up these 
difficult paths. Yes, this lower road offers en- 
chantments of a varied nature until you get by 
the last connecting path to the great highway 
of Progress—and then you suddenly become 
thirsty—you experience hunger for more prac- 
tical and permanent things, but your hunger is 
not gratified; your shoes of Energy need repair 
—your socks of Faith are threadbare, your 
union suit of Hope is ragged—your collar of 
Determination is transformed into a yoke of 
despair and your good suit of Enthusiasm is 
tattered and torn. You are suddenly jolted by 
the husky voice of Failure erying out, ‘‘Far as 
we go—all off!’’ and you find yourself dumped 
out with no return ticket. Here the way is dark 
and threatening. Everything is disorder and 
confusion, and just beyond is quicksand that 
has no bottom. 

But you have resolved to take the ‘‘upper”’ 
highway to Suecess. You have traveled this 
road before and you know it 1s passable every 
foot of the way. 

You will be accompanied by your three 
guides, Experience, Judgment and Personality 
—and these three will insure a good trip. 


‘ 


Future progress 1s now in front of you. It is 
all future and you can shape it to meet your 
own ideas as far as business is concerned. 
Pretty soon progress will be divided into past, 
present and future—with the future steadily 
shifting over to the past like the hands of a 
clock, and when it passes the ever present is 
the time to act and to work—making every 
minute of the future count to insure the pleas- 
ant vision of a successful past. 

Old fashioned American good times are now 
with us. That is a settled fact. The possibili- 
ties were never greater and the outlook never 
brighter. We must start right with the firm 
resolution to make this the biggest year in the 
history of this business. 

Certainly nothing is lacking in our goods or 
service. You have every requirement and every 
facility to realize a tremendous volume of busi- 
ness and you can wager your last dollar that 
this house is going to maintain and strengthen 
its past reputation for Quality, Service, and 
Co-operation throughout every day, week and 
month of the year. 


(Cont’d on page 98. ) 


Al salesman’s greatest asset is Personality Plus. 
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Cont’(d from page 97.) 

Get your first 100 points early — that will 
make it easier for you to get your second 100 
points, then the third will follow in quick sue- 
cession, and you will make the Pacemakers’ 
Club long before the ‘‘waiters’’ and ‘‘watch- 
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use it wherever you feel there is a bare possibil- 
ity of making a sale. 

Our goods and prices entitle us to the busi- 
ness—but it takes aggressive salesmanship to 
land it—and we are confident you are one and 
all aggressive salesmen. 


ers’? brush the dust off their working clothes. Here are our heartiest wishes and our hand 
Don’t wait for the season to ‘“‘open up’’ in is outstretched to shake the hand of the 1917 
your territory—get out your ‘‘ean opener’? and Pacemaker Club President. 
Fv ee Hf mH ee a a a RRL Rt et al eral rae ry Bare a wt REEL ser” wr: 
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NEW SALESMEN his orders Napoleon Bonaparte and E. H. Pass. 
We cordially welcome into the organization Maybe this helps. We hope to see your signa- 
Mr. L. H. Curry Mr. C. T. Jackson ture often, Mr, Pass. 
Mr. H. H. Dudley Mr. H. J. Arnold 
ra rae aa oe ake oe BOWSERIZED IN A NIGHT! 
Mr. H. P. Myers Mr. ridge . 
Mr. T. L. Porter Mr. Charles E. Joyce . rae Mc bee tert 
Mrok Mi areian Mr. We We Swerer Staged, Played and Directed by J. G. Pinkston, 
Mr. J.S. Walsh Mr. Alex Dunn Salesman. : q 
Mr: C. B. Winslow Mr CP Gareson Scenes: Four Interiors of Stores in the Town 
Mr. H. BE. Conn Mr. J. BE. MeClanahan of Pachuta, 
Mr WoNowland Mr. J. P. Fahey Cast: Mr. Pinkston and Four Business Men in 
Mr. J. L. Palladay Mr. C. F. Cunningham Pachuta. . 
Mr. H. H. Marchant Mrey oH darian Plot: The inducing of Pachuta Merchants to 
Mr. R. F. Kimball Mr. Charles H. King _ Buy Bowser Outfits. 
Mr. R. A. Greer ‘ Climax: Six Orders. 
Success, gentlemen, in winning Pacemaker Finale: Satisfied Merchants, Satisfied Sales 


Memberships early. 


TWENTY-FIVE CURB OUTFITS WITHIN 
THIRTY DAYS 

Grasp that heading! 

Jack Burrows says the man who sold those 
outfits should be featured in The Boomer as 
“The Salesman Who Gets an Order Every 
Day.’’ You can see for yourself we agree with 
Jack, for we are featuring Mr. W. C. Sutton to 
the very best of our ability. And we have this 
to say, if Mr. Sutton keeps up his record we 
won't be able to give him proper eredit in our 
paper. We’ll soon exhaust our stock of compli- 
mentary phrases. Even now we ean’t think of 
good enough things to write down. 

We believe, though, that regardless of our 
lack of vocabulary Mr. Sutton will keep up his 
miracle working. 


K. H. Pass, who travels out of the Dallas 
Office, while a new man on his territory, is 
proving himself a ‘‘business getter.’’ He signs 


man. 
Moral: EVERY TOWN IS A PACHUTA. 


GOOD NIGHT, 


DOES IT PAY? 


As we have often said the outstanding fea- 
ture of any sales organization is, Does It Pay? 


On June 16, 1899 our late salesman, Mr. Ed 
Kttinger sold a three-barrel kerosene outfit in 
a town in Wisconsin. On January 2, 1916, our 
Mr. R. C. Guenther sold a son in the original 
firm a three-barrel, 14-gauge, Cut 1, taking in 
the old outfit as part payment. They had used 
this Bowser outfit almost twenty years at a 
cost of less than $1.00 per year. 


Our records show a Cut 41 sold in 1892 in 
New York. This outfit was used for nearly 
twenty-five years and then turned in on Decem- — 
ber 18, 1916 as a $6.50 allowance on a new out- 
fit. 

Did it pay? 
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Men of lofty purpose cannot live mediocre lives. 
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MR. T. D. DE VILBISS 

Jn point of service Mr. T. D. DeVilbiss is the 
oldest man in the employ of the company. He 
went on the road for the firm 
early in the winter of 1886. 
Mr. Bowser bade him ‘‘God 
Speed!’’ and presented him 
with one of the first models 
manufactured. With a new 
product to market Mr. De- 
Vilbiss did some real pioneer 
work. After blazing the trail 
MR. T.D. DEVILBISS foy ten days he returned to 
the little carpenter shop 

which at that time constituted the Bowser fac- 
tory. He came back to help fill his own orders. 


Mr. DeVilbiss proved to be. an excellent me- 
chanic. In 1904, when the plant began to fur- 
nish equipment for railroads and manufactur- 
ing institutions, it became necessary to have a 
good man take eare of the installation work 
connected with placing and setting up these 
outfits. Mr. DeVilbiss was made the company’s 
traveling engineer. His duties took him abroad 
a year later. He installed in Glasgow one of 
the largest equipments the firm ever sold up to 
Sthat time In 1908 Mr. DeVilbiss spent six 
months superintending the installation of me- 
ters and oil house outfits for the Santa Fe Rail- 
road. His territory extended from the state of 
Texas to California. 

At the present time Mr. DeVilbiss is doing 
special work for the Home Office Service De- 
partment. He travels all over the United States 
taking care of unusual complaints that arise in 
connection with the equipment. Whenever 
unique difficulties are reported to the Service 
force, cases that require expert attention and 
careful adjustment, Mr. DeVilbiss is the man 
sent out on the road to investigate the com- 
plaint. 


“1917 is creeping up on us. For your infor- 
mation I honestly believe that I will have a 
larger business than was ever done in my terri- 

tory. I do not make this statement without 
foundation, but have arrived at this conclusion 
by carefully studying the past and looking in- 
to the future.’’ 
Cake ROSS: 


Our old friend, E. P. Dolan, down in New 
Orleans, still continues to hit the ball in old- 
time form. He has been doing a splendid bus- 
ness and looks like a sure winner for 1917. 
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Good morning, H. D. How’s the Ford this 


morning ? 


We interviewed our chesty Ohio Manager, 
Mr. I. L. Walker, and he informs us that there 
is not a ghost of a show of the ‘‘Buckeyes”’ los- 
ing the Cup this year—and he said it in the 
most confident way! 


I say, Colonel Rodman, it must be glorious to 
investigate Palm Beach about the time it gets 
10° below in Indiana. 


Well, District Manager Storr, how do you 
hike Harrisburg? You will have to learn how 
to talk Pennsylvania Dutch now. 


District Manager Robert Fleming is getting 
his feet wet down in Louisville and is getting 
things in excellent shape. Business is coming 
in from the Kentucky territory in unprece- 
dented fashion. Good luck! 


J. A.S. Meyers of Memphis has so many pros- 
pects in his territory that he needs assistance. 
Um! My! Meyers! 


The Right Hon. Governor Robert Eckeberger 
of Arkansas do be ambitious. They had a little 
District contest on in Memphis during January 
and he walked away with the prizes. Just leave 
it to Robert. 


““Haint Nature wonderful?’’ don’t 


believe it, ask Bill Ince. 


If you 


Unquestionably the Beau Brummel of the San 
Francisco District is E. F. Klotz. He stirred up 
quite a little interest wherever he went during 
the Convention. We hope that Mr. Klotz is well 
on the way to the Pacemakers’ Club already, in 
order that his presence here in January next 
will be assured. We can’t miss a treat like that, 
you know. All right, E. F. 


Mr. Carmelich is practically a new man in the 
30wser organization but he is doing business in 
old style form. He will be a Pacemaker not 
later than September if he keeps up his pres- 
ent gait. Fine work. 


Our Arizona representatitve, who made his 
first Pacemaker migration to Fort Wayne in 
January, liked it so well that he arranged for a 
permanent membership. He is going like a 
house afire, and Veirs is a strong contender for 
Frisco Directorship. 
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Be pleasant until ten o'clock in the morning and the rest of the day will take care of 


itself. —KLBERT HUBBARD. 
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MR. R. L. HEATON 

In an article written some time ago for The 
Boomer, Mr. Heaton was defined as ‘‘an earnest 
man.’’ His efforts in behalf 
of the Bowser Organization 
prompted the definition. 

Mr. Heaton began work 
for the Company in a clerical 
position in 1909 and soon ac- 
quainted himself with the 
trials experienced by all be- 
ginning correspondents. 

MH. Ry L HEATON Néxt: hone was i@ivenset ie 
Assistant Managership of the Atlanta Office. 
Two years later the Home Office recalled Mr. 
Heaton and gave him an opportunity to make 
good in Engineering Sales work. This prepar- 
ed him for his next suecessful step—the man- 
agement of the Service Department. In 1915, 
late in. March, Mr. Heaton became Acting Man- 
ager of the New York Office. A serious illness 
six months later forced him to return to Fort 
Wayne, and it was only after his health would 
permit that he again assumed responsibility for 
the firm. 


Today Mr. Heaton is Assistant to Mr. D. A. 
Corey, Executive Engineer for Bowser & Com- 
pany. In addition to his engineering work he 
is Chairman of the Suggestion Committee. 
Through his hands pass all suggestions made 
on improvements that will benefit the produet 
manufactured by this plant. 


Mr. Heaton is an unusual detailist. To him 
trivialities are as Important as greater issues. 
In that can be appreciated some of the earnest- 
ness which won for him the definition of ‘‘earn- 
est man.”’ 


A more popular gentleman than Mr. Heaton 
probably does not live in Bowserdom, for he is 
a friend to every one with whom he comes in 
contact. He has been known to champion many 
a cause for employees at the Home Office and 
on the road. 

Our hats are all off to Mr. Heaton. ‘‘More 
power to him,’’ as the office kid said the other 
day. 


‘*Whirlwind’’ D. Moore of 
the Louisville Office sent in 
an order amounting to $633 
B.C: Wie Oe Olle tire 
stuff,’ “D> Ma You aresin 
fine fettle. It pays to get 
the habit. How about it, 
fellows? 
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SUGGESTION COMMITTEE BULLETIN 
SUGGESTIONS APPROVED 


Number Award Number Award 
fet Un pee eee $2.00 (SZ. se ee $2.50 
DO Ts Sie on 5.00 FO4 ste Oe eee 3.00 
BO Lantos e202 20 193 ice2 Fee 3.00 
BES ernie cote 1.00 194 ee 5.00 
BOD wae aa er 1.50 13504 cee 1.00 
O7D eee ee Pe 2.00 1388. 23. eee 1g) 
Res Mier Uden ae es 5.00 

AWARDS UNCLAIMED 

Number Award Date Approved 
ole $2.50 Jan. 4, 1917 
375 1.00 Jan25, 19th 
560 1.00 Jan. 4, 1917 
574 1.00 Jan 4: TOF, 
623 1.00 Dec. 21, 1916 
670 2.00 Jan. 4, 1917 
674 1.00 Jan; 295, 19E7 
682 1.00 Dee. 13, 1916 

SUGGESTIONS NOT APPROVED 
No. Reason 


42—Antedated by suggestions of similar 
character. 
402—Management supplying suggested equip- 
ment as rapidly as possible when need 
is apparent. 
633—Not deemed practicable. 
the need. 


Does not fill 


634—Sight glass too small to be of effective ~ 


service. 
765—Stationery conforms with general prac- 
tice in business world. 
852—Standard location of manhole gives easy 
access to suction line in tank. 
954—Serial number should form a part of the 


charge and therefore in ‘‘charge’”’ 
space. 


1256 


Not thought that suggestion offers im- 
provement over present method, which, 
if not effective, is no fault of method. 

1268—New scheme outlined several months 

ago, will eliminate most of trouble. 
1275—Not enough trouble to warrant expense. 
1276—Plans well under way for overcoming ob- 
jections noted. 


1277—Now appears in price book. 
1287—Suggested method ordered adopted prior 


to suggestion. 

1289—Suggested method has been tried in past 
and regarded too expensive for benefit 
derived. 

1290—Suggested change made in one place 
prior to suggestion; other places will 
be similarly equipped as required. 


Pebovt, 1917: SUGGESTION COMMITTEE. 
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I Should Worry” is an easy rule of conduct but—who ever got anywhere following it? 
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MR. J. G. RODMAN’S NEW ASSISTANT 

In choosing E. J. Gallmeyer as Assistant to 
Mr. Rodman, Manager of the Central Sales Di- 
vision the management pick- 
ed a loyal and enthusiastic 
Bowser Booster. 


Mr. Gallmeyer has been 
with the Company eight 
years. He joined our ranks 


in 1908 and since that time 
he has worked in various ¢a- 
pacities. His first position 
E. J. GALLMEYER Was in the Colleetion Depart- 

ment where he served until 
transferred to the Sales Department. As a 
salesman he quickly demonstrated his ability 
and his rise has been rapid. Today there are 
many users of Bowser equipment who owe 
their present profitable oil business to E. J.’s 
salesmanship. 


In the eapacity of a Bowser salesman he ear- 
ried a model in various parts of this country. 
His next step up the ladder was as District 
Manager of the Louisville Office. About six- 
teen months ago he was transferred to the 
Home Office to edit the Boomer. He worked 
earnestly for you boys and it was his endeavor 
to make each issue of your magazine the best 


with the result that you fellows received a well- 
edited and helpful paper. 


When Mr. Mauk’s experience in engineering 
work brought about his transfer to the Execu- 
tive Engineering Department, Mr. Gallmeyer 
was placed in his position as Assistant to Man- 
ager Central Sales Division. 

That he will suceed there is no doubt and we 


hope the Boomer will have many opportunities 
to mention his work. 
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Work pays. Some of you 
men can increase your earn- 
ings by changing your meth- 
ods. Business is never dull; 
it's the man. We want to 
greet MANY -:of you at next 
year’s Club meetings! 
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If we are forced to wear squeaky shoes, we 
most certainly want them to be the new and 
shiny kind. 


Central Manager Rodman always could hook the good ones. 
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Self trust is the first secret of success.—KMERSON. 
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R. HERSCHEL MAUK 


Real folks say very little about what they 
are going to do. They talk about themselves 
only when it is essential— 


which is mighty seldom. Such 
people reckon the time they 
might spend in blowing loud 
blasts on their own horns 
could better be used in work- 
ing out their destinies and 
helping some other fellows 
along with theirs. 

MR. R. H. MAUK R. Herschel Mauk is such 

a type. Eleven years ago his 
quiet purposiveness secured for him a position 
in the Factory Assembling Room. His aptitude 
for ‘‘getting onto’? Bowser equipment earned 
him an early promotion as Assistant Manager 
of the Stock Room. The next advancement 
tendered him took him into the Office where 
he had charge of considerable collection work. 
From this position he climbed to the Manager- 
ship of the Order Department. He put into 
practical use there a number of invaluable sys- 
tems for the handling of orders. A short time 
ago he was given a new assignment—the office 
of Assistant to Mr. J. G. Rodman. 

A few days ago notice was received that Mr. 
Mauk had yet another appointment—that of 
‘Supervisor of Tests and Inspections of Manu- 
factured Products under the Executive De- 
partment with authority to examine all equip- 


ment manufactured for sale; to inspect any 
orders for same and all instructions and papers 
which may have been issued in connection 


therewith ; to extend his inquiries and examina- 
tions throughout the Factory and Office De- 
partments as far as may be necessary to de- 
termine the character and quality of such pro- 
duet and to ascertain the cause of any com- 
plaints which may be made regarding same. 

This work is wholly executive and has no 
connection with the present factory inspection 
and any work or materials inspected by him 
and not receiving his approval shall be held 
until released by him or through the Executive 
Department. 

The purpose of this work is to aid in making 
our produet, and our service to our customers 
the best possible, and it will be the aim of this 
new department to co-operate with all other 
departments and employ ees to that end. 


“COURAGE consists in seeing so clearly 
something that you want to get you are more 
afraid of not vetting it than youare of anything 
that can get in the way. ? _Thee. 
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MR. E. C. MARSH 


When the San Francisco Office was estab- 
lished its success depended upon the type of 
men who were to carry on 
the work. Mr. Johnson was 
advised by Mr. Savereool to 
find a young man capable of 
developing with the require- 
ments of the Western bus- 
iness. Mr.. E. C. Marsh 
proved to be that man. 

“He became a Bowser man 
May 5, 1909. He worked in 
every department in the San 
He is Manager of the Collee- 
handles the Service Depart- 
ment and the Factory Sales Correspondence. 


With Mr. Johnson’s promotion Mr. Marsh 
becomes his first assistant in addition to his 
other duties. 


MR. MARSH 


Franciseo Office. 
tion Department, 


HAVE YOU A LATER-FILE? 


Edmund S. Hoche, manager of the Automatic 
Recording Safe Contpras maintains a special 
section of his desk which he ealls his ‘‘Later- 
file.’’ 


‘“This,’’ he says, ‘‘is my gold mine and my 
ragpicker’s dump; my treasure-trove and my 
scrap pile. Some men may know instantly how 
to dispose of things, and sometimes I do. And 
sometimes I don’t, in which ease I put it in my 
‘Later-file’ and then come back to it. To me 
the best system of handling accumulated mat- 
ter is to dispose of it like cards in a game of 
‘solitaire’; one pile here, one pile there, here a 
pile and there a pile. All the half-done proposi- 
tions, ‘weird stuff and left-overs,’ go straight to 
my ‘Later-file.’ 


““T get through with important affairs first. 
Then | tackle the ‘Later-file’ and you have no 
idea how it pays to return to that file. Many a 
good suggestion comes on ‘second thought.’ Old 
business cards and worthless stuff I throw out 
of the ‘Later-file’ and into the ‘Diseard’. 


Most men have a “‘Later-file’’ in one sense or 
another, but to establish it on a systematie 
working basis is new.—In Office. 


Take the foot from the soft pedal off—and 
bear down on the loud. 
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It is easier to do a thing right than to ewplain why you did it wrong. 
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The Meaning of Bowser Service. 
By Mr. D. A. Corey. 


Tam asked to talk on ‘‘The Meaning of Bow- 
ser Service.’ 

Has it ever 
occurred to you 
that it must be 
that the word 
““service’’ is the 
most frequent- 
ly use d—as a 
deseriptive term 
—of any word 
in the English 
languge? It is 
applied toevery- 
thing under the 
sun. We have 
service by the 
railroads, ser- 
vice of all kinds 
Oneithhter tal 
roads; service 
by every public 
utility corpora- 
tion, gas, electric, water, ete.; service in the 
home; service in chureh; service in business— 
until the word has come to be so common that 
it is in many cases almost meaningless. 


MR. 


DAL COREY. 


J am afraid that when the word ‘‘Service”’ is 
used in connection with our own business, there 
comes to the mind of the average user a dis- 
tinctive department, a set of individuals, men 
and women, who are engaged in the specific 
duty of handling troubles and complaints; and 
that the fact that such a department, important 
as it is, is simply a unit in the great organiza- 
tion of which we are all a part does not oceur 
to the average mind. 

Bowser Service means infinitely more than a 
trouble department. We have many matters of 
importance coming before us, constantly calling 
for investigation, such, for example, as the ef- 
fect of proposed legislative or regulative acts 
on the part of states and municipalities regard- 
ing which we are asked for advice; correspond- 
ence and conferences with men, concerns, and 
organizations having matters under considera- 
tion which might seriously affect the use or con- 
struction of our apparatus; the attitude of na- 
tional, state and local weights and measures 
officials, and all of these things involve much in 
the way of diplomacy and methods, and may be 
of more or less assistance or detriments to us 
and our business, depending upon the manner 


in which the affairs are handled. There are mat- 
ters of common and public service. Again, is 
there any greater service than selling a cus- 
tomer the goods he should have to serve his own 
best interests? That may also be considered a 
publi¢e service. 


Now this may start a trend of thought as to 
the meaning of ‘‘ Bowser Service.’’ Bowser Ser- 
vice is a big thing. It is more than the mere re- 
placing of a broken pump handle or advice to 
examine the tank when the pump will draw no 
liquid therefrom; it is not the assumption, be- 
cause some user complains that his pump is out 
of order, that it is true simply because he says 
so; it is not calling the office over the long dis- 
tance telephone in a tone of indignation because 
aman has not been sent out on some complaint 
reported by mail not yet received. Bowser Ser- 
vice should consist largely of confidence and 
acts based upon confidence in S. F. Bowser & 
Co., its people and its product; and the question 
which is sometimes asked by our visiting repre- 
sentatives should be not ‘‘What is the matter 
with the Service Department,’’ but ‘‘Is there 
anything the matter with Bowser Service?’’, 
with a more intimate turn than that which 
would make a natural question for the inquirer 
‘“What is the matter with me?’’ For Bowser 
Service—as I have said—is not the function of 
a single department or group of departments, 
but real Bowser Service is you, and you, and 
you. 


When, for example, an agitation is started— 
as has been within the last few months in this 
country — relative to the mismeasurement of 
gasolene pumps, there is no reason to assume 
that all you read is true; in fact you may safely 
assume that but little you read is necessarily 
true. That particular matter is, | believe, quite 
adequately handled in a communication which 
I wrote to one of the largest trade papers in the 
country at their request, a copy of which is 
appearing in the current Boomer; and I revert 
to that simply as showing one phase of Bowser 
Service and as, in my opinion, quite effectively 
disposing of the ‘‘broadsides’’ which our busi- 
ness has received from injudicious and unwar- 
ranted publicity given sensational features 
which were not well grounded in fact. Every 
one of you gentlemen can and should be a pub- 
lie disseminator of that kind of information and 
a stalwart defender of our business whenever it 
is attacked, and should do it on general prin- 
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When you have an ave to grind, don't make a windmill out of yourself; grind the ave. 
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ciples. Such defense need not be based upon 
detailed and specific personal knowledge and 
information, but should be based upon your 
perfeet confidence in the business you represent. 


I have been informed that a number of in- 
quiries which have been made this week by in- 
dividuals—all of them taking in effect the form 
‘“What is the matter with the Service Depart- 
ment,’ with the inference that the people there 
are responsible for the individual’s troubles— 
have been shown upon investigation to either 
not have been matters which were in the Ser- 
vice Department at all, or were matters which 
might have been effectively disposed of by the 
inquirers themselves, or in which insufficient or 
incomplete information was the basis upon 
which some adjustment was supposed to have 
been made. Several of the departments, such 
as the Sales, Collection and Service Depart- 
ments, have numerous troubles to handle. I 
hope that none of those troubles are in this 
audience. 


Now, this is not intended to be in any sense a 
disclaimer for any errors which any of these 
departments may make, for the human element 
is present in them all, but it must be remem- 
bered that the man in the field sees things in 
personal contact which the people at the offices 
must handle at long range. So the whole mat- 
ter comes back to that of the individual and 
confidence. If we look only upon the troubles 
we have and make the consideration of them 
our sole business, the volume of those troubles 
looks enormous. If, however, we think of them 
in proportion to the volume of business done 
the thousands of outfits handled—and realize 
that complaints of every kind regarding ship- 
ment, non-delivery, damage in transit, loss of 
part of shipment, with the occasional possible 
mechanical defect, average only approximately 
twenty out of every thousand orders shipped— 
it will be seen that while the total viewed apart 
from other consilerations may look large, the 
percentage to business done is extremely small. 


An old and familam maxim refers to the 
strength of a chain as its weakest link. That 
saying has been applied to everything under the 
sun, 


Did you ever see a textile mill, especially a 
cotton mill? Home to me was for many years 
in the midst of the fine cotton manufacturing 
industry and I have sometimes thought of it as 
typifying service. The story of the growing 
cotton, the picking, ginning, baling and _ ship- 
ping to the mills is perhaps better known than 
the story of its manufacturing processes; how 
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is taken from the bale, a mass, a mixture 
without form but with all the possibilities for 
conversion into the finest fabrics; how it goes 
from the bale to the breaker for cleansing, 
thence to the carding machines where the first 
steps are taken to lay the fibre into shape and in 
parallel lines, which might be called the founda- 
tion process—the basis for perfect work; then 
the drawing frame which further refines and 
lays the fibre and draws the great mass as it 
comes from the cards down to an even, fluffy 
rope the size of the wrist. Then we follow the 
processes through the several degrees of spin- 
ning and twisting, all the time refining and re- 
ducing the size, and sometimes bringing to- 
gether several threads and in the spinning proe- 
ess making them into one and so adding to its 
strength and making a perfect, finished thread 
or yarn, the tiny strand stronger and of more 
service than the mass from the bale. 

And then the next step, where the yarn or 
thread, wound on spools, bobbins, or beams, is 
woven into fabric, the quality and texture of 
which depends wholly upon the former proe- 
esses, and each thread, insignificant in itself, 
becomes an important part of the whole; and 
any flaw or imperfection in a single thread af- 
fects the whole. In this wonderful process of 
weaving, the loom, apparently heavy and coarse 
in construction, is yet so delicately adjusted 
that the breaking of a single thread stops the 
whole machine, and the perfect fabric can only 
be produeed by perfect threads. A coarse or 
imperfect fibre here and there, knots in the 
thread, spots and flaws of any kind, make the 
whole fabrie a reproach, and unsatisfactory. 

Isn’t that a fair deseription of what real co- 
operative service is? 

In this ‘‘service’’ fabric of ours every indi- 
vidual is a thread, and he ean easily spoil the 
whole if he is rough, or coarse, or easily broken 
or fails in any way to measure up to the stand- 
ard. The man in the field has the right to co- 
operation from the men in the offices, but he 
must remember that no one can co-operate alone 
and he must give his aid, not alone to his cus- 
tomer or prospect, but first and foremost—to 
secure the most sure results—to his own people 
here at home. Stand for your own business, 
men! Don’t let any one say to you that the ser- 
vice of S. F. Bowser & Co. is not all that you 
believe it should be, for vou are a part of 1t and 
we depend upon your help to make it so. Fair 
and honest attention to prospects before a sale 
and the same care afterwards, by the men out- 
side and inside, and matters can and will be 
taken care of promptly and satisfactorily. 


“Real thinking begins when-action becomes impossible.” 


106 


ees 


BSS RRRR£_K. QOS 


I remind you now of the structure of this 
great business in which we are engaged, its pro- 
portions, its organization embracing many de- 
partments for handling the intricate details of 
executive, financial, sales, engineering, manu- 
facturing, and others, each being further sub- 
divided, and as the basis of the whole, the 
INDIVIDUAL. 


We know what confusion there can be by the 
lack of plan; what it would mean if each de- 
partment were to act independently of every 
other, and what chaos would result if every 
individual were to follow his own course with- 
out regard to the whole. 


You doubtless all remember the tremendous 
catastrophe some years ago when a_ great 
bridge, costing some millions of dollars, col- 
lapsed while under construction and the great 
work became, in a moment, a tangled ruin. 
“Faulty design’’ was the generally accepted 
verdict—and it was faulty: But the failure of a 
single bolt at an important point was said to be 
the immediate cause. A little care and a few 
dollars’ expenditure might have saved a million. 
Jt was the failure of the individual unit. 

Individual service- co-operative service, and 
public service are all included in the compre- 
hensive expression ‘‘ Bowser Service.’’ Think of 
the fabric as a whole, made up of the separate 
strands or threads each dependent upon the 
other, and you have the foundation for true 
Bowser Service. 


AN INTERESTING POST CARD 


Mr. Automobile Owner. 


Dear Sir: I have added a line of eats for the au- 
tomobile. The eats for the automobile will be kept 
in the most sanitary manner. The gasoline will be 
thoroughly filtered and strained. Your automobile 
will get the same courteous treatment that my other 
customers get in their line of eats. 


I want a part of your gasolene business. 

My system is the Bowser make. 
A. E. KIRKLAND, Lunch Room., 
Union City, Tenn. 


The above from the territory of our Mr. O. J. 
Moore of the Memphis district. 


January 4th, 1917, was a 
proud day for. Mr. lL. W. 
Cheney. A baby girl came to 
his house on that Thursday 
and lL. W. has every reason 
to be proud. Congratulations 
and best wishes from The 
Boomer. 
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SECURING AN AUDIENCE 


‘““And the audience, my boy, were glued to 
their seats,’’ said the delighted actor. 

“That certainly was a neat way of keeping 
them there,’’ said the eritie. 


PROVIDENTIAL 

A farmer in a small town walked into the of- 
fices of one of our fire insurance companies and 
intimated that he wished to insure his barn and 
a couple of stacks. 

“What. facilities have you for extinguishing 
a fire in your village?’’ inquired the superin- 
tendent of the office. 

The man scratched his head and pondered 
over the matter for a little while. Eventually 
he answered, ‘‘ Well, it sometimes rains.”’ 


WHY IT WAS SAFER 

A boy was visiting another boy, and as they 
were going to bed the httle host knelt to say his 
prayers. 

‘“T never.say my prayers when I am home,”’ 
said the visitor. 

‘“That’s all right,’’ said the other boy. ‘‘You 
better say them here. This is a folding bed.’ 


IMPORTANT POINT 

The doctor’s wife had advertised for a girl to 
do housework and was showing an appleant 
over the house. She had been very liberal in 
her promises of privileges and it looked as 
though the two were going to come to an agree- 
ment, when the girl suddenly asked: 

‘‘Do you do your own stretchin’?’’ 

‘Do we do our own what?’’ asked the puz- 
zled mistress. 

‘‘Stretchin’,’’ repeated the girl. ‘‘Do you 
put all the food on the table and stretch for it, 
or do I have to shuffle it around ?”’ 


ADMIRABLY 
“‘Tow’s the boy getting along with his stud- 
ies?’’ asked Farmer Corntassel of old man Tur- 
nipseed. 
‘‘Pleasantly,’’ was the reply; ‘‘pleasantly. 
5 7 5 oan) Ne 
He don’t bother ’em none.’’—Exchange. 


Treat a cynic well and he will forget the world is sour. 
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from opinion relative to any subject until you 
Be Free have definite knowledge upon which to base your 

opinion. Be fair to yourself by holding your 

opinion in abeyance until you know what you 
are doing. Don’t take snap judgment. Don’t form false impressions. Be 
open-minded and fair. Be open to conviction. Don’t be prejudiced by the 
opinion of others. Have a mind of your own and use it. Take nothing for 
granted. Investigate and prove it. Strong minds are free from prejudice. 
Weak minds are led by the opinions of others. Strong minds form their own 
opinions based upon self-imposed research. Big men never judge until fair 
trial is given. Hence such men succeed because they know what they are 
doing. Pre-conceived judgment is guesswork and is usually wrong. Such 
practice leads to failure. Leaders in business are always open-minded men, 
unprejudiced and fair. The plodders, the parasites, the failures in life are 
invariably men of narrow minds, of small perspective, of pliant will-power, of 
prejudice. The big men dominate by virtue of the bigness of their minds, broad- 
ness of their vision, fairness of their hearts, firmness of their will-power. Never 
commend or con- 
demn until you know. x = 
Investigate first with From Prey udice 
fairness and free — aS eee 

—LEON M. HATTENBACH 
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Change your bait, Mr. Fisherman—for you are “fishers of men.” It 
seems that the fish may not bite for some reason. Perhaps you are abroad at 
the wrong time of day. Some fish bite better at night. Perhaps your bait 
is not right. One kind need worms and another need frogs or live bait. Good 
fishermen when they find they do not accomplish anything usually change 
their methods. They try another spot (prospect). There are many kinds 
of methods, many kinds of bait with which to land people nowadays. Bowser 
Salesmen have the best tackle and the finest bait, their equipment is the most 
up-to-date. If you are not succeeding, change your methods, try something 


else—TRY HARDER. 


Surely there are “plenty of fish in the sea.” If other people catch them, 
and these pages show they do, surely YOU who are not in the Club, ought to. 
profit by their experiences and do likewise. 
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ihe comin 
| fast or taking 
it easy ? 


Is heas Sood f§ 4w-Gee-whiz- 
lookinsg-out Bilet me have 
there ads he alooks ! 

w when hes 


Jaround here? 


a 


central 


SOMEBODY THAT 
a CAN RUN! 
HONK! Ses 


LOOK OUT 
FORME! 


“a 
IM COMING: 
LOOK OUT! 


CLEAR THE 
mB TRACK! 


AGUMDQAGG-ESY 
vee ‘ [We had the 
tk (picked | right dop 


i} 7H my ities a Yan: 
cinched man fiFrancisco 
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STANDING OF FORTY HIGH MEN 


MARCH 10, 1917 


IS YOUR NAME HERE? 


1. KEY Hessenmuellereoennree Harrisbure 2a den Wee WICC Sis shreds arin naan Dallas 
2 B.D. Milliron.ere aces eee Harrisburcae cco hee. eo nar Ciena ate entree eer Harrisburg 
3a. N:, Mattingly (oS atest DenvVerm 23.00 sae AG 1D DON Sicsprisretcters iene eee Washington 
4.032 AS. MGYCrir anette eens Memphis 24) C3 Re He eleston sc verter cate tie ereeens Albany 
5a Ty? CO. Potts. hegae a) uienk coe rons ina OWOF 25 be ASV Otis ern) eee een Harrisburg 
6... G.cPHIDDS sano. ie ote eee eee Ohios226...Co Mis RrederickSrs).itsr ean St. Louis 
(2 Ro Di Hekebervern. one Meéemphisaeedse An Goebl ante ein. ener isernmeints Harrisburg 
8) B: A.) Defiler Seinen.) ee eee Chicazo  728°.4C.- by. SHOhI Steinke sarecetine eter ieee Toronto 
9;.J..d. Connelly. es... to aancuan eee re Chicago 229) Raz Coddin' Stone aerate eee Denver 
LOS Wir EAS CA TINS Ctr ON 27a tee ee Michigan 950. Jc Mi PUCK Cres cmact on arse area Dallas 
11. Sicha lorasiern ce soe eee eae Albany. =. 31.) BS We DeCVereuxcr. .av. circ cure aetna Albany 
2.0 Nyhaquettet. ce crc eee TOrOntO mo cele Lee EV LEN aC SO Teper ate fea ea Albany 
135 SoeGs, JONNStON ee sear ena Mem phisiaso.n@rnlue Owe lle seein eee eee Harrisburg 
145 H. Re Birdaatee ee eee Sane MrancisCcOmme4: Of Wis CLOLS Sar tees si etre tee nee Dallas 
DeWeese LATNTOT Cee aerate Harrisbure oo: eo One Earl Cote een iene eee Denver 
16: Risbs Matthewst esac eee ane Dallasmes6. ies EMC Wa lersetnme eet artt nent Atlanta 
Lik Hs Peeplessas sscnsa esate een N@Ww sYOCK# 3. Ein los AVCITSh cia raenaie terre San Francisco 
Gee Waa COLLerpra nie eine eee ae nee INGiWenY OD Kamae Sone Ne Emel LOLe At Gee A Night eee Toronto 
Loe) BE eVONGdeErembSes. ae neers Denvers 39) Hai) Deelestone ries sels teeae Memphis 
20ST Ws J OWEle yeah tees aoe ieee Denver: - 40;2H.9 Gunti ae oe ee ene Dallas 


District Office Quota Standing 10th Week Ending March 17 
DIVISION “A”? DIVISION ‘“B”’ 


LaDallas aren oer ater BL. Prince, Manager a1. Onio. pe eeeeeree cer I. L. Walker, Manager 
PesOtaiLOUulS eee ieee L. E. Porter, Manager 2. Memphis............ H. W. Brown, Manager 
Se IMEVAMIESNORC jo oo cs agers H. C. Storr, Manager 3. Washington......... A. W. Dorsch, Manager 
47 Atlantascnpnaceeien:: H. C. Carpenter, Manager 4. Michigan............. A. S. Bowser, Manager 
5 CNiCag Orman. emit T. D. Kingsley, Manager 5. Indiana..........-.. J. W. Burrows, Manager 
OSanehranciScos-ses: D; S: Johnson, Manager) 6: Denverneiareeninr ee C. C. Barnet, Manager 
/aliONONLOn se eee W.R. Hance, Manager 7. New York..... C. H. Davies, Acting Manager 
SA lbanyoeereeerret sos ok W. M. Mann, Manager _ 8. Louisville........... R. E. Fleming, Manager 


District Office Lubricating Standing, March 21, 1917 
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1. DALLAS 5. SAN FRANCISCO 9. HARRISBURG 13. MEMPHIS 
ZO T© 6. ST. LOUIS 10. ATLANTA 14. TORONTO 
3. MICHIGAN 7. WASHINGTON 11. INDIANA 15. NEW YORK 
4, CHICAGO 8. ALBANY 12. DENVER 16. LOUISVILLE 
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IN YOUR TERRITORY 


. What is its population ? 

. How many towns? 

. How many prospects in each town? 

. When did you see them last? 

How many automobiles? 

. How many trucks? 

. How many tractors? 

8. How many farms? 
9. How many grocery stores? 

10. How many hardware stores? 

11. How many paint stores. 

12. How many drug stores? 

13. How many public garages without proper 
oil storage systems? 

14. How many factories? 

15. What Bowser equipment does each factory 
need ? 

16. Which is the most prosperous section of 
your territory? 

17. Have you ever surveyed your territory as 
above? 

18. If you have not, don’t you think it would 

pay you to do so? 
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HE Only Success 

worth having is only 
éained by educating the 
public to anappreciation 
of something better than 
they have known before. 
—hence Bowser Equip- 
ment. 
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Last Year 


at this time you had 
how many points of 
business? 


leslaige \elul oxorealaal 
that this year? 


Or are you short in 
your count? 


Better do some 
figuring! 
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HELPFUL HINTS TO SALESMEN 


Keep your model in trim. It will increase 
your sales in the Lubricating Line. 

Keep your Bulletin Book up to snuff. 

Make a daily report of each eall. 

Work territory on the calling list plan. 

Answer all letters promptly. 

Cover but one subject in each letter. 

Work fast, but work carefully. 

Cover your territory thoroughly EARLY. 

Sell ALL lines in EACH COUNTY of your 


territory. 
Be sure to have route sheet in our hands 
promptly. 


Study your Paint Oil Data Sheet and USE it. 


THE DERELICT FOLDER 


A Bowser Lubricating folder drifted into the 
hands of an optical company not very long ago. 
Immediately it was read our firm received an 
inquiry regarding lubricating equipment. Sales- 
man J. H. Wilson called upon the prospect and 
sold a ten-gallon Cut 172 storage outfit. The 
head optician explained that the outfit would 
very nicely handle a delicate oil used in his 
business. 


Men, Bowser Prospects are Everywhere! 
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A Bad Beginning for A PERFECT DAY. 


March 14th. The Ohio ‘‘Huskies’’ are in the 
lead today on Lubricating Sales. 


Mr. F. W. Swerer and H. F. Pulis—new men 
in the Denver District—have a a fine Beginning- 
of-the-Year-Start, the kind that results in hon- 
orable mention and Pacemaker Memberships. 


Mr. J. S. Lewis of Bryan, Texas, is qualifying 
as a Broader Business Builder this month. The 
Company has received from him a number of 
big orders. 


Last month Chicago surpassed all previous 
records in the sale of lubricating equipment, 
and we predict better work being done this 
month, for the ‘‘Windy City’’ boys are going 
some right now; furthermore, Mr. Kingsley and 
Mr. Carriger are not leaving any stones un- 
turned in giving their men the benefit of their 
combined sales experience. y 


The Indiana District’s ‘‘Big Six’’ last week 
were Mr. C. L. Huffman, Mr. Carver Wood, Mr. 
W.C. Sutton, Mr. W. H. Pritchett, Mr. George 
Kinsley, and Mr. L. W. Cheney. 


Mr. A. W. Foster and Mr. R. S May have been 
working along good business lines this month. 
Louisville may be be proud of these two pro- 
ducers. 


Mr. F. KE. Homsher has been transferred from 
the Michigan to the St. Louis Office. 


Mr. E. P. Walker, one of our oldest salesmen 
in point of service, secured seventeen points of 
business the other morning. 

Mr. Walker has been sick and unable to work 
for some time. You will all be glad to know he 
is recovering. ‘‘You can’t keep a good man 
down.’’ 


Mr. 8. C. Johnson, a Memphis ‘‘High Flyer,”’ 
looped the loop last week and secured a high 
record in altitude soaring. Mr. J. A. S. Meyer 
was floating a half rod below Mr. Johnson at 
that time. 
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Mr. C. B. Winslow scored third place in the 
aviation meet at Memphis last week. 


Early in March Mr. W.S. Row made a record 
on the Mississippi river. It was reported that 
Mr. Brown ran up and down the banks of the 
river cheering Mr. Row onward. 


Mr. J. J. Manning, Secretary of the Club last 
year, was married early in February, 1917. 


Mr. W. F. Eastman closed a fine order last 
week. All past selling reports of the old Boston 
salts received a severe jolt. Fine, W. F. 


Mr. M. D. Keefe of the Boston aggregation 
sold, a few days since, one of the largest orders 
secured in New England. This order included 
three 1,000-gallon Armeo tanks. Hats off to 
Mr. Keefe. 


Mr. H. A. Vortigern has been bending his 
efforts to Cut 41’s lately. He is doing an ex- 
ceptionally good business. 
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DOWST BROS. C9 
PUBLISHERS 


MARCH, 1917 


How our F. A. has grown! They couldn’t 
have picked a man better fitted to fill the cover 
page of any magazine—both as to size and qual- 
ity. Bowser men always work their way to the 
front. ; 

Good work, Director Knoche. 
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The Bowser Boomer 
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S. F. BOWSER & CO., Inc. 
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DEVOTED TO THE INTERESTS OF THE COMPANY AND 
ITS SALESMEN 


MARCH 15, 1917 
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HOW MANY ‘‘LUCKY’’ DAYS 
ARE THERE IN A YEAR? 


Luck is something that makes everybody 
sure that there are times when things come 
right. 

Luck is back of all the superstitutions on 
earth—and BOWSER tank sales are not super- 
stitions—they are realities. 

You may not walk under a ladder if there is 
a painter up toward the top. You may not walk 
under a safe being hoisted by ropes. These 
things are not superstitutions; they are precau- 
tions. If you saw a pin on the sidewalk, point 
toward you, it might be all right to pick it up— 
if the street were not crowded. 

Sailors have one set of omens, actors have 
another set, and other people have special 
omens. If you could catalog the list—every- 
thing that happens has a special meaning for 
good or ill. 

Do salesmen believe in luck? Does luck help 
you to sell Bowser Oil Storage Systems? 


No! Belief in luck is just as much a waste 
of time as belief in omens. 

The best kind of luck on earth in selling Red 
Chiefs and Cut 63’s is—that which you carry 
beneath your hat! It is luek made to order, fit 
to your measure. It’s the luck of sound think- 
ing, reasonable effort—plus the points of merit 
in the Bowser line. 

Now and then somebody finds a pocketbook 
on the street—especially around April 1st. But 
if everybody stopped work and went pocket- 
book hunting, there would be a number of 
empty stomachs by night. 

Men have wasted their lives digging for the 


_ treasure of Captain Kidd, but no one ever 


found it. The only ‘‘Treasure Island’’ that 
amounted to much has consisted of a wide- 
awake person entirely surrounded by oppor- 
tunity. 

The only good sign on earth to you—and to 
the BOWSER organization—is the kind writ- 
ten along the dotted line. The only bad sign is 
a closed door where you thought you’d make a 
sale of BOWSER outfits. 
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Bad signs are few—and good signs are results. 

LUCK is nothing more than the period to the 
sentence of effort. 

You can make luck so fast that, if it really 
existed, you could corner the Lueck Market. 


SALES ARGUMENTS 


‘‘A man who does not store his Lubricating 
Oil properly cannot help but put dirty oil on 
the bearings of his engine. Dirt means friction 
—friction means wear, and he is damaging the 
machinery. This costs him money.’’ 

““You know there is dirt in jigger tanks. 
Prove it to your prospect. Have him rub his 
finger on the tray and feel the grit. Don’t be 
afraid of getting dirty yourself—roll up your 
sleeves and feel the grit down on the bottom of 
the tank—and it doesn’t all go to the bottom. 
Demonstrate the fact that dirt and grit are 
being put on the bearings.’’ 

‘‘A Bowser Lub. outfit provides better lubri- 
cation and greater efficiency. It is the best 
means of PREPAREDNESS against ‘knocking’ 
engines, worn out machinery, shut-downs, ete., 
ete.’’ 

‘“But demonstrate to yourself and your Com- 
pany that your ‘grit’ is clean ‘sand’—by get- 
ting the business! It is there—everywhere.”’ 


WORK THE FACTORY LINE 


There never was a more opportune time than 
right now to get business from manufacturing 
concerns. Factories need Lubricating Outfits 
and need them badly. You ean get lots of good 
business from them if you will only go after it. 

There is just as much profit, and this year 
just as many Pacemaker points, in the sale of a 
Battery of Lubricating Outfits to a factory as 
there is in the sale of similar equipment to a 
pubhe garage. 

And factories need our equipment for Gaso- 
line, Naphtha, Paint Oils, Rubber Cement, ete. 
There are hundreds of arguments in favor of 
Bowser equipment for factories. Familarize 
yourself with Oil House and Engine Room con- 
ditions—study your bulletins—know your line. 

Most of our General Line salesmen who have 
permission to sell Standard Equipment to fac- 
tories have not been going after this class of 
business, and it has gotten to a point where we 
are simply going to withdraw that privilege 
wherever it is not exercised, and assign it to 


someone else. 
J. W. BURROWS. 


The other day our Sales Manager reported 
as sold by Mr. W. 8S. Camden some very fine 
business. Mr. Camden is to be congratulated 
for his excellent work. 
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Mr. F. CG. Rice of the Chicago District scored in the 
Paint Oil Business this month. He also made a rec- 
ord for himself selling Cut 115 outfits. He received 
f. c. w. o. on these sales, too. 


Mr. L. C. Powell woke up the other morning with 
a sore thoat. Assured he was perishing of diphtheria 
he flung himself into his territory for a farewell sell- 
ing bout. He took orders for six pumps, five tanks, 
and discovered his throat was cured. (Fellows, try 
Mr. Powell’s remedy. Harrisburg isn’t the only place 
it will work.) 


Mr. G. P. Dickey made a splendid showing during 
February. This month he has done even better. Best 
wishes, Mr. Dickey, for your success. 


R. S. (“Bob”) Johnson has been transferred to the 
New York District. ‘Bob’ formerly covered terri- 
tory in Ohio. Mr. Johnson’s headquarters are New 
York City. 


Mr. R. L. Matthews, Frank H. Sullivan, T. L. Smith, 
and Mr. C. H. Sigler of the Dallas Office, have been 
mentioned in the Quota Standings frequently of late. 
“Continued success, boys.” 


Our Special Representative, Mr. C. M. “Clarence” 
Carpenter, has been confined to his bed for two weeks 
with la grippe. 


Mr. GC. L. Huffman was much annoyed the other 
day because he didn’t succeed in selling as many Cut 
102 outfits as he had hoped to. He went to his next 
day’s work full of determination; he sold four Cut 
102 equipments, four Cut 107’s, as well as a number 
of lubricating and kerosene outfits. Keep that de- 
termination going, C. L. 


Mra Heel: Blam, Mr he P. Dolan? sand Mr hs: 
Bachman, of Memphis, have been hitting “Old Quota” 
pretty hard lately along kerosene and lubricating 
lines. 


Mr. L. F. Greer is again with the Chicago District. 
He has done a splendid business since he returned to 
the “Windy City.” 


Mr. J. G. Pinkston is successfully meeting the dif- 
ficult requirements exacted of a beginning salesman. 
He made sixteen points on the sale of tanks alone 
last week. It is believed that Mr. Pinkston is an 
“Arriver,” and that he will make the Club early. 


A kerosene, lubricating and paint oil equipment 
contest is being waged in Louisville at this particular 
moment. Three prizes are to be “set free” from the 
thirteenth story of the Stakes Building soon. 


The other day we wrote Mr. Davies that we knew 
he wanted to bring the Cup east. Mr. Davies answered 
that he admired our perspicacity. and because we 
suspicioned that the Cup was going to him he might 
as well admit that it was. 


Think this over. What are the possibilities of your 
field? 


1916 Pacemakers, some of the fellows who didn’t 
quite get under the line last year are ahead of you 
today. 
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Mr. A. E. Darling, who has been working as a spe- 
cial salesman under the jurisdiction of the Chicago 
Office, has been transferred to St. Louis. Mr. Kings- 
ley will do well to train his field glasses on St. Louis 
now and then. It pays to watch the positions of 
famous racers. 


A Saturday afternoon’s work netted Mr. S. M. Chil- 
ton nearly a thousand dollars’ werth of business three 
weeks ago. If Mr. Chilton’s Saturday afternoons 
bring him in so many orders what do you suppose his 
other afternoons and mornings net him? 


News from the Capital! In Washington a leader— 
a Bowser man by the name of W. A. Billings. This 
gentleman, new to the organization, is surely getting 
a grip on commercial interests in the South. Mr. 
Dorsch reports he is likely to prove a fine producer. 
Watch The Boomer for more information in this con- 
nection. 


H. W. Brown writes: “I was pleased to have your 
letter of the 22d. While we are competing with every 
sales division in the organization, it will only be a 
question ef time until we will have all the divisions 
competing with us. 

Fellows! Send in your ammunition. 
bought the one seat at the top. 


Dusault Hernon is a ten-minute entertainer. He 
secured a Cut 63 f. c. w. o. signature last week within 
that time limit. Then he shortened the period and 


sold a battery for a Cut 64 outfit in nine minutes. 
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This week Mr. C. R. Eggleston of the Albany Dis- 
trict sold three 115’s, six Cut 63 outfits, two 111’s and 
one paint oil outfit for an up-to-date hardware store. 


Bert Allen tackled a difficult prospect yesterday. 
He talked “Bowser” to him from 8 a. m. to 12 p. m.; 
called it a day, and the following morning got busy 
again an hour earlier (7 a. m.) and talked ‘Bowser’ 
until 8 p. m. If he hadn’t “got the name on the dotted 
line” he would be talking “Bowser” yet to that same 
customer, because Bert was going to get that pros- 
pect. That’s PERSISTENCY! Bert is climbing the 
ladder of success—not just “looking up.” 


Mr. Mann affirms, through correspondence, that 
“Immortal Bill” wrote something about “gentle dew 
falling from heaven” and that he (Mr. Mann) reck- 
oned “Bill” had in mind a shower of Cut 241 orders 
that blew in from the territories worked by Mr. Rich- 
ardson, Mr. Adams, Mr. DePlace, Mr. Schuster, and 
Mr. Whitney. (Shakespeare is dead—and who would 
dispute Mr. Mann, anyway? Besides, what’s the dif- 
ference—the orders were taken. 


Mr. F. P. Brandt of the Michigan District is doing 
some splendid work this year. He won first place on 
the Roll of Honor published in the Michigan territory. 


The TOP SALESMEN in the Atlanta District are: 
hited, Purdy, Mrs R. C. Williams, Mr.-Z. V. Mce- 
Clure, Mr. T. F. McWaters, Mr. L. W. Crow, and Mr. 
H. F. Labbitt. 
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The famous names of Mr. J. T. Gibbons and Mr. D. 
W. Darden stand in first and second positions respec- 
tively on the list of High Men in the Washington 
District. On that same sheet Messrs. S. M. Chilton 
and Rosenberger have autographed more than their 
initials. Take a look, you Washington fellows—on 
your Home Office record sheet you can see who’s 
who. See if you can’t find a place for your names on 
that record next time it is published. 


A sixteen point f. c. w. o. order was received short- 
yl ago from money-maker, Bowser Booster T. F. Mc- 
Waters. 


In the face of difficulties—getting through some- 
how, and succeeding —that’s Robert Echelberger’s 
way. 

Mr. Hchelberger has been severely handicapped. 
He has suffered from several illnesses and has been 
confined to a hospital in Memphis. He nevertheless 
stands an encouraging chance of becoming Pace- 
maker President in 1917. 

That’s straight, boys, and it proves what grit can do. 


WESTERN UNION TELEGRAM 
Washington Office: Monday, March 5th. Just re- 
ceived an order for a 20-bbl. Cut 102 outfit, three Cut 
63’s, and one Cut 19 equipment from Mr. EK. R. Hand- 
ley of North Carolina. Salesman worked his line—is 
to be complimented certainly. 


Mr. Claude Bennett and Mr. G. B. Boyle are holding 
enviable positions on the Dallas List of Honor this 
month. 


The latest information we have concerning Mr. L. 
L. Patterson was to the effect that he was doing some 
A-No. 1 work in the big Memphis Lubricating Con- 
test. No news—so the old adage runs—is good news. 


“Chesty” Weego has purchased a Dodge Roadster. 
Speed up, fellows—‘‘Chesty” is going to race you for 
the Directorship. 


Mr. R. R. Safford, formerly a Fort Wayne Office 
man, has just done some splendid work in Chicago 
selling lubricating equipment. Mr. Safford is making 
a record for himself in this line. 


Mr. T. M. Lamberth has become Boomer Corre- 
spondent. He has generously agreed to report “Dal- 
las Doings” twice a month to the Publication Depart- 
ment. Looks as if one of the best Bowser news bureaus 
among the branches will be located in the South. 


San Francisco is forging ahead of previous business 
standings. Salesmen H. R. Bird, P. J. Somers and 
F. M. Kennedy are racing to Pacemaker Membership. 


In 1916 there were about 300 Bowser salesmen of 
Pacemaker Club caliber who did not start HARLY 
ENOUGH! 


Three Cut 102 outfits have been credited to Mr. 
Locke’s standing this month, five to Mr. W. F. East- 
man’s; a number of Cut 41 sales and a private garage 
outfit have been added to Mr. Howard’s records, and 
an order for a Cut 102 has been credited to Mr. 
O’Brien’s Pacemaker Membership. (Look’s pretty 
good for Albany, eh? Mr. Mann fancies the Cup for 
his District this year.) 
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Filtering Outfit 


There are prospects for 
the 7F in every city and 
town in the country. 


Every Power Plant Needs a Filtering 
Outfit of Some Kind 


Manufacturing and Industrial concerns of all kinds, 
small and moderate sized engine rooms, such as Electric 
Light Companies, Artificial Ice Plants, Gas and Water 
Companies, Saw Mills, Machine Builders, Garage and 
Wagon Makers, Mines, Brass and Iron Foundries, 
Machine Shops, Canning and Preserving Companies, 
Textile Mills, Office Buildings, etc., and scores of other 
concerns need the 7F Outfit. 


Study the 7F Bulletin thoroughly, men! 
Find the Engine Rooms and Power Plants 
which need a 7F Outfit and sell them. 


“Look For Smoke Stacks” 
This Is Good Business Waiting For You 


241’s in the Making. 


MR. C. M. SMITH 


Seven years ago, on May 10, 1910, Mr. C. M. 
Smith severed connections with the McCray 
Refrigerator Company of 
Kendallville, Indiana, and 
came to Fort Wayne to work 
for Bowser & Company. He 
was placed in the Publea- 
tion Department and given 
charge of cuts, set-ups and 
electros. In 1911 he was 
transferred to the Executive 
Department where he worked 
with Mr. J. W. Burrows. He had been there 
but a short time when Mr. 8. B. Bechtel requir- 
ed his services as private secretary. 


MR. C M. SMITH 


In the meantime the Publication Department 
re-organized and on January 1, 1912, Mr. Smith 
returned to that department. There he helped 
with the editing of the Boomer, corresponded 
with the salesman, wrote data for Bulletins and 
had to do with the originating of a great many 
Bowser advertisements. He carried on this 
work for four years. Then he left the Com- 
pany and went ‘‘back to the land.’’ He was 
sure he was meant for the open. And so Mr. 
Smith took up farm life. 


The fascination of commercial life surely gets 
into a man’s blood. It gripped Mr. Smith tight 
while he was paying us a visit during January, 
and when he intimated to Mr. Bersch that he 
had a year’s country life energy stored up 
which he would like to turn loose in the Publi- 
cation Department, our Office Manager told 
him ‘‘to come right in.’? Men of Mr. Smith’s 
calibre are always needed in a growing bus- 
ness. 

Mr. Smith came back to the Publication De- 
partment February 19. He started right in 
working on Bulletins for the sales force. As 
he writes and revises he whistles softly, ‘‘I love 
the cows and chickens, but this is the hfe, this 
—is the life—for me.’’ 
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MR. J. W. BATES 


Herewith a likeness of our old friend and re- 
liable producer, W. J. Bates. Mr. Bates has 
been a Pacemaker for the 
last two years and is on the 
road at the proper gait this 
year. You might think from 
observing his gray hair that 
he is not a worker, but Mr. 
Bates is on the job all the 
time and he has the ‘‘pep.’’ 
He is particularly fond of 
selling lubricating equip- 
ment. We expect Mr. Bates 
to be one of the real competitors for an office in 
the Club, or the Directorship of the Ohio Dis- 
(PaO. 


‘Gasoline, George Fitch tells us, was origin- 
ally used only for cleaning gloves and ejecting 
hired girls through kitchen roofs, but it has 
now been taught a great variety of interesting 
tricks such as running automobiles, aeroplanes, 
motor boats, wind-mills, street cars, hearses, 
corn shellers and bicyeles. 


‘‘A gallon of gasoline can do as much work 
in an hour as a horse ean do in a day and it 
doesn’t have to be fed. It can drive an auto- 
mobile 20 miles and while doing this ean cause 
three runaways, a collision, a $20.00 fine for 
speeding, a divorcee suit, and an inquest. 


‘‘Gasoline is a clear, nervous liquid, which 
is composed of speed, noise, trouble, in equal 
parts. It is kindly supphed to the restless por- 


tion of mankind by various Oil Companies.’’ 
—Contributed by W. Menear, of the Toronto Office. 


116 


ee 


= 


Z nee Ric 


GEE WHI2 — 
HOW CAN SE 
BE’ YOURS WHEN 


SHE'S MINE? 


We are in receipt from our Mr. Fred C. 
Schuster of a copy of a letter from the above 
subjeet, which reads as follows: 


“A, REINDEAU & SON 
“Meats, Groceries and Provisions. 


“S. F. Bowser & Company, 
“To Whom It May Concern :— 

“After using one of your Kerosene Outfits, Cut No. 
1, for past 15 months, I want to say that it is the 
best investment that I have ever made. I would not 
take $500 cash for my outfit if I could not get another. 

“T hesitated for years before placing order with 
one of your salesmen. It has more than paid for 
itself in profits, service and cleanliness. It is worth 
its weight in gold. 

“Very truly yours, 


(Signed) “A, REINDEAU & SON.” 


MR. C. L. HUFFMAN 


Mr. C. L. Huffman, during February, secured 
a total of 134 Pacemaker Points, including bus- 
iness in the dry cleaning, gasoline, kerosene, 
and lubricating lines—Dry Cleaning 17 points, 
Gasoline 91 points, Kerosene 5 points, and Lub- 
ricating (7 outfits) with a total of 21 points. 

Mr. Huffman has developed into one of our 
most dependable and conscientious salesmen, 
and he works all the lnes. There is nothing 
he is given privilege to sell but what he ean 
and does sell. We can see an early entrance 
into the Pacemakers’ Club for Mr. Huffman. 
He says he is out to win an office in the Club, 
at least a Directorship for the Indiana District. 


MOTOR FIRE DEPARTMENT APPARATUS. 


Every salesman should watch closely to get fire de- 
partments Bowserized. A fire department installing 
Bowser systems voices the opinion the equipment is 
a fire-hazard reducer. 
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Mr. H. M. Fickler of Sherbrooke, Quebee, 
territory, took his Pacemaker prize money from 
Fort Wayne, Indiana, to Montreal and there he 
spent it on a honeymoon trip. What do you 
know about that? 


Mr. J. G. Roberts of Albany has not been neg- 
leeting the sale of old reliable kerosene equip- 
ment this month. J. G. knows a good thing 
when he sees it. 


S. F. ‘‘Sam’’ Taylor just closed up a big dry 
cleaning order. In addition to this business, he 
sold a Cut 750. 


Mr. 8. A. Collins, Mr. Van Namee, Mr. Wick- 
ham and Mr. C. A. Page of Albany have all been 
selling Cut 107’s to a fare-you-well. These gen- 
tlemen are undoubtedly already saying good- 
bye to Albany en route in their imaginations to 
Fort Wayne and the Pacemakers’ Club. How 
about it, fellows That’s the idea, isn’t it? 


The Chicago District has a new man on the 
road successfully selling all lines. Despite the 
fact his name is R. F. Smalley he is large when 
it comes to getting prospects’ names on the dot- 
ted line. 


Sincerest sympathy is extended to 
Mr. A. L. MelIntosh of the Toronto 
Office by the entire Bowser Organiza- 
tion. On January 20 Mrs. MelIntosh 
passed away. 

We very much regret to learn of Mr. 
MelIntosh’s misfortune. 


Mr. EK. F. Hawkins died suddenly 
February 21. The Sales and Office 
foree were greatly shocked to learn of 
his death. 

Mr. Hawkins was one of our most 
dependable salesmen and has been in 
our employ for the past four years. He 
was respected and admired by his fel- 
low workers. 

Harrisburg has lost a fine gentleman 
and a consistent produeer. 


If X equals three good-sized f. c. w. 0. orders pur- 
chased by one firm from Mr. 8S. ©. Johnson of Mem- 
phis, what will Y equal? Answer: One Pacemaker 
membership SOON for our Mr. 8S. C. Johnson. 


Mr. G. P. Stovall, who has for six weeks been se- 
riously ill, is now back on the road Bowser grip in 
hand. Springtime, G. P. The world is waking up— 
and so is business. Best wishes and good luck! 
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MremGu© shredericks, Mr. ©. F.-Comstock, Mr. J. J: 
Connelly, Mr. H. C. Storr, Mr. C. M. Fredericks, and 
Mr. F. O. Salee visited the Home Office this month 
for a “look in” and a “handshake all ’round.” Our 
visitors are always mighty welcome, and we were 
glad to see the old standbys hang up their hats and 
unburden their souls. To us, visitors have the sig- 
nificance troubadores once had for famous courts— 
they bring us news from the outside world—fresh 
interests—new ideas. Come again. 


Mr. A. G. Locke—one of the‘Boston Stalwarts,” 
was so impressed with the New Pacemaker Pump 
that he sold an order for ten just the other day. Good 
things go in bunches. Looks as if Locke is what is 
called “a Safe Repeat Pacemaker.” 


J. T. Gibbons holds first place on the Washington 
Roll of High Men. 


N. Mattingly, J. H. Wilson and F. H. Kilver are the 
top men in Denver today. 


In the List of Forty High Men published in the 
February 20 issue of the Boomer, Mr. H. F. Babbitt 
was mentioned as an Atlanta salesman. The sched- 
ule was incorrect. Mr. Babbitt is a New York sales- 
man winning honors for that District at the present 
time. 


Mr. N. B. White of Louisville, is putting our Home 
Office Mail Men to test. In order that our carriers 
won’t be overloaded we suggest that Mr. White count 
over a certain number of orders and forward us a 
balanced per cent in each mail. This will facilitate 
delivery and do away with rush hours at the Office. 


Mr. H. T. Purdy has consideration for the Statisti- 
cal Department. He “doesn’t fancy having the Home 
Office clerks working overtime adding up his Pace- 
maker points so he sends in his percentage in even 
amounts.” For example he mailed in ten points of 
business the other morning—helping our boys just 
that much with their records. 


Mr. C. F. Cunningham is doing a fine business in 
Memphis territory right now. 


Mr. L. H. Curry has been transferred from Mem- 
phis to the Indiana Office. 


Mr. H. C. Carpenter promises to fill Boomer space 
with some interesting items next issue. Better close 
up with your news, boys, or H. C. will get front page 
and the cover to. A. W. Dorsch has already spoken 
for the back cover. 


Mr. C. H. Kiley of the Michigan District sent in 
48 1-2 points of business in yesterday morning’s mail. 
This covers one day’s work. 


Mr. William Seward has become a Bowser gsales- 
man. He is working up an excellent business under 
the direction of the Kentucky Office. 


Mr. J. H. Wilson of the Denver Office recently sold 
a double Cut 710 five tank system, a double table 
pump, Cut 251, six tank system with a nice Com- 
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mercial Garage specification thrown in for good 
measure. 
J. C. Harding, “an HARLY Pacemaker” hustler 


from San Francisco, sends in a little valuable advice 
for this issue of the Boomer. 


“Work with displays, boys. Don’t use your models 
alone. Use all the bulletins the house furnishes, and 
take interesting photographs cf representative gar- 
ages and various installations of the Company’s out- 
fits. These photographs will prove especially bene- 
iin@eeul” 


Mr. George McCurdy of the Michigan District, is 
doing an exceptionally good business this month. 


“Bob” Merrills got busy on Cut 101 equipment the 
other day and did some excellent business. Here’s 
to your endeavors and the Club in January. 


The latest addition to our Cuban sales force is Mr. 
H. E. Dobson. Oddly enough the names of all our 
men at that office begin with the letter “D.’ There 
is Mr. De Uneus, Mr. De La Torre, Mr. De Leon and 
Mr. Dobson. In solving this peculiar mystery our 
Editor has arrived at the conclusion that because 
the Cuban salesmen are DOERS their names natur- 
ally begin with ‘“D.” 


Mr. G. R. Quarles of the St. Louis District sold a 
fine garage equipment this week to Mr. Lowden. 
Governor of Illinois. G. R. is right there when if 
comes to selling Bowser outfits to famous politicians. 


NO PLACE FOR HER 


‘““When we first came here,’’ said a Dakota 


man to his visitor from the Hast, ‘‘our nearest 
neighbor lived twelve miles away.’ 

‘‘For land’s sakes!’’ she cried, ‘*Wo’d yer 
borrer from?’’ 
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Today isthe working salesman’s ww, 
opportunity. ch 
Every District Office is looking for the Working oN 
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Salesman; every District Office is looking for him because 

he is the efficient worker, the six day a w veek worker. The ih 
Working Salesman is the man who works with model and 

bulletin, knowledge of his territory and knowledge of his 


line 
MEN BE WORKERS! u 


Work with ambition and courage in your hearts, and 
you will sueceed. Work with determination to make the >) 
. Pacemaker’s Club KARLY and you will go a long ways ay 
toward your opportunity. 


The first reward of the Wor king Salesman will be the 


Presidency of the Pacemakers’s Club. 
This is a real honor, men, and puts that man in the 
“leading salesmen in America” class, 
We want this honor—we want every man to be a 
Pacemaker early—we want every man a Pacemaker in 
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W.M. Mann, Albany Il. W. Brown, Memphis 

H. C. Carpenter, Atlanta A.S. Bowser, Michigan 

T. D. Kingsley, Chicago Coe Ee Dagens New York 

B. L. Prinee, Dallas I. L. Walker, Ohio 

C. C. Barnet, Denver L. KE. Porter, St. Louis 

IT. C. Storr, Harrisburg D.S. Johnson, San Francisco 
J. W. Burrows, Indiana W.R. Hanee, Toronto 

R. E. Fleming, Louisville A.W. Dorseh, Washington 


SBR BEE REA PL IM HEE OSS eR CH STS 


SS 


tl’ > 
SS 


XN 


Ni 


Sahl 


KS... 0, v'.»E:vrw A iii iii pp EAEEEAEAEEAEIEEEEPLLAL}[ Fg XL’ NGG GG  )™vrn—wqq_ iy  ,p i ppp IAAF 


—i lll eT YH | Hf | 


STANDING OF FORTY HIGH MEN 


MARCH 26, 1917 


IS YOUR NAME HERE? 


1 —— 1 hte fe 
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DNs Mattingly ii ssc cieecie meer ieaen acronis Denver 22. 3..F:, Vonderembse.e eo eee ee Denver 
eo De Dey AMNION 3.6 Gb oe Uo oer oe Harrisburg 23.°R SW i Jewel...c. the eke eee ee eee Denver 
4°'Go Wis, SCOUL ae nce ree New York 24. S> The JOnNStonk.. eo eto ee eee Memphis 
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SHU Ry BIT eeeabeeeoti en San Francisco 28. GAMs dredericks 52.60 cee eee St. Louis 
9 Jd Connellyccank 2 eee renee Chicago 29; Cosh. eH ORLSte ii, sere beaters ota ceee enna Toronto 
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16:4) ths Siblevicer ce enna eee New York 362). (52) LEWISse see oe Cee eee Dallas 
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19S Wa A® ATM Strone sae eee ee eat Michigan 392 OF Liew POW ell Seer te weston Harrisburg 
20 AN Paquette:n te. noehne eat oeiee Toronto AQ: Aw G. sHarteenemnpioncnt eco Harrisburg 


District Office Quota Standing 12th Week Ending March 31 
DIVISION “A” DIVISION ‘*‘B’’ 


Le Dallas yacc 9 chs) een eerie Ba Er Princes Managerial: ONO meet rte I. L. Walker, Manager 
2° Sta LOUISS en. cee Lt. Ex Porter, Manager 2. Mempnisa.. usta H. W. Brown, Manager 
Smid aGhS DUT sees ne He C.3Storry Managen ss .s.) MichiGanieeerr nn A. S. Bowser, Manager 
4A Chicagornmar east Te. DeKingsley, Manager=) 4. Denver aarti C. C. Barnet, Manager 
5A tlantacese reais H. C. Carpenter, Manager 5. Indiana............. J. W. Burrows, Manager 
6. San Franciscom nik D. S. Johnson, Manager’ 6. Washington......... A. W. Dorsch, Manager 
igaAlDanyinenceice oe ae W.M. Mann, Manager’ 7. New York..... C. H. Davies, Acting Manager 
SieiOGONLO-eeaeaaee erie ne W. R: Hance, Manager  8.; Louisville.3>-15.. 9. R. E. Fleming, Manager 


District Office Lubricating Standing, April 4, 1917 
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1. DALLAS 5. SAN FRANCISCO 9. ALBANY 13. DENVER 

2. OHIO 6. CHICAGO 10. HARRISBURG 14. NEW YORK 
3. MICHIGAN 7. ATLANTA 11. WASHINGTON 15. TORONTO 
4. ST. LOUIS 8. INDIANA 12. MEMPHIS 16. LOUISVILLE 
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Is Your 
Territory 


ESTABLISHED 1885 


fabricated 


HOW MANY DID YOU 
SELL LAST WEEK? 


The following is what others say regarding 
Lubricating Oil and Lubrication: 


“Oil is motor food, and great care should be taken 
in selecting the grade.” 

There is no such a thing as an oil that is to good. 
The better grade of oil you buy, the cheaper it isin 
the end.” 

Correct bearing lubrication is vital.” 

The use of oil of poor quality or incorrect body 
will result in worn main or connecting-rod bearings 
and worn wrist pins.” 

That which I most heartily condemn is the practice 
of placing a tank of oil, just oil, any old oil, in a room 
and using it for whatever purpose oil is required.” 

‘The principals of our large manufacturing plants, 
in many cases, are looking back over years of ex- 
pense, break-downs, and poor methods, laid at the 
feet of poor lubrication.” 

“More attention given to lubrication by the ex- 
ecutive and engineering heads ofindustrial establish- 
ments is very much in order.” 


You Bowser Salesmen can see from this how others 
consider the question of lubrication. This applies not only 
to automobiles, but to every class of machinery. There’s 
no use of buying high priced oil and then letting it stand 
around in barrels or open containers to get dirty and foul. 

What about this correct lubrication problem, boys? 
Are you measuring up to your duties by preaching the 
gospel of good, clean lubricating oil? 

If there was not a need for Bowser Lubricating Oil 
Storage Equipment it would not be made. The trouble is, 
so far it has not been fully realized. 


Sell the line all the time. 


ACCURATE, CLEAN, CONVENIENT, DURABLE 
ECONOMICAL AND RELIABLE. 


WL 


EVERY MAN A PACEMAKER 


The volume of business we will produce col- 
lectively, the volume of business produced by 
each individual member of our Sales Organiza- 
tion, will in the average prove to be in exact 
proportion to the care and attention given it, 
in fact, it will be in direct proportion to the 
energy and effort put forth and when this fact 
is fully realized, there remains little else to be 
done than to work and keep everlastingly at it 
in order to achieve the results expected. 


When we remember every minute that our 
slogan is ‘‘Every Man a Pacemaker Early in 
1917,’’ and WORK all day, every day with that 
end in view, the results will satisfy the most 
exacting—in short, the results will take care of 
themselves and the profits will take care of the 
worker and his family regardless of the ‘“‘high 
cost of living’’ which is no more a myth than 
the conclusion we have drawn. 


Very truly yours, 
W. M. MANN, 
District Manager Albany Office. 


SAY BOWSER TANKS ARE BUILT 
TOO GOOD 


AVILLA MERCANTILE COMPANY 


(Incorporated) 


Avilla, Mo., March 24, 1917. 


S. F. Bowser & Company, 
Fort Wayne, Ind., 
Gentlemen :— 


Today after twelve (12) years of active and con- 
tinuous service, we had our first trouble with our 
“Bowser” kerosene tank. 


After dismounting the pump we found the only 
trouble to be in the leather washer which had worn 
until a split let the oil escape while pumping. 


It must give you great pleasure to know that the 
articles you sell are absolutely the best on the mar- 
ket and that the purchaser will get the utmost pos- 
sible benefit from anything bought of you. 


The only fault we can find with your tanks is that 
by making them so good you hurt your own business 
by being never able to replace them with new ones. 
This is indeed a most creditable fault. 

Yours very truly, 
AVILLA MERCANTILE COMPANY. 


B. B. Stemmons, Sec’y. 
BBS-W 


Boys, when your customers know you are 
selling the best product in the world, and write 
such letters as this, it should be easy for -you 
to know it and prove that you are sold. 
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YEP, MAYBE WE CAN 
TALK BUSINESS 
NEXT SPRING- 


OV tee Eve lus 


“Dust Makers” are never “dust takers.” 
Smith, Mr. C. L. Tanner and Mr. R. C. Chatham were 
down as “Chief Dust Makers” on the Dallas list of 
100 per cent quota men just a little while ago. 


With her territory practically reduced by the 
whole state of Montana, San Francisco closed the 
month of February with the largest business her 
District has yet secured. 


Some TOP producers in San Francisco right now 
are Mr. E. R. Bird, Mr. BE. L. Veirs, Mr. W. B. Jame- 
son, Mr. F. Laughrey, Mr. J. C. Harding, Mr. F. M. 
Kennedy, Mr. P. J. Somers, Mr. L. B. Bilbertson, Mr. 
C. C. Compton and Mr. R. A. Ford. 


There are a lot of fellows in Chicago making good 
every day. There’s B. A. Deffler, Mr. R. T. Law- 
rence, B. G. Whitlock and J. J. Connelly up at the 
very top of the list of big producers, and right back 
of them, shoving hard for space, are Mr. Wm. Lich- 
tenberger, Mr. Mr. C. J. Rogers, Mr. E. H. Murdock, 
Mr. F.. C. Rice, and Mr. R. L. Duncan. 


Mr. J. EH. McClanahan, who travels south of Pa- 
ducah, Kentucky, deserves commendation for the 
nice business he secured during March. 


Mr. F. S. Hoss, of Louisville, was numbered among 
the ACTIVE EIGHT of that office last month. Mr. 
Hoss is doing some good work in the south. 


Mr. R. S. May holds second place in Louisville’s 
kerosene, lubricating and paint oil contest. 


Mr. L. Francisco is in third place in Louisville’s 
kerosene, lubricating and paint oil contest. 

Permit us to introduce to you, Mr. O. P. Harrison 
who has been with the firm just six weeks and who 
is taking ahold of the work successfully under the 
management of the Atlanta Office. 
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Before entering the employ of the Company Mr. 
J. S. Lewis sold more molasses in the state of Texas 
than had ever been sold before and “that’s just why 
Lewis has so much stick-toit-iveness.” 


Mr. Lewis began work for the firm last November. 
He had no previous experience in selling the line. 
He now holds fourth place on the List of Dallas Pace- 
maker Standings. Mr. Lewis is a genuine salesman. 
Out of his last fifteen orders, eleven have been 
f. c. w. o sales. To his credit stand eleven cooking 
oil equipment orders, a quantity purchase agreement, 
a ten-barrel, Cut 102 outfit, two 63’s, a Cut 172, a 
but why list ’em ad lib.. Mr. Lewis will be in Fort 
Wayne next January and if you want to know the 
particulars just talk with him. 


R. W. Jewell of the Rocky Mountain Region is 
scaling the heights at the rate of ten points a jump. 


Mr. C. A. Page, of Albany, scored a sale for a ten- 
barrel, Pacemaker and a Cut 1, f. c. w. o. the other 
day. 


Mr. A. L. Casey and Mr. H. B. Brown are. pulling 
strong for St. Louis. The Cup may belong to Mr. 
Porter soon. 


Mr. T. J. Entrekin has been laid up in Carrollton, 
Georgia for an entire week with a badly sprained 
ankle. 


Bowser liners. Mr.-E. W. Patterson, MroJ. CGC: 
Long, Mr. T. F. McWaters and Mr. R. C. Williams 
sell the entire line—these gentlemen are head liners 
for this very reason in the Company’s All Star Cast 
of Producers. It pays to be versatile. 

Mr. F. H. Richardson, of Albany, landed a big point 
factory order last week. Mr. Richardson promises to 
be a six-time Pacemaker this year. 


Mr. G. W. Elliott, of Albany, sold a Cut 121, a 102, 
two Cut 63’s and six Cut 241 outfits a short time ago. 
Was anything said about Mr. Elliott winning a Pace- 
maker Membership? 


Mr. D. F. Hernon of Albany has been doing a big 
business since the Boomer last went to press. Con- 
gratulations, Mr. Hernon. 


MR. TRAVELING SALESMAN 


Hundreds of men selling the Bowser line 
achieve eminent success every year. They have 
their own homes, are stock holders; they are 
able to invest in projects outside of their par- 
ticular business; they are independent, well-to- 
do, successful. 

Be one of these men! 

Tackle this work of selling Bowser equip- 
ment in the right spirit. 

Study the product. 

Study your customer. 

Become a better salesman. 

Join the ranks of the winners. 
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A GOOD TALKER AND A GOOD LISTENER 


Te be able to talk well is a wonderful gift. 
Talk is one of the dynamic forees in life. 


= = 


The ability to talk well has raised men from 
lowly walks of hfe to positions of prominence 
and honor. To be able to talk convineingly on 
a meritorious product has created new business 
enterprises and helped to make them perma- 
nent successes. To be a good talker is one of 
the first qualifications of a high grade salesman 
—its value cannot be overestimated. 


It is very essential to be a good talker. To 
be able to quickly establish that mutuality be- 
tween yourself and your prospect that puts you 
on a common ground and gives credence and 
weight to your statements is one of your nat- 
ural resources which enables you to become a 
tablet cutter and a Pacemaker. 


But it is quite as essential to be a good lis- 
tener as a good talker. There is a time to go 
into high speed on conversation —a time to 
coast—and a time to come to full stop, look and 
listen in order to avoid a head-on collision with 
a perfectly good prospective customer. 


One of the finest little silken cords in the art 
of selling is what is commonly termed ‘‘The 
Point of Contact.’? One end of this cord is 
always loose and the other is fastened to the 
fountain pen of the buyer. To locate this loose 
end as early as possible in the interview 1s one 
of the problems of successful selling—and that 
is more often accomplished by being a good 
listener than by being a good talker. 


It is a pleasure to lsten to a good speaker 
but it is well to remember that ‘‘Silence is one 
great art of conversation.’’ 
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HONESTY PAYS 


“That honesty pays, that being honorable 
pays, that trickery and dishonesty do not pay, 
are written in letters of fire.’’ 

All men know this—but once in a while there 
is a man who disregards it. The Company was 
recently compelled to take action on such a 
man. 


This man was convicted of forging S. F’. Bow- 
ser & Company’s cheeks and was given a sus- 
pended sentence of five years in the state peni- 
tentiary. This means that if he makes good by 
hving a straight-forward, henorable life here- 
after, and by paying those whom he has de- 
frauded—these people being the merchants and 
other business associates who cashed the forged 
checks—so that no further prosecutions ensue, 
he has an opportunity to do so. 


He is now at hberty, after four months in 
jail, on parole pending his good behavior. If he 
does straighten up and pay up, he will even- 
tually be pardoned and not have to serve his 
time in the penitentiary at all. 


‘‘Retribution is not the highest of laws, 
human or divine, but it is as inexorable as 
Fate.’”’ 


HIS WAY 


There’s a beginning salesman working for a 
firm who is making good with a rush. We 
asked him “‘how he did it?’’ He said: 


Well, I study something new every day con- 
cerning the product the Company manufac- 
tures. It is the only way I can make my sales 
talks interesting. 


I keep tab on my customers, and as often as 
I ean | find out which men I ean see best early 
in the morning and which late at night. I make 
a practice of learning from restaurant keepers 
at what hour Mr. Blank lunches every noon, 
and at what hour Mr. So and So dines. 


Then too I have ideals. Good business is 
gvood humanity. Perhaps enjoying human con- 
tact, being kind and square in business transac- 
tions is a clearer definition. And in this con- 
nection I lke to think that J am helping link 
up the need of the hour with the inventions I 
deem so beneficial being manufactured by the 
5S. F. Bowser Company. 

I hke my work. 

J keep physically fit. 

And I guess that’s about all. 
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LUBRICATING EQUIPMENT 


An Ohio customer writes: 

‘‘T recently purchased of your Company 

a No. 103 gasoline pump and tank for my 
private garage. [am now interested in oil 
systems and would be glad to have illus- 
trated and deseriptive printed matter rel- 
tive to same. Being a private garage, I do 
not need an elaborate outfit, but do feel the 
need of something in the way of a reservoir 
and pump, and no doubt you have worked 
the thing out.’’ 

Comment is unnecessary—if a private garage 
owner needs LUBRICATING EQUIPMENT, it 
is a sure thing that pubhe garages, factories, 
ete., need the proper Lubricating Equipment. 

It is possible there are numerous cases of 
exactly this kind in your territory. 


I. L. WALKER. 


Manager W. R. Hance of the Toronto Office, visited 
Fort Wayne during the latter part of March. 


Credited to Mr. A. G. Locke on one order sold the 
third week in March are seventy-seven points of 
business. Another Albany representative speeding 
to success. 


Mr. W. V. Crandall, the 1916 President of the 
Pacemakers’ Club is “getting a start’ according to 
Mr. C. C. Barnet. Fellows! You know what that 
may mean. 


ROAD NEWS 
Mr. O. T. McKissick, Mr. Charles EH. Joyce and 
Mr. EK. H. Pass, new men in Dallas, are proving 
themselves to be Bowser producers. 


Mr. Berlin Hoolsby of Dallas has purchased an 
Oakland Six Roadster. 


Mr. S. O. Williams, now working Oklahoma City 
territory, sold a Premier Dry Cleaning outfit f. c. 
w. o. just a little while ago. 


Mr. Claude Bennett’s name has been added to the 
list of “Broader Business Builders from Dallas.” 


R. L. “Uncle Bob” Matthews is keeping the ‘‘Rootin’ 
Tootin’ Cotton Shootin’ Sons o’ Guns from Texas” 
stepping to keep pace with him this month. 


Mr. W. F. Hichelberger sold a splendid business in 
Pennsylvania last month. Because of the difficulties 
he had to surmount he should be especially congrat- 
ulated. 


Mr. P. M. Pearse, working in southern Vermont 
has landed an order every day since he took up sales- 
manship for the company. His first order called for 
a “Pacemaker” pump and be believe there is some- 
thing significant in this. 
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You Dallas boys want to watch your step. Tom 
Lamberth is on your trail—so give him a chance to 
send in good ‘‘write ups.” 


Mr. T. L. Smith of Dallas lined up an order for 
one Cut 102, one 500-gallon Armeo tank, one 7-barrel 
Cut 102 and a 154, one 7-barrel tank and one 10-bar- 


rel 241. This during the blustering, latter part of 
March. 

Mr. H. Dalgaard, who covers the general line in 
Long Island, is the proud father of a boy. 


Mr. W. W. Gillett is in New York and according to 
what Mr. Claude H. Davies says his neck is stiff 
from looking at the tall buildings. (We thought 
we'd “learned” him better than to stare around 
when he went visiting. 


Mr. H. P. Smith is one of Atlanta’s best producers. 
His name stands at the head of “THE DIXIE BOOST- 
ERS.” 


Mr. R. S. Hobbs sold a battery of three Cut 64’s 
for the credit of Albany last month. We expect him 
to do this very thing during April, because Hobbs is 
that sort of a salesman. 


Mr. J. J. Lyons saw his name published with AI- 
bany’s Tenancious Ten last month. There’s a rea- 
son. 


Mr. J. F. Vonderembse and C. J. Benford are mak- 
ing consistent strides toward the Pacemakers’ Club. 
They have the Denver Hills to practice on. 


Mr. Stanley Roberts has sold to date for the 
glory of the Albany Office exactly one-half dozen 
Chief Sentry outfits complete. 


Mr. Robert Marriman, who recently signed up un- 
der Albany, secured an initial order recently for a 
Cut 103 equipment to be used in a private garage. 


— 


TTT ay, 
| ? 
— 4 
C ZA 


= — 


a 


VANY YG GG GG GG. GW GC AAA A N'SATAANAAINJNAAAA'ANANAN ANNAN GHG TELE T CETF CTP 


125 


ISS GA AAC 


THE BOSS 
ALWAYS 
DOES 
THAT 


THAT'S 6 WAY | HAVE a 
OF GETTING RID OF 
THEM—\'LL CANGEL 


THE ORDER AS SOON 
AS HE LEAVES TOW N 
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CONDITIONAL SALES ORDERS 


Just why we at times allow a shrewd buyer 
to mislead us in our purpose by giving us a 
Conditional Sale Order, I don’t know. If we 
were to analyze closely I wonder if it would not 
reveal plain weakness—poor salesmanship. 

One of the most difficult stumbling bloeks in 
the closing up of an otherwise first class piece 
of business is a Conditional Sales Order left on 
a previous occasion — especially the kind on 
which a phrase of this nature can be found, 
“Subject to cancellation until ‘World without 
end? (?2).?’ 

We receive more mail orders directly from 
customers whom we have never interviewed 
than we are able to resurrect from the archives 
of future date conditional orders. 

An order containing a cancelation clause is 
with rare exception an injustice to the mer- 
chant and to the salesman. Psychologically it 
is a barrier between the merchant and the 
proper method of handling his oils. To the 
salesman it 1s a stumbling block in the way of 
future sales endeavors. Only a weak business 
man will execute such an order and then only 
for the benefit of the salesman beeause he 
thinks he is conferring a favor that is not cost- 
ing him anything. 

It is safe to say that 99 out of every 100 Con- 


ditional Sales Orders never materialize. What 
a waste of energy—what a forlorn hope—what 


a silly illusion—big, broad business men_ kid- 
ding themselves into believing they have se- 
cured something when as a matter of fact they 
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have, in the great majority of case, done them- 
selves and others who may follow, a real harm. 
Don’t take an order unless you can make it 
a real piece of business—GOOD NOW. Do not 
worry yourself with a lot of myths ever illusive, 
and do not choke your territory to death with 
a chain of cancellation privileges. 
Think it over. 
Yours very truly, 
J. G. RODMAN, 
Central Manager. 


FACTS ABOUT THE NEW OFFICE 


The new office building will be located exact- 
ly in the center of the block, facing north, be- 
tween Bowser and Holton avenues, 36 feet from 
the present curb. However, when the work is 
finished the curb will be moved ten feet south 
to widen the street. 


It will be 150 feet long, 50 feet wide, with an exten- 
sion in the back 78 feet long by 30 feet wide, the full 
height of building, the extension providing for ele- 
vators, stairway, vault, cloak rooms and toilets. 


Will be six stories high, not including the base- 
ment. 


Will be constructed of steel framework and brick, 
with finish of Hytex brick, and will be fire-proof. 


Indirect lighting system will be used and ventila- 
tion will be thoroughly modern. 


Two large elevators, located in extension at back 
with entrance in main lobby, will accommodate 
travel to all floors. 


Lobby will be finished in marble and will be 45 
feet x 50 feet. 


Executives will be located on fifth floor. 

Sales and Engineering, third and fourth floors. 

Accounting and Purchasing, first and second floors. 

Show Room, first floor. 

Ceiling, first floor, will be 14 feet 6 inches high. 

Ceiling, second, third, fourth, and fifth, floors, will 
be 12 feet high. 

Ceiling, sixth floor, will be 16 feet high. 


Contractors, Westinghouse, Church Kerr 
New York. 


Hstimated cost, $350,000.00. 


What do you think about it 
say. 


& Co., 


“Some building,’ we 


—Reprint from Bowser Booster. 


What Remains of the 
= Lumber Shed 
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know their slogan, 
EOD 


Let’s resolve to build broad all the time, not 
just part of the time. The most effective 
Broad Business Building is that which is con- 


stant. Boys, now that we are climbing let’s 
climb high. Good work will lift us up to our 
desires. 


C. C. BARNET. 


It is our aim to make this month’s business 
the best business ever. Set yourself a liberal 
quota—and success is yours. 

W. M. MANN. 


Boys, you are overlooking a good bet when 
you pass up the accessory business. Our old 
customers are getting their outfits in shape for 
the spring, summer and autumn seasons of 
1917. Sell them what is necessary to brush up 
their equipment. 

Work this trade—it will more than pay you. 

T. D. KINGSLEY. 


We can—and will—win the Big Urn this 
year, and incidentally bring honor to Dallas. 
Our one unfailing guide is Work. 

B. L. PRINCE. 


Wherever gasoline is sold, lubricating oil is 
also sold. They are one and inseparable as far 
as your prospects’ oil busines is concerned. 
Work along with this truth in mind and To- 
ronto will not come up missing in the Cup 
Race. 

W. R. HANCHE. 


Boys, get the Cut 154 Lubricating Wheel 
Tank started in your territory. The Cut 154 
serves, makes convenient the handling of lub- 
ricating oil; it increases business; is a Bus- 
iness Builder; and it pays big dividends. The 
Cut 154 Lubricating Tank is an extra good in- 
vestment for every public garage and wherever 
a curb equipment is installed. 

J. W. BURROWS. 


Let’s make this month a record-breaker—a 
regular ringtailed pealer! lLet’s resolve that, 
beginning now—right now—we will, every man 
of us, sell at the very least one Cut 63, Cut 64, 
Cut 154, Cut 172, Cut 52B, of barrel capacity 
every week. 

HeCoSTORR: 
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Coast to Coast © 
oe f Survey by our Sales Generals | 


We’re out to beat Denver right now. You 
“WHAT WE HAVE WE 
Well, if they must hold something— 
let’s leave the sack with them. 
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A. S. BOWSER. 


The gasoline line will not alone make you a 
Pacemaker. The salesman who also sell the 
kerosene and lubricating lines is not likely to 
be disappointed. The salesman who sells the 
entire line will have most of the long green in 
the end. 

H. W. BROWN. 


I’ve just one thing to say. That is WIN. 
CLAUDE H. DAVIES. 


San Francisco is speeding up. Everything 
indicates a hard fight. Get full of pep so we 
won’t be lapped before the race is really start- 
ed. And don’t forget our slogan, “EVERY MAN 
A PACEMAKER, ON THE JOB EARLY, AND 
FULL OF PEP ALL THE TIME.” 

D. S. JOHNSON. 


We are going to make April and May our 
banner months! We are going to work our 
territory close and hard. We are going to 
make every day and every hour count. 

WASHINGTON IN FIRST PLACE BY MAY 
FIRST! 

We are more than equal to the situation. 

A. W. DORSCH. 


Our kerosene line offers you better opportuni- 
ties to increase your earnings than any other 
equipment manufactured. Pacemaker points 
roll up faster on kerosene sales than they do 
on other sales, and one or two Cut 19’s, 1s or 
15’s a week will pay your traveling expenses. 
Can you afford to overlook this product? 
I. L. WALKER. 


I want to thank you boys for the loyal sup- 
port you are according the Louisville Office. I 
am glad to see you girding on your armor and 
conquering good business every day. Best luck 
to you all. 

R. EH. FLEMING. 


Don’t take a chance deviating from our 
Rules; they are RIGHT. 

Don’t let your customer misunderstand the 
transaction. 

Don’t let carelessness cause mistakes. 

DO GET THE BUSINESS! 

Because we must GET THE CUP. 

L. E. PORTER. 
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Mr. H. D. Keefe, Albany District, jumped his Pace- 
maker standing up 92 points last week. Mr. Keefe 
intends to visit the Home Office during Convention 
week, we believe. 


Success seems to be an Hastman family trait. Mr. 
C. H. Eastman, an Albany salesman, brother to Mr. 
Walter Eastman, secured an order a short time ago 
for a 1,000-gallon, Cut 101 equipment, and five Cut 64 
outfits. Good work, C. H. 


Mr. J. L. Bowie has been doing some exceptionally 
commendable work for the Louisville District. Mr. 
Bowie is a fine salesman and Louisville is rightfully 
proud of the March business Mr. Bowie secured for 
the Company. 


The Michigan boys beat the “Old Man’s” Quota 
last week—furthermore, they are still hitting the 
road on all eight cylinders. Mr. C. H. Kiley, Mr. 
W. A. Merrill, Mr. R. J. Goodman, and George Mc- 
Curdy took turns at the wheel. 


Those men in the Ohio District who are scoring in 
the Lubricating Contest are Mr. J. G. Phipps, Mr. 
W. B. Haight, Mr. C. B. Johnston, Mr. R. HE. Haw- 
kins, Mr. EH. Steinhauser and Mr. R. W. Potts. 


Andy Lucas of the Denver District believes “there 
is a time saying nothing gets you everything.” Andy 
is sure Sawing wood at the present time and saving 
his breath for business. 


OneHundred Million 
Dollars for 


| 


ONE HUNDRED MILLION DOLLARS 
FOR SHOES!!! 


$100,000,000 is a conservative estimate for 
the amount of money that 1,175,000 cosmopoli- 
tan families will spend this year for shoes 
alone ! 

Just consider the leather used in making 
these shoes, and the CUT 31 OUTFITS needed 
to properly store the rubber cement used, and 
the CUT 64’s and CUT 6F’s required to keep 
the machinery properly lubricated. And these 
shoes will be made in many sections of the 
country. 

Men, Bowser is needed there. 

Go get this business. 


TSS NG... Gy 0 lp wqqyqy»"r "|" »§ 1] LE ly] Ww +B . 


BOMSER 
SUPREMACY 


Predominates 
IN SEVERE 


FIRE TEST 


Cut 19B 
AFTER 


Fire of 


P. H. Gooding 
STORE 


Varnville S. C. 


Our representative, Mr. D. S. MacRae, sends 
us the above photos showing the only remain- 
ing evidence that here stood the store, P. H. 
Gooding at Varnville, S.C. Five kerosene tanks 
were in this fire; only two went through. (They 
were BOWSERS. ) 


It takes a hotter fire than that to put the 
BOWSER out of business. 


JUST WHAT HE WANTED 


FELIX DAVIS—PLANTER 
General Merchanidse, Cattle and Timber 


March 5, 1917. 


S. F. Bowser & Company, Inc., 
Gentlemen ;:— 

Tank is in my house, and we were selling from it 
thirty minutes after delivery. No trouble to set up, 
and no trouble to operate. 

Am ready to settle at once. Kindly mail me state- 
ment less any discount you may extend me, and will 
mail you check promptly. 


Yours truly, 
FELIX DAVIS. 
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TOWNS IN YOUR TERRITORY? 
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THE UNSUSPECTED MARKETS OF CANADIAN MANAGER STRICKEN 
SMALL TOWNS Word has just been received of the serious 
illness of Mr. W. R. Hance, Canadian Manager. 
Mr. Hanee was returning 
from a Western trip and was 
taken ill by an attack of 
appendicitis while on the 
train traveling between Min- 
neapolis and Toronto. He 
was taken to the hospital on 
arrival in Toronto, where he 
has every attention. 
Our sympathy is with Mr. 


Bowser salesmen are daily unearthing unsus- 
pected small town markets—especially in those 
towns of from 1,000 to 1,500 inhabitants. 

These are the towns where kerosene outfits 
are always needed, and when you realize there 
are in the United States about 68,895 towns of 
1,500 and under in which there are about 8,- 
436,771 homes, you ean see the possibilities for 
BOWSER. 


Mr. A. L. Casey of the St. Louis Office will work W.R. HANCE ; Mae es 
as Special Representative for that district beginning ; ; Tance m his illness and it 1s 
April 1. the sincere hope of the entire organization that 


Mr. Casey is to be congratulated on this well de- his recovery be rapid and complete. 
served promotion. 


As N. Mattingly himself expresses it, he’s been Mr. N. B. Steele of the Washington District just 
“tossing orders into Denver Office like fish in a salt S0ld a good-sized order for a gasoline filling station. 
barrel.” 


Mr. J. H. Quinn is listed as one of Ohio’s Roll of 


From all western reports Mr. R. Coddington is Honor Men. 
“coming strong” this year. 


Mr. J. G. Coutts, of Buffalo, has enlisted under 

; Albany’s management. He is now out acquainting 

An echo has just reached us of the wedding bells himself with his territory. Good luck and_ best 
that rang out for Mr. E. R. Tomlinson of Ardmore, wishes for your success, Mr. Coutts. 

Oklahoma. We extend to Mr. and Mrs. Tomlinson 

our heartiest congratulations and best wishes. The Chicago Office reports the sale of a Cut 63 out- 

fit to an electric light company. With Kipling, as 

Mr. BE. Steinhauser and Mr. BE. S. Burdette have we “have said some seven times before,’ Bowser 

been lined up under Ohio’s “Big Six’? producers. prospects are everywhere! 


Mr. W. A. Reese, of Harrisburg called on a factory 
prospect one noon last month at exactly ten minutes 
of twelve. When the whistles blew Mr. Reese pocket- 
ed a check for three Cut 63 outfits. 


The last thing we learned concerning Mr. EK. W. 
Adams, of Albany, was he had just closed an order 
for a 1,000-gallon, Cut 101 outfit, a Cut 63 and a Cut 
41 outfit. 


Mr. F. H. Lowe has entered our employ as sales- 
Recently Mr. L. T. Rand and Mr. B. F. Sias, of man working under the jurisdiction of the Harris- 
Albany District sold a couple of Cut 107 outfits. burg Office. 
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The above group shows the activities of our 
Mr. F. W. Patterson along the route of the 
Dixie Highway, this particular installation be- 
ing at Macon, Georgia. 

Mr. Patterson has secured several ‘Big 
Point’’ orders recently in his seetion and we 
prophesy the tourist won’t have any trouble 
locating the Dixie Highway in his territory, 
and they will be sure of plenty of pure gaso- 
line, delivered from ‘‘ Patterson sold’’ Bowser 
outfits. : 


Mr. E. W. Adams was called away 
from his territory last week on ac- 
count of the sudden death of his 
mother. The Home Office unites with 
Albany in an expression of sincere sym- 
pathy extended to Mr. Adams. 


On Friday, March 23, Mr. J. G. Rob- 
erts, of Albany, was summoned to Bal- 
timore due to the death of his mother. 
The entire organization extends to Mr. 
Roberts deepest sympathy in his be- 
reavement. 


Mr. W. J. Carter has become a Bowser salesman. 
He is now traveling under the jurisdiction of the 
St. Louis Office. 


Mr. S. T. Roberts is one of Albany’s “Tenacious 
Ten.” He has been selling enough filling station out- 
fits this spring to insure plenty of gas for all Adiron- 
dack tourists. 


Mr. H. T. Fueller has joined the Bowser selling 
force. He is working under the jurisdiction of the 
Harrisburg Office. 

Mr. W. T. Laird has signed up under Harisburg 
for a trial at selling Bowser equipment. Good luck, 
Mr. Laird, and best wishes for your success. 
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Mr. EK. J. McGee, of Maryland, one of Washing- 
ton’s high men, has been producing a very good, con- 
sistent business this spring. He deserves to be 
commended. 


Mr. Harry Gunn is an Hight Time Repeater on 
the Dallas Roll of Honor. Best wishes for your con- 
tinued success, Mr. Gunn. 


Mr. A. L. Corbin’s name stands on Washington’s 
List of High Men. Mr. Corbin has been doing some 
excellent work recently for that District. 


Mr. W. A. Foster, of the Chicago District, 
who has represented 8. F. Bowser & Company 
for a number of years, was called to Elkhart, 
Indiana, Mareh 26, on account of the death of 
his father, Judge Edwin D. Foster. 

Mr. Foster’s father was prominent in Ma- 
sonic circles and was considered one of the best 
informed persons on Masonic questions in the 
country. He was past commander of the 
Knights Templar and past master of the Blue 
Lodge. He also served as prelate until he 
moved to California six years ago. 

In regard to Judge Foster’s interest in Ma- 
sonic affairs, we reprint, herewith, part of the 
article appearing in the South Bend News- 
Times : 

“Six of Mr. Foster’s seven sons have received 
the third degree in the Masonic Order from their 
father. The last son to have the rite conferred 
upon him was W. A. Foster, who received it in 
December. The ceremony was the cause of 


much public comment because of the above re- 
lated fact.” 


The many friends of Mr. W. A. Foster unite 
in expressing to him their sincere sympathy in 
this time of bereavement. 


A VERY IMPORTANT LETTER 
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We reproduce, herewith, one of the most 1m- 
portant communications received by the firm 
on March 30. It is a letter from one of Mr. 
W. A. Merrill’s children and accompanied a big 
order from ‘‘Daddy.”’ 
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PROMPTNESS 


‘““Then,’’ said the young man with a tragic 
air, as he was leaving the room, ‘‘this is your 
final decision ?”’ 

‘Tt is, Mr. Carrotts,’’? rephed the young girl, 
firmly. 

‘““Then,’’? he rephed, his voice betraying an 
unnatural calmness, ‘‘there is but one thing 
more to add.”’ 


‘“Yes?’’ she questioned, sweetly. 

“Tt is this—shall I return those white satin 
suspenders by al - wi vO ave them 
uspenders by mail, or will you have tl 
now ?’’—Harper’s. 


SUPER-SALESMANSHIP 


‘“‘T’m awfully sorry that my engagements 
prevent my attending your charity econeert, but 
I shall be with you in spirit.”’ 

“Splendid! And where would you lke your 
spirit to sit? I have tickets here for half a 
dollar, a dollar, and two dollars.’’—Gargoyle. 


CERTAINLY 


Woman (talking over telephone)—‘Send up 
a bale of hay.”’ 

Feed Merchant—‘‘ Who’s it for?’’ 

Woman—‘ Now, don’t get fresh. 
horse.’’—Judicious Advertising. 


It’s for the 


Caretaker (after several hours of explana- 
tion regarding the old house)—‘‘And, ladies 
and gentlemen, this is the room in which 
George Washington received his first commis- 
sion.”’ 

The Traveling Salesman (waking up at last) 
—‘Now you’re talking. How much did he 
get?”’ 


EXCUSE OF THE FUTURE 


‘John, where have you been so long?’’ 

““As I was coming home in my monoplane, 
dear, I got caught in an airhole and couldn’t 
get out for the longest time.’’ 
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PERSONAL EFFICIENCY TEST 


In answering questions write 100 for ‘‘ Yes,”’ 
0 for ‘‘No.’’ If the answer is a partial affirma- 
tive, write the numbers between 0 and 100 that 
express the degree of assurance. Then add the 
column of percentages, divide the total by 30, 
and the answer will be your approximate grade 
in efficiency. The value of the test les in the 
honesty and accuracy of the answers. 

1. Do you like your work? 

2. Have you learned the best, quickest and easiest 
way of doing it? 

3. Are you thoroughly informed on “scientific man- 
agement’? 

4. Do you know where your greatest power lies? 

5. Have you a fixed goal, in the line with your 
supreme talent? 

6. Do you believe absolutely in your own future? 

7. Are you in perfect physical health? 

8. Have you learned how to get well and keep 
well? 

9. Can you be optimistic under all circumstances?.- 

10. Do you realize which of your habits, thoughts 
or emotions make you efficient? 

11. Have you made an inventory of your mental 
and moral traits? : 

12. Are you correcting your known weakness; men- 
tal, financial, social or spiritual? 

18. Have you discovered which foods, baths and 
exercises increase your energy and heighten your 
mentality? 

14. Do you breathe deeply and hold an erect pos- 
ture? 

15. Is your sleep long and dreamless and refresh- 
ing, with your sleeping room perfectly ventilated? 

16. Do you drink three pints of pure water daily? 

17. Do you eat slowly, moderately, regularly? 

18. Is all your clothing made loose, to allow blood 
and nerves free play? 

19. Are you independent, fearless, positive? 

20. Are you tactful, cautious, courteous? 

21. Have you secured the best possible advisers 
and associates? 

22. Are all your co-workers eager to help make 
your plans a success? 

23. Do you wish your rivals well, and never speak 
ill of them? 

24. Do you work harder than anybody else in the 
business? 

25. Have you learned the science of planning your 
day ahead? 

26. Can you relax entirely in your leisure hours? 

27. Are you saving money systematically? 

28. Do you enjoy art, music, literature and the 
presence of little children? 

29. Does your highest ambition include some real 
service to humanity? 

30. Have you a great love in your life, to steady, 
cheer and empower you? 

Divide the total by 30. 

The quotient shows your percentage of efficiency. 
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AS CLEAN AS ANY STORE FIXTURE 


Paint Oil Outfits 


Paint Oils are high priced oils, higher now than 
before. The best cost more but are cheapest 
in the long run. The higher the cost price, the 
greater the necessity of preserving the original quality 
and preventing loss. The greater the loss if any is 
spilled, evaporated or leaked away. 


There’s bound to be waste with old storage 
methods. Barrels, cans and funnels are not built 
right to save. 


IT TAKES A 


Paint Oil 
Outfit 


TO MAKE THE OIL STORAGE LOSS-PROOF. 


Bowser equipment is leak, 
evaporation and almost spill- 
proof. Ittakes a mighty careless 
workman to spill paint oil with 
a Bowser system. 


Bowser equipment keeps 
the oil at one consistency—the 
last gallon the same as the first. 


Bowser Paint Oil Outfits 
are worth their price because 
they are planned, designed and 
built with the user’s needs in 
mind. 


Look over your territory. 
Hardware Stores, Wall Paper 
and Paint Dealers, Painters and 
Paper Hangers, Auto and Buggy 
Painters, Factories, Drug Stores 
--any one handling any amount 
of paints—is a Bowser Prospect. 


Yes, and a great many 
who are not handling paints 
could do a profitable paint oil 
business if they had Bowser 


equipment. 
YOU 


Bowser Salesmen 
must show them 


WHY 


OOOQOOQOOOQOOOOO 


One or as many as needed. 


DCOOOOOQOOOOOOD 


DODO OQOOOOD 


I IYSAN SSS 


OL WYO 
AS NRCG RN 


DOOOOOOOOGHOOOOOHOOO OLS 


HOOT OOGOOGHGOOOOOOGOOOOOSOSOSOSGHOOOSOOOSOOOOOOOOO 


Sooo DOOOCOOGOOOOOOHOGOOOGOOOOOOOOOOE 


Wilt, 


| 
pe 


VEX 


XS MSGS SSSSASS Se EG GV B’»b|” 


| Tells How to Make 


Stray Dollars Jump Into 
Your Pocket == 


Learn how to be a bigger, better, 
stronger and more prosperous sales- 
man. 

Read this booklet and know the real 
points in favor of the Bowser line. 

Post up on the points where you 
need help, and develop strong, deter- 
mined, forceful sales arguments. 

It tells how to stimulate the sale of 
any particular Bowser product and Ss 


will help you to bea Pacemaker early. 


You may think you have studied 
all the features of our equipment thor- 
oughly—read Chapter Eight — you 
may possibly change your mind. 

Remember you are selling service 
(Bowser Service), and this booklet 
will help you sell it easier—better— 
and quicker. 


t Means Real Live Dollars 
To YOU 
ma 


If You Do Not Have a Copy, Ask For It 
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The Price of 
Success 


You want success. Are you willing to pay the 
price for it/ 

How much discouragement can you stand? 

How much bruising can you take / 


How long can you hang on in the face of 


obstacles ? 

Fave you the grit to try to do what others have 

failed to do? 

Have you the nerve to attempt things the av- 
erage man would never dream of tackling? 

Have you the persistence to keep on trying 
after repeated failures? 

Can you cut out luxuries? Can you do without 
things that others consider necessities / 

Can you go up against skepticism, ridicule, 
friendly advice to quit, without flinching? 

Can you keep your mind steadily on the single 
object you are pursuing, resisting all temptations 
to divide your attention ? 

ILave you the patience to plan all the work you 
attempt; the energy to wade through masses of 
detail; the accuracy to overlook no point, however 
small, in planning or executing? 

Are you strong on the finish as well as at the 
start ¢ 

Success is sold in the open market. 

You can buy it—I can buy 1t—any man can 
buy it who is willing to pay the price for it. 

—ANON. 
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STANDING OF FORTY HIGH MEN 


‘ APRIL 10, 1917 
1! HL) Milliroih. Harris puree ltd ads © OLN Cll ye ie cecce reece ee Chicago 
2. K. F. Hessenmueller ...... fe Re sof HLarnis pute ec lee es beer © OC GIN et O10 ae cseee nee ee eee Denver 
3) ON. Mattinely 22 2 Denvery, 25.5 Worl) JAMeSOn is eee San Francisco 
4° GoW. SCOtti Ss er ee INC Win OF Maa en Let OLD Cy ar so 2 Seer eee New York 
5. CUR Hecleston eee Alban youst2oc o JealeeVONCeErCM DS Site... aeee Denver 
6. ‘J. AGS. Meyers! eee Meémphisiee 20s Were @otain LOr dese ee eee Harrisburg 
7) HR Bird ee Sap Hranciscogeed (cae Aaa VOUS Orn ee eee Harrisburg 
8. RAD hckebereer Memphis 25.08 As eGr ee tarte@en se eee Harrisburg 
9 W:.V.- Crandall (2 eee Den Vier ee 20 seep le Ell Viet 6 eee Denver 
TO WioRAS Arm Str onl oe ee eee Michizanwye3 0.." Toe Mee TUCK CT sr...) eae ee Dallas 
11.. -GSPSDickéy Sie 2 a ee eee St Wouisisieols eel sy Oe Brat) Cheese en ee Denver 
12... BAe Detlere.22. eee Chicazogers2..8 ba Gee Wilhitlock suse 15, Sekai eee ee Chicago 
13, (NivRaquétte-. ee ee ee TOTONtOn i530 Se LViClT Seas eae ee eee San Francisco 
145 RD) beonard a. = eee Harrisburg, 9 342os Cm ODN Stones ee eee Memphis 
15:. . 7-H? Peeples = eee New “York. (30. "31.,, Ga Tann Grae eee Dallas 
16. R2 Wavewell 2 eee Denver! 4:36." #liclie Othe se ee eee Dallas 
17. Jo He Wilsons ee ee Denver-375 (Ce Mee hrederickisme: 22 ee St. Louis 
18. GRA Ue Matthey Specs eens Dallas 3%38s ES Guns eee eee Dallas 
19. °S/, FR ev avyloriee Se eee Albany 239." J. 0\Wee Weems soe. ee eee Dallas 
20: J... Gs Phipps a ee eee ee Ob10;_=402 “Wie Sen ROWiis ee ee Memphis 


District Office Quota Standing 13th Week Ending April 7 


DIVISION ‘‘A”’ 


dy Dallasy a cuechrer cusses B. L. Prince, Manager 
25) St. LOUIS iter.) .ctteney eater L. E. Porter, Manager 
oo HanriSburg scr ieee H. C. Storr, Manager 
4 ChiGagoen. train T. D. Kingsley, Manager 
3. San) Francisco... D. S. Johnson, Manager 
6s) Atlantaty 47... & H. C. Carpenter, Manager 
Vm VORONTOS. gocnn, oe ee W. R. Hance, Manager 
SiaA Dany. Serce cas oie W. M. Mann, Manager 


District Office Lubricating Standing, April 18, 


1. DALLAS 9. aN LOUIS 
2. OHIO 6. INDIANA 
3. SAN FRANCISCO 7. MICHIGAN 
4. CHICAGO 8. DENVER 
B61 HH 


MmTUHIS STOPS THIS, 
j | Look for these places—they are nothard tofind. 42 


They Need Oil 
Filtering Equipment 


There is a place for an Oil Filtering Outfit 
under every smokestack—It’s up to you to see 


that it is there. 


DIVISION ‘‘B” 


TevO Wows. science see I. L. Walker, Manager 
2uNMempnhiss... aah H. W. Brown, Manager 
3. (Michiganisa cree sus ake. A. S. Bowser, Manager 
4. Denversnnneoae het Cc. C. Barnet, Manager 
CP IIE ENS OA Sas cdo osc J. W. Burrows, Manager 
6... Washington... A. W. Dorsch, Manager 
TanNCWRY OnKit eis C. H. Davies, Acting Manager 
Ss LOuISVIILe seca R. E. Fleming, Manager 
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10. 
rl. 
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NEW YORK 13. HARRISBURG 
ALBANY 14. MEMPHIS 
WASHINGTON is. TORONTO 
ATLANTA 16. LOUISVILLE 
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How Many In Your 
Territory ? 


How many 
Lubricating Oil 
Wheel Tanks 
can you show 
for your terri- 
tory? Compare 
the number with 
the total of Cuts 
241 and 102. 


The grocer or 
any merchant 
who has a curb 
, pump is a pros- 
pect for Cut 154. 
Remember,too, 


the garagesand FACTORIES. This out- 
fit presents immense sales possibilities. 


Let’s Dig In and Sell the Line 


CUT No. 154 
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Mr. H. HE. Conn has re-entered the employ of 
Bowser & Company. He is to work for the Indiana 
District. 


Mr. KH. EH. Maxwell at the date of this writing is 
the third highest business producer working under 
the jurisdiction of the St. Louis Office for the entire 
year. That is a splendid record of work done. 


Mr. H. U. Earle, of Denver, has moved his name 
from 9th place on the Year’s Record Standing to 
5th place. Mr. Barnet explains the “jump” this way. 
“Well, you see Harry just worked up a humdinger 
lot of business and gathered up the points and got 
ahead of himself.’ Good work, Mr. Earle. With 
only four competitors ahead of you for highest hon- 
ors, how about First Place? 


Mr. R. W. Jewel has Denver guessing right now. 
He ranks second on that District’s Yearly Standing. 
Keep watch of this salesman. He is breaking into 
the foremost lines. 

Talk about jockeying for place! Mr. W. V. Cran- 
dall had a bad “send off” this year. Long before 
he took the track the gong had cease echoing. But 
W. V. is third now in the first quarter of the race 
and going like—success. 


Mr. C. I. Benford is a Denver business “Go-Getter”’ 
on kerosene, lubricating and paint oil orders. 
cess to you, Mr. Benford. 


Suc- 


The 8S. F. Bowser Collection Department re- 
cently followed a delinquent debtor very hotly 
in an attempt to get an overdue payment. At 
last a collector was dispatched on the job—let- 
ters having proved ineffectual. 

‘““Now don’t worry about getting your 
money,’’ said the debtor. ‘‘I’ll admit I can’t 
pay this month—.’’ 

‘“That’s what you said last month!’’ expos- 
tulated the irate collector. 

‘Well!’ howled the debtor, ‘‘haven’t I kept 
my word?’’ 


The wife of one of our Bowser salesmen 
called upon her grocer for the purpose of re- 
turning to him a basket of questionable eggs. 
She observed that the merchant was belliger- 
ently inclined, so she resorted to strategy. 

‘“What’s the matter with those eggs?’’ ques- 
tioned the grocer. 


‘‘T believe they are duck eggs,’’ announced 
the lady. 

‘‘Impossible!!?’ snorted the astounded 
tradesman. 


‘‘Not at all,’’ observed our salesman’s wife. 
‘*T tested them and they floated.’’ 


Here’s one on a Bowser Grip Carrier. The 
salesman in question has a habit of coming 
in late from his territory. One night he was 
later than usual. He heard his wife stir in her 
room as he erept upstairs. He dashed into the 
nursery and sitting down before the baby’s 
eradle, fell to rocking it violently. His wife 
stepped into the room. 

‘““What are you doing?’’ she inquired. 

‘“Ssh!’’ whispered the salesman, ‘‘I’ve just 
got baby to sleep. I’ve rocked him for nearly 
two hours.’’ 

‘‘Curious,’’ responded his wife. 
baby asleep in my room.”’ 

(From recent Boomer announcements of 
Proud Fathers, are you able to guess to whom 
this squib refers?) 


“T just left 


CUT NO. 101 ON THE JOB 


Orange County Tire Co., Santa Ana, Cal. 


The illustration above shows one of the finest 
filling stations in Southern California. It is 
owned and operated by the Orange County Tire 
Company, Santa Ana, California. At the center 
entrance can be seen a handsome Cut No. 101-B 
pump which is filling hundreds of machines 
daily. 


Mr. R. HE. Erwin is with the Denver gang for that 
famous “Garrison Finish” of theirs. Good for you, 
Mr. Erwin. Go to it, and win. We want to see 
you make it Big. 


We expect to meet Mr. Paul Lawther next Janu- 
ary. He has done some very fine work in his terri- 
tory under the direction of the Dallas Office. 


Despite bad rains, muddy roads, and snow drives, 
Mr. M. J. Campbell has held his place on Washing- 
ton’s Honor Roll. We believe Mr. Campbell will 
be a 1917 Pacemaker. 


Mr. J. S. Walsh is a new Bowser salesman. He has 
been with the Company only two months. How- 
ever, he has won merited mention several times and 
from all reports is going to be one of the most effi- 
cient men Washington has yet employed for her 
District. 


Mr. N. B. Steele, of Virginia territory, is proving 
himself as a high grade salesman this year. He is 
doing a good business in the South and has won 
honorable notice on the Washington List of High 
Men. 


BOOK OF INSTRUCTIONS 


For information relative to the new Pacemaker 
Club Organization see brochure entitled “Book of 
Instructions to Salesmen.” A _ sufficient number of 


these forms have been supplied the different branches ~ 


to cover the requirements of every salesman. lf 
you have not as yet received this booklet, let your 
District Manager know immediately. 


ROUTE SHEETS 


The matter of sending Route Sheets to Fort 
Wayne is very important. It will save you 
dollars! 


Frequently the Home Office receives com- 
munications or inquiries which are of inesti- 
mable value to you. If we do not have accu- 
rate knowledge of your route sheet for the week 
we are prevented from getting in quick com- 
munication with you. This delays your eall on 
RED HOT prospects, and will probably make a 
return trip necessary which means additional 
expense to you. 


Therefore, Boys, make it a Solemn Duty to 
send your Route Sheets, made out as instructed, 
EVERY SATURDAY or SUNDAY at the 
latest for the coming week. 


It will save you money ! 
H. Cr STORER 


Mr. J. H. Smitha has been reaching required Mem- 
phis Quota Altitudes of late. He has made a nice 
record for himself in the Standing of the Memphis 
High Flyers. 


Mr. S. C. Klein is numbered with the Four Highest 
Memphis producers securing the largest volume of 
business for the last week of March. 


A short time ago Mr. T. J. Hegland, of Chicago, 
closed an order in Michigan for a Cooking Oil Outfit. 
With Mr. Hegland’s success comes the assurance 
that a very profitable field in the line of Cooking 
Oil equipment lies open to all Chicago salesmen. 


Mr. C. Groves has been too actively engaged in 
achieving dotted line signatures to know much of 
the easy “languors of the gentle Spring.” Mr. Groves 
ranks third on the Memphis Standing of High Men. 


Last month Mr. Lee Kuhn made several daring 
Quota flights. Mr. Kuhn is a member of the ‘““Mem- 
phis Aviation Crew” and he is fast becoming famous 
for his business altitudes. 


Mr. R. W. Maxey, according to reports received 
from Memphis, has made a splendid sales showing 
this year. It is predicted he will be a Pacemaker, 
sure. 


Mr. P. C. Stubblefield has been with the Company 
but two months. He is working under the jurisdic- 
tion of the Memphis Office and is listed as one of 
their most successful representatives. Mr. Stubble- 
field has done admirably, and he is to be congratu- 
lated. 
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THAT STREAK OF ‘“‘HARD LUCK’”’ 


You have seen the time when you would bend 
every ounce of effort in your make-up from 
early morn until late at night and yet go along 
for days without bagging any orders. 


That condition is experienced at times by 
the best men in the game and sometimes it gets 
on a fellow’s nerves after he has kept up his 
courage against the onslaught of ‘‘Hard Luck’’ 
day in and day out, only to find that every 
promising deal fades away one by one just 
as he reaches the point where he feels sure it 
is going to materialize. 


There may be times when this evil omen 
clouds the horizon and threatens to destroy 
every spark of optimism and_ self-confidence 
that dwells within the heart of the producer, 
causing him much anxiety and many ‘sleepless 
hours. 


Good salesmen have always had to fight these 
battles in the past and they will have to fight 
them in the future. Such conditions are not 
peculiar to any line, territory or season of the 
year—and they are not confined to the selling 
game. 


Every individual who makes any headway 
in his chosen field must struggle against the 
current. The fact that a man is a success does 
not indicate that he has never chanced to meet 
with strong opposition, but that he has met 
and overcome it numberless times and is al- 
ways ready for the combat. 


The only people who do not encounter these 
difficulties right along are those who fail when 
they reach them and drift in the tide with the 
debris. 


Some fellows have a hunch that they can 
get out from under such a strain by running in 
to the District Office and having a_heart-to- 


heart talk with the manager—others feel it is 
necessary to make a jump into some other terri- 
tory to get a new stranglehold on suecess— 
still others believe the thing to do is to take a 
couple of days off and ‘“‘pull themselves to- 
gether.’’ 


But all these temperamental diversions are 
only signs of weakness on the part of the man 
himself, and when he gives in to them he is 
drifting with the current for the space of time 
he is out of the running, which only weakens 
him for the next encounter he is sure to experi- 
ence. 


A salesman cannot train to overcome adverse 
conditions by shying around them. If he could, 
there wouldn’t be near as much room at the 
top of the ladder. 

The man who wins is the man who can come 
right back after every blow—the fellow who 
can stand the punishment and come up smiling 
every time—the one who increases his aggres- 
Siveness as the opposition and resistance in- 
erease and holds on to his invincible faith in 
himself, his line and the ultimate suecess of his 
efforts. 


That’s the type of a fellow who carries the 
flag through the ranks of the enemy, and sends 
back words to the house that all is well. 


The power of will which is exercised under 
the most trying conditions is what measures the 
difference between success and failure—it is 


-often that spark of tenacity and spirit of de- 


termination which marks the turning point in 
a man’s career. 


Our careers are what we make them. There 


is no such thing as hard luck. 
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THE FRIENDLY JOB 


I didn’t begin with askings, 
I took the job and stuck; 


And I took the chance they 
would’nt. 


And now they're calling it luck. 
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the South. He ranks with the Memphis High Men 
this year and promises to do some good work be- 
tween now and January ist next. Mr. Lowe is one 
of the firm’s best producers and there is little doubt 
of his being a Pacemaker. 


Coas 
a “i Survey by 


” a 


Mr. E. E. Lowe is doing a consistent business in 


Mr. I. M. Camden and his brother, W. S., 
are “putting Ohio back on the map this 
spring.” 


Mr. J. O. McCracken’s name headed 
Ohio’s “Big Four” the first week in April. 
Mr. McCracken led with nearly $2,000.00. 


Toronto is holding her own. 
WR. ELA NCHY 
Canadian Manager. 


If you want to avoid cancellations—to 

Looks sort of like a Directorship, don’t make money out of this business—follow > 
it? the advice and _ instruc- Don't overlook tk 
: tions given you’ from tories, mills, public 
time to time. Sell your Tu 
Mr. C. B. Johnston has been “hitting Ratt Se a Beer apc eeet eS 
it off fast” this month. What’s more, he your understanding on cha 
has been heavily loaded with orders. The as pear is ede rss ova) equ 
ee ; at yod1ed in your order— eve 
bigger the load the swifter the progress. that your euatuReu noes oil 
in plain figures on his wil 
WE HAVE REACHED THE QUAR- duplicate, one Hi pat va 
, ! r way prove you are governe y go00c e 
TER POST OF THE YEAR! YOU business mandates. ing 


SHOULD HAVE 125 POINTS OF BUSI- 
NESS TO YOUR CREDIT AS A MINI- 
MUM. 


Mr. C. R. Ward, who has been with 
the Company one year, celebrates the 
anniversary of his joining forces with the 
firm by winning second place on St. 
Louis’ List of High Men. Retrospectively, 
this must be a pleasure to Mr. Ward. 
How many of us like to look back and 
see definitely just how high we have 
climbed up the hill of personal progress? 


Mr. 
trict, 


G. K. Livezey, Washington Dis- 
believes Saturday should be re- 
served for “Getting In Best Licks.” To 


Li: PP) MURRAY, 
Mid-Western Manager. 


When the proved power of 
Denver is considered along with 
the notable strength of her 
salesmen, the wealth of her past 
honors, it is ten to one Denver 
wins the Cup. 

Cy €: BARNET 
District Manager. 


Michigan Wolverines! We 
are proud of you. You're getting 
the Big Business every day. If 


one of my own 
the value of the 
To 


you continue to give old Mich- 
igan such splendid support, no 
power on earth can keep us 


down. We'll push up to the very 
heights of accomplishment; vic- 
tory shall be ours—and the Cup, 


prove the soundness of his sales theory yee Dice ata | 
he sold a lubricating equipment last Sat- . ; ‘ : 
urday morning. 

AtjJanta is Going To Be— | 


With no previous training in selling 


First in the Cup Race, 


: A First in tt Lubricating Con- 
Bowser equipment, Mr. Charles Pridey ‘oie pee ecg a tract tee 
secured during his first month with the ite e ee MAN A 
Company some Lwenty orders. These or- Reeause Atlanta’ HA 2) ome 
ders were representative of the entire WILL TO DO, the Power to i 
line manufactured. Forty per cent. of Achieve. 
them were marked F. C. W. O. H. C. ee pty iar ton 1 

Mr. Pridey is working under the juris- , | hoa i 
diction of St. Louis. In the firm’s cata- i 
gory of Coming Pacemakers this repre- Se Pe : ; ¢ 

. . . St. JOULE EUs On ner way. 
sentative is listed as a RHAL SALES- Spread the festive board. 
MAN. b. H. PORTHR, 
Jt See District Manager. 

Mr. W. S. Johnson, San Francisco is- : 
trict, is lining up the dry cleaning busi- ¢ 
ness in great shape. During the past t 
week he has put over two fine orders. b> 
Keep up the good work, Johnson! Look up the standing of the a 

Ohio District. ’Nuff said. We're af 

: IT on Lubricating Equipment at 

Mr. D. J. Ford, of Michigan, holds first sales, I. L. WALKER, n 
District Manager. e 


place on the Report of The Flying Four 


of that District. This is indeed an honor. 


Mr. C. R. McLaughlin is bringing added honor and 
glory to Memphis’ Standings this year. He is selling 
a good business and is likely to be at the big do- 
ings in January. 

Mr. I. M. Camden has been very sick 
nearly all year, but he is on the job now. 

According to Mr. I. L. Walker’s report, 
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Mr. M. Durnell, one of Louisville’s ACTIVE EIGHT, 


is producing a splendid business. 
’em on the dotted line, so he says. 


He likes to land 
Success to you, 


Mr. Durnell. 


: Mr. H. M. Tunstall and Mr. S. W. Scroggs were 
forced to leave their respective territories a short 
time ago on account of illness in their families. 
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Despite the fact that the east- 
boys ‘get on the job’ nearly 
four hours before we do—in that 
every day several 
hours head start 
holding her own, 
is deserving of praise. Not 
many offices are so circumscribed 
by natural oppositions. 
D. S. JOHNSON, 


nore than 
and 


San Francisco 


Western Manager. 


Sueeess is not a secret, but rather the 


logical reward for work 
well done. Therefore, my 
message to you at this 
time is, do those things 
that are to be done in the 
best way you know how, 
taking time now and then 
to reflect upon your daily 
work, and improve tomor- 
row’s wherever possible. 
Re Ss. COMW HLL, 
Eastern Manager. 


Our salesmen produce _ such 
wonderful results in their re- 
spective territories in all kinds 
of spring weather we are sure 
Mr. Rodman will have to em- 
ploy additional help at the Home 
Office when pretty weather comes 
to handle our Memphis business. 
The Loving Cup is certainly al- 
ready ours. H. W. BROWN, 

District Manager. 


Our plans are developing 
nicely. We are going to reap the 
Biggest Reward ever reaped by 
the different Districts before Jan- 
uary 1st—in other words, we are 
going to harvest the Cup. Watch 
New York.. 

CLAUDE H. DAVIBS, 
Acting District Manager. 


We do not lose sight of the 
fact that Factories, Paint Oil 
Dealers and Dry Cleaners all 
have needs for our equipment, 
and although it may take longer 
to sell these classes of outfits 
than it does to sell gasoline 
equipment, the returns are so 
large you cannot afford to neg- 
leet this part of your business. 

A. W. DORSCH, 
District Manager. 


Three 1916 Louisville Pace- 
makers are leading in the field, 
and all our recruits are hustling 
to secure their places.: Every 
Louisville man is going to sell 
Lubricating and Kerosene Out- 
fits from now on in addition to 
their other sales. They can—be- 
cause they will. R. EH. FLEMING, 

District Manager. 


January, 1918, seems a long 
way off, but—the time will prove 
only too short in which to ac- 
complish what Albany is striv- 
ing for, unless we improve each 
shinning hour and make the most 
of all opportunities offered for 
increasing our business. 

W. M. MANN, District Manager. 


Both Dallas Doers are again en route, however, and 
business is “looking up” down their way. 


Mr. H. W. Brown (not our Atlanta 
District Manager), canvassing territory 
in Southern Iowa, secured a large amount 
of business during the month. 


Mr. Walter Snapp, a new man in Ne- 
braska, sold seven lubricating tanks on 
separate orders, small accessories, and 
a big bunch of points in gasoline outfits 
last month. 


Mr. W. N. Daniel is one of Mr. Dorsch’s 
Saturday Sales Experts. He goes after 
Bowser business every day in the week, 
and makes a specialty of getting names 
on the dotted line Saturdays. 


The San Francisco boys have an asso- 
ciate editor now. Mr. C. EK. Street has 
volunteered to “write up” the accomplish- 
ments of the boys working for Mr. D. 
S. Johnson. Watch the Boomer for dar- 
ing, dashing, western news. 


wins, IBS Uek, WeGbaves hal Whe, Ch 1, Shoankwey 
of Indiana District, came in strong on 
the Lubricating Contest with a good 
quota standing to their credit. 


Mr. C. C. Claggett sold a gasoline out- 
fit last Saturday afternoon. Mr. Claggett 
ranks sixth on Washington’s List of Sat- 
urday Order Men. 


Recently transferred to the San Joaquin 
Valley, San Francisco District, Mr. P. J. 
Somers is red hot after the business. 
We anticipate a steady flow of orders 
from his territory. 


The Western District may weil boast 
of an early member in the Pacemakers 
Club. Mr. BE. R. Bird is the man who 
is setting a fast and steady pace and 
will soon pass the 500 mark. 


We welcome Mr. Leo D. Baker into 
the Organization as a member of the 
Los Angeles Sales Department. 


Mr. G. A. Smith, down in West Virginia, 
has been doing a good busines for the 
Washington District this year. He holds 
third place on that Office’s List of Fif- 
teen High Men. 


Mr. D. S. Johnson, Western Manager, 
reports that a bunch of Lubricating Out- 
fits were sold by his men last month. 


Over two thousand employees and families 
joined the flag raising celebration at the plant 
of S. F. Bowser & Company, Monday afternoon, 
April 16, 1917. They were addressed by Mr. 
S. F. Bowser who, in accordance with the wish 
of the President of the United States, made 
an appeal for individual effort in the conserva- 
tion of all national resources, and urged that 
the cultivation of all available ground be start- 
ed at once. He also announced that all em- 
ployees enlisting for service would find their 
positions awaiting them upon their return. 


pre OI ee Ae na 8 ate 


FRIDAY THE THIRTEENTH 


On Friday, April 13th, Mr. H. W. Oattis, of 
Atlanta, secured four individual orders for 
Kerosene and Gasoline equipment. His sales 
for that Unlucky Day aggregated 24 points of 
business. 


Mr. T. C. Potts also proved that evil lurks 
in odd numbers. He brought $1,400.00 worth 
of orders with him to the Home Office on the 
thirteenth. These sales were made by Mr. 
Potts and Mr. J. G. Phipps, of the Ohio Dis- 
trict. 
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MR. W, R. HANCE PASSES AWAY. 


Just as we go to press, our whole or- 
ganization was greatly shocked to be 
advised by wire of 
the sudden death of 
Mr. W. R. Hance, 
which occurred Sat- 
urday, April 28th, 
1917. As previously 
advised, Mr. Hance 
was stricken with 
appendicitis while 
returning to Toronto 

MR. W. R. HANCE from a western trip. 

Mr. Hance came 

with S. F. Bowser & Company in 1902, 

as a salesman, and has been one of the 

organization since that time. 

For the past ten years he has been 
Canadian Manager and held that posi- 
tion at the time of his death. 

In the death of Mr. Hance we lose a 
thorough gentleman, a_ tireless co- 
worker, and a real friend; his loss is 

_ keenly felt by all. 

The entire organization joins in ex- 
pressing their sincere sorrow. 

Full particulars will be published in 
the next issue. 


Mr. E. B. FRENCH. 


You will be interested to know that the 
splendid work which has been done by Mr. 
French during his associa- 
tion with the Harrisburg 
District has been deservedly 
recognized and that effective 
this month Mr. French as- 
sumed work at the Home 
Office, being associated with 
Mr. R. 8. Colwell in charge . 
of the Eastern Division. 8 

Mr. French brings with MR. E. B. FRENCH 
him the hearty and cordial 
wishes of every man in the Harrisburg Office, 
and we are quite sure that he will find his new 
surroundings congenial. 


At this writing Mr. C. W. Wilson is “First Man” 
in Louisville. 
his District. 


In points of business he is leading 


GOVERNMENT AND RAILROAD SALES 
DEPARTMENT 


Announcement has just been made of the es- 
tablishment of a Government and Railroad 
Sales Department under the jurisdiction of the 
General Sales Department at Fort Wayne. 

Mr. E. H. Briggs, Executive Assistant, who 
has charge of important work in connection 
with the General Sales Department, will be 
directly in charge of the sales work pertaining 
to all Government and Railroad business. He 
will be assisted by Mr. J. L. Handy who has 
long been associated with the Railroad work. 

Mr. C. C. Fredericks has been appointed to 
the position of Engineering Salesman on Rail- 
road work, and Mr. H. E. Dobson will be the 
Engineering Salesman on Government work, 
with headquarters at Washington, D. C. Mr. 
W. T. Simpson, who has long represented us in 
Railroad work, will continue to do so with 
headquarters at Chicago. 

Mr. Briggs as Executive Assistant will bring 
to the General Sales Department the important 
work of Sales Research Promotion and De- 
velopment, a department which has been de- 
veloped to a point where it will in the future 
be the means through which the sales work will 
expand to the fullest extent. 


A THREE-TIME REPEATER 
THOMAS LLOYD 
Dealer In 
SHELF AND HEAVY HARDWARE 


S. F. Bowser & Company, Inc., 

Fort Wayne, Indiana. 
Gentlemen: 

I am just placing my order for my No. 3 Bowser 
Tank and I wish to tell you that the two kerosene 
outfits have given me the best kind of service and 
Iam now buying a curb outfit for gasoline because 
I know it will be right. 

Very truly yours, 
THOMAS LLOYD. 


ADVERTISING 


Advertising rarely closes a sale. It 
is the great sales lever—it starts sales. 

It makes the work of the sales de- 
partment easier, quicker and broader. 

It produces sales opportunities which 
would otherwise never have developed. 

The right goods and the right sales- 
men make sales. 


LJ TBRICATING 
BUSINESS 


MOSTLY U 


A LETTER FROM MRS. FRED A. KNOCHE 


To Officials and 1916 Pacemakers: 

I am pleased to advise that I have in a great 
measure recovered from my long and serious 
illness which incapacitated me before and dur- 
ing the Convention of Pacemakers in January. 

I had looked forward with a great deal of 
anticipation to enjoying the annual happy 
gathering with my husband, but it was not to 
be. The many beautiful flowers which you 
sent me, tempered my disappointment, and 
through the Boomer I wish to thank you, one 
and all, for the kind tokens of friendship and 
good wishes sent me. 

I am, 

Yours sincerely, 

(Signed) MRS. FRED A. KNOCHE, 
Fort Wayne, Ind., 13824 E. Pontiae St. 

Ny oval al Rea Rape 


Mr. J. F. Jefferys, of Washington territory, believes 
that on Saturday afternoons he gets results as easily 
as on Monday, Tuesday, Wednesday, Thursday or 
Friday afternoons—or mornings, for that matter. A 
glance at his Saturday afternoon reports shows that 
on three Saturday afternoons he sold his three 
largest orders for those weeks. Doesn’t that sort 
of work interest you, Mr. Bowser Representative? 
Don’t it give you a fresh grip on your work? 


In a previous issue of the Boomer, mention was 
made concerning Mr. W. S. Treadway’s producing 
ability in Indiana District. Today the Editor re- 
ceived news to the effect that despite Mr. Treadway 
being a new man in Bowser territory, he was to be 
regarded as a “Veteran” because he gets the business. 


Mr. R. D. Evans has taken territory under the 
direction of the Chicago Office. Mr. Kingsley writes 
that he “expects BIG THINGS of Mr. Evans.” That’s 
a mighty inspiring and hearty send off, Mr. Evans. 
Faith helps. 


Mr. W. N. Throop sent in a nice order last week 
for five Cut 115 outfits, and a two-barrel, Cut 41. 


DO YOU RECOGNIZE THIS? 


How many of you 1916 Pacemakers recognize 
the room shown in the above illustration? Well, 
we'll tell you. 

It was the noon lunch room during the last 
Convention. On aecount of the rapidly increas- 
ing need for more room for produetion pur- 
poses, it is now occupied by the Welding De- 
partment. 

You will note the boys in this department 
believe in showing their patriotism, by the gen- 
erous display of flags. 


CARD OF THANKS 


Watertown, N. Y., April 15, 1917. 
Pacemakers’ Club, 
S. F. Bowser & Company :— 

We send our appreciation and deep 
thanks to you for the message of sym- 
pathy expressed through the beautiful 
floral offering sent to our beloved 
mother at her death. 

Signed— 

Mr. and Mrs. C. R. Eggleston 
and Daughter. 


Mr. N. Wetzel, Jr., who is working the factory 
line in Chicago, has been doing a nice business in 
all lines this year. He has sold filtering and rubber 
cement equipment lately, and two Cut 500 outfits 
for drugs just last week. Mr. Wetzel is a hard 
worker—always on the jump. He drives a Ford car 
to help him “hop to it” and he gets there according 
to all reports. 


sOWSER 


One Great Asset—Confidence 


>} |ECENTLY I watched the auditor of a big manufac- 
turing company sign vouchers amounting to 


6 (2 ro 
\ 7 AA + 


@aey| thousands of dollars for supplies and raw materials, 


CS 


not one article of which he had ever seen. I could 
not resist asking: “How do you do it when you have never 
seen the stuff or its quality?” Heanswered in one word— 
“Confidence.” 


Pointing to certain marks and initials on the vouchers, he con- 
tinued: “Those are the evidences that we got the material, that it is 
O. K., and that the money is due. I am sure of my associates in the 
company I work for. In turn, when my cost sheets go to the men 
higher up, they may ask for certain details; but they never question 
the cost itself. Confidence is the essence of our work.” 


The complete organization of every concern — selling, as well 
as the buying and manufacturing end—can well adopt for its slogan 
the single word, “CONFIDENCE.” 


It will work wonders between the firm and its customers. 


Don’t make a promise or a contract with any of your customers 
unless you intend to live up to your word —be sure your customers 
understand the transaction—guard against carelessness and mis- 
takes. Establish confidence in your customers opinion of your firm 
and yourself. 


Men, have confidence in yourself and your company. Pull for the 
welfare of the firm. Its success is your success. When a man likes 
his employment, it becomes the real touchstone of his happiness. No 
person can live in contentment unless he believes in his business and 
the men associated with him in it. 


Remember, men, one great asset is confidence. 
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The Price of Experience 


OU have to pay for ex- 

perience. Some men buy it with 

the best years of their lives and 
do not even have the melancholy sat- 
isfaction of leaving it to their heirs 
along with their wealth. 


Other men, gifted with the power of 
observation and trained in methods of 
application, buy experience by spending 
their years studying what the first class 
of men have done, wherein they have 
failed and succeeded—and why. 


Still other men, busy with their own 
affairs, buy the hard-earned experience 
of the first class by bringing to bear 
upon their needs the systematized 
knowledge of the second. 


Which is the best way for you? 
— The Market Voice 
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William Riley Hance 


OR the first time in the history of the Bowser Company, our Official Staff 
has been broken by the death of one of its members. We were all greatly 
shocked, nothwithstanding previous advices of serious illness which 
rendered his recovery doubtful, to receive word on the morning of Sat- 
urday, April twenty-eighth, that William Riley Hance, our Canadian 

Manager, had passed away early in the morning. 


Mr. Hance was the victim of a serious attack of appendicitis which overcame 
him on the train as he was returning home from an extended western trip. Fail- 
ing to appreciate the serious nature of his illness and desiring to reach home at 
the earliest moment, he continued his journey to Toronto, which he reached at 
midnight on April seventh, after many hours of acute suffering. 


A physician was at once called but disease had by this time made such serious 
inroads that the usual surgical operation was considered inadvisable and a more 
favorable opportunity was awaited. Improvement, however, failed to develop 
and the patient gradually grew weaker for two weeks, when other complications 
setin. He was unable to enjoy natural sleep or take any nourishment. 


Finally, the critical stage was reached where an operation seemed the only 
possible chance for saving life and on Saturday evening, April twenty-first the 
operation was performed. There were some slight rallies from the serious con- 
dition during the week and at times hope was entertained that recovery was in 
sight. The long strain, however, upon his vital forces made this impossible and 
just after day- break on the twenty-eighth, Mr. Hance passed on. With him at 
the time were Mrs. Hance, their son, Harold, and other members of the family. 


The suddenness of Mr. Hance’s demise, his long connection with the Bowser 
Company, the fact that he was well known throughout our organization and 
loved and respected by all who knew him, has prompted us to set forth the simple 
facts in regard to his last illness. We feel that our readers will be equally inter- 
ested to learn somewhat of his career. 


William Riley Hance was born in West Windsor, Eaton County, Michigan on 
the 10th of August, 1872. Asa boy he grew up in the family home at Potterville, 
Eaton County, where he attended the public schools graduating in 1890 and im- 
mediately thereafter entering his chosen profession as a school teacher which he 
pursued with marked success for several terms. 


Realizing, however, the need of a more finished education, he entered the 
Ferris Institute. Just before entering the latter institution, Mr. Hance was 
married on Christmas Day, 1896, to Miss Nellie Hull. On completion of his 
course there, he spent a year at Olivet. On termination of his special work there, 
he entered the employ of the United States Census Bureau at Washington, resign- 
ing that position to take up work with S. F. Bowser & Co. about fifteen years ago. 


Mr. Hance began his career with us as a salesman having territory in South 
Dakota. Our records show that his first order was secured July 7, 1902. After 
four successful years on the road, he became, in January, 1906, manager of our 
Toronto Office. In this position his adaptability for creative woxk was clearly 
manifested, signal evidences of which are enlargement of the Toronto Factory, 
increased eflicieney of the office force and a strong Canadian Sales Organization. 
In September, 1911, Mr. Hance was sent abroad to take temporary charge of our 
London Office. After three very active and effective months of hard work in 
England, he returned to Toronto as Canadian Manager, and as is well known, 


oc cupied this position enjoying the full confidence of our executives up to the 
date of his untimely death. 


Mr. Hance lived an evenly balanced life despite his untiring and aggressive 
work in the interest of the company he served. He never permitted business and 
commercial interests to crowd human interests from the large place which they 
occupied in his daily activities. He loved men and was loved by men. Through 
the broadness of his affections and keen business foresight, he did much to ad- 
vance the welfare of the salesmen in his jurisdiction as well as the employees of 
the Toronto Office and Factory. Members of his sales force visiting the Home 


Office during various conventions often defined Mr. Hance as their ‘‘Elder Broth- 
er.’ Their earnestness and sincerity in these expressions bespeak their regard. 
The usual stability of the Toronto Organization was largely due to this very spirit 


of individual forethought and helpfulness. 


He was a business man, a humanitarian and a deep student. The fine ele- 
ments of life appealed to him strongly. He was a student of art, science, religion 
and philosophy. He was a keen analyst of the signs of the times and this study 
was one factor in his success. The rounding out of his personality, the careful 
development of the various phases and functions of life, the directing of his own 
destiny into many channels, supplies for us a lesson which we may well seriously 
consider with great profit 


He led a life fraught with effort. He was always planning, studying, working, 
advancing. The result of his work in our organization was enduring. Asa mem- 
ber of the community, he will not be forgotten. We are grateful and proud to 
draw from his life the example which he has left of the tae of conscientious 
labor, untiring energy and never failing courage. One of our number, long as- 
sociated with the Company, has well ead that he has never heard an ill word 
spoken of Mr. Hance. After such a record, we are all indeed glad to acknowledge 
the true worth of his strong, kind, loving disposition as shown throughout his life 
to all who knew him. 


The funeral services were held at the family homestead, still the residence of 
the parents, Mr. and Mrs. George R. Hance, at Potterville, Michigan, on Tues- 
day, May Ist. Preceding the arrival at Potterville, services were also held at the 
family home in Toronto and were largely attended by leading business men of 
the city, who by their presence attested the esteem in which Mr. Hance was held 
as a business associate. The officiating clergyman at Potterville was the Rev- 
erend Van Auken, lifelong friend of the Pavel who on the eventful Christmas of 
1896 performed their marriage ceremony. Besides the immediate relatives, the 
services were attended by a Taree number of friends. The floral offerings were 
unusual in their number and neerint ay. including tributes from the Bowser Com- 
pany at both Fort Wayne and Toronto as well as the various divisions of the organ- 
ization and the Pacemakers Club. 


Representing the entire Bowser Organization, there were present Mr. S. F. 
Bowser, Mr. Bechtel, Mr. D. A. Corey and Mr. Savercool. The Canadian Organi- 
zation was specially eEnceenicl by Mr. A. McIntosh who was close to Mr. Hance 
throughout his illness. Expressing the feeling of all who knew him, Mr. Bowser 
delivered a brief but touching eulogy of Mr. Hone. and his life work not only in the 
interests of the company but as a man, including his period of service as Cana- 
dian Manager, with its large and important responsibilities. Mr. Bowser’s talk 
was a most sincere tribute of love and affection and will long remain in the mem- 
ories of those who heard it. 


The closing scene took place in the little cemetery at Potterville where inter- 
ment was made in the family burial place. 


Our entire organization, Foreign and Domestic, Executive and Clerical, joins 
with the Factories and Salesmen in heartfelt Seat hy, to Mrs. Hance, their son 
Harold, the parents, Mr. and Mrs. George R. Hance, his sisters, Miss Georgia 
Hance and Mrs. Archie Laverty, and other near relatives. We are glad indeed 


that we have been able to number both father and son among the faithful mem- 
bers of our organization, Mr. George R. Hance having been associated with us as 


a salesman. 
William R. Hance has left us. 


He will move no longer in our midst. 


We shall 


miss his cheerful smile and his strong, clean personality, yet his influence shall 


endure. 


He has not lived in vain and his strength and fineness remain as in- 


centives toward our aspirations to true greatness. 
‘*His life was gentle, and the elements 


So mixed in him that Nature might 
Stand up and say to all the world: 


‘This was a man. 
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Telegrams and Resolutions Expressing Esteem for Mr. W. R. Hance 
and Sorrow at His Death 


The true heart-felt regard for Mr. Hance 
as felt by the whole Bowser organization 
was most strikingly expressed by the great 
number of telegrams and letters received 
here at the Home Office. Lack of space pro- 
hibits our reproducing them, but the two 
following cablegrams coming from Europe 
are examples of the widespread esteem felt 
for him: 

Paris, France, May 2, 1917. 


Death Mr. Hance causes me deep 
sorrow. Paris Organization joins  sin- 


GRANGER. 


cere sympathy. 
Glasgow Scotland, May 6, 1917. 
Grieved to learn of Mr. Hanee’s death. 
Extend to Mrs. Hance and family our 
sympathy. ANDERSON. 


Resolutions Passed by the Bowser 
Efficiency Club 

Since our last assembling together, the 
Wise Hand of Providence has taken from 
us William Riley Hance, Canadian Manager 
of the Bowser Company. While not. offi- 
cially identified with our Club, he was per- 
sonally known to all our members. He was 


loved and respected wherever he was 
known. 
It is, therefore, altogether fitting and 


proper that the Efficiency Club should place 
upon its records an appropriate mention of 
our respect and appreciation as a final 
tribute In memoriam. 

As an organization and individually, our 
sympathy is with Mrs. Hanee, their son and 
all other members of the family. It is our 
desire that an expression of our sympathy 
be made to them. While in common with 
all who knew Mr. Hanee, our sense of loss is 
deep and enduring, we are glad that we can 
retain and cherish the memory of his cheer- 
ful, clean, straightforward personality as an 
irrevocable heritage. 


Resolved: that these sentiments be spread 
upon our records and suitably transmitted 
to Mrs. Hance. 

A True Copy. 

C. A. WILLSON, Secretary. 


Resolutions Adopted by the Rotary Club 
of Toronto, Canada 


Extract from Minutes of a meeting of the 
Board of Directors of the Rotary Club of 
Toronto held on Wednesday, 2nd May, 1917: 


Moved, seconded and resolved: The Board 
of Directors of the Rotary Club of Toronto 
have learned with sincere sorrow of the death 
of their dear friend Rotarian, W. R. Hanee, 
which occurred on the twenty-eighth day of 
April, 1917. Mr. Hanee’s genial and kindly 
disposition and his ever present cheerfulness 
endeared him to his fellow members who 
sympathize sincerely with his widow and 
family in their bereavement. 


The Board on behalf of the members re- 
quest the Secretary to send to Mr. 8. F. 
Bowser a copy of this minute. 

Certified a true copy. 

(Sgd.) A. MeCONNELL, 
Hon. Secretary. 


Thanatopsis 
So live, that when thy summons comes te 
join 
he innumerable caravan, which moves 
To that mysterious realm, where each shall 
take 
His chamber in the silent halls of death, 
Thou go not, like the quarry-slave at night, 
Seourged to his dungeon, but sustained and 
soothed 
By an unfaltering trust, approach thy grave, 
Like one who wraps the drapery of his couch 
About him, and lies down to pleasant 
dreams. 


4h 


—William Cullen Bryant. 
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THE OPPORTUNITY TO MAKE GOOD 


The best and biggest men of all times have 
been self-made men. Most of them started out 
with what the world would eall a poor chance. 


Their chances were no worse and no better 
than those which surround every individual 
today. 


Self-made means. self-help, and_ self-help 
means, first of all, the true spirit of helpfulness 
to others. 


The world is a great store house from which 
we can take out no more than we put in. We 
get in returns in proportion to what we give 
In service. 


It is the universal law of life. 


That intangible and mysterious thing called 
Opportunity, about which so many essays have 
been written, so many sermons preached, and 
sO many poems inspired, is not a stranger who 
comes and knocks at our door in disguise—not 
a winged meteor that spreads its flaring stream 
of light across the heavens when least expected 
—and not an arech-angel that suddenly awakens 
us from our sleep to bring good tidings. 


Opportunity is just plain home folk. 


It is as constant as the shadows that walk 
with us and is always present in our affairs, 
regardless of vocation, position or circum- 
stances. 


Opportunity is not what may come to us to- 
morrow, but what we make out of today. 


If you would make good you must under- 
stand that the work which counts is the work 
in hand—it’s the things you’ve done that show 
what you can do—not the bigger and better 
things you plan. 
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The work you do now must be done right 
if you reach your goal or your utmost height— 
so keep up your aim but watch your step, do- 
ing your part each day—for it’s not entirely 
what you do, but how you do it that counts 
in making good. 


WEALTH 


‘“Any man is wealthy who has good health, 
a happy attitude toward destiny, a business 
or a profession in which he is interested and 
successful, a passion for growth and the ambi- 
tion to be of service to his fellowmen. With 
these he has all he needs, if not all he WANTS, 
and he could not get any more out of life if he 
had a million dollars.”’ 


THE VALUABLE MAN 


The man who is most to be wanted for posi- 
toins of trust is the one who does not work 
for mere selfish gain, but for the love of the 
task. 

If he does his work for love of it, and not 
out of consideration alone for the result, he will 
serve his own interests best—for he will do his 
work well and thereby make himself indispens- 
able to his employer. 

WILLIAM HOWARD TAFT. 


No one is useless in this world who lghtens 
the burdens of another. 


CHARLES DICKENS. 


EASTERN TIME IN FORT WAYNE 


GENERAL MEMORANDUM NO. 111 
May Loy 1917: 


For your information and guidance in the 
handling of the work with the Fort Wayne 
Office, beginning May 14th, our Office and Fac- 
tory will run on Hastern Time, this in accord- 
ance with Ordinance passed making the pres- 
ent Eastern Time the official time of Fort 
Wayne. 

In the sending of telegrams and long dis- 
ance calls, kindly be governed accordingly. 


Yours very truly, 


(Signed) S. B. BECHTEL, 
General Manager. 


This year you Indiana men 
have shown us what you can do 
in the way of getting business. 
Keep the pace you have set. It 
will not be long before Indiana 
will head the Bowser Procession 
of Big Producers. 

J. W.. BURROWS; 
District Manager. 


Indications point to really 
great things this month for ALL 
BOWSER SALESMEN. Don't be 
handicapped for this reason, that 
is, just because business is boom- 
ing, don’t lay down on the job. 
Be ahead on all future schedules. 
Generalize as you never have be- 
fore. Work all the lines in your 
territory. And work fast. 

T. D. KINGSLEY, 
District Manager. 


We haven’t a man in the Den- 
ver District who is not capable 
of selling) Paint (Oil “Outhts: 
Kerosene Outfits, and Lubricat- 
ing Outfits—in fact, you are all 
capable of much greater produc- 
tion in each class. I’m handing 
you this because I mean what I 
say, and know what I am talk: 
ing about. CC, ClaBARNET 

District Manager. 


Boys, lets get busy on the 
Factory and Mill business. Push 
Lubricating, Kerosene, and Cut 
41 and Cut 125 sales which can 
be shipped at once. Call on ’em 
all, and send in your reports be- 
fore July ist. 

A. W. DORSCH, 
District Manager. 


Now that warm weather is at 
hand our Louisville veterans are 
showing up in 1916 form and 


better. All our recruits are hus- 
tling to secure top places in the 
Honor Roll. We are all selling 


Kerosene Outfits and Lubricating 
Outfits to do so. 
R. E. FLEMING, 
District Manager. 


Every town in every county 
should be thoroughly canvassed 
by May 31st. Thoroughly can- 
vassed means every oil handling 
Prospect has been solicited. Are 
you working that way? 

Calling lists are supplied as 
fast aS you can work them and 
no faster. 

Follow the calling list system. 

Work and win! 

Li, H: PORTER; 
District Manager. 


While the sap goes up the tree 
Albany will keep on rising. 
W. M. MANN, 
District Manager. 


The best thing I can 
wish you is, plenty of 
work to do, and the 
ability to do it. 

R. S COLWELL, 

Hastern Manager. 


Coast 
“ae Survey by ¢ 


Whenever any of you fellows get di 


fight.” As American 


come. 


Mr. H. J. Bradshaw is a ‘‘Gentleman From 
Indiana.’’? He is a member of that District’s 
‘‘Big Four Business Getters’’ and he has 
been uniting with the Hoosiers ardently of 
late in their trimming of ‘‘Old Man Quota.’’ 
Brad has been ‘‘going some,’’ which means 
incidentally he is getting there on his 500 
point membership. 


Mr. W. J. Graham has been setting a rapid 
pace for the Michigan District to follow and 
he has our heartiest congratulations and best 
wishes for continued success. 


Mr. George F. James has been actively en- 
gaged of late selling the trade in his Louis- 
ville territory. Mr. James is a new Bowser 
man and he is to be congratulated upon the 
manner in which he has been rounding up 
his spring business. 


Mr. T. G. Dabney, of Fort Worth, Tex., ter- 
ritory, has the reputation of being one of 
the most aggressive salesmen in the Dallas 
District. Last month he sold two F. C. W. O. 
orders—one was for a 5-bbl. 14 gauge, Cut 
107, and the other covered 2 10-bbl. 14 gauge, 
Cut 107 outfits. This business was secured 
by Mr. Dabney in one town in one day. 


aged think of John Paul Jones who, 
his defeat seemed to everyone else a 
complished fact, said, “I have just beg 
business men, | 
emulate the example of that great ma 
meet present day difficulties with a § 
heart and a determination nothing can 


J. G RODMA 
Central Mana 


Mr. Philip 
with the Mie) 
He is doing s} 


Mr. C. Lag 
as salesman ~ 
Harrisburg 0: 
C. Storr atu 


Mr. W. G 
“‘Bill,’’ landé 
This order am 
for 2 500-Gal 
only, 2 Cut 42 

Watch out, 
Directorship. 


Mr. C. Ha 
Northeastern ] 
Sales Agent M 
District, has 
total of twely 
Mr. King is d 
his work alon, 


Mr. J. W. & 
of S. F. Bow 
time ago, has 
the Canadian | 
man deserves t 


Benerals 


momaitions 
1 this country, 
| it; we shall 


Seriously, what is your aim? Have you 

7SER al- Sly, 1 Ss you t é 5 
2ws = qual set up something definite as a goal, or 
ne: to fur- are you depending upon 


LSpuOunG@Onnt tins O hee yOu. 
Unless you take the in- 
itiative, your mind is not 
going to be in condition 
to guide you to attain 
your best accomplish- 
ment. Start out with a 
definite aim today. It is 
the only way to be suc- 
cessful, to become a Per- 
manent Business Builder. 
Ij UE, WMD RI RAN 

Mid-Western Manager. 


inest possible 
that can be 
it 

VERCOOL, 
les Manager. 


es are opened up in good shape. The 
1 for Bowser goods seems almost un- 
I never saw orders roll in the way 
ave been in the last few weeks. I 
zinning to think this business is just 
nfancy. D. S. JOHNSON, 
Western Manager. 


ip in the air Mr. J. B. Townsend has just started out 
r this month. from the Toronto Office as one of their rep- 
s territory. resentatives. A hearty welcome is extended 


to you, Mr. Townsend. Success be with you 
in all your efforts. 


been working 


ction of the Mr. C. H. Knodell, Mr. W. McEwen and 

sting Mr. H. My. A. MeIntosh are three Toronto High Men 
who have been producing a splendid business 
all year. 


er known as Mr, C. A. McNoun has been specializing 

der in April. on the sale of Cut 241 equipments lately. 

ts and called Toronto men are making good on this line. 

ut 102 Pump 

1 Cut 154. 

lis after the Mr. J. W. Merrickel, of Toronto, sent in a 
garage order lately for a Cut 102 equipment 

: and a lubricating outfit which netted him 
twenty-five points of business. 

rking in the 

hewan, under 

f the Toronto Mr. W. N. Deming sent in an order from 

this year, 4 a hardware store for a Red Sentry equipment 

ating Outfits. and a Paint Oil battery only a few days ago. 

T mention for Mr, Deming is bent on winning the Cup for 

his District. Mr. Deming is one of Toronto’s 

most consistent producers. 


d the employ 
ime, a short Mr. N. Paquette is heading the Toronto 
a to date in’ procession of producers. There is no doubt 
t. Mr. Free- but what Mr. Paquette will be one of the 
es honored guests at the January Convention. 


Be honest and square with 
yourself. Play no favorite. If 
your analysis of yourself hurts 
be game, take your medicine and 
benefit by it. “Such an analysis 
will reveal to each one of you 
just what your chances are for 
being a PACHMAKBER IN _ 1917 

lak, (Ch Se @usegs. 
District Manager. 


In our division are two men 
who are leading the ranks in the 
largest volume of business se- 
cured throughout the United 
States—and both are fighting for 
the Presidency of the Pacemak- 
ers’ Club, and for Memphis. 
These men have made perfect 
records. They have sold Lubri- 
eating, Kerosene and Paint Oil 
Hquipments have sent in their 
Daily Reports each day, and 
have worked six days a week. 
They report promptly on all 
prospects. H. W. BROWN, 

District Manager. 


Now, boys, let’s all get in be- 
hind this lubricating business 
and work it for all it is worth. 
There are wonderful fieldS we 
haven’t ‘scratched as yet” and 
there iS no reason why Dallas 
shouldnt make the HIGH record 
*this year in the sale of Lubri- 
eating Outfits. 

13% Ab, JES KCI), 
District Manager. 


A great way to make expense 
money and win membership in 
the Pacemakers’ Club is to sell 
Bowser Lubricating Hquipment. 

Coe ies DAW ETS 
Acting District Manager. 


Spring is well on its way, 
Boys! Everything looks fine for 
a gigantic business. Michigan is 
Joel! jy loxe) @ya) (OVD.  VNaWol “IL feviaat 
counting on you. Don’t overlook 
the factory field! And work with 
the constant thought of Bowser 
& Company’s kerosene and lubri- 
eating lines in your mind every 
day. A. S. BOWSER 


District Manager. 


Now that you Atlanta fellows 
have demonstrated the fact that 
you are all out to get together 
and win the Cup, there isn’t any 
question as to the part you are 
going to play in Fort Wayne in 
the January Drama of Suprem- 
acy. You have the will to do 
and the POWER TO ACHIEVE. 
The Convention date is seven 
months away. 

Isl, (Che CONE P IONE DU Rg, 
District Manager. 


Oh, you Buckeyes! You’re 
coming through. Youre display- 
ing your fighting spirit. We are 
going to maintain our big lubri- 
cating lead. 

eel, VV AcIUIeREY, 


District Manager. 


MR. THOMAS CRAGG 


Mr. Thomas Cragg, one of the oldest sales- 
men in the employ of the Company, celebrated’ 
his seventieth birthday May 
9th of this year. 

Mr. Cragg has been with 
the firm twenty-seven years. 
At the time he first went on 
the road, late in the summer 
of 1890, there were but four 
other representatives selling 


the Bowser line; and then 
the Home Office force con- 


sisted of one man, a bookkeeper. 

For twenty-one years Mr. Cragg canvassed 
various territories throughout the United | 
States and Canada. Among his many experi- 
ences he claims having been lost for hours in 
several northern blizzards and one St. Louis 
Tornado proved most disastrous to his sales 
reports. What the effect of these adventures 
were on Mr. Cragg ‘‘didn’t count’? which, of 
course, only goes to prove that Mr. Cragg was 
a genuine salesman and deserved the success 
he won for himself in his work. 

Six years ago Mr. Cragg left the road. He 
came to Fort Wayne and took charge of the 
Information Desk in the Main Office. Nearly 
every one visiting our Office depends upon Mr. 
Cragg when information is wanted. And 
surely every one in the Home Office depends 
upon him now and then for a litle cheer. For 
let it be known that Mr. Cragg is one of the 
optimists in our organization. No matter what 
the weather may be, Mr. Cragg has a smile to 
brighten the greyest hour. 

Many happy returns of the day, Mr. Cragg. 
Our best wishes are extended to you, 


Salesman C. J. Rhode, our Central American repre- 
sentative, is not being forgotten. This notice bears 
witness to that effect. 


Mr. C. F. Comstock, of Detroit, visited the Home 
Plant a short time ago. Come again, Mr. Comstock, 
and make a more extended visit. One day barely gives 
us time to discover you are here. 


Albany Office has ‘‘stepped some’’ since last the- 
Boomer went to press, from Highth to Third Place 
according to the report. Two more jumps and Albany 
will be where? This is the Spring, and Mr. Mann 
and his men evidently believe in moving with the 
rest of us. 
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PAINT OIL EQUIPMENT 


This is the opportune moment to 
convinee Mr. Paint Oil Dealer that his 
profits may be largely increased by the 
installation of a battery of BOWSER 
OUTFITS. Every live, up-to-date, real 
estate owner is inclined to improve his 
property with a fresh coat of paint dur- 
ing the spring and summer. Barrels of 
paint are required daily for that pur- 
pose in the territories of all salesmen. 

Why not profit by this condition? 

W.-M. MANN. 
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A little while back Mr. N. Wetzel, of Chicago, sold 
twenty-three outfits on one order—twenty-two of 
these were first floor battery equipments, and the other 
was a gasoline outfit. Mr. Wetzel’s order represented 
94 points of business. 


LEGIBILITY 


A number of expensive and unnecessary errors have 
been made this month due to inability to decipher 
customers’ names and addresses on order blanks. 
Guesses had to be made and of course these proved 
to be incorrect. Please follow the instructions given 
and PRINT PLAINLY customers’ names and ad- 
dresses on the back of order blanks in the space pro- 
vided for this purpose. 


It surely looks as if the next Pacemaker President 
might hail from Watertown, the same town as the 
Secretary of State hails from. Watertown must be 
some town! (You want to know who we are talking 
about—well we’re talking about our Mr. C. R. Eggles- 
ton of Albany District.) 


Mr. J. S. Williams, who has just recently taken an 
Indiana territory, made a fine start last week. He 
secured a number of orders for a large curb equip- 
ment, and the 1-bbl. Cut 172. His orders were of the 
FE. C. W. O. variety. 


Mr. Charles Monroe, of the Indiana District, was 
greatly handicapped last month on account of bad 
roads, but regardless of unfavorable conditions he has 
been getting a good business every week. In the 
kerosene line he has done especially well. 


Mr. J. J. Reedy, who has just entered the employ 
of Bowser & Company under the jurisdiction of the 
Toronto Office, writes it is his intention to become a 
Pacemaker. We are sure Mr. Reedy is sincere in his 
desire, and we shall be very glad to meet him person- 
ally next January. 


tee 
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BOWSER’S IN THE LEXINGTON DAY 
PARADE 


Forty thousand loyal Americans took part in 
the parade commemorating the Battle of Lex- 
ington, Thursday, April 19, 1917, and was wit- 
nessed by as many more. 

All factories, stores, and business houses 
closed for the afternoon, permitting everybody 
to join in the patriotic demonstration. 

As shown in the above picture, S. F. Bowser 
& Company was represented by every em- 
ployee. Leading the Bowser division was Mr. 
S. F. Bowser, Mr: E. M. Savercool, Mr. D. A. 
Corey, and Mr. E. H. Briggs. 

Everybody in the parade carried a flag and 
the display of ‘‘Old Glory’’ which lined both 
sides of the street along the entire line of march 
was the most gorgeous the city bas ever known. 

It was a memorable demonstration of patri- 
otism and unity of purpose. 


The Indiana Sales Division recently acquired three 
new men who are going to be ‘‘Winners,’’ so the re- 
port reads. These gentlemen are Messrs. B. R. 
Frazee, J. R. Horton, and F. R. Heck. 


Mr. P. A. Eschallier, of Harrisburg, has been doing 
a splendid business of late. His records are most 
encouraging. Undoubtedly Mr. Eschallier will make 
the Club. 


Mr. J. J. Mack, one of Harrisburg’s most consistent 
producers, is now returned to his territory. Mr. Mack 
had the misfortune to break one of his ribs several 
weeks ago. 


Mr. C. R. Murphy, of the Washington Office, has 
lost a lot of time this year on account of illness in his 
family. For the past two weeks, however, he has been 
in the field and has closed an exceptionally fine busi- 
ness. It is quite likely his name will shortly appear 
among the list of Fifteen High Men in the Washing- 
ton District. You are doing splendid work, Mr. Mur- 
phy, in spite of your handiéap. 


Mr. J. Luther Myers sent in some first class business 
last month. Mr. Myers is doing commendable work 
under the direction of Mr. H. C. Storr, of the Harris- 
burg District. He is to be congratulated. 


Mr. Eugene Bureh and Mr. B. A. Dinwiddie, of 
Memphis, have started things rolling in their respee- 
tive territories. These two men are doing splendid 
work. 


Mr. W. G. Stoner, a new Atlanta salesman, declares 
he ‘‘will enter the Pacemakers’ Club ahead of some 
of last year’s 1916 Pacemakers.’’ (Ten to one this 
representative does just what he has resolved to do. 
Such a spirit will carry him a long way toward ac- 
complishment. ) 


Mr. C. M. Schofield has been working ‘‘in the sticks 
of Virginia’’ and is coming mighty strong. Mr. Scho- 
field is hkely to be a top-notcher in the near future. 
Congratulations, and Good Luck, Mr. Schofield. 


Mr. Edwin McGee is crowding Washington High 
Men for place. He is very determined in his desire 
to win honors for his Distriet and himself. Mr. Me- 
Gee promises to make his old friend, Mr. G. M. Scho- 
field, step ‘‘some’’ if he beats him in winning place. 


Mr. J. S. Walsh is producing consistently in his ter- 
ritory. Washington may be proud of this representa- 
tive. He is new to BOWSER methods, yet for all 
that he is an Honor Man and has closed a nice volume 
of business all year. 


Mr. C. C. Claggett, of West Virginia, is ‘‘bent 
upon’’ bursting his ‘‘shoe strings’’ in the race for 
success in Washington. Looks as if he means to 
sprint some between now and January Ist. Our best 
wishes are with you, Mr. Claggett. 


YOUNG—BUT AWAKE TO A GOOD 
OPPORTUNITY 


This young man is 
right on the job. He 
is wide-awake, up-to- 
the minute, in bus- 
iness for himself. He 
1S a prosperous Bow- 
ser Patron. 

It pays to Bowser- 
ize. 


Mr. W. N. Daniel had a bad start. You will find 
his name among Washington’s top producers though. 
That takes grit and hustling. You deserve to win, 
Mr. Daniel, and we know you will! 
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Flags Displayed in Every Department of the Bowser Plant 
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Our boys in the Factory are all mighty proud of their patriotic displays in the various de- 


partments throughout the Factory. 
each individual display better than any other. 


Glory.’’ 


They have gone to no little expense and trouble to make 
Y 


Factory when it comes to producing some very artistic effects 


ou will observe we have some real talent in the 
by the skilled draping of ‘‘Old 


Mr. A. L. Corbin has been closing a big business 
all year. He has challenged the Washington boys to 


a race. And in his opinion ‘‘the gang haven’t a 
chance as he is just getting started.’’ Look out, 


fellows! 


Mr. H. L. Brown has been foreed to leave his terri- 


tory a number of times because of sickness in his 
family. He is maintaining a nice business in Wash- 


ington’s Virginia territory nevertheless, and Mr. A. W| 
Dorsch expects to see him make a place for himself 
very soon among the District’s Fifteen High Men. 


In talking up BOWSER selling points—see how in- 
teresting you can make them, rather than how many 
you can remember and ‘‘spiel’’ by rote. 


On April 9th 
signed up with 
representatives. 
ness so far has 
record is unique 


Mr. W. W. Scruggs, of Memphis, 
this Company as one of the firn’s 
Every dollar of Mr. Seruggs’ busi- 
been Full Cash With Order. This 
and praiseworthy. 


On the 25th of last month Mr. W. A. Armstrong 
paid the Home Office a visit. He said he was anxious 


to learn—nay eager to learn what the Publication 
Department knew about shock absorbers. What have 
we been printing about, ‘‘ Wallie,’’?’ in the Boomer 


lately? And who is going to ‘‘get hit?’’ 
in Detroit know? 


Any one 


Remember what Jonah said to the whale, ‘‘ You 
can’t keep a good man down.’’ 
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Mr. 


of the Harrisburg Office, has the 
reputation of being able to sell one Cut 63 Outfit a 


Fred Brown, 


day at the very least. (Sounds good for Harrisburg, 


doesn’t it?) 


Mr. K. F. Hessenmueller ‘‘smokes.on the Harris- 
burg Office.’? In April he sold 200% of his Lubricat- 
ing Quota in one week! 


Mr, I. H. Nuzum has made what Manager L. E. 
Porter terms a real record. St. Louis may well be 
proud of the work this salesman has done and is doing 
in his territory. 


Mr. W. H. Trammell’s name is on Atlanta’s Honor 
Roll. Why? Because Mr. Trammell is one of that 
District’s Biggest and most consistent Business Pro- 
ducers. There’s always a reason for such notice. 


Out of over $3,000 worth of business Mr. H. A. Fol- 
som, of Harrisburg, secured full cash with more than 
two-thirds of his sales. Mr. Folsom is to be congratu- 
lated on his clever work. 


DOOVWOOHOOOOOOOOOOOOOGOOSOOSOGOOSOOSHOOOOOOO 


Dominate Your 
Market 


Keep BOWSER before the 


buyers of your territory. 
Talk the entire 


4 J LLAN Die 


Line —what itis, its excel- 
lency, its service. So, when 
they think of Oil Storage, 
they will think of BOWSER 


DOOOOOSODOOOSOOOOOOOOOOOOOOHOOOOOOOOOOO 


MEMPHIS SATURDAY SALES 
ARGUMENTS 


SOLD April 28th - - by P. C. Stubblefield 
One 5-bbl. Cut 241 

SOLD April 28th - - - - W. W. Scruggs 
One 10-bbl. Cut 102 

Bel April 23th. - -- -.-- by W.S. Row 
One 5-bbl. Cut 241 and 
Two 5-bbl. Cut 41’s 

SOLD April 28 - - - - by Eugene Burch 
One 5-bbl. Cut 41 


Vu VULEANI Tae 


segment a 


A BOWSER BOOSTER 


The above illustration shows an up-to-date 
Bowserized Vuleanizing and Tire Establish- 
ment. The proprietor, Mr. J. J. Freitas, is 
a strong Bowser Booster. Through the open 
window on the left, a battery of Cut 63’s shows 
in plain view to all passers by. Mr. Freitas 
boasts of one of the best euipped, up-to-date 
business concerns in Northern California. Mr. 
C. C. Compton, who is on the left in the pic- 
ture, covers the Northern territory and is also 
very proud of this Bowser-equipped plant. 


Mr. W. A. Reese, of Harrisburg, wants his Lubri- 
cating Quota doubled. He has been ‘‘doing some 
business’’ and feels like a giant. 


Monday, April 9th, Mr. P. 
order to the Harrisburg Office 
Outfits. 


H. Lemen sent in an 
for seven Lubricating 


Mr. F. W. Swerer has won so much confidence in 
Texas that one of his customers wired him personally, 
payment covering initial fee paid on Bowser outfit 
purchased. Hats off to our Mr. Swerer. 


THE FIRST HOUSE ORGAN EVER ISSUED 


It may be of interest to you fellows to know 
that the first internal house organ ever pub- 
lished was a classic. It may be of further in- 
terest to you to know Benjamin Franklin orig- 
inated this paper and named it ‘‘ Poor Richard’s 


Almanac. * That was back im 1732, and the 
house organ is therefore older than the United 
States. 


BOW SER 
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STANDING OF FORTY HIGH MEN 


APRIL 25, 1917 


I, Eh. Le Mallirone secre Harrisburg s2l) Rs ly Matthews meric ti tener Dallas 
2) JK. FY Hessenmueller nese eee Harrisburg. 922. EO Hs Kilvero-. 2. ceteie at ieee Denver 
32 Ne Matting liye: serait eee Denver, 23.) El Un” Marlow neti een eae ee Denver 
ASW. eV ee Grand alligeei eee ane een eee Denver) 242 (S:7 BS Taylor “se one eee eee Albany“ 
5. G. W. Scott oe i. k betaine teas INC WE OR to.8 ees na OL CTO en te ee Harrisburg!“ 
Ge Cock, sHocleston erwin EAkeets Albanyis 265° Ca Mo UR redericks atsee eee tte St. Louis 
To J. Res Sibleys acts toes ac crea New: York 272 Ji Ma. Tucker ssc ocean itera ener ene Dallas 
8. IN: Paquette erence oe eee Toronto tes28.. J.J Connelly. secrete ent Chicago 
WP Om MM STEROL fice coum Gout 0 cho e Dan WH rancisCOmeyoose Ga ale DTD Sian yeeteceet tenia nee ee Ohio 
10. “G:2 PAW DiCKOViay eae. nee St. Louis “30.<°W) BeVanieson 54.0 eee San Francisco 
11 ¢.RiaD > Nekébero er conan a: Memphis © 3.312") Hi) Girmm a 0e:see ore teiis ce rene eee Dallas 
256K. Coddington ge aa eee eee Denver 9 82. WiBac taactOn, Cleese ele eee eee Harrisburg 
13. 2. Bway iD ettler se mica okie cee Chicago: (23SeawAws Ge arto enltc eer ane Harrisburg 
14). JA. 84 Mevyersiiy smn cee cera Memphis: 734: 9 (CasA® “Wieec on mers ahi iereeaee Chicago 
Os Wiese ALIS ET O01 Se nee eae Michipan = 300 Wi Leas Vielrsary seer eer San Francisco 
165 Ri Diy beortard Sesion ere Harrisburg’ = 365) 7..C. Tanners tees ae eee Dallas 
LT CRW oe) C Wiel Seecemeiar pa aaa cen meer Denver= 737. 90P) OW. Liawther so aeten 2 eee Dallas 
TSH SE PA. VOL blo Cris sere eee HarrisburoW. 38.4.) Cade OSC DS mere ee eer een Chicago 
LOM i) EP eeples spy. eaneettreeatreieen New Yorkv 39. B: G. ‘Whitlock ).5-) Scam Chicago 
20, Joe Vionderen bSeg meine ere Denver 402 S.C. J obmstomiaiac ite iene nner Memphis 


District Office Quota Standing 15th Week Ending April 21 
DIVISION ‘A’? DIVISION ‘B’’ 


= Dallas 2yoc eee B,. I. Prince, Manager, 21. Ohi0n. cee eee I. L. Walker, Manager 

23) St. Lows es eee L.-E. Porter, Manager 2) Memphis. H. W. Brown, Manager 

oe Albany te ees W. M. Mann, Manager 3. Denveriene eet oe ee Cc. C. Barnet, Manager 

av Chicag0e tas .T. D. Kingsley, Manager 4. Michigan........:... A. S. Bowser, Manager 

Ho LLarrispure ace eee ee H. C. Storr, Manager 5, -Indiand ses eens J. W. Burrows, Manager 

6. San Francisco....::. D. S. Johnson, Manager 6. New York....C. H. Davies, Acting Manager 

Ther, AWOPROVMOI NS 85.5 as Gare b oe W. R. Hance, Manager se ASDINS CON erases A. W. Dorsch, Manager 

Si A tlantarwnracerae H. C. Carpenter, Manager 8.) Loulsvillemern cers R. HE. Fleming, Manager | 
District Office Lubricating Standing, May 2, 1917 : 

1. DALLAS 5. SAN FRANCISCO 9. ALBANY 13. ATLANTA 

2. OHIO 6. DENVER 10. NEW YORK 14. HARRISBURG 

SEE baLOUIS 7. INDIANA 11. WASHINGTON 15.5, LORONTO 

4, CHICAGO 8. MICHIGAN 12. MEMPHIS 16. LOUISVILLE 
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This Stops This 


Men, you are in a position 
to help conserve the na- 
tion’s resources. 


Sell lubricating equipment and 
stop the waste of time and oil. 
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SILVER LOVING CUP REACHES 
HARRISBURG OFFICE. 


“‘IT IS YOUR CUP ANDITIS YOUR DUTY TO HOLD IT” 


In a letter commenting upon the arrival of the cup, 
Mr. Storr said in part: 


“The Silver Loving Cup, which was so splendidly 
won by Mr. Colwell and you fellows last year, has 
arrived at the Harrisburg Office. 

“It is a handsome Prize, a magnificent reward for 
work which was well done in 1916, and I hope that 
all of you can make early visits to Harrisburg to 
see it, and in so doing be rewarded for the share 
you contributed. 

“On the front is this inscription: 

““This cup is awarded annually by S. F. Bowser & 
Co., Inc., Ft. Wayne, Ind., to the District Office se- 
curing the highest percentage of its quota for the 
year and will be held by that office throughout the 
following year.’ 

The other District Offices are boasting that ‘Har- 
risburg Can’t Come Back’ and are claiming the Cup 
as their own in 1918. The answer is up to each 
one of you—personally—individually. Two or three 
men cannot hold the Cup for Harrisburg. That 
success will only be gained through the assumption 
of personal responsibility, by every Harrisburg Man 
and his willingness to work hard to back up that 
responsibility. It is your Cup and it is your duty 
to hold it. Personal responsibility will win!” 


Mr. James S. Coutts of Albany tells “the trade” he 
is from Fort Wayne. Mr. Mann writes that this is 
quite true, that Mr. Coutts is from Fort Wayne, 
“several miles from Fort Wayne, in fact.” Now 
whatdoya think of that. 


Mr. P. S. Cornell is doing a good business this 
year. Canadian soil is productive when good men 
till Bowser fields. 
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In speaking of Ohio salesmen who do good work 
Mr. J. O. McCracken, Mr. H. D. Myers, and W. J. 
Bates deserve special mention. 


Mr. W. Lichtenberger of Chicago is doing a fine 
Factory business in his territory at the present time. 
He purchased a Ford Coupe a little while ago in 
order to be able to cover his territory with greater 
rapidity and thoroughness. Success to you, Mr. 
Lichtenberger! You are certainly going good. 


Mr. C. S. Bootes sold a couple of Bowser Lubricat- 
ing Outfits a while back according to our Toronto 
reports. Mr. Bootes appreciates the fact that this 
type of a sale pays. Sell a couple more of these 
equipments, Mr. Bootes. 


Mr. Z. V. McClure intends to comb every inch of 
his territory as it has never before been combed— 
so great is his determination to make the Club ahead 
of his co-workers. 


Mr. E. A. Hart has just taken up work under the 
jurisdiction of St. Louis. He is canvassing in North- 
eastern Missouri. His first order covered the sale of 
a two-barrel, Cut 19, kerosene outfit. This is a good 
“send off,’ Mr. Hart. 


Mr. B. H. Alden’s name is listed among Albany’s 
Tenacious Ten we notice. Good work, Mr. Alden. 
It means WORK to land your Given Name, Middle 
Name and Last Name all on the Honor Roll. 


St. Louis advises us that plates are to be re- 
served for Mr. H. M. Brown, and Mr. O. W. Davis, 
for these two gentlemen are “going good,” and are 
well on their way to Pacemaker Memberships. 


Mr. D. A. Howard of Albany sold nine private gar- 
age orders and one order for a 500-gallon, type “C” 
tank this month. This isn’t all he has done either, 
“not by a long shot.” 


Mr. R. D. Evans, formerly covering territory in 
Chicago, has recently taken up work in Council 
Bluffs, Iowa, under the jurisdiction of the St. Louis 
Office. 


Mr. R. S. Gilchrist of Toronto sold two Lubricat- 
ing Outfits during the last week in April. We are 
watching to see what this representative will do dur- 
ing May. 


Mr. C. M. Carpenter recently took an order ate 
Where- — 
Albany salesmen are getting the © 


11:30 at night, “and then quit for the day.” 
dayaget that stuff? 
orders “lately.” 


Mr. W. S. Evans secured an order this month for 


‘a ten-barrel Type B outfit, terms F. C. W. O. Albany 


work! 
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BUSINESS AS USUAL—AND MORE OF IT 


This should be the American Slogan during 
the war and ever after. 
There is danger in too much economy. 


There is danger in too much talk about econ- 
omy. 


And there is little reason for the don’t buy 
now’’ wave which has been sweeping over the 


United States for the last few weeks. 


Why not buy now? We have the money 
with which to buy. And if everybody con- 
tinues to buy—not extravagantly—but reason- 
ably, doesn’t it follow that the factories will 
keep humming at their tasks of making things 
for Americans to wear, to put into their fac- 
tories, stores, places of business and _ their 
homes? 


Of course, the food situation has drawn a 
sharp line of distinction in this matter. We 
must be conservative in the use of food 
products, not because we have no money with 
which to buy food, but because the food sup- 
ples, being in demand, are limited. 


But the economy which applies to the con- 
sumption of wheat, potatoes, and the like is 
vastly different from the economy which ap- 
plies to the purchase of clothes, home furnish- 
ings, store equipment, ete. We are not run- 
“ning the risk of causing others to suffer when 
~ ‘we buy the latter. 


One is a case of enforced conservation. Be 
yond those things which we must conserve in 
order that the world and its armies may be 
fed and clothed, we see no reason for any post- 
ponement of the average purchases. 


Let business go on in its sane and normal 
way. Buy what you need, eat what you need, 
wear what you need. Don’t stop business. Be 
a little more thoughful, a little more industri- 
ous, a little more efficient, and lsten—the best 
times in a business way this country has ever 
had are just about on us. Can you conceive 
of such a condition of general prosperity as 
will be brought about by the government col- 
lecting from the people seven billions of dol- 
lars, and then taking this seven billions and 
spending it right back among the people again? 
That will put back into circulation among the 
people more cash money than there is cash per 
capita money in the United States. 

Business as usual—and more of it. 


—Reprint from Bowser Booster, May, 1917. 


A CREATIVE SALE. 


The relation of the buyer and the seller after 
the sale determines the merit of the transaction. 

That is, the salesman must render through 
the medium of his honest purpose of benefiting 
the buyer, such service as will beget in his cus- 
tomer’s mind positive ideas regarding the 
worth of the product sold—thus creating a 
foundation for new desire to be later expressed 
by further purchases. 

Such a sale may properly be ealled creative. 


OPTIMISM. 
he rain it poured, 
The sea it roared, 
The sky was draped in black. 


ed 


“The old ship rolled, 
She pitched and bowled 
And lost her chartered track ! 


** “Oh dear! Will it clear?’ 
Loud wailed a dame on deck. 
As they heaved the lead, 
The skipper said, 
‘Well, it always has, by heck!’ ”’ 


“JUST A LITTLE BIT OF JINGER” 
JUST A LITTLE BIT OF SAND, 

PLANTS THE HEEL ON TROUBLE— 
MAKHS A MAN FEEL GRAND! 
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St. Louis Office writes, that with Mr. A. E. Darl- 


ing’s seasoned assistance, Mr. D. W. O’Brien, Mr. 
B. A. Slater, Mr. W. H. Johnson, Mr. E. EH. Farley, 
and Mr. I. E. Nuzum will be at the Convention sure 
in January. They also said these gentlement were 
selling tanks in territories where “tank selling was 
farm from cinchie’’, so especial mention is due these 
salesmen. 


Mr. Henry Steinel, of the St. Louis District, is 
considering the investment of a row boat. There 
has been so much rain in his territory such a pur- 
chase would be wisdom. In lieu of the conditions 
in Mr. Steinel’s section of the country he deserves 
considerable credit for the good business he has 
been securing. 


Mr. J. S. Bronson, Mr. W. EH. Grooms, Mr. S. B. 
Rann and Mrs. R. M. Dartt are going to sit at the 
banquet table, so they claim, and if they take such 
a view of the matter, they will be sure to celebrate 
with the St. Louis victors. All right, gentlemen, 
where shall you have your chairs placed? 


Mr. Charles H. Pridey, Mr. R. G. Kenney, and Mr. 
R. F..Kimball and Mr. F. M. Fale—all St. Louis 
representatives—are booked to make the Club long 
before the snow flies in Missouri. That’s good news, 
and we expect you to “show us.” 


Mr. George R. Quarles is Bowserizing the Spring- 
field, Illinois, territory. He has been especially suc- 
cessful in securing full cash with his orders. St. 
Louis may well be proud of Mr. Quarles’ 


Mr. Harry Gunn visited us all in Fort Wayne, May 
21st. Mr. Gunn was very optimistic over business 
conditions and prophesied a big year for 1917. 


Customers are like umbrellas—somebody always 
walks away with them if you don’t keep your eye 
on them. 


ON THE JOB. 


These two gentlemen 
are ready and waiting 
for the autoist. One 
turns the crank, and 
the other assists Mr. 
Motorist in filling his 
car. In a trice the pho- 
tographed duo satisfy 
the desires of the most 
fastidious car owner. 

This is an Old Style 
Cut 241 and has been 
giving perfect service 
for years. 


A GOOD WORD FROM A CUSTOMER. 


Amherst,S.D., May 238, 717. 
S. F. Bowser & Co., Inc., 
Fort Wayne, Ind., 
Gentlemen: 

On April, 29, 1914 our 
store and the lumber yard 
next door were destroyed 
by fire. The wind was 
just right so as to carry 
the heat directly over our 
Bowser pump which of course got red_ hot, 
burning out the wood on the erank handle, tak- 
ing the temper out of the spring lock, melting 
the tally, ete., but was in shape to pump gas 
the next morning. Of course the packing was 
all burned and melted out so as to allow gas to 
leak out at the joints but it needed no priming. 

Iam mailing you the melted tally under sep- 
arate cover and also enclosing a picture of the 
Bowser before and after the fire. I feel that 
this is an exceptional test for any gasoline out- 
fit and you can surely guarantee these Red 
Sentry pumps against any amount of heat. 
THEY WILL NOT EXPLODE. 

All the repairs we will need to put it in shape 
are duplicates of the ones we are sending you. 
We have replaced the hose and it is in working 
shape at the present time. 

Yours truly, 
AMHERST MERCANTILE COMPANY, 
By W. H. Pringle. 


Mr. R. EK. Clement and Mr. C. R. Ward are making 
strenuous efforts to Bowserize their territories, and 
what’s more they are succeeding by all reports. It 
certainly does look as if the Cup were lilely to be 
in St. Louis next year. 


Mr. J. F. Vonderembse, of Denver, has surpassed - 


~all his previous records of sales so far. He has done 


the biggest business this year in the history of his 
career. 
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Inexperienced as a salesman, Mr. J. W. Carlton, 
who has been with the Company only a few weeis, 
is doing exceptional work selling Kerosene and Lub- 
ricating equipment. We are sure Mr. Carlton is go- 
ing to develop into a high class representative and 
become one of the Indiana Prize Winners. Mr. 
Carlton is a “result getter.” 


Mr. J. H. Bedser, who recently took up work under 
the St. Louis Office, is expected to make the Club 
in a few more weeks. * Mr. Bedser has been with 
Bowser & Company for a number of years and is 
one of the firm’s most successful salesmen. 


Mr. J. EK. Hummer, a recent addition to the Denver 
District, is “making the sand fly in southwestern 
Kansas,” and gave us his promise of being a “sure 
enough Hummer.” (Barnet gave us his word for this.) 
Looks good for Mr. Hummer, doesn’t it, and for 
Denver, too? 


Mr. C. R. Monroe who represents S. F. Bowser & 
Company in Southern Indiana is surely going to be 
one of the firm’s Prize Winning representatives. He 
is a hard worker and sells all the lines. We are go- 
ing to watch Mr. Monroe’s activities. We believe he 
is going to be a winner. 


Mr. G. P. Dickey has already secured sufficient 
business to put him in the Club. However, he is 
out for first honors this year. Best wishes, and suc- 
cess to you, Mr. Dickey. 


Mr. George G. Davey, a new man in St. Louis, is 
“going to make the Club or bust.” Right now his 
work looks so promising we are willing to phrophesy 
Mr. Davey not only makes his 500-point standing, 
but takes more business out of Ottumwa, Iowa, terri- 
tory than is included in Pacemaker records. 


Mr. B. R. King is doing a good business, and he 
has a mighty fine chance to make the Club. Mr. 
King is one of those fellows that works hard and 
works all the lines. He is sure to be a Pacemaker. 
Mr. King is an Indiana salesman. 


Mr. C. EH. Terry, who recently took up work in the 
Mount Vernon, Illinois territory, has considerable 
ambition in regard to Bowserizing his portion of 
Illinois. That’s the St. Louis spirit of successful 
salesmanship. Good Luck to you, Mr. Terry. 


In the Ozarks, St. Louis’ Mr. C. M. Fredericks is 
doing good work. Mr. Fredericks will be in the 
Club right soon. 


To Mr. M. B. Long of Atlanta, whose 
mother has just died, we extend our 
sincere sympathy. We regret very 
much to learn of your loss, Mr. Long. 


® Buyer Bus 


A Little Jaunt with Mr. S. J. Redford in His 
Kentucky Territory. 


Mr. 8. J. Redford, Louisville District, is not 
enly rapidly gaining points for membership 
in the Pacemakers’ Club but he is spreading 
the gocd news of Bowser equipment through- 
out his territory. Note that he sells lubricating 
equipment as well as gasoline. ‘‘Even though 
they are not always home.”’ 


Mr. Lane Williams, who covers what is known 
as the Charleston territory, has produced consist- 
ently this year. Down in the St. Louis District he 
is called “one of our Corn Huskers,’ which must 


mean, “Heap Big Worker.” 


Mr. H. E. Conn is scoring this month for the Indi- 
ana District. He has been doing a good business in 
his territory. 


The largest room in the world is the Room for 
Improvement. 
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Rejoice in the 
Company's unpre- 
cedented prosper- 
ity! his yeeraen 
will be a banner 
year. And we are 
all proud in Har- 
risburg to have 
our share in con- 
tributing to the 
general success of the entire or- 
ganization. 


Bee CL ORVES. 
District Manager. 


We are getting 


District. and your Company, and 
the INNER MAN. 


headquarters in 


Yours for Paint 
OR Equipment! 
Go to it, boys! 
Don’t be scared 
about showing 
ViOUl  abilityen an 
this line. Just 
satisfy yourself in 
making your com- 
missions grow, 
and satisfy your 


CG. CS BARNET, 
District Manager. 


Coas 
=~ Survey by 


Ml | ah j ty ” 


We are out this 
year to break 
every record pre- 
viously establish- 
ed. We make a 
personal request 
to every salesman 
and every District 


ret melt). tT O.mn bao wad one county long We are making 

; Manager as well, 
now. We should enough to clean our ele oe Pace to can behind the 
settle down tothe it up. thee S s a Lubricating Oil 
Calling List sys- Bowser Company Toe Marie 3 
tem—thus making . PORTER, is making every 10,000 Jus t -to 
effort possible to HG That F a 
hasten shipments SON ape Sahel 

My boys are not Ney a Teekay ales good sports as 4 

permitting outside Louisville is spite congested EK. M. 84 


causes to inter- 
fere with their 
sales work Satur- 
days. They are 
using their Bow- 
ser training and 
experience in over- 
coming customers’ 


statements that 
they ‘‘will buy later” or “are too 
busy now to purchase.’. Wash- 


ington salesmen are practicing 
clever sales work on Saturdays 
and more than boosting their 
commissions. fC 
A We DORSCH, 
District Manager. 


This is one of the best Bowser 
the year. 
profits. 


J. W. BURROWS, District Manager. W. M. MANN, District Manager. 


Mr. Fritz Lowe, who is a compara- 
tively new man in the Harrisburg Dis- 
trict, is deserving of special comment. 
Mr. Lowe has been accomplishing 
things in his territory, and he will 
assuredly make the Club by keeping 
up the pace he has set for himself. 
We extend our best wishes to you, 
Mr. Lowe, and hope we may have 
the pleasure of meeting you here at 
the Home Office with the rest of the 
boys from your District in January. 


Mr. C. R. McLuaghlin and Mr. Lee 
Kuhn, of Memphis, are doing special 
work in the Sugar Mill Districts in 
their respective territories. Accord- 
ing to a report we received last week, 
that office is being swamped with or- 
ders from various Sugar Refineries. 


Mr. J. H. Smitha, of Monroe, Louisi- 
ana territory, under the jurisdiction 
of the Memphis Office, has entered 
the Officer’ Training Camp at Little 
Rock, Arkansas, 


seasons of 
Make hay! Get your share of the 


ness getting.” 


An evening now and then devoted to the 
preparing of Paint Oil Data Sheets and esti- 
mates will turn the trick of making Paint 
It may not be quite as exciting as 
a game of billiards, but the profits are im- 


Oil Sales. 


measureably greater. 


Mr. C. I. Benford, who is doing 
good work out in Denver, is fast be- 
coming famous for his unique auto- 
mobile experiences. He has thrice 
been stuck in ‘“‘dobe” mud” over the 
hubs of his car, and once last winter, 
this enterprising salesman was forced 
to spent an entire night under a snow- 
drift. This last disaster ended im- 
mediately he was dug out, for he 
chugged away with one eye on his 
calling list and the other on the road. 
Circumstances never down the really 
dauntless man. 


Mr. Eugene Burch, Memphis’ new 
salesman, is doing well in his terri- 
tory. He is one of the hardest work- 
ers ever employed to canvass by that 
District, and Memphis as well as the 
Home Office expects some pretty Big 
Things of Mr. Burch. 


In this morning’s mail we received 
six orderss from Mr. E. E. Lowe, of 
Memphis. Five were F. CG. W. O. 
sales, and the other was a C. W. O. 
sale. 


customers. 
New men are com- cessation. 


making a substan- conditions a fine co-operative spirit is being 
tial gain in “busi- evidenced between our Branch Office and our 
Big orders are rolling in without 


ing to the front D. S. JOHNSON, a 

and old timers are Western Manager. depa 

shifting gears — i DE 

going into high. anda 

Every Louisville 2 

representative is ieee 

setting a new speed. Ve’re go- oT a 

ing to get there. zati¢ 
R. E. FLEMING, the 

District Manager. Bra 


and in the Factory, 
of the Bowser Instit 
you men on the road 
power PLUS in your’ 
to become peers in yo 


While Toronto mé 
and business was ql 
we are delighted t 
men are now produ 
vious records ever 1 
very encouraging an 
fied in looking forw: 
business during the 

TORON™ 


Claud Bennett, Dallas Distri 
making fast strides toward Pace! 
membership this year. He just 
in an order for dry cleaning 
ment totaling $1,500.00 and sent 
W. O. Mr. Bennett made the 
last year, his first year with the 
pany. Some order and some ter! 


Mr. R. E. Erwin, formerly 0 
firing line in eastern Nebraska 
joined the Denver Pikes’ Peak © 
and is interesting himself in § 
how much work he can do be 
the hours of dawn and nightfall. 
Erwin is an experienced salesma 
we expect he will make a reco! 
Denver this year. 


Mr. C. P. Law, who has im 
misfortune to be ill for nearly 
months, is now back in harnes! 
producing up to his old time : 
ard. Harrisburg is proud of Mr. 


Mr. H. A. Folsom has a spl 
record selling business F. C. \ 
Mr. Folsom is a Harrisburg repr 


ative. 
7 


5oast 


well as good 
salesmen, let us 
(for easy count- 
ing) make the 
sales for the year 
PA000,. Or 1,000. a 
month. Let’s have 
a little fun—get 
some joy out of 
the proposition, 
and incidentally 
make a bunch of 
big money out of 
the finest side line 
there is in exist- 
ence. . 
ral Sales Manager. 


lb@zher eMLE  Sixayb 
AvOLOsUN tee tle 
raw material from 
which 
equipment is man- 
ufactured. Know 


can 


Those who say 
least do most. 
Ever notice that 
about Dallas? 

Bali 2RLN CE, 

District Manager. 


ihe Shaye “euilkyicetards 
the clcsing of an 
order that counts; 
more often it is 
the seed you sow 
along the way 
that takes root 
and eventually 


Boys, 
one of you are 
thoroughbreds. 
PO) een nearny 


every 


A Real Bowser 
Salesman is a 
buyer’s advisor. 
He considers the 
rock bottom needs 
cf every customer 
he meets. He 
carefully and ac- 
curately investi- 
gates the business 
OfMmielsm prospect 
Zemember at all 
times, you salesmen are working 
for one thing—and that is to as- 
sist your customer. 

CEs DAVES: 
Acting District Manager. 


under the wire 
with a hundred 
ner cent stand- 
ing. 


blossoms out into ounce of your : 
: ) me rap 
orders. Be gov- enersy on the A. 8. BOWSER, 
erned by this truth in talking to your next Home Stretch. District Man- 
prospect. We want to go ager. 


_. des Is INNUAR Ry / Noe 
Mid-Western Manager. 


Hach and every 
salesman fighting 
under Atlanta’s 
Banner has ap- 
pointed himself a 
committee of one 


Bowser 


Let’s make some 
money and supply 
Que CGwig E@iyeiee 
wants. Let's show 
that Dallas Bunch 


ee Swe to shoot across we ot going 
through—to the enough business to let them keep 
cess Aniaeato tees. 6 each week to their lead without 
vant a Anished ¢: i overthrow and take Dallas. a lively scrap. 
oon and pump. That CBee at who under- Be ae oe nea 
y stands his product wins. District Manager. District Manager. 
lets Sp COMA DIbIb, 
rT. Hastern Manager. 
Never was there a time when our Nation, 
’ our State, and our Organization needed us 
his year more! The wheels of progress must be kept 
months, moving. All lines of business must be super- 
ir sales- active. 
all pre- Men, urge your customers to plant more 
This is crops, to improve the roads, to keep currency 
re justi- on the jump, and thus keep business boom- Chicago is getting a splendid business in 
onderful RiGee. Remember a lot of Bowser Systems the Kerosene line. And what's more we are 
he are needed. Shine up your sales talks. And going to keep up our good work in the Lu- 
“FICE. Good Luck! bricating business, too. 
H. W. BROWN, District Manager. T. D. KINGSLEY, District Manager. 
J. M. Prigg, of the Harrisburg Mr. J. M. Henley, a new man in Mr. E. P. Walker, of the Memphis 
ct, is setting a pace for himself the Harrisburg Sales Organization, is District, has been sick during the 
year. He has outdistanced all coming right along this month. His greater part of the year. When he 
revious records of sales. Such work shows the grasp he has on Bow- fully recovers, all prospects in his 
means but one thine. Mr. Prigg ser methods and policies. It is possi- territory ‘had better look out!” 
rancing—bringing his life up to ble and likely that you will be inthe Here’s hoping you are in the best of 
1er plane. And this sort of an Club before Decemter 1st. Mr. Hen- health when you receive this mention, 
iplishment is never easy. Mr. ley. . Mr. Walker. 


we sincerely admire your pro- 


ve spirit. Mr. R. D. Evans, formerly covering 
territory in Chicago, has - recently 

H. U. Earle, otherwise known taken up work in Council Bluffs, 

idomitable Harry, is putting Iowa, under the jurisdiction of the St. 

across this month stronger than Louis Office. 

He is climbing to unbelievable 

les with the Denver Daring Mr. F. R. Heck has taken over the 

, and soon will be in the clouds Richmond territory under the super- 

shest Accomplishment. vision of the Indiana Office. Mr. Heck 


has been with the Company a little 


Fritz Kilver had some trouble over a month. 


the Rocky Mountains last week. 
all of snow was so heavy he had 
ip his Ford by rail. 
all impassable. Mr. Kilver is 
g the business just the same. 


Jenver spirit, boys. 


Mr. J. P. Fahey, Mr. Walter Snapp, 
and Mr. F. N. Butts are doing a nota- 
ble business in Nebraska under the 
direction of St. Louis. 


The trails 


Ww. W. Martin, of 


the Chicago Mr. J. R. Sibley, of New York, paid 


has enlisted in the army. the Home Office a short visit last week. 


Mr. J. R. Horton, a new man in 
the Indiana District, has just started 
canvassing Kokomo territory. Our 
best wishes are with you, Mr. Hor- 
ton. 


Mr. Fred Browne, working under 
the Philadelphia Branch Office, is do- 
ing a nice business right now. He is 
especially successful in selling Cut 63 
equipments. 


Mr. G. C. Hexamer, a new man 
working under the direction of the 
Harrisburg Office, is doing some very 
nice work at the present time. 


Mr. W. IF. Hichelberger is doing an 
excellent business this month. He is 
one of Harrisburg’s best salesmen. 


LUBRICATING SALES 


By H. C. STORR, Manager Harrisburg District 


Every place where Lubricating Oil is used 
should have proper storage for that oil. There 
is only one thing worse than dirty oil, and that 
is, no oil at all, so that a man who does not 
store his Lubrieating Oil properly is putting 
dirty oil on his machinery and as dirt means 
friction, and friction means wear, he is wearing 
out his machinery needlessly, and this costs 
money. You ean be sure that there is dirt in 
the jigger tanks. Rub your finger on the tray 
and feel the grit. Roll up your sleeve, put your 
hand down on the bottom of the tank and feel 
the grit there. The oil won’t do you any harm 
and a demonstration of the fact that an engi- 
neer is putting dirt on the bearings will bring 
you profitable business. Why should a man 
pay for Lubrication and efficiency and get fric- 
tion, wasted energy, worn out machinery, in- 
creased coal bills, shut-downs and trouble? A 
3owser tank is the best measure of prepared- 
ness against these things. 


A drop of oil on the garage floor getting on 
the tires will rot them. If allowed to soak into 
a tire it may make a weak spot that will cause 
a blow-out and perhaps a serious accident when 
the tire, from all appearances, is good. Oil on 
the hands of a garage man or his assistants 
means oily clothes—means greasy coins handed 
out in change to the customer, and there are 
mighty few people touring for pleasure who 
appreciate being handed a dirty, greasy piece 
of money when they stop at a garage to buy 
some gasoline or other necessity. Of course, all 
money is good, but no man, and especially no 
lady, appreciates the opportunity of stowing 
away grease in their clothes, even if it is on 
good coins of the realm, 


Oil standing in barrels loses both quantity 
and quality. It loses quantity by absorption 
and leakage. It loses quality by evaporation 
of the lighter hydro-carbons. It is no more 
profitable to sell Lubricating Oil by guess than 
it is to sell gasoline, canned goods or sugar by 
guess. The natural tendeney, when Lubricat- 


ing Oil is stored in unsightly tanks, is to put 
the tanks in an out-of-the-way place, at some 


point where the public will not see the nasty 
mess of oil on the floor, and dirty tanks with 
the oil catching all the dust and dirt flying in 
the air. If it is stored in a Bowser Tank, the 
natural tendency is to take pride in the equip- 
ment and put it where it can be seen when 
coming into the garage. We all know that stor- 
ing goods where people can see them, increases 
the sales. If that were not so, there would be 
no show windows. We might as well do with- 
out show windows, and keep the goods in the 
basement, as to store the Lubricating Oil, the 
sale of which is most profitable, in an out-of- 
the-way place. 


There are thousands of arguments in favor 
of Bowser storage for Lubricating Oil. The 
outfits themselves cost mighty little money and 
pay most wonderful dividends on the invest- 
ment. 


All of these concerns use Lubricating Oils— 
and are S. F. Bowser & Company prospects. 


Lumber Yards. 

Packing Houses. 

Piane Factories. 

Planing Mills. 

Printing and Publish- 
ing Houses. 

Repair Shops. 

Rubber Factories. 

Sand and Gravel Com- 


Bakeries (large.) 
Brick Yards. 

Cement Plants. 

Coal Mines. 
Creameries. 

Eleetrie Power Plants. 
Flour and Grist Mills. 
Ferry Companies. 
Furniture Factories 


(all kinds. ) panies. 
Garages. Sash and Door Fae- 
Gas Companies. tories. 


Sheet Metal Works. 

Shoe Factories. 

Silk Mills. 

Steam Heating Com- 
panies. 

Street Railways. 

Stone Quarries. 

Telephone Companies. 

Water Companies. 

Factories (all kinds.) 


Ice Manufacturing 
Plants. 

Glass Works. 

Ice Cream Factories. 

Knitting Mills (hosi- 
ery and underwear. ) 

Laundries. 

Lumber Mills. 

Municipal Plants (all 
kinds. ) 


~YOU ean make money by ealling on them. 
—H. C. STORR. 
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Mr. J. S. Bronson of St. Louis spoke in the Effici- 
ency Club Rooms, Tuesday, May 15, on the subject 
of closing a sale after the prospect has said “NO” 
very decidedly. In his talk Mr. Bronson cited an 
example of making a sale in lieu of his customer’s 
having delivered four emphatic “NO’S.” Just re- 
member this, boys, when confronted by the spiked 
word. 


Mr. F. W. Devereux secured four fine private gar- 
age orders—all F. C. W. O. terms, three Cut 172’s, 
two “Chief Sentry equipments”, also a Red Sentry 
for the City Department of Public Works in Albany, 
and several orders for smaller outfits; all this in a 
period of a few days. Devereux hails from the AI- 
bany District. 


Here is an example of what Mr. P. F. Bearse of 
Albany does when he gets busy with uis order pad: 
One twenty-barrel, 12-gauge, Cut 101, and a Cut 121 
Wheel Tank with a Cut 73 attachment. In addition 
to this Mr. Bearse landed two “Chief Sentry’ or- 
ders—just to keep his hand in. 


Mr. R. F. Kimball, who has been a Bowser repre- 
sentative for a few months under the direction of 
the St. Louis Office, and who has been particularly 
successful in our line, is a married man now. Our 
best wishes are extended to you, Mr. Kimball. The 
wedding took place May 9th. 


Mr. R. A. Dusault of Albany has sold so many fine 
orders lately space will not permit of a listing. Let 
it be known, however, in the inch given over to this 
gentleman that he sold a 1500-gallon tank for a Cut 
101 outfit last week, a ten-barrel, 12-gauge Cut 102, 
three 63’s, and a Cut 172. 


May 19: Mr. Paul H. Lemen of the Harrisburg 
Office just sold a $1600.00 Dry Cleaning Order. This 
is splendid work, Mr. Lemen—well worth featuring. 
We congratulate you on your business ability. The 
landing of such a ‘“‘whopper’” does you and your Dis- 
trict proud. 


Mr. A. M. Lucas of the Denver Office has just re- 
signed on account of joining the Federal Reserve 
Corps. Mr. Lucas has been a member of the Fed- 
eral Reserve since 1910. He is now recruiting and 
training soldiers down in New Mexico. 


Mr. P. C. Stubblefield of Memphis has been called 
to the Training Camp at Fort Logan where he is 
training at the present time to become an officer. 
Mr. Stubblefield has our most sincere regard. We 
wish him a brilliant military career. 


Mr. S. F. Taylor scored for Albany recently. He 
sold four, Cut 172’s, a Cut 154, a 6-F-2 Circulating 
and Filtration system, a Cut 750 and a Cut 41 equip- 
ment. Mr. Taylor is in the “Thousand-a-Week Class.” 


Mr. C. R. Ross of the Albany District did a splen- 
did F. C. W. O. business last week. He is on the 
job when it comes to writing up this sort of order. 


FIRE CHIEF JAS. B. HENLY IS STRONG 
FOR THE BOWSER. 


y 


Eee 


Iron View, Mich. 


FIRE DEPARTMENT. 


S. F. Bowser & Company, Ince., 
Fort Wayne, Ind., 
Gentlemen :-— 

Fire started in barrel of rubbish at left of 
pump. 

Damage to building and contents $1,300. Oil 
tank full and untouched. 

Yours very truly, 
JAS. B. HENLY, Chief. 


Mr. J. Willis of Toronto has his name entered on 
the Canadian list of Lubricating Oil Contestants. 
Mr. Willis knows “good business” when he sees it. 


Four big producers in the Michigan District are 
iMGe, di, IP, Isleeemnena, Whe, a, ©. Aisles, Woe, Ielenvby) 
Carlton, and Mr. P. EH. DeVries. 
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THE MEMPHIS TREASURER OF DAILY 
REPORTS. 


Nineteen of the boys down in Memphis won a hun- 
dred per cent average on the mailing in of Daily 
Reports to their District Office. The remaining four 
salesmen who make up the sales force ‘“‘came across” 
with high averages. 

The credit for this splendid showing belongs to 
Miss Lorena Yeates, the Memphis Treasurer of Daily 
Reports. 


EXTRA—BULLETINS. 


A certain salesman—who is working for the Di- 
rectorship of the Indiana District—just gave the 
Boomer a nice little idea to utilize in selling Cut 19 
equipments. It seems that whenever this gentleman 
has sold a Kerosene Outfit he draws a Bulletin of a 
Cut 19 equipment from his coat pocket, and while the 
customer is still warm with the heat of purchasing 
in his blood, this representative interests him in the 
Cut 19 outfit. 

Boys, by always carrying in your coat pockets ad- 
ditional Bulletins related to the sales you know you 
are likely to make in your day’s canvassing, you can 
entirely do away with ‘“pawing”’ over your entire 
Bulletin Books in a vain and nervous search for the 
particular Bulletin you want. You can save time, 
and “get”? your cutomer before his interest cools. 
Keep these Bulletins “on tap” and see how much 
they will assist you in making extra sales. 


One of Mr. F. H. Richardson’s orders, taken re- 
cently, was made up of: One, 1000-gallon, Cut 102 
Outfit; One, Cut 103 equipment, and a battery of 
Cut 64 outfits with accessories. This order netted 
Mr. Richardson nearly forty points. Albany certain- 
ly may claim this representative as one of their big 
producers. 


Mr. C. C. Compton of San Francisco is reported as 
“crowding his competitors” in northern California. 
Steady, consistent effort has wonderfully increased 
this representative’s business every month. Mr. 
Compton is sure to visit the Home Office in January, 
and we are waiting to meet him. 


Mr. J. T. Gibbons of the Washington Office is mak- 
ing a splendid record for himself again this year. 
He is one of “best talkers” and “best sellers” the 
Company employs. Too much cannot be said about 
the up-to-date sales methods used by Mr. Gibbons. 


Mr. G. W. Scroggs is working persistently this 
month. He is bent upon keeping in the foremost 
ranks of the Famous Dallas Doers. 


Mr. R. J. Coddington sold an order that covered a 
5-barrel, Cut 101 outfit, and a 5-barrel tank the other 
day. San Francisco business is coming right along. 


Mr. W. A. Ring of Albany made fifty Pacemakers’ 
points in one week’s time during the latter part of 
May. 


Mr, GC. L. Stebbens, Mr: I. Re] Rhodesie Vince 
Reedy, Mr. W. J. Murray, Mr. A. McAllister, and 
Mr. K. N. MacIntosh—all Toronto representatives— 
are seeing to it that they are working along lubricat- 


ing lines. These men have their own interests and 
the interests of their customers at heart in keeping 
this equipment moving. 


Mr. BE. W. Adams of the Albany Office covers his 
territory with a ‘Scripps Booth.” If his business 
keeps growing at the rate it has been during the last 
few days, Mr. Adams will soon be in a position to 
buy himself a whole flock of cars. Congratulations, 
Mr. Adams. 


Mr. D. F. Hernon is doing the Albany District 
proud these days as usual. Recently he placed an 
order for a “Red Sentry” with a four-barrel tank, a 
Cut 63 and a Cut 128 for Lubricating Oils. ‘Leave 
it to Hernon” as Mr. Mann says. 


Miss Winnifred Menear is to be a Boomer Corres- 
pondent for the Toronto District. She is to report 
all matters of interest and value connected with Ca- 
nadian activities. Miss Menear has freely given her 
services to the Editorial Staff and her kindness is 
greatly appreciated. 


Mr. J. F. Jeffreys traveling in North Carolina un- 
der the direction of the Washington Office is a Top- 
Notch Bowser representative. He has made a name 
for himself this year through the enthusiasm and 
interest he has evidenced in his work. 


Some of the men who bring in big business for 
the Ohio District are).Mr. J:sG.) Phipps) Line 
Potts, Mr. I. M. Camden, Mr. J. H. King, Mr. E. Stein- 
hauser, Mr. D. W. Newland, and J. H. Quinn. 


SATURDAY SALES. 
Does it pay to work Saturdays? You know 
I have been after the boys a long time about 
working Saturdays but there are only a few 
now that make no effort to work on this day. 
The Washington salesmen are getting the busi- 
ness on Saturdays the same as on any other 


days. The following men closed business on a 

recent Saturday: 
J 2 0s-Gibbons ee Two Gasoline Outfits 
Go“ PB Stoy aL ee One Gasoline Outfit 
GAL Sniit hi eee One Kerosene Outfit 
Gu Aj S0ith. ee One Gasoline Outfit 
a az... Wal shinee ee One Kerosene Outfit 
WAY Billinosiemem eee One Gasoline Outfit 
COnGe Clayoettc aa One Gasoline Outfit 
Mi dae Campbell aa One Gasoline Outfit 
WG. Ghandlersaee: One Kerosene Outfit 
WN Daniel 2eaawe One Lubricating Outfit 
Gi Ke Diverzey cee One Lubricating Outfit 


—A. W. DORSCH. 
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An interesting little Bowser party in Iowa, 
consisting of Mr. and Mrs. Noal Mattingly, and 


Mr. Geo. P. Dickey and family. What do you 
think of Noal’s new Cadillac coupe? Some 
class, We say. 


Mr. B. F. Sias has been suffering from a sceptic 
finger. At one time it appeared absolutely necessary 
to amputate—not only the finger but Mr. Sias’ entire 
arm. However, according to Albany’s last report of 
this salesman’s condition reads “much better’—Mr. 
Sias may escape without any operation. 


THE ALL LINE MEN in Atlanta selling S. F. 
Bowser & Company’s entire product are Mr. H. T. 
Tec ye Viren oe Onn kleine Mire MacA Ashley, Mir J. Ji. 
Cline; Mr; lL: W. Crow, Mr. D. S. McRae, Mr. O. P. 
Harrison. 


Mr. R. H. Sherlock is winning distinction for him- 
self and honor for Chicago this year as usual. Mr. 
Sherlock is one of the firm’s “SAFE REPEAT” 
Pacemakers. 


Mr. W. C. Smith of San Francisco is to be con- 
gratulated on his April business. His orders for 
that month netted him 130 points. 


PEANUT OIL. 


An analysis has been made by our laborator- 
ies of Peanut Oil, and it has been found that 
this oil can be satisfactorily handled in our 
Standard Cooking Oil Outfits. 

The production of peanuts is increasing at a 
very rapid rate. This opens a very profitable 
field for southern salesmen, particularly as 
there are a number of sections where the culti- 
vation and sale of peanuts for oil is tremen- 
dous at the present time. 

Bear this in mind and take advantage of op- 
portunities for the sale of peanut oil outfits— 
Cuts 57 and 58. 


ASK THE MAN WHO OWNS ONE. 


Our Mr. L. T. Rand of Albany, in calling on 
a prospect in Maine, discovered four competi- 
tive salesmen had preceded him in getting in 
their bids. Mr. Rand figuratively took off his 
coat and rolled up his sleevs—the better to ‘‘go 
to it’’ in the proper spirit. 

‘“‘T’ll not give you my decision in this mat- 
ter,’’ said the prospect after hearing Mr. Rand 
out. ‘‘You see a friend of mine a little north 
of here bought some of Bowser’s outfits a while 
back, and I’m going to have a talk with him 
before | make up my mind.”’ 

““Well!’? said. Mr. Rand 
smile, ‘‘Well, all right, sir! 
sir. Will call next week.”’ 

There’s nothing more to tell, of course. All 
Bowser users are Bowser Boosters, and the 
friend of Mr. Rand’s prospect was one, too, be- 
cause when Mr. Rand called ‘‘next week’’ as 
he promised—why the name just wrote itself 
out on the dotted line. 


with a radiant 
And good day, 


We have just learned that Mr. C. R. Ward of St. 
Louis was married last April. We extend our con- 
gratulations to both the bride and groom. Mr. Ward’s 
business, which has been exceptionally good hereto- 
fore, will undoubtedly be even better under the new 
partnership. 


Mr. BE. E. Maxwell is a successful St. Louis repre- 
sentative. He has purchased a Ford, and expects to 
make the Club much sooner with its assistance. Mr. 
Maxwell is “thoroughly Bowserized” and is giving 
a good account of himelf in his territory. 


At the present writing Mr. Deniver Moore is lead- 
ing the Louisville bunch by a comfortable majority. 
From the amount of business he has sent in during 
the past month it looks very much as if Louisville’s 
next Director would be Mr. Moore. 


Mr. D. W. Darden of the Wahsington Office has 
the reputation of being a “close territory worker.” 
This accounts undoubtedly for his acquiring and 
maintaining the position of honor he holds on his 
District’s List of High Men. 


Mr. C. B. Brenner of the Canadian organization is 
selling a Lubricating Oil Outfit now and then. You 
are on your way to success, Mr. Brenner when you 
interest Bowser prospects in this equipment. 


Mr. C. M. Hunter and C. E Saunders have both 
done an excellent business for the Atlanta District 
this month along Kerosene, Lubricating and Paint 
Oil Lines 


Mr. S. J. Redford of the Memphis Office has been 
transferred to Louisville. 
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ite Stops lee 


Visualize this argument and 
pass it on to your prospects. 
The Cut 154 is needed wher- 
ever lubricating oil is used, 
and it’s a Big Point Getter. 


THINK ABOUT THIS! 
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THIS STOPS THIS 


Sie extravagance as disposing of used 


lubricating oil by throwing it into the 
furnace is almost unbelievable, yet it hap- 
pens every day. It is your duty as an oil storage 
and handling expert to enlighten the people in 
your territory and explain to them how the 7F 
will save this oil for reuse many times over. ui Py 
By doing this you will help conserve the oil iy Ti 
supply, save money for your customer and "Ail 

gain many an extra point. 
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WHAT I SAW AND LEARNED AT 
THE FACTORY 


(By H. W. Brown) 


It is human nature for each man to think he 
has the hardest job. Each salesman thinks the 
salesman’s lot harder than that of any other in 
the Organization. I thought the lot of District 
Manager the hardest of all—but during the last 
week I have learned that every man has his 
troubles. That what counts most is the way 
each man meets the obstacles that confront him. 


Last week I spent at the Factory. I never 
saw such activity before. I saw two machines 
at work where one had been before. I saw a 


factory enormously increased in floor space. I 
saw a factory running night and day. I saw a 
splendid stock of tanks of all kinds and sizes 
in the warehouse ready to ship. I saw great 
stacks of galvanized steel to be used for the 
tanks on your future orders. I saw great arti- 
ficial dry rooms where a steady heat of 115 de- 
grees is constantly maintained which drys the 
paint on all pumps three times quicker and 
better than before. I saw castings of pump 
parts coming from the foundry at the rate of 
twenty to twenty-one tons per day where less 
than sixty days ago, eight to nine tons was a 
maximum output. I saw an army of enthusi- 
astie workmen each doing his best to turn out 
more work each day than he did the day be- 
fore. I saw freight car after freight car leave 


* ({CO-OPERATION|/ 
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the warehouse each day loaded with outfits for 
the waiting customers and impatient salesmen. 


I saw orders received and assigned an in- 
voice number in the order in which they were 
received. I saw a card made up for each order 
bearing that invoice number—showing the cus- 
tomer’s name, and the style, kind and size of 
outfit sold—which was then given to the man 
having charge of shipments, not to the shipping 
clerk, but to an assistant to the Assistant Gen- 
eral Manager, who directs all the shipments. 
On this card the salesman’s name is omitted— 
no preferences are shown—each order takes its 
turn. 


These times are what try men’s souls—they 
are the unforeseen tests. It is the ordeal of 
fire. The man that is faithful, the man that is 
loyal and true, the man that stands by the guns 
and fights to the end will not lose. He will 
have nothing to regret. Now is when a man’s 
record counts. 


And this is the message I bring to you. It 
comes from the executives—it comes from the 
men in the shops: ‘‘Tell the boys in the field 
to keep up the fight—we are with them, the vic- 
tory is in sight, OLD QUOTA will take the 
count and every dollar of business will be 
shipped.”’ 


Surely, men, with such co-operation as this, 
we cannot fail to fight the harder. You will. 
Do not lose a day. Protect your Customers. 
Tell them to buy now—specify on your orders 
‘‘Ship within eight weeks,’’ as heretofore, and 
we will soon be able to surprise them by ship- 
ping more promptly. 


I thank you for and greatly appreciate the 
nice business sent in during my visit at the 
factory. Each order looked like a letter from 
home—and I’m proud to tell you that the ree- 
ord of the Memphis Organization was spoken 
of highly. 


Let us renew our courage. Let us fight a 
better fight for a bigger, broader Memphis. 


United ,we stand; divided, we fall. 


H. W. BROWN, District Manager. 


MR. J. W. RUNYAN ILL. 


Mr. J. W. Runyan, who works territory in 
and around Philadelphia, has been seriously ill 
for several weeks. Mr. Run- 
yan was stricken with an at- 
tack of appendicitis. He ral- 
lied from this only to be 
threatened with typhoid 
fever.. Although in a very 
eritical condition at the pres- 
ent time, he is slowly fight- 
ing his way back to health. 

Mr. Runyan, our best 
hopes are extended to you 
for a complete recovery of your health, and 
that you may soon be able to again take up 
your labors for the Bowser Organization. 


THANKS 
Mr. Runyan wishes to thank the Pacemakers’ 
Club, through the Boomer, for the lovely 
American Beauty roses they so thoughtfully 
sent him during his illness. 


Mr. W. W. Ince, our Dallas Business Getter, is 
riding for the altitudes of Big Producing this year. 
Watch “Bill” and see what office he wins for 1918. 


Mr. S. W. Silsbee, of New York, one of that Office’s 
most dependable men, is doing very well in his 
territory. We congratulate you, Mr. Silsbee, on your 
work. 


Mr. C. O. Hottel is in fine fettle this year. He is 
working out of the San Francisco District and prov- 
ing himself to be the high grade salesman he is. 
Best wishes, Mr. Hottel. . 


Mr. G. W. Scott, of New York, is doing a very 
creditable business this year. His average is rapidly 
mounting toward the required five hundred point 
standing. See you later in person, Mr. Scott. 


Mr. H. J. Jeavons, of Toronto, is speeding up for 
the Home Run. He finds his knowledge of mechanics 
a great help to him in giving his customers (old 
and new) information that will aid them in obtain- 
ing the very best service from their Bowser outfits. 


Mr. W. J. O’Brien is attending to business for the 
Albany District these days. He secured orders for 
a 10-barrel Cut 102, three Cut 63’s, and two kerosene 
outfits a short time ago. That’s “hitting ’em up” Mr. 
O’Brien. You’ve struck your gait for the Home 
Stretch. 


Mr. A. DePlace, of Albany, is doing a good busi- 
ness this month. 


Mr. W. A. Armstrong, Mr. F. P. Brandt and Mr. 
Cc. A. Matthison have kept the Michigan District 
moving toward glory these last few weeks. 


Messrs. H. L. Brown, A. L. Corbin, H. J. Fite, J. S. 
Carrington, and W. A. Billings, Washington High 
Men, have all been closing an exceptionally good 
business and for this reason their names stand on 
the Honor Roll of their District. 


Mr. W. Duffield, of Harrisburg, is doing well this 
year. He is to be complimented on his sales meth- 
ods. Mr. Duffield believes in selling prospects on 
the first call, and he sells ’em that way, too. 


Mr. H. A. Towne, who has been working in the 
Chicago District for but a few weeks, has already 
demonstrated that he can sell the Bowser line. Mr. 
Towne has the Club on his mind continually, and he 
is after the honor of being a first year Prize Winner. 
With such a resolve under your hat, Mr. Towne, we 
know you can take train for Fort Wayne in January. 
Good luck. Our best wishes are with you. 


Mr. W. H. Ladd, who has the reputation of being 
one of the first salesmen to represent S. F. Bowser 
& Company, Inc., in New York State, is going after 
business this month in old time form. Mr. Ladd 
knows the garage line in his District, and he is 
profiting these days accordingly. 


Mr. J. A. Grannis is working his territory out of 
the New York Office carefully and rapidly. It is 
Mr. Grannis’ desire to give all his prospects an op- 
portunity to benefit by purchasing equipment at the 
present time. We can say this, Mr. Grannis, you 
have the right idea down pat. You are selling along 
splendid lines. 


THREE HIGH ST. LOUIS MEN IN 
LUBRICATING BUSINESS 
C. H. Pridey. 
W.H. Johnson. 
G. P. Dickey. 


It is a notable fact that Mr. Pridey and Mr. 
Johnson were schooled in our line together dur- 
ing the week of February 19th and did not 
take up the work in their territories until Feb- 
ruary 26th. This makes the above record a 
matter of eleven weeks’ achievement. 

It is also notable that whatever comparison 
is drawn the name, G. P. Dickey, is sure to ap- 
pear. 


Now these men are not wizards. They are 


just good salesmen who WORK under a con- 
viction that Lubricating Tanks are as neces- 
sary on the market as Gasoline Tanks—and by 
making an effort they sell this equipment. 


RECENT PROMOTIONS 


Three well known Bowser 
employees who have recent- 
ly received promotions are 
Mr. F. O. Sallee, Mr. W. D. 
Alleman and Mr. R. G. Conk- 


lin. 


Mr. Sallee, who was for- 
merly connected with the 
Louisville Office, under Mr. 
Ane been Carricer, iss now 
assistant to Mr. A. 8S. Bow- 
ser, Michigan District Man- 
ager. 


MR. F. 0. SALLEE 


Mr. Alleman was recently 
promoted to assistant to Mr. 
I. L. Walker, Ohio District 
Manager. He has served for 
the past five or six years as 
special representative. 


MR. W. D. ALLEMAN : 
Mr. Conklin, who was for- 


merly connected with the 
Central Sales Department 
under Mr. J. G. Rodman, has 
been promoted to the posi- 
tion of assistant to Mr. J. 
W. Burrows, Indiana Dis- 
trict Manager. 

The Boomer congratulates 
these gentlemen and extends 
best wishes for their contin- 
ued success. 

—Reprint from Bowser Booster, June, 1917. 


MR.R. G. CONKLIN 


Mr. A. G. Hartgen is doing his usual best for 
Harrisburg. Mr. Hartgen is an exceptional salesman 
and student. He has worked his way up in the 
Bowser business with great success. We are proud 
of Mr. Hartgen’s record, and want to meet him per- 
sonally next January. 


Mr. E. F. English is a San Francisco man. He is 
a forceful salesman and has the “makings” of a big 
producer. Mr. English is a high grade specialty rep- 
resentative. We want to meet him at the Conven- 
tion in January. 


Mr. J. B. Hagaman, of Michigan, is entitled to 
honorable mention on the fine lot of orders he se- 
cured last month. Mr. Hagaman has adopted the 
“Business as usual—only more of it” slogan as his 
motto, and he is certainly following out the policy 
of the day. 


Mr. F. C. Rice, a comparatively new man in Chi- 
cago, has a reputation of being able to secure full 
cash with many of his orders. He also sells high 
grade equipment, and has done especially well in the 
kerosene line. 


Mr. J. L. MeMorris, who has been with the Chi- 
cago District for several years is likely to register 
as a Pacemaker in January. We shall be glad to 
meet you, Mr. McMorris. Our best wishes for your 
success are herewith extended. 


Mr. A. J. Kowalewski loves the Lubricating Oil 
Line manufactured by our Company. So far this 
year he has sold a large number of outfits. This is 
a remarkable record for a new representative. Chi- 
cago may well be proud of Mr. Kowalewski. 


Mr. R. J. Goodman won the distinction of being 
classed as a “Flying Four’ man shortly ago. Mr. 
Goodman is rustling around for orders with a great 
display of ambition and Michigan prophesies this 
salesman will be one of the noted guests at the 
Anthony next winter. 


Mr. J. P. Shannon works in Chicago. He handles 
the apartment house garage business on the north 
side of the city. We understand that Mr. Shannon 
is one of the hardest workers in his District, and 
that he has as a consequence been very successful in 
closing a nice business this year. 


Mr. P. M. Miller is really an a. m. salesman, Sat- 
urdays, included. He works under the direction of 
the Chicago Office, and from what we have learned 
of Mr. Miller, we very much expect to meet him at 
the Anthony Hotel in our little city. When? Why, 
during the Big Convention, of course. 


Mr. F. R. Smalley of Chicago, who took up the 
Bowser line last fall without any previous experi- 
ence in salesmanship has a big total of points of 
business to his credit at this writing. He has sold 
many lubricating outfits this year, and is sure to be 
a Pacemaker for 1917. Mr. Smalley is one of Mr. 
Kingsley’s consistent business producers. 


MRS. C. C. FREDERICKS INJURED. 


NMismC Ge Hrederieks,-wite ‘of Mr. @. G. 
Fredericks, Head Representative of the Bow- 
ser Railroad Sales Division, was seriously hurt 
in an automobile accident Tuesday, June 12. 
Mrs. Fredericks was driving with her father, 
Mr. C. S. Huston, near Gilman, Iowa, when her 
ear struck a rut in the roadbed and catapulted. 
Mrs. Fredericks was pinned beneath the ma- 
chine. Her father was killed. 

From recent reports we are glad to learn 
that Mrs. Fredericks is recovering. The sym- 
pathy of the entire organization is extended to 
Mr. and Mrs. Fredericks. 
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Now, Boys, it 
is up to you to 
sell the line 
RIGHT. Sell 
your customers 
on delivery, and 
have it fully 
understood that 
the goods will 
be shipped ex- 


You are a partner 
and best business 
secure 
broader 
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bigger, better, 


hind this proposition—scatter 
equipment all 
handling of 
can 


/ 


fied on the 
original and 
customer's copy 


of the or a er 
Follow the or- 
ders given you 
—show in other 
words that you 
are Saicomen- 


E. M. SAVERCOOL, 


actly as speci- “Gen. Sales Mer. 
Think Lubricating Oil Outfits, 
Take off your coat! Roll up Talk -Them, Sell Them! Get be- 


the 
over your 
Lubricating Oil in 
make this 


gasoline pump. 


territory. 
your 
equipment exactly 


the 
You 
as standard as a 


Bowserize 
District. 


J. G. RODMAN, Central Manager. D. S. JOHNSON, Western Manager. 
Constant self- 

examination is 

necessary to suc- 

cess. Gravity bows 

the body, and the In selling equipment it is ad- 

daily grind of liv- : 

ing drains the vantageous to use a lead pencil. 

strength and bends “Figures don’t lie.” Tangible evi- ; How far ahead 

the spirit. Quite Psa 0 Bone eee “3 do you plan your 

es << en i black and white con- : 2 

unconsciously we ers 2B oo eon be . business-getting 
physically stoop as we walk— vineces the average prospect he efforts? Are you 
and quite unconsciously too we can pay for and profit by the pur- taking business as 
s+ in r business activities 5 “. E = a s or are 
let up in our fs usiness activities. chase of a Bowser Outfit. In- 1t comes, OT ,are 
See how erectly you stand: see : eget reaae ; you laying pipe 
how energetically you work. crease your chances of securing for future devel- 
Watch yourself, and regulate orders by helping your would-be apis on a much 
- 1? ife according lv y ae E af ware - Ze Sc: Ne d 
your life accordingly. customer see Bowser facts on big scale? 


R. S. COLWELL, 
Manager. 


Eastern 


paper. 


Mr. I. M. Camden, of East Mr. L. B. Gilbertson is one 
Ohio, has been on the sick of the San Francisco “Com- 
list for a month. He is back ers” we expect to meet in 
on the road though now and 1918. Mr. Gilberson is a 


we want all you fellows 
watch Ohio give her 
the swift knockout. 


to good producer and a willing 
Quota 


worker. You all know that 


means success. 
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TORONTO DISTRICT. 


BARNES =| 


AP 


Mr. R. S. Gilchrist has 
proved himself to be an ef- 
ficient salesman this spring. 
Toronto depends upon just 
such men as Mr. Gilchrist to 
carry on the business of the 
District. 


. P. MURRAY, 
Mid-Western Manager. 


On June 2nd, Mra 
Lehnherr—a new man i 
St. Louis District—se 
an f. c. w. o. order for $2 
Mr. Lenherr has proved 
are no hoodoos conn 
with Saturday business. 


i arte rips rea‘ 
Sad i WL ae 
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More Gar- 
rison fin- 
ishes! More 
Gains! Old 
King Quota 
keeps _ fall- 
ing off his 
perch from 
shock lately 
out our way. 


Every time 
you sell a 
gasoline 
tank to go 
in front of 
a garage cr 
store ycu 
should en- 
deavor to 
sell one or 


Every man 
a Pacemak- 
er Early is 
becoming 
more of a 
eertamgmnty 
every day in 
Dallas. The 
boys in this 
District sre 


Ss we've got him. more Cut 63’s, and when nearly all ready for the 
Power to you, this cannot be done, sell Conyention. Those few 
et that Kerosene the Cut 154. who are a little behind 
nt Oil Husiness. R. E. FLEMING, are making such steady 
Ju can. : E gains they will .be un- 
2 District Manager. der the wire soon. 
aT, B. L. PRINCE, 
strict Manager. District Manager. 


Work all lines in 

Make the month Each county of your 

of June your ban- territory. Give par- 

ner month; make it ticular attention to 

the best ever. Lubricating, Paint 

There is no dis- Oil, Kerosene, Dry 

counting the fact Cleaning and _ Fil- 

that the other, Dis- tration. Sell TF 

tricts are “going Filters. Dig into 

some.” Regardless the Power Plant 

of that fact, though, and Factory Busi- 
are going to win out in abil- ness. Every man in this District 
and work. Every man is go- can go to Fort Wayne as a Pace- 


to do his best—make himself 
pecialty Salesman. 


maker 


in 1918. 
d hey si Bs 


KINGSLEY, 


A. W. DORSCH, Dist. Mer. District Manager. 
Albany Get busy, Remember 
vowed, Jan- boys! there’s this Bowser 
wary 1, 1917, lots of good adage— You 
to make the business for anise jive 6.0 
New Year a you in know your 
De Near. ery one customer's 
marred.” Tt -is your. terri- daily gas 
Sos Ale tories, and line busin 
apparent by you are go- to bring to 
our records ing to get his attention 
; 2 ee = it. 
that we are ac J. W. BURROWS ake 


ng our purpose. 
VY. M. MANN, 
strict Manager. 


District Manager. 


sibilities of Lubri- 


C. H. DAVIES, 


Acting 


District Manager. 


shift into 
High Speed 


and keep ie r 
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pay 
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2 You 
c : oe to it 
H. ( 
Di strict 
We 


ing 101 it 
We are go- 
ing to fet 
C No race 


re, 
Distr 
Our slogans: 
Hold the 
CUP for 


Harrisburg! 

Every 
man a Pace- 
maker early. 

We win— 
for Harris- 
burg! 


oa fienitie n 


PARP E NTER, 


Ma 


“AL KER, 


d over $11,000. 
or the beginning of the 
season. 


Concentrate on Defined salesmanship is “Knowl- 
your work! Di- edge of your line properly ap- 
versify your busi- plied.” So just keep wise, Boys, 
ness. and stay on the job 


i ©. PORTER, 
District Manager. 


mc. Potts caught a 


recently 


which 
Some 


Mr. F. M. Fishbaugh gets 
the name on the dotted line 
through closest attention to 
his work and through untir- 
ing study of the line manu- 
factured by the S. F. Bowser 
Company. Mr. Fishbaugh is 
a “Harrisburg Dependable.” 
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: AMEN: 


A. S. BOWSER, 
District Manager. 


Mr. H. W. Bell, formerly 
canvassing territory under 
the direction of the Washing- 
ton Branch Office, com- 
menced work last week for 
the Ohio District. Welcome 
to your new territory, Mr. 
Bell. 


Mr. S. S. Haw, our Chicago 
representative, is on the job 
this spring, steadily produc- 
ing a consistent business and 
getting there in his own sys- 
tematic way. Mr. Haw is 
succeeding in keeping “Chi- 
cago on the map.” 


DRY CLEANERS | 
&’ DYERS 
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A LETTER OF APPRECIATION. 


We reproduce herewith a letter received re- 
cently from Mr. W. E. Davis of Burket, Indi- 
ana. The postscript of this letter is a very fine 
tribute of one man’s appreciation of another’s 
success. 


Burket, Ind., May 17, 1917. 


S. F. Bowser & Company, 
Fort Wayne, Ind., 


Dear Sirs :— 

Thank you for your prompt. reply to my let- 
ter of inquiry and I appreciate very much your 
offer to forward at once the underground tank 
and fittings and trust you will do so with no 
delay. 


It will be an advantage to us to have it now 
just for the reason that you suggest—we can 
arrange the cement work about the plant if we 
know just what it will occupy. 


Please do not forget to change the order for 
the tank as we instructed in a former letter 
we want the next size larger and will send you 
a check for the difference upon receipt of in- 
voice. 


Thanking you for the kindness shown and 
feeling assured that we will be pleased with 
the outfit, I remain 


Sincerely, 


W. E. DAVIS. 


P. S. It may be of interest to Mr. Bowser 
to remember that I was one of the FIRST 
PURCHASERS of his oil pump. 


One very cold morning of the winter of 1885 
he boarded a Nickle Plate local freight train 
out of Fort Wayne at 5:30 a. m., and came to 
Burket with a dilapidated handbag containing 
a pair of snips, a wrench and a serew driver 
and asked to place one of his oil pumps in my 
oil tank. I told him to go ahead and he cut a 
round hole in the tank cover and attached the 
pump and made his charge, which was $5.00, 
and boarded the returning local freight for 
Fort Wayne, saying that he was well pleased 
with his day’s work. 


Well, “‘the world do move,’’ and I am glad 
Giadts 


ie 


; APE L 


Mr. Austin Hughes is a Dallas Honor Man. 


Mr. M. A. DeSouza is helping to keep Harrisburg 
on the map this year. 


Mr. R. L. (Uncle Bob) Matthews has the drop on 
the Dallas crowd at this writing. He is leading his 
district. 


Mr. A. C. Van Auker is doing a good business in 
Chicago this year. We shall be glad to meet you, 
Mr. Van Auker in January. 


One day last week Mr. Lee Kuhn of Memphis sold 
eight, e-i-g-h-t (8) Cut 64 outfits. The selling of 
Lubricating Outfits is getting to be a daily occur- 
ence with this gentleman. (Did you ever hear of the 
like? Hight in one day!) 


Mr. H. A. Stitzel of Chicago is credited with the 
sale of sixteen lubricating outfits. Mr. Stitzel has 
a nice total of points to his credit and he is going to 
make the Club this year. He, with the other Chicago 
boys, is certainly bound to win honors in 1917. 


Mr. R. W. Maxey, who canvasses territory under 
the direction of the Memphis Office, sold four ten- 
barrel Cut 241 outfits during the second week of 
May. Quite a profitable habit you have acquired, 
Mr. Maxey. Congratulations. 


Mr. R. E. Tomlinson has been knocking out the 
Dallas Quota vigorously of late. He is an eight-time 
repeater on that District’s List of 100 Per Cent. Quota 
Men. 


Messrs. Gam Anderson, H. M. Tunstall, R. C. Fos- 
ter, G. B. Doyle, and T. G. Dabney must begin to 
consult time-tables for Fort Wayne trains. S. F. 
Bowser & Company expect to welcome these repre- 
sentatives in Fort Wayne in about seven more 
months. It is an understood fact that all Dallas sales- 
men are going to be Pacemakers. 


MR. H. F. BABBITT ILL. 


Mr. H. F. Babbitt of the 
New York Sales Foree has 
been confined at the German 
Hospital in Philadelphia for 
some time owing to a serious 
ease of blood poisoning. Mr. 
Babbitt is now recovering 
but it will probably be a 
couple of weeks at the least 
before he is able to leave the 
hospital and return to work. 
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BOWSER PAINT OIL EQUIPMENT. 


A salesman in the Chicago District approach- 
ed a manufacturing concern a short time ago 
and submitted a proposition for equipment to 
handle kerosene, aleohol, benzine and other h- 
quids used by that company. The Oil Room of 
this firm was a mess—measures scattered here 
and there. Drip pans underneath faucets con- 
tained more or less oil which was nothing more 
than customer’s money. Besides this condition 
think of the danger of handling oils in this 
manner. Our salesman began to follow the 
proposition persistently. He KNOWS. the 
great saving Bowser equipment effects. He 
worked on the proposition hard. 


Finally he secured from the superintendent 
the approximate amount of each oil used by this 
firm monthly; then made an analysis on a Bow- 
ser Data Sheet, taking into consideration the 
losses which were admitted by the superintend- 
ent and others connected with the firm. A few 
days later he presented the Data Sheet nicely 
prepared—and a few days after that HE SE- 
CURED AN ORDER FOR SEVEN OUTFITS. 


Now this firm did not admit losses possible 
under each heading in Comparison of Methods 
in Data Sheet, but the losses they recognized 
for one year amounted to a httle more than 
the cost of the equipment. They were aston- 
ished when the facts were presented to them, 
and THEY WERE ACTUAL FACTS, boys, 
and this firm did not hesitate one minute to 
place their order for Bowser equipment. 


They further agreed there is a great loss of 
time in transferring oil from a barrel to a 
faucet tank. They realized that when oil is 
handled in this manner there is a certain per- 
centage left in every barrel. They knew there 
was loss from cans and measures running over. 
And they understood that there is considerable 
evaporation when oils are not handled in evap- 
oration-proof outfits. 


Are you giving the Paint Oil Line attention? 
Do you realize the value of your paint oil data 
sheet? There are many concerns and factories 
in each territory in this district where you will 
find conditions the same as mentioned above, 
and an analysis of the oil business of any firm, 
where oil is not handled properly will result 
sooner or later in splendid orders for you. 


—T. D. KINGSLEY. 


Last month Mr. Frank W. Strout succeeded in clos- 
ing a nice factory order specifying three large ca- 
pacity Cut 31 outfits for rubber cement. 

Mr. J. B. McPherson is sending in some splendid 
business this month. Louisville expects to be repre- 
sented in Fort Wayne next January by Mr. McPher- 
son. 


Mr. C. A. Page of Albany closed a fine business a 
short time ago including three filling station orders 
and a 10-barrel Cut 125. The ground must be thaw- 
ing in Maine. 

Mr. J. HE. McClanahan of Louisville believes more 
in being an ALL LINE salesman than in being a 
mere gasoline tank salesman. He “hits the trail’ 
like an old timer. 


Mr. H. T. Eggleston of Memphis sold five two-bar- 
rel Cut 64 equipments with accessories last month. 
Mr. Eggleston never overlooks any part of the Bow- 
ser line—he sells it ALL. 


Mr. HE. P. Walker of Memphis, who has been sick 
the greater part of this year is ALL RIGHT now. 
Somebody slow him down a bit—the Home Office 
can’t keep track of his orders. 


Mr. Claude Bennett of the Dallas District, is one 
of the men we expect to meet in January. Mr. Ben- 
nett is doing a good business and working toward 
gaining his Pacemaker Membership every day. 


Mr. G. W. Elliott is in the limelight right now with 
orders to his credit for two Red Sentries, and two 
Cut 63 equipments. All the boys from Albany are 
on their way to the Convention all right! 


One week last May the returns from private gar- 
age orders alone paid all the expenses of a number 
of Albany salesmen. Among the list of these suc- 
cessful representatives was Messrs. E. W. Adams, 
S. A. Collins, M. D. Keefe, and C. B. Merrill. 


Mr. W. V. Crandall, Mr. N. Mattingly and R. W. 
Jewel were the three big producers in Denver for 
the third week in May. Mr. R. Coddington and J. F. 
Vonderembse are so close to these gentlemen, how- 
ever, that their positions are rather uncomfortable. 


Mr. A. W. Foster of the Louisville District is a 
firm believer in broader business building. As a re- 
sult of his efforts he won first prize in the K. L. P. 
Contest held in his District. Mr. Foster lead the 
Louisville bunch in the number of kerosene outfits 
sold. 


Mr. F. R. Heck of the Indiana District, who has 
been with us but a few weeks, sold fifteen points of 
business a short time ago. Mr. Heck is working the 
Richmond territory, and he has already more than 
demonstrated his ability to handle our line. We are 
confident Mr. Heck will develop into a high grade 
salesman. 
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MR. J. J. MACK CAUGHT IN FOREST FIRE. 


On May 17th Mr. J. J. Mack of the Harrisburg 
District nearly lost his life in a forest fire. 
While walking over the mountains from Good 
Springs to Valley View Mr. Mack was caught 
in the fire—twice overcome by rolling clouds of 
smoke and most painfully burned about the 
feet and ankles. Mr. Mack was on his way to 
meet a prospect in Valley View. In some man- 
ner he reached a clearing and from there man- 
aged to hobble to his destination. 

Once in Valley View Mr. Mack made im- 
mediately for a doctor. There, much beband- 
aged and somewhat relieved, Mr. Mack began 
to talk Bowser. He sold his doctor a Cut 241, 
and after being taken to his hotel he called 
his customer by phone. An hour later, having 
prevailed upon his prospect to call upon him in 
his hotel, Mr. Mack sold another Cut 241 equip- 
ment. 

Mr. Storr wrote us in this fashion: ‘“‘If cold 
feet make failures of men, hot feet surely make 
successes out of them.’’ When we consider 
Mr. Mack’s case, we have to agree with Mr. 
Storr. 


BOWSER 


Mr. L. L. Patterson sent an envelope full or orders 
to the Memphis Office the other day. 


Mr. F. H. Peeples and Mr. H. Dalgaard of the New 
York Office have nearly achieved Pacemaker Mem- 
berships. 


Mr. F. E. Bragg of Chicago—have you still in your 
possession the “Red Streak” you used to Bowserize 
your District with? We understand it is a Ford, and 
that accounts for part of your success. 


The first day “Nod” Brown took the road he sold a 
Cut 101 outfit. That was three years ago—but Nod 
hasn’t slowed up once since then. Dallas has a 
good salesman in Mr. Brown, and we guess Dallas 
knows it. 


Mr. S. J. Williams, a new Indiana representative, 
has been doing exceptional work ever since he en- 
tered the employ of the Company March 26 of this 
year. Mr. Williams has produced as much business 
so far as many of our older and more experienced 
salesmen. 


Mr. G. E. Bowen of the Chicago District has been 
with the Company since 1913. He is one of that 
Office’s most dependable men, and one of their most 
consistent producers. We expect to meet Mr. Bowen 
in Fort Wayne seven months from now. 


DAY 


MISS GLADYS NEASEL 
SENTRY 


THE RED ‘ross 


BOTH ON THE JOB 


Miss Eleanore Roberts, of the Card Depart- 
ment, and Miss Gladys Neasel, who helps get 
out the Boomer each month, took a day off 
to assist at the registration booth, Tuesday, 
June 5th. 

—Reprint from Bowser Booster, June, 1917. 


MISS ELEANORE ROBERTS 


Mr. G. W. Bigelow, according to an old account, is 
“one man in the Company who can tell every bolt 
and screw in all the equipments manufactured.” 
Same Old Bigelow today. He don’t slip on knowing 
his line and that is why he is, and was, and will be, 
a good producer. G. W. is a San Francisco man. 


In glancing over Mr. J. J. Behen’s records we 
learn he is “a busy bee gum-shoeing around and 
gathering money.’ While the figure of speech is 
rather mixed, the meaning is clear and appropriate. 
Mr. Behen is a worker and is gathering money at 
the present moment, just as the Chicago records 
claim. 


Mr. Martin D. Keefe (whose name appeared May 
12 at the head of Albany’s Tenacious Ten) recently 
closed a week’s business worthy of mention in the 
Boomer. Among his orders Mr. Keefe sold a 20-bar- 


rel Cut 102 outfit, two Red Sentries, one Cut 121 
equipment with accessories, five Cut 63’s, two 128’s, 
and one Cut 125 outfit. 
there, boys! 


Some Pacemaker points 
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MR. J. D. GUMPPER 


Mr. J. D. Gumpper recently completed 
twenty years of service with S. F. Bowser 
& Co., and also celebrated 
his sixty-ninth birthday. No 
man can appreciate the 
splendid growth of this in- 
stitution more than ‘‘Jake”’ 
Gumpper, as he is known to 
his many friends. ° 


On Sept. 5th, 1885, Mr. 
Gumpper, who then owned a 
grocery store on the corner 
of Brackenridge and Cal- 
houn Sts., purchased the first Bowser pump 
built, from Mr. S. F. Bowser. He was so in- 
terested that finally in January, 1897, he gave 
up the grocery business to take up duties as 
a salesman. He has traveled practically all 
over the United States. However, most of his 
time has been spent in Northern Indiana. We 
might venture to say that every store-keeper 
in Northern Indiana knows Mr. Gumpper by 
his first name. 

He has always been one of the top-notchers. 
To tell of the many prizes he has gained would 
take up too much space. However, back in 
1910 before the Pacemakers’ Club was inst1- 
tuted, when they had the Class System, it was 
necessary for the firm to make an extra class 
for Mr. Gumpper, on account of the extraordi- 
nary business he was securing at that time. 
He was also a Pacemaker the first two years 
of its existence. 

In 1914 he suffered a serious accident, and 
later went to Florida where he domiciled for 
over a year. Since then, he has been in the 
office. Here he instructs the new salesmen on 
the selling points of Bowser equipment. Many 
of our best salesmen have had their first in- 
struction from Mr. Gumpper. 

He is specially noted for his geniality and 
good-heartedness. We congratulate Mr. Gump- 
per on his splendid record, and wish him the 
best of health and happiness for many years 
to come. 

Mr. and Mrs. Gumpper live at 2218 8S. Har- 
rison St. They have one son, Mr. Harold 
Gumpper, who, like his father, is a salesman. 

—Reprint from Bowser Booster, June, 1917. 


Mr. Everett L. Thompson is an Albany “COMER.” 
He recently sold a factory order for two ten-barrel 
Cut 115 outfits. 


Mr. Wm. Seward, who works in the mountains of 
East Tennessee, under the Louisville Office, believes 
in securing more than a nice gasoline business, as 
his winning second prize in the Kerosene, Lubricat- 
ing and Paint Oil Contest proves. 


Mr. R. S. May of the Louisville District is one of 
that Office’s prize winners in the K. L. P. Contest. 
Mr. May is very good at convincing the “Hill-Billies” 
the Bowser way is the surest way, the safest way, 
and the most economical way to handle oil. 


Mr. J. F. Harriman, of Dallas, is the sort of Bowser 
representative who believes in the trinity of sales 
principles, Hand, Mouth, and Head Service. We 
might add that he believes in Heart Service as well, 
for his heart is certainly in his work, too. Our 
best wishes are extended to you, Mr. Harriman. 
We know you will make the Club. 


Mr. G. A. McCurdy and Mr. P. Carlton are two 
Michigan men about ready to sweep under the wire 
to victory and honor. These two gentlemen are fore- 
most in points of business and probably will be the 
first Michigan Pacemakers to do their District proud. 


Mr. A. Laverty, of the Michigan Office, led the 
list of his District’s “Flying Four’ May 22nd. Mr. 
Laverty has been greatly handicapped all year be- 
ce2use of illness in his family, but he expects to be 
cn the job early and late for the balance of the year. 
His name is very likely to appear with frequency 
and regularity at the head of the Michigan District’s 
Honor Roll. 


Messrs. J. H. King, J. H. Quinn. E. Steinhauser, 
and D. W. Newland, of the Ohio District, have given 
attention to the sale of kerosene equipment this 
year. These gentlemen know Kerosene is used by 
many people,-and that any merchant who pretends 
to be well stocked MUST carry it. 


Mr. J. F. Arnold was given territory in the San 
Francisco District two years ago because he was so 
insistent upon securing a traveling position the man- 
agement decided that if he put as much effort into 
his canvassing as he did in going after his road po- 
sition, he would surely be a success. And let us add 
—the management was right. 


Mr. J. J. Cline has a method all his own when it 
comes to selling S. F. Bowser & Company’s tanks. 
He sallies into a town, makes himself a good fellow 
genevally, and then after he has everybody in the 
town lined up for business he hops to his sales ar- 
guments, and grabs orders to the left and right. 
Quite a system! Strategist Cline, we'll be glad to 
meet you in January. Bring all of the Atlanta Boys 
along with you when you come. 
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Practical Knowledge 


is what counts. Education is a waste product 
unless put to a practical use. Many a college 
graduate, primed with “book larnin,’”’ is unable 
to earn a living because of inability to apply his 
knowledge to practical purposes. Only practice 
makes perfect. The young surgeon, just out of 
college, filled to the dome with knowledge of the 
latest methods and theories, is never your choice 
when an operation is necessary. You take the old 
practitioner, with his practical knowledge gained 
by experience, every time. The graduated dra- 
matic student is side-tracked by the theatrical 
manager for the actor who has gained his knowl- 
edge of the art from experience. When you need 
a lawyer you always choose the man who has 
gained his knowledge by the experience of large 
and varied practice. Experience means many 
hard knocks, and only such hard knocks can drive 
home useful knowledge. This is the reason that 
the “boss” in every business house is constantly 
looking out for the employe who not only con- 
stantly seeks knowledge, but who actually gains 
it by contact with the hard knocks of every varied 
experience within reach, in the pursuit of the ful- 
fillment of his daily duties. 

Education is a splendid thing, but it must be 
augmented by experience, for real, dividend- 
paying, practical and durable knowledge always 


Follows Experience 


LEON M. HATTENBACH 


LONE 


PUTCO OOs 


dj 


boo 


\ 


WY 


My 
< 
ri 
y 
0 
D 
” 
q 
Y) 
: 

‘, 


he ff ee ff ff ff HH HH NN Hh | | Hf HH Hf 


STANDING OF FORTY HIGH MEN 


JUNE 11, 1917 
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District Office Lubricating Standing, June 13, 1917 

1. DALLAS 5. SAN FRANCISCO 9. OHIO 13. MICHIGAN 

2. CHICAGO 6. ALBANY 10. NEW YORK 14. TORONTO 

3. ST. LOUIS 7. WASHINGTON 11. MEMPHIS 15. ATLANTA 

4. DENVER 8. INDIANA 12. HARRISBURG 16. LOUISVILLE 
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TSN THIS STOPS THIS 


HOW your prospect how 


he can improve his service, YA 
keep his customers and increase his ° 
business with the Cut No. 19 Ker- 
osene Outfit. By doing this you 
will be doing real constructive work 
for both your prospect and yourself. 
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EVERY BOWSER MAN CARRYING HIS 
ORDER-BOOK, BEHIND HIS MACHINE 
OR DESK, ‘‘DOES HIS BIT’’ FOR LIB. 
ERTY 


Our country has been at war for nearly three 
months. Many of our co-workers have already 
left for fields of active service in the army—in 
the navy—or in training camps. Others have 
volunteered and are only awaiting the call to 
duty, for Bowser men are not lacking in loyal- 
ty or in willingness to serve. 


But for those of us who remain at home, dis- 
qualified perhaps by age, by dependents, by 
some physical defect, or exempted through 
trained fitness for some special work, there are 
many fields of duty. 


This is a war of resources—raw materials, 
food, money, and of organizations—industrial, 
agricultural and financial. 


To win in this struggle, to avoid being down- 
trodden under a conqueror’s heel we must make 
available the greatest quantities of raw mate- 
rials, transform them into articles of military, 
naval, or industrial value; transport and ap- 
ply them with the greatest efficiency. 


To do this a great army of workers is re- 
quired. There must be at least five civilians 
working behind the lines for every soldier in 
the trenches. 


The president has appealed to all classes of 
workers—industrial and agricultural—for 
greater productivity, greater efficiency and less 
waste. The whole country must be organized 
for war, to conserve resources, to promote pro- 


duction, and in such organization the impor- 
tance of Bowser Products and Bowser Service 
1s of particular interest. 


Bowser outfits, through their handling of the 
various oils are of great economical value in 
almost every walk of life. In the factory for 
conservation of oil, lowering of power and pro- 
duction cost, safety; in the store for Saving oil, 
time and labor, promote cleanliness, conveni- 
ence, safety; in the private, public, and indus- 
trial garage for Saving of materials, lengthen- 
ing the life of automobiles and trucks, safety. 


Military or naval service may be more spec- 
tacular, but back of the armies and fleets must 
be the silent workers; the forces that supply 
the materials and food for those who fight ; 
and of this part is Bowser Service. 


Every Bowser Employee—salesman, factory 
and office man ean ‘‘do his bit”? by putting the 
fighting spirit into his every day work. Every 
Bowser outfit sold will do its part somewhere 
along the line. Every error avoided, every in- 
jury escaped with its resultant loss of produe- 
tive capacity is a blow in our country’s cause. 


And what I want to Say is that the men and 
women who devote their thought and their 
energy to these things will be serving the coun- 
try and conducting the fight for peace and free- 
dom just as truly and just as effectively as the 
men on the battle-field or in the trenches.’’ 


PATRIOTISM 


Patriotism means more than noise and_ fire- 
works—more than the mere casting of a vote 
at fall and spring elections to express a person- 
al preference. It means devotion and loyalty 
to that for which this great country stands, 
freedom and liberty of body and soul—and this 
requires unselfishness and readiness to help our 
fellow-man wherever, whenever, however help 
is needed. Thus do we show our true worth as 
citizens. 


THE SET OF THE ‘‘SALES’’ 


One ship drives east, another west 

While the self-same wind doth blow ; 

"Tis the set of the ‘‘Sales’’— 

Not the strength of the gales 

That determines which way the ship 
Shall go! 
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a FIRSTA 


Mr. L. Brown, traveling down in Virginia, is 
Panis te own on the Washington Honor Roll. 


B. Jameson, who hails from the San Fran- 
has gained 75% on his assigned quota 


Mr. W. 
cisco District, 
for the year. 


Mr. H. W. Oattis produced the largest volume of 
business secured in the Atlanta District in all lines 
during the first half of June. 


Mr. P. L. Yant is marching right along to the throb 
of the San Francisco drums. He is doing the “double 
quick” too and securing a good business. 


Mr. F. M. Kennedy, of San Francisco, sent in or- 
ders amounting to $3,000.00 in one day’s mail early 
this month. And he has been going some ever since. 


Mr. J. F. Jeffreys is getting the signatures on the 
dotted lines pretty frequently these days. In Janu- 
ary Mr. Jeffreys will be known as one of the HARLY 
Washington Pacemakers. 


Mr. W. J. Bates, of the Ohio District, has acquired 
the nickname ‘‘Banta,” not because he ever does any 
crowing, but because we believe he has the right 
to crow over the way he sells our line. 


Mr. A. L. Corbin knows the value of holding fast 
to his place on the Washington Honor Roll. A. L. 
isn’t a slacker in any sense and he keeps humping 
in these hours of close competition. Best wishes 
to you, A. L. 


Mr. E. L. Veirs, of San Francisco, who won the 
May “Lube Contest,” is fattening his June average 
on the sale of this type of equipment in a manner 
most pleasing to behold. We’re watching you, Mr. 
Veirs, and were growing mighty proud of your 
record. 


Star salesmen down in Memphis who scored during 
the last week in May were Mr. J. A. S. Meyer of Ten- 
nessee, Mr. Lee Kuhn of Louisiana, Mr. R. W. Maxey 
of Louisiana, Mr. E. EH. Lowe, Mr. R. D. Eckeberger 
and Mr. HE. B. Bachman. of Rackensack territory and 
of Tennessee, respectively. 


Mr. M. A. Ashley, of Atlanta, believes in thinking 
out his selling campaigns. Intelligently directed ef- 
forts are guaranteed to bring results whereas hap- 
hazard methods “hit or miss” and in Mr. Ashley’s 
opinion more often “miss.” Undoubtedly this theory 
and practice have made Mr. Ashley one of Atlanta’s 
foremost representatives. 


The other day Mr. George N. Roos of Harrisburg 
sold fifteen lubricating tanks in sixteen hours. Being 
given to the work of editing the Boomer we naturally 
aren’t given to figuring out percentages, however, one 
of our accountant readers informed us that Mr. Roos’ 
average speed per minute in the art of selling is just 
one equipment. We think this is pretty swift work— 
dont you? 


Mr. S. O. Williams decided there was a place on 
the Dallas Honor Roll for him. Go to it, Mr. Wil- 
liams, we agree with you heart and soul. 


Mr. J. F. Harriman’s name is down on the Dallas 
List of men selling Bowser Lubricating Outfits. Good 
for you, Mr. Harriman. We are watching you 
“come.”’ 


Mr. H. E. Morgan, who recently joined the Los 
Angeles Sales Force, made out his first order in the 
amount of $304.00. That is certainly a good “starter,” 
Mr. Morgan. 


Mr. H. F. Labbitt, who has been with the Company 
for some time and who resigned May 9th of this year, 
has just re-entered the firm’s employ under the juris- 
diction of the Chicago Office. Glad to see you back, 
Hak. 


Mr. C. L. Huffman of Indiana has been doing an ex- 
ceptionally fine business of late. Mr. Huffman is fast 
becoming one of the firm’s broadest business builders. 
He sees to it that he sells equipment complete in all 
the lines manufactured. 


Mr. P. J. Somers, Mr. C. O. Hottel, Mr. W. S. John- 
son, Mr. C. C. Compton, Mr. J. C. Harding, and Mr. 
HE. F. English of San Francisco are all ahead of their 
quota to date. So also is Mr. W. B. Jameson, Mr. 
W. C. Smith, Mr. F. Laughrey, Mr. E. L. Veirs, and 
Mr. EH. R. Bird of San Francisco. 


Great artists are awarded “Honorary Mentions” 
for their canvasses. Bowser salesmen are also 
awarded notice for their canvasses. In this space 
credit is given Mr. J. F. Arnold for his consistent 
work in the San Francisco District. 

Mr. R. F. Kimball can vouch that it pays to know 
the Bowser line. Mr. Kimball is from St. Louis, 
and he has proved by his own experience that 
knowledge of the line manufactured here in Fort 
Wayne has helped him immensely in making good. 


WATCH OUR OFFICE pace 
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ESAMERICA FIRST 


Mr. J. S. Whitney of Albany sold a battery of Cut 
64 outfits during the last week in May. 


Mr. L. F. Greer of Chicago has been transferred to 
the Dallas Office where he will work under Mr. W. W. 
Ince. 


Jack Roberts of Albany sold two filling station out- 
fits during the last week in May—a Chief Sentry and 
a Red Sentry. 


Mr. B. F. Sias has a big total of sales consummated 
so far this month. He is one of Albany’s leading 
“Tenacious Tenners.” 


Mr. N. B. Steele of the Washington District had his 
car stolen June 7th. All his possessions, tools, and 
papers, were in the machine. 


Mr. E. L. Thompson landed a nice order for a Cut 
31, two Cut 63’s, and one Cut 41 equipment a week 
ago. Mr. Thompson is from Albany. 


Mr. J. D. McEwen is a new Atlanta representative. 
He entered our employ June 4th. Our sincere wishes 
for your success are extended to you, Mr. McEwen. 


Mr. O. C. Wilson, who formerly covered territory for 
us in the southern part of the state of Indiana is again 
traveling for the firm. Mr. Wilson is now in the Co- 
lumbus territory. 


Mr. J. G. Phipps who works in Ohio has done a 
large volume of business in the filtration line. At 
least 75 per cent of his orders have been for this type 
of equipment. 


A new face among the Ohio Branch Office Salesmen 
is that of Mr. H. W. Bell. We are sure Mr. Bell is 
going to let every prospect in his District hear about 
our line in short order. Good luck to you, Mr. Bell. 


Mr. L. C. Tanner and Mr. O. T. McKissick, of Dal- 
las, are ies neck and neck in their “Lube” sales. 
Both men are exceptionally fine producers and we ex- 
pect to see some interesting competition in the next 
few weeks. 


The Bowser contingent in the field of active service 
along military lines is constantly increasing. Mr. 
W. F. Paul of the St. Louis Office, and Mr. A. B. De- 
Lacy of New York have both entered the ranks of the 
United States army. 


When some fellows start in to do a certain thing 
there is no telling where or when they will stop—if 
they can be made to stop at all. Now Mr. C. I. Ben- 
ford of Denver is that type of man, and furthermore 
he’s started to sell Paint Oil Equipment. Make your 
own deductions. 


Go to it, Mr. W. H. Ladd. We enjoy watching you 
make good. Besides you make us speculate on 
whether New York is going to “cop the Cup.” That’s 
a point of interest with us. 


There are thousands of opportunities for just 
such combinations as this and Mr. H. T. Eg- 
gleston of the Memphis District is not letting 
any of them ‘“‘get by’’ if he can help it. 

The above photo shows the Cut 102 sold re- 
cently by Mr. Eggleston, installed in front of 
Jack’s News Stand at Hope, Arkansas. Mr. 
Eggleston is shown in the picture at the left of 
the pump. 


Mr. K. F. Hessenmueller is still leading the Harris- 
burg Salesmen. 


Mr. Gam Anderson of Dallas is doing a good ‘‘Lube” 
business this year. 


Mr. F. J. Libbey of New York has one hobby worthy 
of note. It is work. 


On June 9th, Mr. S. F. Taylors’ name headed AI- 


bany’s list of the ‘“‘Tenacious Ten.” 


Mr. KE. R. Bird of San Francisco is top salesman of 
his District according to our report of June 7th, 


Last week Mr. B. H. Alden succeeded in placing two 
Cut 41 outfits. That’s the way Albany men “do it.” 


Mr. F. W. Devereux and Mr. D. A. Howard of AI- 
bany are helping put their District close to first place 
this month. 


Mr. G. P. Stoval of Washington is doing his patri- 
otic duty in keeping American business interests mov- 
ing this month. 


Mr. C. P. Law of Harrisburg has increased his busi- 
ness consistently every year he has been with the 
firm. He is doing the same stunt this year. 
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Mr. R. W: Jewel is keeping close to the top of the 
Denver list of high men. 


Mr. R. E. Erwin of Denver is on his way to closing 
a big business this month. 


Mr. M. D. Keefe of Albany recently sold a garage 
order for a 1,000-gallon, Cut 101 and other equipment. 


Mr. A. DePlace is “getting up his name” on the sale 
of Red Sentries. This means more honor and glory 
to Albany. 


Mr. B. D. Jeffery has joined the Chicago Sales Force 
this month. Success to you in handling the Bowser 
line, Mr. Jeffery. 


Mr. R. F. Van Namee of Albany sold last week a 
Cut 101, Cut 102 and a Cut 241, and two fine kerosene 
equipment orders. 


Mr. Stanley Roberts of Albany recently had credited 
to his account a five-barrel, Cut 1-B Outfit, and a Chief 
Sentry equipment. 


Mr. Z. V. McClure scored this month in selling kero- 
sene, lubricating, and paint oil equipment. Mr. Mc- 
Clure is an Atlanta man. 


Mr. Griggs Walker and Mr. Wm. H. Trammell of 
Atlanta are both listed this month as kerosene, lubri- 
cating, and paint oil successses. 


Mr. Austin Hughes, a new man at the Dallas 
Branch, is coming along in good shape. We expect 
him to be a star Bowser salesman very soon. 


Mr. C. A. Page sold two Cut 19’s and a Cut 1 in the 
kerosene line a little while ago. We can see from this 
that Albany will be represented here in January. 


Mr. J. W. O’Brien and Mr. C. E. Burbank had some- 
thing to do with Albany’s recent gain of 100 per cent 
in that District’s business increase during May. 


Mr. Fred Schuster of Albany placed an order for a 
10-barrel, Red Sentry, complete with lighting attach- 
ment and two lubricating orders for a Cut 52 outfit 
and a Cut 172 outfit last week. 


Mr. George Elliott sold a Red Sentry Outfit, a Chief 
Sentry, a Cut 41 equipment for a private garage, and 
a Cut 101 outfit a short time ago. Albany men sure 
do seem to know how to get business. 


We do admire Mr. F. H. Peeples’ persistency. New 
York can count upon Mr. Peeples as one of her suc- 
cessful men next January. Mr. Peeples has the ca- 
pacity of hammering away on his sales campaigns 
until the prospect comes over on his side. 


Mr. J. L. Steinhuis appreciates that the difference 
between best and ordinary work is largely a matter 
of inclination. So he does the best work possible 
for the Memphis District and strives to put his orders 
in a class by themselves. 


A. H. J. GOSSELL 


The Boomer reprints herewith an article ap- 
pearing in the Alpena Echo-Times in reference 
to Mr. A. H. J. Gossell of the Michigan District. 
A. 1. J. evidently has a press agent that is 
right on the job. There’s more ’n one way of 
getting Pacemaker points. 


BOWSER’S HERE 


Bowser is in town. He came unannounced but he 
is not going to leave the city in the same way. Who 
is Bowser? Well to begin with Bowser is A. H. J. 
Gossell, representative of the S. F. Bowser & Com- 
pany, Inc., of Fort Wayne, Indiana, and he visits Al- 
pena about twice each year. Bowser as he is more 
familiarly known sells the Bowser self-measuring oil 
tank. Bowser is a happy man and after being in his 
company a few seconds “old man gloom” disappears. 
He will leave the city bright and early Thursday 
morning but he is coming back again. 


—Reprint from the Alpena Echo-Times. 
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Mr. J. S. Carrington of Washington sold June 12th: 
One Cut 19 outfit, one Cut 41, one Cut 102, and one 
Cut 241. ‘This kind of work proves the value of con- 
centrating on the Bowser line. 


There is just one way of making S. F. Bowser & 
Companys line a success, and that is to work faith- 
fully and intelligently every day in the week with the 
fixed intention of getting orders and staying on the 
job until you do get ’em. Mr. H. T. Purdy is aware 
of this ancient fact for by following the Bowser Law 
of Persistent Endeavor he was High Man on the At- 
lanta List of All Line Salesmen that was issued June 
2nd. 


We hope to meet Mr. 
Albert Davies of New 
York in our town this 
January. 


BOWSER 
PREPAREDNESS 


Mr. Carver Wood and 
Mr. W. H. Pritchett 
are again Honor men 
on the Indiana _ Dis- 
trict’s Honor Roll. 
These gentlemen are 
“stand-patters” when it 
comes to selling Bow- 
ser equipment. 


Mr. C. W. Rabb is 
desirous to outstrip his 
past records in the sell- 
ing game. Mr. Rabb is 
a Harrisburg man and 
he has the Harrisburg 
spirit of success. Our 
highest hopes are with 
you, Mr. Rabb. May 
the best men win. 
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“DOUBLE LUCK” 


Mr. B. R. King working up in Ohio, north of Cin- 
cinnati, has been playing in “double luck.” In country 
territory possessing but two good towns, Mr. King sold 
fourteen lubricating and kerosene outfits last month. 
This month, on June 10th B. R. was presented with 
an eight-pound baby girl, 


Last month a corps of salesmen in Harrisburg free- 
ly volunteered to devote their time and energy to sell- 
ing Lubricating business. Of the twenty-three men 
who offered their services not one failed in securing 
orders for this type of outfit. The successful men 
were: 


Mr. W. Patterson Mr. W. T. Laird 
Mr. Geo. Hexamer Mr. P. A. Eschallier 
Mr. F. Browne Mr. J. J. Mack 

Mr. W. B. Offerle Mr. U. G. Savage 
Mr. R. D. Leonard Mr. M.B. Peiffer 
Mr. H. A. Folsom Mr. E. L. Milliron 
Mr. H. A. Vortigern Mr. J. R. Sibley 
Mr. W. B. Stamford Mr. E. E. Lowe 

Mr. W. M. Booker Mr. A. G. Hartgen 
Mr. W. A. Reese Mr. G. N. Roos 

Mr. EH. W. Cline Mr. K. F. Hessenmueller 


Mr. G. A. Baldwin 


Mr. J. P. Fahey, Mr. Walter Snapp, and Mr. F. N. 
Butts are doing a notable business in Nebraska under 
the direction of St. Louis. 


Mr. Harry Stitzel, one of Chicago’s men canvassing 
in northwestern Minnesota, recently sold a Cut 102 
Black Enamel equipment to handle kerosene. Mr. 
Stitzel is to be especially commended on the sale of 
this outfit. 


Mr. H. J. Fite, who was off duty for ten days during 
the first of this month, due to the serious illness of 
his wife, is now back on the road. The Washington 
Office informs us that Mrs. Fite is now getting along 
very nicely. 


Mr. J. T. Gibbons of the Washington Office sold on 
June 13th, “Hoodoo Day” two Cut 41 equipments, one 
Cut 101 and one Cut 102. This business was sold to 
private people and is a very fine record of a day’s ac- 
complishments. 


We hope the entire Chicago contingent will come 
to our city with Mr. A. C. Van Auker next January. 
This is a generous invitation, and it comes from our 
heart. We want all you Chicago boys to succeed 
this year in making the Club. 


Mr. H. A. Towne of Chicago calls persistently and 
tactfully upon his prospects again and again. EHEvent- 
ually he lands their orders. The yeast of sales ar- 
guments and suggestions raise the signatures to the 
dotted line. 


Mr. J. R. Ginder of Harrisburg works with a silent 
partner who helps him get sales results. The name 
of this assistant is “J. R.’s Private Opinion of Him- 
self.” (Not a bad fellow to travel with now and 
then, fellows.) 


Mr. Max Heintze is enthusiastically producing a 
tremendous business this year. Mr. Heintze’s en- 
thusiasm is boundless. It sweeps him to success 
every year on a veritable wave of effort. Chicago 
has a “wonder” in Mr. Heintze, and Chicago knows 
1G. 


NO—THIS IS NOT SNOW! 


When this snapshot of Mr. Fritz Kilver came 
to the Boomer Editor we thought he must be 
away up north around 
the pole somewhere. 
You know those Tin 
Lizzie’s go most any- 
where, and we won- 
dered what prospect 
Fritz was after up 
there. But not so— 
it is the desert of 
New Mexico. 

In commenting on 
this trip Mr. Kilver 
says: ‘“‘This is the 
way we had to work 
our way through the sand from Espanola to 
Abiquiu. We shoveled over a mile of this pure, 
white sand, soft, loose and dry. Poor old ‘liz’ 
had to work as hard as we did.’’ 


A large order for Bowser equipment was sold to 
one of Toronto’s Aviation Camps a little while ago 
by Mr. Harry Christie of the Toronto Office. 


Mr. Charles H. King, practically a new man in To- 
ronto, has been doing an exceptionally good business 
in his territory this month. Mr. King is to be com- 
mended on his grip of S. F. Bowser & Company’s 
business. 


Mr. A. G. Locke of Albany is reported as zealously 
guarding Bowser interests. Mr. Locke sold a 1,000- 
gallon Chief Sentry Outfit, a 500-gallon Cut 103 
equipment, and a 1,000-gallon tank—all during the 
third week of May.. 


To Mr. W. C. Anderson, the new Harrisburg repre- 
sentative, we want to say that in view of our not 
having received all our Harrisburg reports at this 
writing, we are extending to you our best wishes for 
your success. We are sincere when we say we hope 
business is booming for you in your territory. 


What makes a salesman a good salesman? Ask 
Mr. M. A. DeSouza of Harrisburg this question. We 
believe he has an answer ready from his own suc- 
cessful methods of handling the line. 


Mr. C. R. Ross of the Albany District, is making a 
killing in his factory sales business. 


i i comma i i 


TAL 


oo nna aaa 


This month we must realize our In my heart I wish you all 
ambition to secure a better place in a certain amount of tribula- 
: eet eS a AS Giana tion so you may learn to force 

the Lubricating Contest. / sube yourselves to the acquiring of 

} order a week for every salesman. real strength, so you may 
205 gw; . ; c r arry actual 
We're going to get them! know how to carry actua 
= md = burdens with confidence and 
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June the Big 
In June Bow- 
salesmen every- 
do, Bis Things. 
Last year our business 
in June was enormous; 
this year it will be even 


Make 
Month! 


ser 
where 


bigger than it was last 
year. Work the Lubri- 
eating, Kerosene, Paint 
Oil and Dry Cleaning 
lines! And don’t forget 
Cut 19 equipments and 


Cut 1 equipments. 


AN 


D. KINGSLEY, 
District Manager. 


Louis- 
men: 
aw ethe 


Remember 

ville’s motto, 
‘All the line 
cime.”’ 

R. E. FLEMING, 

District Manager. 


Mr. J. E. Hummer is helping 
Denver close to the lead. 


put 


Mr. H. U. Harle of Denver is closing 
a good business this month. 


W. V. Crandall copped the Monthly 
prize out in Denver last month. 


Mr. J. H. Wilson of Denver is one 
of that District’s top men day in and 
day out. 


Mr. N. Mattingly is doing a phe- 
nomenal business in his territory this 
month. He is wigwaging success to 
the Denver Office. 


There is nothing like being loyal to 
your District these days. Mr. J. F. 
Vonderembse is proving himself to be 
one of the faithful fighting salesmen 
on the Denver territory. 


Mr. T. 8. Henderson, of Chicago, is 
doing very well in his District this 
month. Keep on “hitting ’er up,” Mr. 
Henderson. 


District Manager. 


District Manager. 


M. MANN, strength. 


R. S. COLWELL, 
Eastern Manager. 


Your territory is 


a garden. =fhe 
erop produced de- 
pends upon you. 
The Calling List 


was devised for a 
guide to intensive 
eultivation of your 
field. Its use will 
make all kinds of 
weather ideal growing and 
harvesting weather. It’s use 
will make prospects grow 
where there are none. 

Le POR TER: 

District Manager. 


Business’ through- 
out the country is 
fine—your District is 
out after its share, 
and getting its 
share, too. 

J. W. BURROWS, 

District Manager. 


Toronto bus 
tory and Sal 
strong to kee 
made upon vu 
ment. We've 
to keep up 4 


of the day. 
—T 


Difficulties prove 
what salesmen are 
made of—and the 
more. difficulties 
you overcome, the 
‘more worthy you 
are of your pro- 
fession, the more 
nearly you have 
approached the 
high standard of 
splendid sales- 
manship. 
H.C.CARPENTER, 

District Mer. 


Co 
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Come 
All kinds of good luck Business never has —all se 
for June, Boys! Out been better for the and sal 
here in Denver the Washington District, agers— 
month began with a fall and I. wish to assure 
of snow—but as the you I am more than fast ap 
weather is bound to be pleased with the splen- ing th 
seasonal before next did efforts you men have mile po: 
fall at the latest we'll made and are making | 
have Sunmlightand every day. Keep on try- Cup R 
ee sure some fine ing hard and you will few mo 
day. succeed. 
Cc. C. BARNET, A. W. DORSCH, and we 


District Manager. 
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Somehow we believe that Mr. Deni- 
ver Moore is out for the Louisville 
Pacemaker Directorship. 


Mr. J. B. McPherson is doing his 
usual best this June. He holds a po- 
sition of honor on Louisville’s list of 
big salesmen. 


Mr. HE. R. Handley has been one of 
the Washington District’s leading 
salesmen for a period of three years. 
His sales by the day score this way: 

June 5th—2 Cut 63 equipments 


i kei IY 
ah (Cag eal 
June 6th—2 Cut 241 outfits 
1 Paint Oil equipment 
i) (Ciitioale4y 
June 7th—1 Cut 305 
3 Cut 109’s 
3 Cut 64’s 


Mr. Handley does not confine his 
business to gasoline outfits only. He 
pushes the entire Bowser line. Too 
much credit cannot be given this rep- 
resentative. 


ees eae 


This month we have a _ notice 
the effect that Mr. J. E. McClana 
is again one of Louisville’s “Ac 
Hight.” 


Mr. W. Van Nort and Mr. L. P 
are hustling these days. Were 1 
you gentlemen. Here’s to your 1 
vidual and unquestioned success. - 
here’s to Louisville, too. 


According to our records of J 
4th, Mr. H. A. Dudley is Captair 


the Louisville District’s Kentu 
Sales Force. We salute you, Cap 
Dudley. 


Mr. E. Steinhauser “put one 01 
on T. GC. Potts a short time ago. ; 
“brushed the spots off Potts” 
climbed to first place on the Ohio | 
of Honor. 


Mr. W. Duffield, Harrisburg’s Ens 
representative, has a way of endea 
himself to his customers by the intelli 
interest he takes in their business — 
after he has closed their orders. | 
talent makes ‘‘Repeat Buyers.”’ 


Our Fac- 
e pulling 
e demand 
er equip- 
‘an swing 
uirements 


June has always been a wonder- 
ful month for business, the best 
month of the whole year. Let’s 
make this June the Record Breaker 
of all Record Breakers im all the 
lines, 

H. C. STORR, 
District Manager. 


PRCT, 
. Boys, there is no end to the Let’s get all the business Look at ’em go! Some 
) Sale of Lubricating Oil Out- we can and get it in a way P 


aggregation of HARLY 
DALLAS PACEMAKERS 
racing for that good old 
Cig, — ie, Se Bowser 
has promised a “Big 
Feed” for the Dallas 
Boys—if our District 
makes good—and well, 
EVERY Dallas man is 
coming along after 
Pacemaker Membership 
We “gotta make good,” 
and we are. 

BL. PRINCE, 

Distriet Manager, 


fits. If we could eet call of 
you filled up with this Lubri- 
cating Outfit enthusiasm there 
would be no stopping you on possible of fulfillment. Han- 
your way to success. You can dle your sales work in a care- 
double your sales without ful, thoughtful, business-like 
question—and cop the Cup at manner. Your co-operation in 
the end of the year. these matters is going to be 

= profitable to you ana the Com- 

D. S. JOHNSON, pany. L.. P. MURRAY. 
Mid-Western Manager. 


that we can take Care Of it 
Satisfactorily; get it without 
making promises that are im- 


Western Manager. 


Ohio’s hat is still in the 
ring! 
ee eaeVVEAUIE CEN es 
District Manager. 


You have to “keep mov- 
ing on and improving as 
you move” because only in 
this way can you progress 
at all and do your best 
bit for yourself, your or- 
ganization and your coun- 


try. 
H. W. BROWN, 
District Manager. 


Speeding along 
the home 
stretch. And 
remember, a 
great deal can 
happen in the 
last half-mile Boys, there isn’t a dis- 
of track. trict in the whole or- 
E.M.Savercool, ganization that can stop 


Gen. Sales Mer. US! 


Bowser excellence is 
recognized—not only in 
the quality of our pro- 
duct, but in the calibre 
of Bowser salesmen. 
The New York bunch is 
right there with the 
rest of you fellows. 

C. H. DAVIES, 
Acting District Mer. 


D. W. Darden is pursuing the Mr yes ii) Chilton; Washington’s MORE MEMPHIS SATURDAY 


e dollar with vim and vigor “Grand Old Man,” is doing himself SALES ARGUMENTS. 
in the Washington territory. justice in his June businegs. 


A. S. BOWSHER, 
District Manager, 


; good for that District, eh? C: Groves: 1 two-barrel, Cut 19 
outfit. 
S. C. Johnston: 1 five-barrel, Cut 
R. L. Matthews, of Dallas, is Heres the way they lined up in 41. 
there” when it comes to selling Michigan on June 4th: Mr. Philip KE. E. Lowe: 1 three-barrel, Cut 41. 
cating equipment. He is cred- A 


Carlton, first; Mr. G. A. McCurdy, sec- 
als Ihe, Wve Al Graham, third; and 
Geo. Kinsley, fourth. 


vith more of this type of outfit 
my other man in his District. 


1 one-barrel, Cut 301. 
1 five-barrel, Cut 241. 


W. G. Chandler hag high hopes 


is District. _ Washington is to Mr. W. A. Billings, traveling in 
and maintain first place in the North Carolina under the jurisdiction 
tace if Mr. Chandler has any- of the Washington Office, is doing a 
to do with the matter. splendid business in his territory at 
the present time. May your earnest 
efforts reward you every working day, 


Mr. E. EH. Thomas purchased a 
Ford to scout around his Memphis 
territory. The following is a diary 
of his first week, 


Monday, June 5th: 
Tuesday June 5th: 


Punctured tires. 
Got stuck in 


J. W. Carlson, covering territory 


th f the stat WwW. A the mud. 
na ae ba eae an Wednesday, June 6th: Arrested for 
SOME” private garage order. It speeding. 


a 10-barrel, 12-gauge, Cut 101 


Thursday, June 7th: Ruined a suit 
ste and two 1-barrel, Cut 63’s 


Mr. I. K. Jacobs and Mr. D. W. New- 


alf-gallon pump. 


J. G. Roberts of Albany is a 
‘ious Ten” man this month. So 
D. I. Petts. 


land deserve special credit for the 
high class business they secured dur- 
ing the first week in June. These two 
men are Ohio representatives and 
they certainly are bringing honor to 
their District. 


of clothes repairing engine. 

Friday, June 8th: Ran over a pig. 

Saturday, June 9th: Broke my 
front wheels. 

A bad start prophesies a good ending. 
Here’s hoping, Mr. Thomas. 


a FIRS TAA 


Mr. J. C. White is sighting into the future and 
quickening his gait for the Home Stretch. Mr 
White is a Dallas salesman. 


Mr. D. A. Hernon of Albany recently boosted his 
District’s Lubricating Standing by selling ten lubri- 
cating outfits in one week. Bully for you, D. A. 


Mr. J. W. Bass who joined the Louisville Sales 
Force a short time ago is now canvassing territory 
in South Central Kentucky. Good Luck, Mr. Bass. 
We are waiting to hear successful news from you. 


Mr. J. S .Walsh has moved according to our 
records from fifteenth place to eleventh in Wash- 
ington’s List of High Men. Good work, Mr. 
Walsh. We have been expecting you to make this 
step. 


Mr. C. E. Joyce belongs to the famous Cup Win- 
ning Dallas Aggregation. He has been doing a good 
business for his District, and we believe he will be 
one of the salesmen to hold the Cup in Dallas dur- 
ing the year 1918. 


Mr. C. E. Saunders and Mr. L. H. Smith of Atlanta 
are coming along in their Pacemaker averages. Keep 
on keeping on with the rest of the big Bowser crowd 
and you will eat heartily next January at the “Old 
Man’s” Expense. 


Mr. J. S. Sheehan of the Indiana District is going 
to “cast his shoes under the banquet table” in Jan- 
uary very likely. Mr. Sheehan is working along 
those lines (Convention Lines) and we want to shake 
hands with him in 1918. 


Mr. J. W. Freeman of Toronto, through hard, con- 
sistent, and enthusiastic effort is doing an ever in- 
creasing volume of business. Mr. Freeman has been 
with the Company since March. He works under 
Mr. H. O. Cuddie’s direction. 


Mr. C. W. Wilson, a Louisville representative of 
1916 fame, took a hand at beating Old Man Quota a 
short time ago. There is no doubt but what Mr. 
Wilson will make his annual appearance in Fort 
Wayne during the Convention. ; 


Is Mr. H. D. Murdock going to sing at the next 
Convention? We expect he will be there all right, 
but we don’t know whether he will contribute his 
services to the Entertainment Committee. Let us 
know. We want a Chicago representative on the 
Program. 
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SALESMANISMS 


Always put yourself in your customer’s 
place; think with his mind; feel with his heart ; 
make his needs yours. 


Keep the idea of Service ever before you. 


Be a Commercial Scholar. Know your line 
absolutely. Your customer has the right to 
know everything about the product he is going 
to buy. He should know all the conditions of 
the sale. 


In talking BOWSER EQUIPMENT speak 
slowly and simply. Make your explanations 
and descriptions clear. Don’t hurry over im- 
portant points you are so familiar with careful 
explanations seem unnecessary. Your cus- 
tomer is studying a new proposition and it 
takes him as long to comprehend the working 
and worth of Bowser as it took you when you 
first approached our line. 


Work on quality—not on price. Never em- 
phasize the necessity of a customer having to 
part with his money. Prove the superiority of 
your goods. Create such a strong desire for 
possession that cost becomes a secondary con- 
sideration. 


Keep brief records of visits made to different 
prospects. In this manner you ean refer to, 
and profit by the different incidents that arise 
in every transaction you make. 


The present season issues in some delightful pros- 
pects for fishing and swimming. We are writing 
this to warn Mr. M. B. Long against his weaknesses 
for the two sports. Sell Bowser equipment Mr. Long 
whenever you feel tempted to journey into the wilds. 
Atlanta wants to win the Cup. 


Mr. R. C. Guenther is a top-notch Chicago man. 
His business average for the year is very good. 


Mr. F. E. Bragg of Chicago never boasts. He 
doesn’t have to. His works proclaim his merit. 


Mr. P. F. Bearse landed another Chief Sentry order 
last week and also secured his Albany Quota in the 
sale of Lubricating Business. 


If you keep your eyes on the “Personals” in the 
Boomer you will see Mr. H. W. Johnson’s name men- 
tioned frequently. Mr. Johnson is a St. Louis man 
and his sales work often demands a notice in our 
little paper. 
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CELLAR 
OUTFIT 


FOR 


Kerosene 


Cut No. 


TAKES UP MINIMUM FLOOR SPACE. 
IS SAFE, CLEAN AND ACCURATE. 


EVERY GROCERY CAN USE IT 


Mr. Logan H. Root, of Memphis, 


advanced his 
standing some forty points a few days ago. 


Mr. J. C. Tibbles sold nearly $3,500.00 worth of 
Red Sentries, Cut 101’s and Cut 63’s last month. 
Look out, J. C., you'll do for the Michigan Quota 
soon at that rate. 


Here’s a top-notch sale of Lubricating Oil Outfits. 
Mr. C. A. Milliman, of Portland, Oregon, sold an 
order covering six, Cut 64 outfits; two Cut 63 outfits, 
and one two-compartment, Cut 154 wheel tank. 


Mr. Frank Laughrey, of San Francisco, who coy- 
ers the Central California Territory, just sold an 
order for a complete Paint Oil Outfit, a complete 
Lubricating Oil Outfit, and a complete Gasoline equip- 
ment. In addition to this he sold a battery of Cut 
109 Outfits, two Cut 64’s, one Cut 102, Chief Sentry, 
and one Cut 172 Lubricating Oil Cabinet. 


Mr. J. H. Farlow is a Washington yearling with 
a five-year-old’s gait. Keep the pace, man, we are 
watching you. 


Mr. R. L. Conner is digging up orders as fast as 
he can. The Chicago District is depending upon Mr. 
Conner to do some fine work this year. 


Mr. EH. C. Hake of the Home Office has recently 
taken up a Bowser grip and shown his salesmanship 
in Dallas territory. Success be with you, EH. C. 


Steam is what keeps the sales boiler chugging 
its full capacity. Mr. A. Curry of Washington is 
there with the steam—and then some. We can hear 
the toot of his whistle clear back here to the Home 
Office. 
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Mr. R. D. Leonard, of Harrisburg is close to the 
Pacemaker Club mark today. 


Mr. W. B. Offerle is another Harrisburg representa- 
tive within reach of the much sought after and de- 
sired Pacemaker Membership. 


Mr. J. W. Runyan and Mr. W. B. Stafmord, of 
Harrisburg, are within arm’s reach of their respec- 
tive memberships to the Club. 


Messrs. R. S. Johnson, J. O. McCracken and C. R. 
McFadden are carving holes in the Ohio Quota right 
along. Your efforts are appreciated by your sales 
office. 


Mr. C. H. Durant, of Atlanta, has a working motto 
that is worth weaving into the fabric of every suc- 
cessful man’s life. It is, “Actions speak louder than 
words.” 


Mr. H. L. Smith, Atlanta’s new representative, is 
taking to the Bowser line very nicely as has been 
evidenced by the regularity with which he is send- 
ing in orders. 


At this writing Mr. L. W. Crow is leading the 
Atlanta District in points of business. Quite a repu- 
tation to achieve and keep, Mr. Crow. You have 
our best wishes for maintaning this position. 


The Rootin’ Tootin’ Cotton Shootin’ Sons o’ Guns 
from Texas are doing their “darndest’ as usual. You 
fellows certainly can kick up the big business down 
your way. But watch out—there be those hot on 
your trail at this writing, who, like the proverbial 
conquerors of the school rhyme are “toiling upward 
in the night.” 


A new face in the Memphis Sales Aggregation is 
that of Mri) Hi Larr: 


Mr. J. J. Lyons of Albany has secured his quota on 
the sale of lubricating equipment. 


Every once in a while the Michigan Filling Station 
filters some high grade stuff concerning Mr. C. A. 
Mathison. Keep turning the crank, Mr. Mathison. 


And now we have a new name from Michigan upon 
which to make puns—Mr. E. W. Sadd. But his first 
reports make up feel—well, the initial letter is “g.” 


St. Louis reports Mr. J. B. McAnally is expected 
to make quite a stir in his territory this year. We’re 
watching you, Mr. McAnally. 


Mr. J. L. Palladay of St. Louis is one of that Dis- 
trict’s “go-getters.” Good luck to you, Mr. Palla- 
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If you weren’t born Great, roll up your trousers 
and wade into Greatness. 


Mr. J. T. Renick has joined the St. Louis Sales 
Force. We wish you the best success, Mr. Renick. 


Mr. J. C. White of Dallas is swinging along to ac- 
complishment. He is doing a good business in his 
territory. 


Mr. F. EK. Walters of San Francisco has no fear of 
competition. In his opinion “S. F. Bowser & Com- 
pany cannot be outclassed.” 


Mr. G. A. Baldwin and Mr. G. W. Allen are at the 
top of the Chicago List of High Men. 


Mr. W. D. Heslin has taken up sales work in To: 
ronto. We extend you a hearty welcome, Mr. Heslin, 
and wish you well in your work. 


Mr. C. S. Severance is one of San Francisco’s 
Lubricating Oil representatives. Keep on with the 
good work, Mr. Severance. You are hitting the right 
trail. 


Mr. D. Ward of Chicago has been a Bowser Prize 
Winner every year since he joined the organization. 
Mr. Ward is one of our dependables. We never 
worry about his making the Club. 


Your prospect judges S. F. Bowser & Company 
and the product manufactured by S. F. Bowser & 
Company by his impression of you. Therefore, re- 
flect the spirit of the organization you repreesnt. 


MR. D. A. HOWARD MARRIED 


Mr. D. A. Howard of Albany was married 
sometime during the first part of this month. 
D. A. never dreamed we would discover any- 
thing about the big event, but circumstances 
played into our hands and we did. By accident 
a Daily Report was delivered to the Boomer De- 
partment, and on the face of the report was 
written, ‘‘MARRIED, D. A. HOWARD, 9th, 
10th, 11th, 12th, 13th, 14th, 15th, 16th. Now we 
don’t know exactly when the wedding took 
place and the honeymoon began but we’ve got 
to hand it to D. A., anyway. He certainly 
knows how to make out brief Daily Reports af- 
ter the latest fashion approved by the Company. 
Congratulations! 


Mr. Willard D. Smith, St. Louis’ special representa- 
tive, is doing some mighty good work in his Dis- 
trict at the present time. 


Mr. S. CG. Klein and Mr. Griggs Walker are Dixie 
Boosters who are successfully selling the entire 
Bowser line. These Atlanta men are to be con- 
egratulated. 
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SALESMAN’S ORDER NUMBERS 


Proper care and attention given to the num- 
bering of your orders when sending them in to 
the Home Office will save considerable confusion 
in corresponding with you regarding those or- 
ders. When orders are received here—if they 
are not numbered at all-—or if you have given 
the same number to more than one order, they 
must be re-numbered. The order number is 
shown on the acknowledgement sent to the cus- 
tomer, a copy of which goes to the salesman 
sending in the order, so, if you will cheek this 
number with your own record and make corree- 
tions on your record, any differences can then 
be corrected. 


At the date of this writing our records show that 
Mr. J. J. Manning, of Chicago, has averaged more 
than two sales of Lubricating Outfits a week. If 
Mr. Manning can maintain such a record, you ought 
to be able to do as much. 


According to a record we have of Mr. J. W. Weems 
of Dallas he is “such an active man he can’t keep 
from working all the time.” From this it is obvious 
Mr. Weems is bound to succeed whether he wants 
to or not. Would we were all so fortunately consti- 
tuted! 


WORDS 


A good vocabulary will never make a sales- 
man. But the lack of one will ruin any capable 
man’s chances on the road. 

Words are salesmen’s tools. By wielding them 
intelligently sales are made. A _ stone wall 
stands in every customer’s brain—each stone 
representing ‘‘ NO.’’ Behind this barrier lies con” 
sent to purchasing. And words are chisles 
used solely to penetrate through the barrier to 
‘““YERS.’’ The more words salesmen have, the 
better are their chances for securing the names 
of customers on the dotted line. 

Now most salesmen have limited vocabular- 
ies. They verbally stumble and flounder in 
meeting prospects’ objections. And they lose 
unnumbered sales. 

To overcome this defect—if you suffer from 
it—read good literature, a lttle history, sei- 
ence, and fiction. Visit the public library in 
the various towns you make. Such effort will 
reward you with hundreds of dollars in added 
commissions. 

(Adapted from H. J. Barrett’s ‘“‘Talk on 
Words.’’) 
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BOWSER MEN AND WOMEN ‘‘DID THEIR BIT’ FOR THE LIBERTY LOAN BOND 


Our President called for our help—financial help—in raising Two Billion Dollars to be used 
for War Expenses and to help protect our Freedom and for Freedom the world over. He did not 
ask for a donation, did not ask us to give, but to loan our money at a very fair rate of interest 
and offered the vast resources of our great nation as security. 


A Bowser Liberty Loan Committee was appointed to handle this campaign among Bowser 
employees. The Committee plotted the Factory and Office into divisions according to the num- 
ber of employees and appointed captains for each division. The eaptains selected their own leu- 
tenants who were to sell the bonds among their own co-workers. The campaign was to be on but 
two days, June 12th and June 13th. Special Liberty Loan Circulars and a patriotic issue of the 
Bowser Booster were distributed during the two days. A cireular outlining the Company’s week- 
ly payment plan was mailed to each salesman and District Office June 9th, and a hearty response 
was received for bonds. 

On Tuesday morning, June 12th the campaign was opened by twenty-one of our young lady 
employees dressed in Red Cross uniforms marching through the Factory and Offices, each young 
lady carrying a banner bearing a slogan of the campaign. 

The response to the President’s appeal from Bowser men and women was almost unanimous. 
Each and every employee was given an opportunity to buy a bond on the Company’s installment 
plan of one dollar a week for each $50.00 bond. Fourteen hundred and forty-three considered 
it their duty to their country to buy one or more bonds to the total amount of $106,000.00. 

Of the employees at work 91 per cent bought one or more Liberty Bonds. A showing of 
loyalty and an outburst of patriotism of which every Bowser employee can well be proud. 
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Selling Bowser Equipment in the Canal Zone 
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[Waicn Is Proven By Twe Cur. ] 44 


Salesman Carlos J. Rohde of the Export Department shows us just how he sells the Bowser 


in the Canal Zone. 


That his methods are successful is proven by the fine Cut 102 installation 


shown in the above group which he sold recently to Smallwood Brothers, ‘‘somewhere’’ in the 


Canal Zone. 


These pictures were taken by Mr. Rohde’s friend, Mr. Harold L. Woodward. 


Mr. A.. Laverty continues to post red Sentrys up 
and down the sandy roads of Michigan. We are 
guessing that he will reap a big harvest this year 
from his “gasoline plants.” 


Mr. C. H. Eastman, an Albany leader, sold two 
orders last month that total this way: -1 Cut 1, 10 
Dbl, Cut 102 outfit, 4 Cut 63’s and) 1 Cut 20> That's 
the first order. The second was for 1 1,000 gallon 
12 gauge tank. 


Opportunity is largely what you make it. 
raphy has little to do with success. Mr. 
Rhodes sells Bowser equipment in Canada—but put 
him in Egypt and he would sell outfits there, for 
T. R. is the type of salesman who makes opportunity 
come his way regardless of where he has to work. 


PIO MM, EB _ nih 


Mr. A. L. Martinson has become a Bowser sales- 
man working under the jurisdiction of the St. Louis 
Office. You have our earnest wishes for your suc- 
cess, Mr. Martinson. 


It is a pleasure to speak of the work of Mr. J. W. 
Lea, Washington. His idea is that an order book 
is a place in which to write prospect’s names. 


Mr. W. J. Magrane is boosting the Chicago District 


Standing with every sale. Keep up the good work, 
Mr. Magrane. 


Mr. Claude Bennett of Dallas is proving himself a 
master salesman of dry cleaning equipment. He has 
sold five dry cleaning systems this year, and very 
recently he secured a f. c. w. o. order for a Cut 251 

system complete. 


SESAMERICA FIRST 


SMILES. 


The meek shall inherit the earth, but the hustlers 
will get the money. 


If a man never takes chances—the chances are he 
never will have a chance. 

Stenographer at the last Convention: 
moon affect the tide, Mr. Darden?” 

D. W. Darden: “Oh, no; only the untied!” 


“Does the 


Barber: “Your hair is beginning to get a little 
grey, sir.” 
Salesman: “I’m not at all surprised. If you keep 


me in this chair much longer, I’ll be bald.” 


B. N. D. Milliron wanted to know the last time 
he was here, “Why chicken coops were painted on 
the inside?” 

This is done, Mr. Milliron, to keep the hens from 
picking the grain in the wood, a new conservation 
idea to cut down the h. c¢. 1. existing at the present 
time. 


“There seems,’ a Northerner once observed to 
Senator Morris Sheppard, of Texas, “there seems 
to be a strange affinity between a colored man and a 
chicken.” 

“Nothing strange about it,’ smiled Sheppard. 
“One is descended from Ham and the other from 
eges.” 


“Brad’shaw, H. J., the Ohio Sales Whirlwind, has 
at last revealed the reason for wearing his “hirsute 
adornment.” Saves him worry regarding what you 
boys will think of the ties his friends buy him for 
Christmas. (He has to wear ’em, you know—the 
ties—and he has to cover ’em up, so—). 


Mr. J. Milton Tucker of Dallas is known as “J. 
Million” Tucker by his associates because of the big 
sales he has made since he came with the firm sev- 
eral years ago. Not a bad name to have, especially 
when the reputation back of it makes it valid. 


Mr. W. M. Booker of Harrisburg is doing a good 
business at the present time. We look forward to 
meeting you, Mr. Booker. You see we are all strang- 
ers on the Boomer staff now, and in our reading up 
on past performances we learn you are one of the 
“Comers” of your District—so naturally, we are 
straining our eyes for Pacemakers, we want to see 
you make good on the reputation we have of you 
typed on a printed card. 


The splendid business secured by Walter F. East- 
man during the week of May 14 is worthy of special 
notice and commendation. Mr. Hastman secured an 
order specifying a Cut 706 Power Pump with two 
motors, a Cut 752 pipe line measure, with Cuts 753 
and 755; together with a battery of 38-barrel Cut 64 
outfits with accessories. He also sold another order 
exactly similar with the exception the Lubricating 
Outfits were omitted; an order for a Cut 241 and 
tanks aggregating a capacity of 2,500 gallons. Al- 
bany may be “justly proud” of Mr. Hastman’s work. 
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Accuracy 
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a CutNo. 
500 


Cut No. 500 “B.” 
Made also in Type “A” 


For Handling Olive Oil, Drugs, Castor Oil, 
Medicines in Drug Store, Laboratory or Factory 


Mr. G. W. Schiefer of the Ohio Sales Division sold 
recently in one day, on one pike, way out in the rural 
districts, three private garage orders to three indi- 
vidual buyers. That’s “showing ’em how,” Mr. 
Schiefer. Good work! 


Mr. L. D. Baker of the San Francisco Office secur- 
ed an order for a Cut 101 equipment the other day. 
This sale was F. GC. W. O. and bore shipping instruc- 
tion “To Be Delivered Within Hight Weeks.” Mr. 
Baker is a new man having only lately joined the 
Los Angeles Sales Force. However, he has the 
ability to win the confidence of his customer—as is 
proven by the order mentioned in this item. Nice 
work, Mr. Baker. 


Mr. R. R. Safford who is doing special work in the 
Chicago District, made a novel ‘“salesman’s ap- 
proach” a short time ago when he secured a F. C. W. 
O. garage order. To interview his prospect Mr. Saf- 
ford had to take train for Sparta, Minnesota, walk 
to a small lake located near Eveleth, row one mile in 
a flat-bottomed scow, and then walk one more mile 
to a small mine where his man was working. Well, 
Mr. Safford walked and rowed and walked again, met 
his prospect, made him a customer, and sold a five- 
barrel Cut 41, with Meter and Filter complete for 
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BUSINESS IS BUSINESS 


By BERTON BRALEY 


“Business is Business,” the Little Man said, 
A battle where ‘everything goes’, 
Where the only gospel is ‘get ahead’, 
And never spare friends or foes, 
‘Slay or be slain,’ is the slogan cold, 
You must struggle and slash and tear, 
For Business is Business, a fight for gold, 
Where all that you do is fair!” 


“Business is Business,” the Big Man said, 
“A battle to make of earth 

A place to yield us more wine and bread 
More pleasure and joy and mirth; 

There are still some bandits and buccaneers 
Who are jungle-bred beasts of trade, 

But their number dwindles with passing years 
And dead is the code they made! 


“Business is Business,” the Big Man said, 
“But it’s something that’s more, far more; 
For it makes sweet gardens of deserts dead, 
And cities it built now roar 
Where once the deer and the gray wolf ran 
From the pioneer’s swift advance; 
Business is Magic that toils for man, 
Business is True Romance. 


“And those who make it a ruthless fight 
Have only themselves to blame 

If they feel no whit of the keen delight 
In playing the Bigger Game, 

The game that calls on the heart and head, 
The best of man’s strength and nerve; 

“Business is Business,” Big Business said, 
“And that Business is to serve!” 
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Three salesmen travel out of the Chicago Office by 
the name of Ward. Mr. J. Ward has proved himself 
to be very successful in handling our line, so has 
Mr. D. Ward, and so has Mr. J. C. Ward. 


“It’s all in the name” 
correspondent in discussing this curious fact. 
ever heard of a Ward not succeeding?” 

Now we don’t say the correspondent has wheels, 
but we do wish to state our opinion about this triple 
Ward success. We believe the steadfast endurance 
and ambition these men have always evidenced is 
responsible for the success they enjoy today. What 
do you fellows think? 


explained a Home Office 
“Who 


Albany’s Mr. W. J. O’Brien sold thirty points of 
business last week on one order. Mr. O’Brien is 
certainly giving proof of what he can accomplish in 
the way of speeding for Pacemaker Membership. 


What do you think of these synonyms: Hustler: 
Max Heintze. Worker: Any Chicago Salesman. 
Business Getter: Mr. G. W. Wolford. Go-Getter: 
J. J..Connelly. 


Mr, J. S. Sheehan of the Indiana District is doing 
well in his territory. We expect Mr. Sheehan to do 
a big business this year. 


Mr. C. B. Brenner is a good and loyal Bowserite 
working under the jurisdiction of the Toronto Office. 
Mr. Brenner is doing a consistent business this year, 
and we want to meet him in January at the Big Con- 
vention. 


Mr. Frank W. Strout is now becoming familiar 
with the policy of the Company and we expect soon 
to make some pleasant and praiseworthy announce- 
ments of his work in the Albany District. Mr. Strout 
has not been with the firm very long. 


Desirous of entering upon other activities, Mr. 
J. G Rodman and Mr. E. J. Gallmeyer severed 
their connections with our organization recently. 

Having been with us for several years, serving 
in various capacities, both were widely known 
and their departure was cause for genuine regret. 


Atlanta men who sell paint oil equipment are: Mr. 
Cy My Hunter, Mrebs Hs Smith eand Mire Purdy: 


Mr. J. S. McMorris is getting along nicely in his 
sales work, Somehow there appears to be an atmos- 
phere of success enveloping Chicago representatives. 


Mr. Claude Bennett of Dallas is proving himself a 
master salesman of dry cleaning equipment. He 
has sold five dry cleaning systems this year, and 
very recently he secured a f. c. w. o order for a Cut 
251 system complete. 


On June 20th, General T. C, Potts of the Ohio Dis- 
trict was attacked by Lieutenant J. G. Phipps of the 
same District. Despite Mr. Phipps’ dastardly action 
General Potts remained obdurate and was not to be 
taken. Next time, J. G., maybe—. 


Very recently a fine commercial garage was sup- 
plied with a 5-barrel, Cut 41 outfit. This sale was 
nade in Albany by Mr. Aage de Place. 


Mr. G. W. Schiefer has been dropping orders from 
his sales Zeppelin through the skylight of the Ohio 
Office. They can’t come too fast for Ohio. 


Mr. G. W. Bigelow of San Francisco is working 
hard and producing a good business in his territory. 


Mr. W. F. Eastman secured an order last month 
for six “Chief Sentries” and two “Red Sentries.” 
Wheeewww! 


A commendable sale was made recently by Mr. 
J. F. Harriman of Dallas. The order amounted to 
over one thousand dollars and cash in full was paid 
for the equipment sold. 


Mr. J. W. Hagerty of Toronto belongs to that class 
of workers who believes “it is better to die trying 
than live licked.” For that reason Mr. Hagerty is 
“eetting there’ on the sale of Bowser Oil Handling 
Equipment. 


Mr. J. S. Carrington continues at bat. Washington 
is big league material with men like Mr. Carrington 
at the plate. 


The man who compels success to come to him suc- 
ceeds. Mr. J. H. Bedser of St. Louis is out to prove 
the truth of the old adage for himself this month. 
We know he will do it. 


Mr. H. O. Cuddie is helping keep the Toronto Fac- 
tory buzzing this month. 


The other day we were honored with the informa- 
tion that Mr. S. B. Rahn is getting a regular base 
ball wallop into his sales work, St. Louis is betting 
heavily on Mr. Rahn, and so are we. 


Mr. P. L. Yant and Mr. F. E. Walters deserve to be 
commended upon the excellent service they are giv- 
ing their customers in the San Francisco District. 


Mr. I. M. Camden of Ohio should have a medal for 
his gallant and heroic action taken in the Bowser 
field during the month of June. 


’ 


Mr. A. McAllister of Toronto is “putting ’em 


across” this month in fine style. 
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WINNING 


It is good to win. Each success makes us 
determined to win again. 


Everybody likes a winner. His path is easy. 
His friends are many. The world is ever ready 
to shout, ‘“‘The Pacemakers are coming; long 
live the Pacemakers!’’ The new champions 
greet the shouting mob that bids them welcome. 


There’s a thrill in winning; there is satisfac- 
tion to it. Once a man has won a race in busi- 
ness, he is determined to keep in training al- 
ways, and to enter every race to win. 


Success is the product of belief. No one ever 
won anything worth while, who was not sure 
of winning. Unless the mind has accepted the 
certainty of success, then there can be no sue- 
cess. 


Winning is the result of a habit of thinking 
success, and of doing everything that will make 
for success. 


Each of us experiences things that give us 
the sinews of success. Do we apply them? Do 
we sort them out and get them in order and 
make them dominate everything we do? 


Are we always in training for success? Or 
do we go into the battle of selling ‘‘out of 
form’’? 

The real winner is not going to rest content 
on yesterday’s achievements. He is going to 
beat his best record, and when that is done 
he starts in anew to smash that record. 

The winner is always racing toward a goal 
a little harder to reach. 


He sets aside the easy things until later on— 


and that later time never comes; hence he is 
always achieving the difficult things; and gets 
far ahead of all claimants for his title. 

Winning a seat in the Pacemakers’ Club is a 
real achievement. It is an honor to be worked 
for and to strive for from year to year. 


Mr. BE. F. English is looking eastward over the 
ridge of the Rockies. He’s one of the San Francisco 
boys you other fellows may meet this January. 


Mr. S. W. Silsbee is a New Yorker likely to re- 
ceive a message one of these fine days that con- 
cerns his trip to our Annual Pacemakers’ Conven- 
tion. Just keep going and see what happens. 


Mr. J. J. Behen of Chicago is pulling in his cart- 
ridge belt and counting his sales arguments prepara- 
tory to opening a trade fusillade for American Busi- 
ness Prosperity. 


Mr. J. M. Roy is keeping fit and selling Bowser 
equipment every day. Toronto prophesies that Mr. 
Roy will eat at the “Old Man’s’ Banquet next Jan- 
uary. 


We just want to remark at this point that Mr. 
Charles H. Pridey is making a success of the Bow- 
ser line in the St. Louis District. He’s got that habit. 

Mr. E. C. Burbank of Albany is not overlooking 
Cut 103’s this season. 


Mr. L. B. Gilbertson, who has been working under 
the jurisdiction of the San Francisco Office, is con- 
stantly improving his business. 


For a study in quick motion you fellows all ought 
to watch Mr. L. Williams of St. Louis secure orders 
in his territory. 


Mr. R. D. Leonard, Mr. W. B. Offerle, and Mr. J. M. 
Prigg are doing a big business for the Harrisburg 
District every day. It may be that Harrisburg will 
prove to be the Honored District next January. 
Watch close. 


Mr. J. O. McCracken and Mr. O. N. Gillette did an 
excellent business last month. Both gentlemen rep- 
resent Ohio and they have done both themselves and 
their District credit. 


Mr. K. N. MacIntosh believes head work pays. 
That’s why his record of sales secured stacks up so 
favorably with the records of the rest of the sales- 
men working in the Toronto territory. 


Mr. Deniver Moore of Louisville deserves especial 
commendation on the fine business he secured during 
the third week of June. Mr. Moore looks like a 


“Repeat” Pacemaker at the Convention, 
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Coast to Coast : 
~ Survey by our Sales Generals 
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il | [ Business is fine! 
in! The Factory pro- 

duction is increas- 

ing and will con- 

tinue to increase. 


Sell good goods 


to good people 
and sell them 
right, 


E. M. Savercool, 
Gen. Sales Mer. 


Improvement is being noted ever 
where—in the factory, in the off 
work, and in the sales force, so ke 
on digging. Make every day couj 


It ought to do every salesman in 
this’ organization a lot of good to 
know he is backed by the _ best 
workmanship and by the highest 


quality of material procurable in If you can’t secure an order—at lez 
the world. line up a prospect for future busine 
R. S. COLWELL, L. P. MURRAY 

Eastern Manager. Tiieeie seine ep fe: PP pee yA a ee 

July iss gz to be a big month, Mid-western Manager 

undoubtedly the largest San Fran- : 


cisco has ever had. Our boys are 
going to come through with a big 
contribution, they are speeding up 
now. July is going to be a banner 
month here in the West. 


We must all work 
for what we get in 
this world—so make 
up your mind suc- 


A good start—wu 
less sustaineée 
amounts to no mc 


cess can only be ob- D. S. JOHNSON, than a good start, 
tained through effort, Western Manager, 


Cc. C. BARNET. 


and get “going.” 
District a 
- 


AS We DORSCEL 
District Manager. 


% 


By last reports C. B. Doyle of the Mr. O. K. Nelson is a wide-awak 
; : Dallas district is certainly doing a very Toronto representative. He is a spler 
Success is purclas: satisfactory business. did salesman due to the fact that h 
ed only by hard S Gad oh: . 
aia ele keeps everlastingly at his work an- 
ew ORE, ear Ae studies his chances to make high clas. 

District Manager. Mr. J. T. Renick is out with the Sales. 

rest of the St. Louis boys to win 

the Honorary Degree of Bowser , : 4 
The Toronto Office is going to be Pacemaker. pve ee Bore el erties ne lea 
ably represented at the Pacemakers’ . ase that Mr. C. L. Stebbens is “burniny 
Convention this year. The Office, bases in the Toronto Salesman’ 
Factory and Sales Force are all pull- Mr. B. F. Martin of Chicago is League this month.” C. L. is a new 


ing together, co-operating in every A ; : 
MOnGEITAbIG euetays FODELT OusaIconor marching over his territory to dou- man but we understand he knows cor 
the division standing. And, of ble quick time these days. We'll siderable about getting in home o7 


course, the District is winning her wager his business is good. sales secured. 
way day by day to success. 
TORONDLO DISTRICT: 


At this time let every man do his full It is a “sure thing” Chicago can and is 
duty. Give business-like attention to doing a good business selling kerosene 
business as business men. We cannot get outfits. Weare working up this profitable 
maximum results through minimum ef- line and we have proof. that we can do 
forts. Review the results of your work even more than we have been doing in 
and ask yourself this question: “Have I the kerosene game by putting our efforts 
played fair with myself?” strongly on this type of equipment. 

J. W. BURROWS, T. D. KINGSLEY, 


District Manager. District Manager. 


We have a_ splendid 
yportunity to win the 
JP, but to do this we 
ust make GAINS each 
eek. Prosperity is in 
1e air—everywhere. 
€1e Michigan Office 
ust get her share and 
fecan t do this by 
ishing either. We must 
t busy and stay busy. 
A. S. BOWSER, 
District Manager. 


——————————— 


Mr. J. W. George is working for 
more business every day. Mr. George 
wants to make the Club this year, 
and it is likely he will. 


The Ohio Boys are certainly prov- 
ing themselves to be salesmen. Mr, 
EH. Steinhauser, Mr. I. K. Jacobs, Mr. 
D. W. Newland, and Mr. W. J. Bates 
are all Honor Men in their District. 


Mr. Everett L. Thompson is work- 
ing very earnestly these warm sum- 
mer days. Good luck, Mr. Thompson. 
We want to see you in our town next 
January with the rest of the Albany 
boys. 


| Mr. P. S. Cornell is one of our To- 
ronto men who has had to do with 
she making of Bowser Canadian his- 
cory for nearly three years. Mr. Cor- 
tell is getting along nicely in his ter- 
‘itory. 
/ 

| Mr. A. L. Martinson knows it is a 
ine thing to rub shoulders with the 
d0ys at the January Convention and 
earn from them their methods of han- 
wa the Bowser line. Because Mr. 
Martinson does know this—he is 
working hard for Pacemaker Mem- 
yership at the present time regardless 
f the fact that he but recently joined 
he St. Louis aggregation, 


i you would make 
1 use of your time 

opportunities you 
uld be in the 500 
nt Class today. Many 
iLube” outfit could be 
that isn’t. Let’s all 


e€ up and boost our- 
es! 


R. H. FLEMING, 
District Manager. 


and 


There isn’t a slacker 
in the Ohio Division. 
iL WALKER, 


District Manager. 


Mr. F. N. Butts is scoring home 
runs for St. Louis at this particular 
season of the base ball excitement. 


Mr. George G. Davey of St. Louis 
knows how to pull for broader busi- 
ness. He is making good in his ter- 
ritory. 


ING, I, Se (Chai, pi comparatively 
new man in the Toronto Sales Force, 
is keeping his sales moving consist- 
ently this month. 


Mr. C. O. Hottel of San Francisco is 
“going good” this month. Congratu- 


lations. You have our best wishes 
for an ever increasing amount of 
trade. 


Mr. R. S. Gilchrist is working earn- 
estly for a most successful campaign 
in the Bowser field in Canada. You 
have our sincere wishes for your suc- 
cess, Mr, Gilchrist. 


Mr. C. C. Shields is a new man in 
the Albany territory. We hope soon 
to enroll his name with the names of 
the men who win notice on that Dis- 
trict’s Honor Roll. 


Whe Js, JN.” SieexSil gil Whe gf. Ie 
Shannon of Chicago are going to en- 
joy studying our new equipment in 
the making this January. A guide has 
already been chosen to take these two 
gentlemen through the shop. Now 
land your prospects, gentlemen, and 
we'll see you both goon. 


It is our patriotic duty 
our business duty 
to think and preach op- 
timism at every oppor- 
tunity. 

1Bjo Ibe JEASSIIN(CID, 


District Manager. 


A long pull, 


a strong 


pull, and a pull all to- 
gether and Albany will 
do the trick—and the 


Cup is ours. 


W. M. MANN, 


District Manager. 


Our 
not 


are 


A 


possible. 
doing what they started 
out to do at the begin- 


ning of the year. 


tlanta Leaders 
doing the im- 
They are only 


They 


are securing their quoto, 
and you and every Bow- 
ser Salesman can do ex- 


actly the same thing, 


exactly; 
termined 


put 


your 


in 

the same de- 
manner. Just 
hand to the 


plow and push! 
es Can (AURA By INGER: 
District Manager. 


The 


of New York are 


“Knickerbockers”’ 


show- 


ing what lineage means 
these days. 

Ca He DAVIES: 
Acting District Mer. 


The man who feels his 
work means as much to 
him as 


who employ him 
who 


man 


to the people 
is the 
should be 


watched because such a 
man is worthy of culti- 


vation — will 
Spo mesa bila ty 
strengthen 


carry 
and 
himself for 


filling an eminent posi- 


1eHONGl 


let, 


Ww. 


BROWN, 


District Manager. 


The success our 
} create 
Our men have won 


ducers 
eret. 


pro- 


is no se- 


place and name through 


hard 
Livia taint Qe! 


work, 


ng 
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their efforts 


with the efforts of the 


house. 
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STORR, 


District Manager. 
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MRS. H. F. BABBITT THANKS PACEMAK- 
ERS’ CLUB 
To the Members of the Pacemakers’ Club: 

As Mr. Babbitt is still incapacitated, I am 
writing to thank you all for the wonderful 
flowers which came to him in the hospital some 
time ago. 

I never saw more beautiful American Beauty 
roses, and they did much to cheer his heart and 
brighten his room. 

But more than the good cheer, they have 
done much to relieve the worry and anxiety 
over business which Mr. Babbitt has felt dur- 
ing his long illness. 

For all these evidences of friendship and 
faith, we thank you more than words ean ex- 
press. Very sincerely yours, 

(Signed) KATHERINE D. BABBITT. 
(Mrs...) 


July. sro: 1917s 


It may be of interest to you to know that our Cin- 
cinnati head salesman, Mr. Carver Wood, has just 
closed an order covering Oil Storage Equipment 
amounting up into the thousands. 

This is mighty fine business, we claim. 


Mr. S. F. Taylor sold a half a thousand dollar Fac- 
tory order last month. He is one of the men who is 
putting Albany within one of the top of the District 
Office Standings, 


Mr. Lee Kuhn is proving himself to be a Memphis 
Star when it comes to the sale of Lubricating equip- 
ment. So is Mr. E. P. Walker and Mr. EK. EH. Lowe. 


Mr. C. Townsend -is a modest fellow, but surely 
it isn’t too much for us to say publicly that Mr. 
Townsend is a good salesman and has been doing a 
consistent business in the Toronto District this year. 


Mr. O. C. Wilson is an Indiana Recruit undergoing 
training in the Bowser lines at the present time. We 
hope Mr. Wilson will enjoy selling our equipment, 
and that he will find his business both profitable and 
interesting, 


Mr. W. D. Heslin who has been with the rest of 
the Toronto aggregation but a short time has started 
in right to make a high class Bowser representative 
of himself. 


Mr. S. A. Collins sold Cut 41’s last week for glory 
of Albany. 


Mr. L. F. Greer is proving himself to be a strong 
addition to the Dallas Sales Force. 


We'd like a little news from Mr. J. S. Bronson, 
From past reports we have studied we know he 
must be coming along fine, but we’re somewhat in- 


terested in specific information, 
St. Louis could give us a few facts? 


Do you suppose 


Mr, J. W. Carlson, the New Man in Indiana, is 
surely doing exceptional work for a beginner. We 
have received many favorable notices concerning the 
high class orders he secures. You are to be sin- 
cerely congratulated, Mr. Carlson, on the business 
you are doing, and upon the expert manner in which 
you go about your work. 


Mr. F. H. Richardson is doing his patriotic share 
of the country’s work this spring. He is doing a 
nice business in his Albany territory, he is a sub- 
scriber to the Liberty Bond proposition, and he has 
consented to have his son train in the Officers’ Re- 
serve Corps in the east. 


Mr. B. D. Jeffery has been doing some very com- 
mendable work of late. Mr. Jeffery is a Chicago 
representative. 


Whenever the name of Harrisburge’s Mr. E. L. 
Milliron appears we all know he has been doing good 
work for his district. Good work is a custom Mr. 
Milliron always observes. At the present writing 
this gentleman is working hard to lift the Harrisburg 
standing. Let it be understood at once too that he 
is succeeding. 


Mr. Frank Sullivan and Mr. R. L. Matthews of 
Dallas are demonstrating what can be accomplished 
in the way of selling lubricating business. 


Mr. A, Chapman of New York knows he is work- 
ing for a concern that manufactures only the very 
best grade of oil handling equipment on the market. 
With such a backing he feels he has the right to be 
enthusiastic. 


Mr. A. B. Coffey has joined the Louisville Sales 
Aggregation. 


Among those Albany representatives who are Ssell- 
ing kerosene equipment we want to mention especial- 
ly the work of Mr. C. A, Page and Mr. H. R. Steele. 
These two men have done well in this line of the 
Company’s business. 


Here are the names of some Memphis men who 
build and fight well: Mr. HE. P. Dolan, Mr. S. C. 
Johnson, Mr. Eugene Burch, Mr. L. L. Patterson, and 
Mr. C. R. McLaughlin. 


Mr. T. S. Henderson of Chicago is doing very well 
in his District this month. Keep on “hitting ’er up,” 
Mr. Henderson. 


THE PACEMAKERS ARE COMIMG 
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NOAH MATTINGLY 
DENVER DISTRICT 
PRESIDENT, 1917 

Four Years with 
Ss. F. BOWSER & CO., Ine. 
1913—Entered Bowser serv- 
ice September 3. 
1914—Director, elected 
June 27. 
1915—Pacemaker, 
August 9. 
1916—Director, 
August 29. 
1917— President, 
March 15. 
Four years ago when a 
certain new salesman 
stepped into the Pacemak- 
er Club and a_ Director- 
ship the Boomer congratu- 
lated him and predicted 
a splendid career as a 
member of the Bowser 
family. We have the 
great pleasure of again 
congratulating Mr. Mat- 
tingly upon his achieve- 
ments, this time upon gain- 
ing the presidency. AS 
every salesman knows, 
this is no empty honor but 
one that stands for a con- 
tinued and tremendous ef- 
fort, a worthy putting 
forth of the best efforts of 

a worthy man. It reflects 

clearly the strength and 

the ability of the man. 


elected 
elected 


elected 


——E——EE 


K. F. Hessenmueller 
HARRISBURG DISTRICT 


VICE PRESIDENT, 1917 


Fourteen Years with 
S. F. BOWSER & CO., Ine. 
1903—Entered Bowser serv- 
ice January 4. 


1913—Pacemaker, elected 
October 16. 
1914—Pacemaker, elected 
July 21. 
1915—Pacemaker, elected 
December 1. 
1916—Pacemaker, elected 


July 1. 
1917—Vice-President, elect- 
ed March 17. 


For four years a Pace- 
maker and now the side 
partner to the President 
—a splendid record for 
this big producer from the 
Harrisburg camp. For a 
good many years Mr. Hes- 
senmueller has been carry- 
ing the little book and the 
big case. He has met and 
cracked most of the hard 
nuts that a man meets on 
the road, met them fairly 


and squarely as a good 
fighting man should. Our 
commendations are with 


him in the new honor to 
which he has attained. 


5 
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). MATTINGLY: 


W. V. CRANDALL 
DENVER DISTRICT 
SECRETARY, 1917 


Nine Years with 
S. F. BOWSER & CO., Ine. 
19908—Entered Bowser serv- 
ice April 7. 
1912—President, 
April 10. 
19183—Vice-President, elect- 
ed May 3 
1914—Vice-President, elect- 
ed April 15. 
1915—Treasurer, elected 
May 3 
1916—President, 
April 13. 
1917—Secretary, 
Mareh 29. 
There is one name that 
always appears in the list 
of the Big Four of the 
Pacemakers’ Club—Mr. W. 
V. Crandall. By systematic, 
intensive culture of his 
territory he always man- 
ages to land himself in 
the first rank. There is 
much to be said about 
Mr; Crandall—his record 
speaks for itself and 
stands an inspiration to 
every Bowser salesman. 
We are pleased to again 
have the privilege of 
speaking of the fame and 
fortune of one of the Com- 
pany’s loyal workers. 


eleeted 


elected 


eleeted 


we 


() Amarr | |} 


G. P. DICKEY 


ST. LOUIS DISTRICT 
TREASURER, 1917 
Three Years with 
Ss. F. BOWSER & CO., Ine. 


1914—Entered Bowser serv- 
ice September 2. 


1915—Pacemaker, elected 
October 28. 
1916—Pacemaker, elected 


October 4. 
1917—Treasurer, 
April 17. 

St. Louis usually man- 
ages to contribute her 
share of those who sit in 
the big chairs of the Pace- 
makers’ Club and _ this 
year she has not. departed 
from her custom. Mr. G. 
P. Dickey is the St. Louis 
man who has this time 
fought his way up to the 
position of Treasurer. 
Mr. Dickey is an aggres- 
sive gentleman who is 
quite accustomed to get- 
ting the things he goes . 
after, but does it so tact- 
fully and _ diplomatically 
that every one likes him 
the better for it. The way 


elected 


to the top stretches before 
him and we venture to, 
guess that we may hear 
from him again next year 
this time. 
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DIRECTORS OF THE PACEMAKERS’ CLUB, 1917 


W. C. SUTTON 
INDIANA DISTRICT 
Three Years with 
Ss. F. BOWSER & CO., Ine. 
1914—Entered Bowser serv- 
ice January 26. 
1917—Director, elected 

June 23. 


N. PAQUETTE 
TORONTO DISTRICT 


Seven Years with 
Ss. F. BOWSER & CO., Ine. 


1910—Entered Bowser serv- 
ice January 20. 


19183—Pacemaker, elected 
July 11. 
1914—Director, elected 


July 31. 
1915—Pacemaker, 
October 9. 
1916—Director, 
June 22, 
1917—Director, 
April 20. 


C. R. EGGLESTON 
ALBANY DISTRICT 
Twelve Years with 

Ss. F. BOWSER & CO., Ine. 
1905—Entered Bowser serv- 
ice December 1. 


elected 
elected 


elected 


1912—Pacemaker, elected 
November 29. 

1913—Pacemaker, elected 
October 31. 

1914—Pacemaker, clected 
August 18. 

1915—President Pacemaker 
Club, elected April 
22. 

1916—Director, elected 
August 11, 

1917—Director, elected 


April 21, 


G. W. SCOTT 
NEW YORK DISTRICT 
Eight Years with 
Ss. F. BOWSER &«& CO., Ine. 
1909—Entered Bowser serv- 
ice February 23. 
1913—-Director 2acemaker 

Club, elected August 
de 
1914—Director, elected 

August 17. 
1915—Director, 
Octoher 29. 
1916—-Director, 
June 3. 
1917—Director, 
May 1. 


eleeted 
ecleeted 


elected 


B. A. DEFFLER 
CHICAGO DISTRICT 


Four Years with 
Ss. F. BOWSER & CO., Ine. 


1913—Entered Bowser serv- 
ice May 5. 


1914—Pacemaker, elected 
May 15. 
1916—Pacemaker, elected 


September 14. 
1917—Director, elected 
May 2. 


R. D. ECKEBERGER 
MEMPHIS DISTRICT 
Four Years with 
Ss. F. BOWSER & CO., Ine. 


1913—Entered Bowser serv- 
ice August 28. 


1915—Pacemaker, elected 
December 22. 
1916—Director Pacemaker 


Club, elected August 
8 


1917—Director 2acemaker 
Club, elected May 24. 


MEN! ARE KNOWN"3BY,iTHE RECORDS THEY MAKE 


R. W. JEWEL 
DENVER DISTRICT 
Four Years with 
Ss. F. BOWSER & CO., Ine. 
1913—Entered Bowser serv- 

ice November 26, 


1914—Pacemaker, elected 
August 31. 
1915—Pacemaker, elected 


August 14. 
1916—Treasurer Pacemaker 

Club, elected May 13. 
1917—Direector Pacemaker 

Club, elected May 3. 


H. A. VORTIGERN 
HARRISBURG DISTRICT 


Four Years with 
Ss. F. BOWSER &€& CO., Ine. 


1913—Entered Bowser serv- 
ice September 22. 
1914—Director, elected 
November 5. 
1915—Director, elected 
August 24, 
1916—Pacemaker, 
July 24. 
1917—Director, 
May 28. 


elected 


elected 


— 


R. L. MATTHEWS 
DALLAS DISTRICT 
Five Years with 
Ss. F. BOWSER & CO., Ine. 
1912—Entered Bowser serv- 
ice May 23. 

19128—Treasurer Pacemak- 
er Club, elected June 
6. 


1915—Pacemaker, elected 
October 6. 
1916—Pacemaker, elected 


August 18. 
1917—Director, 
June 1. 


elected 


i. R. BIRD 

SAN FRANCISCO DIST. 
Ten Years with 

Ss. F. BOWSER & CO., Ine. 


1907—Entered Bowser serv- 
ice August 1. 


1912—Pacemaker, elected 
November 23. 

1915—Pacemaker, elected 
November 16. 

1916—Pacemaker, elected 


August 22. 
1917—Director, 
April 18. 


H. T. PURDY 
ATLANTA DISTRICT 
Nineteen Years with 

Ss. F. BOWSER & CO., Ine. 


18S98S—Entered Bowser serv- 
ice February 1. 


elected 


1912—Director 27acemaker 
Club, elected August 
14. 

1913—Pacemaker, elected 
December 16. 

1914—Pacemaker, elected 


December 14. 
1915—Director, elected 
August 5. 
1916—Director, 
June 21. 
1917—Director, 
June 23. 


J. T. GIBBONS 
WASHINGTON DISTRICT 
Three Years with 
Ss. F. BOWSER & CO., Inc. 
1914—Entered Bowser serv- 
ice August 20. 


elected 


elected 


1915—Pacemaker, elected 
November 15. 
1916—Pacemaker, elected 


September 12. 
1917—Director, elected 
June 26, 
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PACEMAKERS—l1917 


KNOWN BY THE RECORDS THEY MAKE 


MEN ARE 


| R. CODDINGTON | 


Scven Years with 


Ss. F. BOWSER & CO., Ine. 
1910 Entered Bowser serv- 
ice April 15. 
1912—Pacemaker, elected 
December 19. 
19183—Pacemaker, elected 
September 25. 
1914—Paecemaker, elected 


October 3. 
1915—Director, 
June 5. 
1916—Director, 
May 17. 
1917—Pacemaker, 
May 7. 


elected 
elected 


elected 


| E. L. MILLIRON 


Hight Years with 
BOWSER &«& CO.,, 


1969—Entered Bowser serv- 
ice May 15. 

1912—Pacemaker, 
December 21. 

1913—Director, elected 
July 7. 


Ss. F. Ine. 


elected 


1914—Pacemaker, elected 
December 19. 

1915—Pacemaker, elected 
December 135. 

1916—Pacemaker, elected 
July 14. 

1917—Pacemaker, elected 
May 8. 


J. A. S. MEYER | 


Two Years with 
BOWSER & CO., Ine. 


1915—Entered Bowser serv- 
ice February 25. 


Ss. F. 


1916—Pacemaker, elected 
October 27. 
1917—Pacemaker, elected 


May 25. 


|v. F. VONDEREMBSE 


Five Years with 
Ss. F. BOWSER & CO., Ine. 


1912—Entered Bowser serv- 
ice July 22. 


1915—Pacemaker, elected 
September 20. 

1916—Pacemaker, elected 
June 29. 

1917—Pacemaker, elected 


i t-4 


May 25. 
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J. J. MANNING 


Three Years with 
Ss. F. BOWSER & CO., Ine. 


1914—Entered Bowser serv- 
ice February 16. 
1914—Pacemaker, elected 
August 22. 
1915—Director, 
June 29. 
1916—Secretary, 
May 10. 
1917—P2cemnaker, 
May 28. 


elected 
elected 


elected 


| A. G. HARTGEN 


Seven Years with 
Ss. F. BOWSER & CO., Ine. 


1910—Eintered Bowser serv- 
ice June 22, 
1912—Director, elected 
November 19. 
1913—Pacemaker, 
September 11. 
1914—Paccemaker, 
September 23. 


elected 


elected 


1915—Director, elected 
June 19. 

1916—Director, elected 
June 5. 

1917—Pacemaker, elected 
June 4. 


| Be Ite Ved =a =i Sb ts 


Eight Years with 
Ss. F. BOWSER &«& CO., Ine. 


1909—Entered Bowser serv- 
ice December 4. 

1918—Pacemaker, elected 
September 15. 

1914—Pacemaker, 
October 27. 

1915—Pacemaker, 
December 13. 

1916—Pacemaker, 
June 28. 

1917—Pacemaker, 
June 9. 


elected 
elected 
elected 


elected 


E. L. VEIRS 


Two Years with 
Ss. F. BOWSER & CO., Inc. 


1916—Entered Bowser serv- 
ice Mareh 23. 


1916—Pacemaker, elected 
October 6. 

1917—Pacemaker, elected 
June 13. 


PACEMAKERS, 1917 


MEN ARE KNOWN BY THE RECORDS THEY MAKE 


PACEMAKER [ities 


Nine Years with 
Ss. F. BOWSER & CO., Ine. 


1908—Entered Bowser serv- 
ice April 15. 

1912—Pacemaker, elected 
August 12. 

1918—President, elected 
April 19. 

1914—President Pacemaker 
Club, elected April 9. 

1915—Pacemaker, elected 
September 21. 

1917—Pacemaker, elected 
June 26. 


‘PACEMAKER | W. B. OFFERLE 


Five Years with 
S. F. BOWSER & CO., Ine. 


1912—Entered Bowser serv- 

ice June 12. 

1914—Pacemaker, elected 
December 17. 

1916—Pacemaker, elected 
August 31. 

1917——Pacemaker, elected 
June 21. 


R. D. LEONARD 


Five Years with 
Ss. F. BOWSER & CO., Ine. 
1912—Entered Bowser serv- 
ice Kebruary 12. 
1912—Pacemaker, elected 
December 10. 
19183—Pacemaker, elected 
September 15. 
1914—Director, eleeted 
July 15. 
1915—Pacemaker, elected 
August 8. 
1916—Pacemaker, elected 
August 14. 
1917—Pacemaker, elected 
June 26. 


PACEMAKER 


H. DALGAARD 


Nine Years with 
Ss. F. BOWSER & CO., Ine. 


190S—Entered Bowser serv- 
vice February 10. 

1915—Pacemaker, elected 
November 24. 

1916—Pacemaker, elected 
November 2. 

1917—Pacemaker, elected 
July 2. 


PACEMAKER Sic 


Kive Years with 
Ss. KF. BOWSER & CO., Ine. 


1912—Entered Bowser serv- 
ice September 8S, 

1914—Pacemaker, elected 
September 11. 

1915—Pacemaker, elected 
November 17. 

1916—Pacemaker, clected 
December 20. 

1917—Pacemaker, elected 
June 30. 


One Year with 
Ss. F. BOWSER & CO., Ine. 
1916—Entered Bowser serv- 
ice November 16, 
1917—Pacemaker, elected 
July 9. 


It takes Mr. H. E. Morgan and Mr. S. D. Stoddard 
to prove they know the value of their territories in 
the San Francisco District. 


Mr. H. G. Steinel of St. Louis is one of the kind 
of men whose pep makes a place for him on his Dis- 
trict’s Honor Roll. Mr. Steinel is putting in some 
good licks for St. Louis this month. 


Mr. M. B. Peiffer, Mr. F. W. Schock, and Mr, A. G. 
Hartgen are thumping away at the Harrisburg Quota 
this month. We expect to hear that these gentlemen 
have handed the standing a “knock out.” 


Mr. James 8. Whitney is another Albany represen- 
tative recently come to serve this Company. Mr. 
Whitney is moving along in good style, and we hope 
to meet him personally in a few more months. 


Mr. J. P. Fahey of St. Louis knows a thing or two 
about Bowser equipment. Mr. Fahey has been with 
the Company but a short time. However, he appre- 
ciates all Bowser representatives must “get wise and 
keep wise.” Anybody say anything to the contrary? 


Mr. R. M. Dartt of St. Louis understands now is 
the time for all good salesmen to speed up on the 
last half mile of track that ends Convention time. 
He is running on third. His eye is on the Cup for 
his District. 
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Here is a Good Sales Argument for the 
Cut 19 Kerosene Outfit. 


Show your prospect how this equipment 
will clean up his oil room, do away with washing 
hands after drawing oil, save time, make him 
and his customers better satisfied, and elim- 
inate the danger of fire and contamination of 
valuable food stock. 


Every Grocery Needs The Bowser 
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PACEMAKERS, 1917 


MEN ARE KNOWN BY THE RECORDS THEY MAKE 


PACEMAKER 


PACEMAKER 


C. J. ROGERS 
Three Years with 
BOWSER & CO., Ine. 


1914—Entered Bowser serv- 
ice December 1. 


Ss. FP. 


1915—Pacemaker, elected 
August 26. 

1916—Pacemaker, elected 
August 11. 

1917—Pacemaker, elected 


June 26. 


F. H. KILVER 


Threo Years with 
Ss. F. BOWSER & CO., Ine. 


1914—Entered Bowser serv- 
ice July 8. 


1915—Pacemaker, elected 
December 10. 

1916—Pacemaker, elected 
July 13. 

1917—Pacemaker, elected 
June 26. 


W. B. STAMFORD 


Four Years with 
Ss. F. BOWSER & CO., Ine. 


1913—Entered Bowser serv-=- 
ice March 28, 


1915—Pacemaker, elected 
September 1. 

1916—Pacemaker, elected 
May 10. 

1917—Pacemaker, elected 
June 18. 


RACEMAKER 


| 


|'|San Francisco'|' 


F. M. KENNEDY 


Three Years with 
Ss. F. BOWSER & CO., Ine. 
1914—Entered Bowser serv=- 
ice October 11. 
1915—Director, elected 
July 22. 
1916—Director, 
August 19, 


1917—Pacemaker, 
June 21. 


elected 


elected 


a 


F. H. SULLIVAN 


One Year with 
S. F. BOWSER & CO., Ine. 


1916—Entered Bowser serv- 
ice March 6, 


1916—Pacemaker, elected 
November 16, 
1917—Pacemaker, elected 


July 9. 


PACEMAKER pees 


eat 


L. W. CROW 


Four Years with 
Ss. F. BOWSER & CO., Ine. 


1913—Entered Bowser serv- 
ice June 30. 


1914—Pacemaker, elected 
December 19. 
1915—Pacemaker, elected 
October 31. 
1916—Pacemaker, elected 
August 7. 
1917—Pacemaker, elected 


June 30. 
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PACEMAKER 


PACEMAKERS—1917 


G. W. ALLEN 


Four Years with 
S. F. BOWSER & CO., Ine. 
1913—Entered Bowser serv- 
ice October 1. 


1914—Pacemaker, elected 
December 14. 


1915—Pacemaker, elected 
September 6. 


1916—Pacemaker, elected 
November 3. 


1917—Pacemaker, elected 
July 5. 


N. BROWN 


Two Years with 
S. F. BOWSER & CO., Ine. 
1915—Entered Bowser serv- 
ice October 11. 
1916—Pacemaker, elected 
November 4. 
1917—Pacemaker, elected 
July 12. 


W. C. SMITH 


Kight Years with 
Ss. F. BOWSER & CO., Ine. 
1909—Entered Bowser serv- 
ice March 1. 
1912—Director, elected 
August 3. 
1913—Pacemaker, elected 
October 7. 
1914—Director, elected 
October 16. 


1915—Pacemaker, elected 
December 6, 
1916—Pacemaker, elected 


November 27. 
1917—Pacemaker, elected 
June 25. 


MEN ARE KNOWN BY THE RECORDS THEY MAKE 


| PACEMAKER fee 


PACEMAKER ieee 
F. LAUGHREY 


Ten Years with 
Ss. F. BOWSER & CO., Ine. 
1907—Entered Bowser serv- 
ice. 
1912—Pacemaker, elected 
October 24. 
1915—Pacemaker, elected 
December 16. 
1916—Pacemaker, elected 
September 20. 
1917—Pacemaker, elected 
July 13. 


SCORE RCEERCEReen peaeneay Rea 


DIRECTOR 


C. M. FREDERICKS 


ST. LOUIS DISTRICT. 
Three Years with 


—_> S. F. BOWSER & CO., Ine. 
ee ji 1914—Entered Bowser serv- 
Py ice March 18. 
(e087 1917—Director, elected 
ANG A June 30. 


BERBER BER BEBE ABER SEBS RBS 


Since July 9th Dallas has had a new man, EH. M. 
Winstead of Houston, Texas. Welcome to the crowd. 


On June 21st the Memphis Office received an order 
from J. H. Smitha covering one twenty-barrel, Cut 
102 and two Cut 154 outfits. 
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PUTTING THE ADVANCE PRICE 
INTO EFFECT 


‘These are the times that try men’s Souls.’’ 

That was the remark of a great statesman in 
time of war. He had reference to unforseen 
conditions that were constantly arising to shake 
the national confidence, the patriotism, the 
courage and the moral character of every citi- 
zen. 

That famous quotation from a great thinker 
expresses a warning to the weak and a pro- 
found compliment to the strong and cour- 
ageous. 

Fortunately we are not beset by the immedi- 
ate disasters of war in our own country just 
now, although we will feel the effect of our 
share in the great world war, but this, the 
greatest conflict the world has ever seen, is dis- 
turbing the foundations of our commercial life 
and constantly changing the accustomed rou- 
tine of the manufacture and distribution of 
practically all lnes to such an extent that we 
may apply the thought expressed above to mar- 
ket conditions of today. 

This has reference to the increasing cost of 
raw materials and labor in practically every 
line and the consequent steady advance in 
prices on goods that are so affeeted—thus mak- 
ing it necessary for you to put the advance 
price into effect in your work as the advance 
price is forced upon us. 

Therefore, we may say that these are the 
times that try the leadership and generalship 
of salesmen in their respective fields. 

We aim not to quote an advaneed price until 
we are forced to do so by the pressure behind 


us—and we are willing to believe that practi-- 


eally all men engaged in business today are 
conducting their affairs on the same principles. 


Many buyers are inclined to look upon ad- 
vances in prices with suspicion—they either be- 
heve or pretend to believe that similar goods 
can be bought at the same old figures—and even 
if they have already been advised of the ad- 
vance by others they may decline to purchase 
merely in an effort to retaliate, or with the 
idea that there may be a decline before they 
actually need the goods. 


But all the while you know that the new 
price must be maintained by others as well as 
yourself. 

You do not want to leave without the order 
because you know that someone else will get 
it if you don’t—and that whoever gets it will 
be forced to charge as much or more than you 
do for the same character of equipment. 


It is therefore necessary to maintain and 
exercise a spirit of helpfulness toward your 
man—go into details as to the conditions which 
make the advanced price necessary—play upon 
his business judgment and strengthen his con- 
fidence in the methods of your house and you 
as its representative. 


- Remember that the fellow who is right has 
no cause to lose his equilibrium and the fellow 
who is wrong cannot afford to. 


Putting the new price into effect, even with 
old friends and customers, usually amounts to 
selling them over again and your reserve force 
of tact, kindness, forbearance and _ persever- 
ance will enable you to leave your customer 
sold and satisfied with his purchase. 


The advance in price is an oceasion to try the 
true mettle of salesmanship. To the ‘‘Weak 
Sister’’ it affords a satisfactory excuse why ‘‘it 
ean’t be done’’—while those of true blue char- 
acter accept it as an opportunity to add new 
honors to their records of success. 


THE MAN WHO STICKS 


The man who sticks, 
Has his lesson learned ; 
Success don’t come by 
Chance,—it’s earned 
By pounding away! 

By good hard knocks 
Making stepping stones 
Of stumbling blocks. 


(Contributed by Mr. P. P. Robins, Denver 
District. ) 
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MOTHER OF MR. L. L. BROWN 
DIES 


Information has just reached the Boomer Office 
telling of the illness and death of the mother of Mr. 
L. L. Brown of the Dallas District. The deepest 
sympathy of this department and the whole organ- 
ization is extended to Mr. Brown in this his hour of 
grief. 


Good reports are coming to the Office concerning 
the work of J. W. Hagerty of the Toronto Sales 
Force. A recent sale of Mr. Hagerty’s was a 1,000 
gal. tank to a hardware store. 


BRIDE AND GROOM 


Mr. George Roos of the Harrisburg District 
sends inthis picture of a happily wedded 
couple. The snap 
was taken before 
the establishment 
of the Johnston 
Auto Company 
and represents the 
two helpmeets com- 
fortably settled in 
their new home. 

Mr. Roos is hav- 
ing a very success- 
ful summer. A re- 
cent report credits 
him with fifteen 
outfits sold in six- 
teen hours and a 
little later in the 
week six sales 
effected with four calls meee allot which 
indicates that Mr. Roos will probably be a 
Pacemaker by the time this is printed. Good 
luck to him and thanks for the interesting pic- 
ture. 


N. B. White’s name again appears at the top of 
the Louisville Honor List. We have decided that 


this salesman’s initials stand for “None Better.” Are 
we correct? 
Albany is claiming precedence as usual. This time 


it is in the matter of fish caught. F. W. Devereux 
comes forward with a tale of a three and a half 
pound bass lifted from the lake. Next! 


a 
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- QUALITY 


It is doubtful if any word that means so 
much has been bandied around so relentlessly 
as “‘quality.’’ It is the careless claim of the 
imitator, and the sincerest bulwark of the 
worthy manufacturer, but no matter how much 
it is used or misused, quality is a persistent 
reality. 

Quality is all good things blended. Ina Bow- 
ser product it is the union of the best in ma- 
terials, the best in workmanship, and the top- 
most in supervision and earnest endeavor. 

Quality displays itself through use. It is 
pointed out by experience, and soon or late the 
public demand sifts the true from the false, 
and a line of goods becomes standard. 

Bowser is the standard, since 1885. 


W. C. Smith of San Francisco is not overlooking 
coal-oil and paint oil sales at this time. In the past 
thirty days he has sold several outfits for the 
handling of these liquids. 


E. HE. Lowe was a visitor at the Home Office early 
this month. Mr. Lowe was accompanied by Mrs. 
Lowe. Reports indicate that he is well on the way 
to Pacemakership for this year. Good luck and 
come again. Mr. Lowe is from the Memphis Dis- 
trict. 


D. Moore was a visitor at the Home Office the 
latter part of the week ending July 14. Mr. Moore 
is a Louisville representative of the Company and 
as loyal a Bowser man as ever carried the line. It 
is said that he is never down-hearted and never 
knows when to quit work, all of which might have 
been inferred from his record of achievement while 
with the Company. 


YOU CAN’T KEEP A GOOD MAN DOWN 


There was a man in our town 
And he had broken arches; 

The U. S. Army turned him down— 
He eouldn’t stand the marches. 


But when he found his feet were lame, 
With all his vim and vigor 

An aviator he became 
Where flat-foot cuts no figure. 


(Contributed by Mrs. R. E. Fleming, wife of 
Mr. R. E. Fleming, Louisville District. ) 


Opportunity has 
no favorites. She 
will meet any one 
of us at any time 
or place. We 
should be ambi- 
tious to cultivate 
her favors and 


This is just the sea- 
son of the year for you 
fellows to stack up 
points. This is also, 
and for the same rea- 
son, just the season of 
the year for you to sell 
the General Line. keep our appoint- 

A. W. DORSCH, ments with her 
District Manager. Scrupulously—and not be one 
of the late people, one of the 
chronic missers—out. 
W. M. MANN, 
District Manager. 


Coast 
«survey by c 


Mg 


i Business is good 

and coming from 
all sections of the 
country. The im- 
provement in the 


Up on your toes, fel- 


lows! Increase your As usual,’.J. <1, Factory is won- 
stride! “We “wants to ; ’ Sane 1. “It is the 
keep the Cup with us— Bowes of Louisville re : t l ce 
not for the vanity of is aviating with the usinest pla 
the thing, you under- “fyi i you ever, saw. 
stand—but because we ying four. In 
want to be identified as every mail we re- 
workers and winners. : 
He (\CusStORE; ceive commendable 
District Manager. reports of Mr. 
Bowie’s work. We want to ask you particularly 
to do this—realize that you are a 
part of the S. F. Bowser Company 
—that you have been taken into 
the firm’s confidence because they 
News from Mem- have confidence in you. We want 
eat you to know positively that those 
Producto desea phis! EK. P. Dolan responsible here at Fort Wayne are As the | 
is gaining . eats Baaie ducattincween A ' 
on sales. Keep humping is gaining fame and Dae ape Pe At ge wet Via to come 
: fe = S in such shape at we wi e able ; 
are Ay cetera a fortune through the to tates care-otvevery dollars! worth ee 
asur ng el- : ; si - ; 
bows with the. livest sale of Paint Oil i pes business that you can send stronger 
bunch of business-get- Equipment x ‘ year ever 
ters in the world in qurp ; L. P. MURRAY, ing a ste 
January. Mid-Western Manager. 
L. E. PORTER, eS SS 
District Manager. 
From Washington come great re- Another visitor at the Fa 
ports of the work of W. G. Chand- this week was J. A. S. Meyer, : 
ler. Memphis Pacemaker. 


J. E. Jeffreys recently sold the 


A good start, unless following order to a large stock A. C. Van Auker secured a! 
sustained, amounts - ue farm in his Washington territory: der last week for three por 
A a tl RE Ad One 10 bbl. Cut 41. Kerosene. wheel tanks. Mr. Van Auker 
boys, now you are on One 3 bbl. Cut 41. Gasoline. F. been doing a splendid factory 
the home stretch. CoWare: ness all year. 


CG. Gy BARNES; 
District Manager. 


F. E. Walters is to be congratu- 
lated, boys. He is the father of 
a baby girl. From now on he is 
more than going to scratch for 
prospects out in his San Francisco 


L. B. Gilbertson of San Fran 
sells the entire Bowser line. 
percentage he makes on §& 
items alone supplies his ‘“Fliy 
with gasoline and tires and ] 


Vert tory, keep it in excellent repair. 
7a Wat 1 € ] A A A 
of an ee Be lk E. R. Bird of San Francisco will 

side yourselves and be several times a Pacemaker if Charles R. Monroe, who i 

avore an os in Gar he continues to send in business Indiana salesman under Mr. 
ait Beat apace P Be at the rate he has been sending it rows, has been enjoying a vac: 
prosecuting attorney in during the past six months. Mr. for the past few days. Mr. 

and deren nee eae Bird is a very thorough salesman. roe is in Madison resting wu 
proesecutor snoot a ew . ° ‘3 4 

questions and sce how Throughout his territory he is order to do a big work for th 

you stack up with yourself. known personally. mainder of the year. 
¥ R. E. FLEMING, 
District Manager. 

Because we have 

ronto District our 

Sales success is not so much a question of the actual producti 

territory, or location, as it is of work, plus this for bolt and rivet 1 

one thing—real salesmanship. appreciate their y 

J. W. BURROWS, the Home Plant du 

District Manager. upon all our men” 


berships this year. 
machinery bull 


_ NN nN Neen 


oast 


\\Qsspe 
WE, 
Production is im- NU f 


mensely 


ed. If you men 
spend an 


might 


c 


increas- \ 


hour in the Fac- 


tory you 


would 


be the most en- 


thusiastic bunch 
on earth. 
SAVERCOOL, 


| Sales Manager. 


For years S. F. Bowser & Co. have 
been the acknowledged leaders for 
Safe storage of gasoline and oil. 
Today many-Laws and Insurance 
Regulations in active effect are the 
direct result of the information this 
By Goyv- 


When 
these facts 


oontinues Company has furnished. 

salesman ernment and Insurance Officials we 
et is in- are looked up to as authorities on 
pulling the subject of handling oil. 
biggest you salesmen consider 

is show- you know you are representing the 

- Quota.” greatest concern of its kind in the 

N, world. | a OXO) PAYA DE On Dp 

inager. 


astern Manager. 


We are all 
doing, m uc h 
better this 
year in the 
sale of Dry 
Celveva mei) te 
Equipment 
than we did 
li fh Sh se DY ea 
Cleaners are all 


doing a 
large business at this time. 


need addi- 
tanks and 
Systems. 


Many of them 
tional storage 
complete new 
\VYork this line. 

a KGING SIs 
District Manager. 


In this issue of 
the Boomer we want 
to introduce H. W. 
Bell as the Kerosene 
Salesman of the Ohio 
District. Mr. Bell is 
an intrepid gentle- 
man. He dared en- 
ter into the Natural 
“Gas” Territory— 
where kerosene out- 
fits they say cannot 
be sold—and there 
in that impossible 
territory Mr. Bell 
calmly secured three 
very nice orders for 
Bowser Kerosene 
Equipment. 


A. Ford of San Francisco is 
ng in some fine western busi 

Mr. Ford is striving to close 
ast one order every day of 
working week. We hope Mr. 
will beat his average. 


J. Reedy of the Toronto Dis: 
is the winner of a recent 
/ contest there. Mr. Reedy’s 
ing order was one for twenty- 
Cut 63’s. 


cording to latest information 
Canada, Charles Brenner of 
onton is finding some new and 
nal ways of pushing the Bow- 
ine. Originality pays—always. 


ed Schuster of Albany sold 
> nice business the other day. 
sales included an order for a 
) gallon 12-gauge, Cut 41 out- 
two Cut 41 equipments with 
ssories, a Cut 63 and two Cut 
outfits. 


‘e in the To- 
nterested in 
lipment, bolt 
‘y more than 
r-of visiting 
ion. Depend 
maker Mem- 
see the new 


D OFFICE. 


-— 


W. N. Daniel of the Washington 
District has just joined the Coast 
Guard Artillery of North Carolina 


IN, IBilSs oi Su, Ibowals Solel 
one thousand dollars’ worth of 
business during the third week in 
June. R. F. Kimball of the same 
District came very close to that 
average in his sales standing for 
the week. 


C. F. Comstock, special Michi- 
gan salesman, was in Fort Wayne 
during the second week of July 
and called at the Office. Mrs. 
Comstock and daughter Billy were 
with him on this visit. 


D. S. Johnson, Manager of the 
San Francisco Office, has made an 
extended trip through Utah, Ne- 
vada, and the Northwestern terri- 
tory. During his absence, his 
assistant, E. C. Marsh, took charge 
of the Office. 


The opinion 


Lubricating Oil Contest 
that Dallas holds 
“Tts all in the state of mind.” 


18% doy LAA INKED, 
District Manager. 


the Dallas salesmen hold 
what position they wish to maintain 
is just what decides 
her lead, keeps first 


Did you ever stop to 
think how important 
you are to this organ- 
ization? Don’t believe 
that because you are 
NOteuethom bis sest pro- 
ducer you have no part 
in the _ business. The 
very fact that you have 
a territory and a Bow- 
ser contract is of great importance 
to you and to us. The success of 
the Plant actually depends upon 
your personal success. You have it 
in your power to win the Cup for 
the Memphis District. 

H. W. BROWN, 
District Manager. 


“oTis neither Fortune, 
Wealth, or Fate, but 
‘Get Up’ and Get’ that 
makes men great.” 

A. S. BOWSER, 
District Manager. 


Don’t lose sales on ac- 
count of delivery! Make 
your prospects want 
Bowser equipment so 
bad they will not mind 
waiting ten weeks if 
necessary for their out- 
fits. 


Cc. HoH. DAVIES, 
Acting District Manager. 


You salesmen can sell 
KEROSENE equipment 
as well as you can sell 
any other kinds. You 
all have kerosene pros- 


pects somewhere in 
your respective terri- 
tories. Put some ‘‘kero” 
orders across this next 
week, 

I L. WALKER, 


District Manager. 


. Get on the Atlanta 
List of Big Producers! 
You can crowd your 
way to the top. It isn’t 
too late to outstrip this 
District's acknowledged 
leaders! 
Here. CARP HN TEER, 
District Manager. 


as to 
in the 


place. 


NOW IS THE TIME 

Never have the workers of Great Britain 
earned as much, spent as much as sinee the out- 
break of this war. 

And the workers, the farmers, the miners, 
and the manufacturers of the United States are 
now entering an era of war prosperity even 
greater than that of the past three years. 


The LIBERTY LOAN is not taking a dollar 
out of the United States. It means that our 
allies will make greater purchases than ever, 
and that the Federal Government will pay 
their bills on a loan. 


An American army of 1,500,000 men must. be 
housed, clothed, transported, equipped and fed, 
which means constant work at high pay for 
every able-bodied man, and for thousands of 
women who never earned a dollar in wages 
heretofore. It means a purchasing power of 
incredible proportions. 


Therefore, now is the time to sell all lines, 
especially kerosene and lubricating oil equip- 
ments. 

Clean up on all outside quotations. 

L. W. PORTER, 
District Manager. 


O. T. McKissick is a this year’s man in Dallas Dis- 
trict but he is doing excellent work. He seems to 
be one of the type of men who know and sell the 
line from the first. 


Since July 18th Mr. and Mrs. J. C. Long are the 
parents of a little daughter, Josephine Eleanor Long. 
Atlanta sales should now take a big boost. 


One of Harrisburg’s new Pacemakers, Mr. W. B. 
Offerle, visited us at the Home Office last week. 
Mr. Offerle is one of the hustlers from his District. 
In general he wins success by building up a moun- 
tain of medium sized orders, though this year he 
has been sending in some good large ones to swell 
the total. 


MARKERS ON MR. H. O. 
CUDDIE’S TRAIL 

These three outfits were sold in 
Moose Jaw within one month by 
H. O. Cuddie. They are all in- 
stalled on one street and within 
two blocks are three more Bowser 
equipments, making a total of six 
installations within two squares. 
This shows what an enterprising 
salesman can do in territory that 
the mediocre man would plead 
was ‘‘filled up.’’ It is 
Mr. Cuddie’s plan to 
sell the equipment 
where it is needed and 
not to bother about 
excuses. That atti- 
tude perhaps explains 
his excellent sales 
record. 

The Bowser Company 
has recently completed 
installations in the larg- 
est and finest garage in 
the world—the Mary Pin- 
chot garage,—located in 
the very heart of New 
York city. That fact cer- 
tainly speaks for the gen- 
eral acceptance of Bow- 


ser goods as the stand- 
ard of their kind, 


_ BOWSER 


Cut 115 


CELLAR 
OUTFIT 


FOR 


Paint Oils 
Kerosene 
and Lubri- 
cating Oils 


Hard- 


Every Factory, 
ware and Paint Store 
needs it. 


R. A. DUSAULT MARRIED 


From Albany comes a belated announcement 
that R. A. Dusault has stirred up the waters of 
the Sea of Matrimony by his recent marriage. 
Mr. Dusault is one of the youngest members of 
the Albany sales force and has already made a 
great record as a salesman. We extend our 
congratulations and best wishes to Mr. and Mrs. 
Dusault and prophesy a flood of orders in Al- 
bany Office from now on. 


C. B. Merrill edged into Albany’s Tenacious Ten 
again for the week ending July 21. 


Albany reports W. F. Wickham as among those 
securing good lubricating business recently. 


A short time ago Eugene Burch contributed to 
the happiness of the Memphis District by selling a 
cooking oil equipment. 


J. L. MeMorris of Chicago recently secured a 
$1,610.00 dry cleaning order. Mr. McMorris is on 


the road to Pacemaker Membership. 


BOWSER o 


ATTENTION! 


You boys who have been with the Company 
since the first of the year, have you worked 
your entire territory in strict accordance with 
your Calling List System? Have you ealled 
upon every possible user of our equipment in 
all the inland towns in your territory as well 
as those on Railway Lines? Have you sent in 
your Daily Reports covering each and every 
call you made so we may check up our copy of 
your Calling List? Are there any names re- 
maining on your Calling List opposite which 
you have made no entry? If there are not, and 
you have worked each County in your territory 
on the Calling List System, then you have cov- 
ered your territory and are ready to start your 
second trip—but, if not—then your territory 
has not been covered in the manner productive 
of best results. 


Are there Counties in your territories in 
which you have failed to place a GASOLINE, 
KEROSENE, .LUBRICTING, PAINT OIL or 
COOKING OIL OUTFIT? If so, NOW is the 
accepted time in which to make up this omis- 
sion by rounding out those Counties on all of 
the above mentioned lines. 


—H. C. CARPENTER, Jr. 


IT IS PART OF HIS RELIGION 


From Salt Lake 
City, Utah, comes the 
following letter by 
Mra. Je Redford, 
Louisville Office. 
Dear Mr. Kagay: 

I have not met Mr. 
C. O. Hottel but the 
enclosed picture is of 
one of his sales It is 
taken before the es- 
tablishment of the 
Deseret Live Stock 
Company of Woods 
Cir Or Sts Utd tee ars 
Howard, the man- 
ager, 18 standing at the right. ‘‘Part of my re- 
ligion’’ he said, ‘‘is to be happy and buy the 
best.”’ 


12D: KINGSLEY 
A\l_SET- FORE ! 


LETTING GO 
Business men are never quite the biggest business builders that they might be until they have 


learned the difficult lesson of forgetting business. 


It is a stern law of nature that we must rest 


our bodies and our minds and the wise man obeys that law and comes back from his play with his 
vision broader and clearer and his energies restored. 
The above picture speaks for itself—just some of our big Bowser men out under the open 


sky, letting loose of business for the moment. 


Griggs Walker is another Atlanta man to come 
forward with a good Saturday’s record. To prove 
that the old idea that Saturday eggs will not hatch 
is false, Mr. Walker sends in a splendid order for 
July 14. 


The New York office writes that they have been 
recently honored by a visit from H. C, Carpenter, Jr., 
of the Atlanta District. 


CO-OPERATION 


It was taken at Sioux City, Iowa, and was for- 
warded to us through the courtesy of C. J. Rogers. 


It tells a story we all should know. 


Harrisburg seems blessed with babies this month. 
Kathryn Jane is the name of a newcomer in the 
household of GC. L. Powell, Assistant to District Man- 
ager Storr. 


Albany Office gathered in a fine cluster of private 
garage orders for the mid weeks of July. G. W. El- 
liott was one of the main contributors. 


PLE ttigs 


COLUMBIA CALLS 


There’s a bugle note in the silent street, 
Then an echo loud and clear, 

Comes the young man’s ery as he stands salute, 
‘*Columbia calls—I’m here!”’ 


Above are two Bowser sales- 
men who have responded to the 
eall. The one is W. F. Paul, as- 
sistant to Manager L. E. Porter 
of the St. Louis District, and 
special Booster correspondent. 
The other is George C. Hexa- 
mer, a very efficient young Fac- 
tory salesman of Philadelphia. 
Mr. Paul has entered the Quar- 
termaster’s Department of the 
Army, while Mr. Hexamer has 
volunteered his services to the 
Navy. 


GivE& You NO 


E. F. Klotz has just sold several 
lubricating oil outfits. He has also 
distinguished himself by purchas- 
ing a canary yellow straw hat. 


MAD AND! 
f EVER’ THING 


On June 25th Walter Snapp’s 
name stood in second place on the 
St. Louis Honor Roll. 


- AND NEXT DAY You He Wie 
PHONE -HimM BUT HE 


ENCOURAGEMENT Awd 
You pecipe To GET 
BOME OTHER LINE OF 
BUSINESS! - AND You'RE 


Haren 


HOW ABOUT IT? 

1. Did you work every day last week? 

2. How many actual demonstrations did you 
make? 

3. Did you make an earnest endeavor to sell 
a ‘‘Lub’’ outfit to the fellow having a Bowser 
gasoline filling station? The man who handled 
his ‘‘Lub’’ oil in non-measuring tin cans? 

4. Did you work each grocery store you 
passed, concentrating your entire battery of 
sales arguments in an attempt to make that 
merchant handling 150 gallons of Kerosene per 
week throw away his old faucet tank and sub- 
stitute a Bowser? 

5. Did you not pass by the hardware stores 
with this sop to your conscience: ‘‘ What is the 
use of wasting time on these paint oil dealers, 
they would not buy on a bet’’? 

6. Did you look up the various oil company 
agents and get acquainted with the tank wagon 
drivers? 

7. Did you make it a point each night to 
rehearse your work of that day to see wherein 
you failed to make a sale on each particular 
eall? 

8. Did you make it a point each night at 
the hotel to be a good fellow with the grocery, 
produce, hardware and other general line sales- 
men, with the object of getting a line on the 
oils, quantities sold, method of handling, and 
the best way to approach buyers of the differ- 
ent stores, garages and plants in the country 
through which you are traveling? 

—R. HE. FLEMING. 


Ain’t It a Grand and Glorious Feelin’ ?—By Briggs 


AFTER A LIVE PROSPECT 

ComES IN AND You HAND HIM 
YouR GEST LUNE OF TALK — 
“DEMONSTRATE To Him ETC 


= AND HE SAYS ME SANS SEES Bo! NM 
ou < 5 4 SEE Him WITH HIS WIFE 7% 
GUESSES He'tLt LOOK KIS DAUGU Te RENONA ve 


AROUND A BIT” 


COMPETITOR'S CAR 
{ UNDER THe sree 
OF YouR es 'S 


ALL OF A SUDDEN 
HE PHONES YOU AFTER A « 
Few MoRE DAYS AND SAYS 
“Come Down TO MY OFFICE 
(NTO AND BRING A CQNTRACT"™ 


Ain’T 17 ie 
A GR-R-RAND Jae 
AND Bey 
GLOR-<< 
YuS 9 
FeEetun . 


aa 
TA TATA Tra 


Fern fh 4 me 1) hh 1 tt LE Yh | Nt 


STANDING OF FORTY HIGH MEN 


JULY 10, 1917 


1.) Bi a. -Milliron 23. cern eens Harrisburg ©" 207A Ge Harteenie rar. ee eee Harrisburg 
2. We. .V.. Crandaliliss eae naemictaeis mies Denver® ).2259 Ra D> Hckeberger -sare ser ae Memphis 
3. K. kK Hessenmueller) =. 2.2.7... Harrisbur2aee 2owit oe ccm Lay ny eee oe ee ee Chicago 
4. JWT BSS bamtordge, sire cee Harrisburg ie 2450 Wi Ber Oller ee sence een eee Harrisburg 
5.. Js J2 Connelly sr acitatto. eee Chicavow 7 2b Da lmeonar dean eae Harrisburg 
6.) <Rz) Coddington gee. cei eee eee Denver (26: WeC. ELaISCY ate ee eae arene ee Albany 
To.) No oMatting by tick betes dete eer Denver). 27..°Hy Dalgaard ej... ee eee New York 
Soin Ww SO COULE IN tert eit tee renee oe New Yorks © +28,.55 Hh) Taylors... eee aut eee nee Albany 
9.7 CURT beeleston t...more einer Albany, © 293 3Wre A eArmstron2 Bee eee Michigan 
10. UR We J OWelaw cc cast te eee Denver s ‘80:3,\ We Cay Sutton oie eae ee eee Indiana 
11) He Ree Bird Bete eee cette aoe Sails hranciscon vole Bislacee\ Cll Siren pie eerie San Francisco 
122 GaP Dickey eta oer rate oe St-"Loulisa 32 4ede- Maric cre pt een Harrisburg 
135, SAGyYPhIPDSt cee Meanie race Ge Ohio > 339 Ra. Matthewsieuns ase ee eee Dallas 
14.°4N2 Pag uette scr sarees re eh co eee etree: Toronto. ~34..\G. Mier bredericksm.- a ae eee St. Louis 
152% BAS 2DeILlLereee.. care en cae eee Chicago.” 35:23 Ms, Kenned yarn eee San Francisco 
165 VHeAS Vorticcrne eee Harrisbure) —362) He Se Purd you ee ee Atlanta 
1x0 HeePecples Beker ash aes New York. 37%. MAC) Benhamsn.cen seeere eeee Chicago 


192o2 Je Re Sibley tenner eet New York 97399 “TP ESmithy soe see oe ere Dallas 
J AAS SMV Or = 240 crn feclete ie tee, ene Memphis,” 40;5:W. BaJamesonser acc eeer e San Francisco 


District Office Quota Standing 26th Week Ending July 7 
DIVISION ‘A’? DIVISION ‘B”’ 


* OhiO Nes ccsne Poke oma I. L. Walker, Manager 
Memphis isco H. W. Brown, Manager 
Denveret nce ern C. C. Barnet, Manager 
Michigante-ncj seen A. S. Bowser, Manager 
New York....C. H. Davies, Acting Manager 
7 Indianatnc pacts J. W. Burrows, Manager 
. Washington........ A. W. Dorsch, Manager 
«, LOUISVILTe eine R. E. Fleming, Manager 


Dallas cerca. lero tickers B. L. Prince, Manager 
a Ot.* LOUISE santas a oistests L. E. Porter, Manager 
AIDany:siclene sieve ote cote W. M. Mann, Manager 
FlanrisbunGica iu dae H. C. Storr, Manager 
WOTONnto Diins o5 woos cieeeac meet iomnce eeoie de Leth veueie ene 
Chicago. =) nae T. D. Kingsley, Manager 
. San Francisco...... D. S. Johnson, Manager 
“Atlanta: ceo. cc H. C. Carpenter, Manager 


ONO oR wh > 
ONOATP WON > 


District Office Lubricating Standing, July 11, 1917 


1. ST. LOUIS 5. SAN FRANCISCO 9. OHIO 13. TORONTO 
2. DALLAS 6. INDIANA 10. WASHINGTON 14. MICHIGAN 
3. CHICAGO 7. ALBANY 11. MEMPHIS 15. ATLANTA 

4. DENVER 8. HARRISBURG 12. NEW YORK 16. LOUISVILLE 
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) il ‘Ne How much oil do you suppose f 4 Mh 
; is wasted in a year’s time by ¥ ot Be 
allowing the drips to remain ina ; 
catch pan until it is about ready 
torun over? Figure it up for just 
one pan—then use that knowl- 
edge to sell Cuts No. 109 and 115. 
You know there are no drips with 
those outfits. If oil is spilled, it 
is returned to the tank. 
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VISITORS AT THE HOME OFFICE 


W. M. Mann, Manager of the Albany office, was a 
visitor at the office the last of July. 


T. D. Kingsley was in Fort Wayne part of the 


week ending July 28. 


S. A. Collins of the Albany district visited the 
office and shop during the fourth week of July. 


B. A. Deffler, the new Director from the Chicago 
district, called at the office recently. 


E. Steinhauser, Ohio salesman, was in Kort Wayne 
a short time ago. Mr. Steinhauser has been with the 
company since 1915 and is turning in a good volume 
of business. 


J. L. Bowie, Jr., from the Louisville office called 
on the Boomer the other day. Mr. Bowie is a new 
man with the company, having been with us only a 
few months. 


J. KE. McClanahan has been up in the Louisville 
Flying Four class recently. 


C. I. Benford is reporting a worth while bunch of 
business from his territory out in the Denver district. 


W. E. Grooms of the St. Louis Sales is keeping 
right up in the front rank with his high weekly sales 
average. 


From 184 to 246 is a good jump in points for two 
weeks, but that is what W. S. Tredway of the Indi- 
ana district did recently. 


W. H. Pritchett is an Indiana salesman who is do- 
ing a good business these days. He is up in the four 
hundreds in points, with more coming all the time. 


I. K. Jacobs, HE. Steinhauser,.G. W. Schiefer, T. C. 
Potts, W. S. Camden, J. O. McCracken and. H. W. 
Bell are recorded as the “High Seven” in the Ohio 
district for the week ending July 21. 


L. L. Patterson of the Memphis district is special- 
izing on five hundred dollar orders. He is landing so 
many of them lately that it seems to be a habit with 
him. 


Memphis Office writes that they keep a scrap book 
of everything published in the Boomer that is of par- 
ticular interest to Memphis salesmen and other em- 
ployes. They find this little book a source of con- 
stant pleasure. The idea is worthy of consideration 
by other district offices. 


Since January 29th, this year, when he came with 
S. F. Bowser & Company, F. W. Swerer of the Den- 
ver District, has accumulated a total of almost four 
hundred and fifty points. That would seem to be 
pretty good work for a first year man. 


WHAT CAN BE DONE IN ONE DAY 


Every day is such a usual occurrence that its 
true significance does not come home to us. We 
are so used to our days that we are blind to 
their universal possibilities. In the beginning, 
one-sixth of the whole world was made in one 
day. Yet how many of us feel that we can do 
one-sixth or even one-hundredth of the things 
that we ought to in one day. 

Within one day the battle of Waterloo and 
the battle of the Marne were won. There was 
a day when you were born and there will be a 
day when you will die. How about all of the 
days in between? A man can change the for- 
tune of his entire life in a day. The idleness of 
one day leads to the habit of idleness in all the 
days thereafter. What we do in one day de- 
termines quite largely what we. will do in all 
the days. 

Every day should be complete in itself, a 
gem of reality taken from the cluster of Etern- 
ity. Every day should have its duties, its 
dreams, its devotions. Every day is entitled to 
the privilege of making every one of us a 
wholesome, well-rounded human being. We 
must not fight off our days from their privilege. 
We must give them a chance. Why wait for 
another day to do something? If there is some- 
thing worth doing, put in somewhere in today 
or the probability is that you will never do it 
at all. Don’t leave it go. Thus, the highest 
moment you have, the flash of divine inspira- 
tion, the holy thought, the message of love will 
never get crowded out of your day. Out of 
your day will come all good things. 

(Adapted from letter by H. W. Brown, Dis- 
trict Manager.) 


Sixty-four points in two weeks is the latest record 
from J. R. Sibley of New York. 


G. A. Smith of the Washington Office is making a 
fine record this summer... As the Washington corres- 
pondent puts it, he is “going good.” 


H. Benique of the Canadian Sales force sent in 
three orders amounting to over that many thousand 
dollars. A good way to describe such action would 
be as “concentration of efforts.” 


R. L. Corey, General Sales. Manager Savercool’s 
assistant, and Fred Knoche of the Engineering De- 
partment under L. F. Johnson, had charge of the 


Bowser display at the National Associated Dry Clean- 
ers’ convention at Cedar Point, Ohio. 
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WORKING TOGETHER 


Success, as well as failure, has its sharp 
thorns. 

It is a trait of human nature, common to all 
men, to unconsciously develop and foster the 
great “‘I am’’ idea as progress is made in a 
given field, but it is well to bear in mind that 
success may become its own hindrance when 
attended by too much self-glorification. 


If that characteristic is permitted to mature, 
it begins to crowd out the colossal virtue of a 
Broad Vision—it eliminates perspective from 
man’s reasoning powers, dwarfs the imagina- 
tion and narrows his range of vision until there 
is no room or desire for fresh ideas and im- 
proved methods. 

Then he is face to face with that condition 
known as ‘‘staleness on the job’’ which is like 
a heavy fog that shuts out the bright rays of 
sunshine and casts a dull, grey atmosphere over 
his horizon. 


Staleness on the job settles down on a sales- 
man in a peculiar manner. First he begins to 
figure that the helps and suggestions sent out 
from the office are only a lot of red tape that 
does not apply in his particular case—he is in- 
ehned to look upon them as unnecessary bother 
—then they become in his mind a sort of an- 
noyanee, and finally he displays a spirit of re- 
sentment toward the helping hand offered by 
headquarters. 


He is then working for his house instead of 
with his house. 

Soon the constant association with his line 
and his familiarity with the many phases which 
enter into its sale begin to dull his ardor and 
enthusiasm—the absence of outside viewpoints 
and the monotony of the methods of his own 


narrow confines get him into a sort of rut. 

The advance agent of calamity has dropped 
in to hang the ‘‘erepe’’ on his order book be- 
cause he has abandoned the spirit of unity, 
working together and co-operation which is so 
necessary to success In any organization. 

Permanent success in selling demands team- 
work with the house. You can’t fight the bat- 
tle single-handed. You need the stimulus that 
comes from unity of purpose in order to keep 
your line bright and shining in your own mind. 
There are angles to every selling problem 
which the salesman on the ground cannot al- 
ways see because of his close proximity with 
conditions. And the house can use your ideas, 
the results of your experience and your knowl- 
edge of local conditions which only you ean in- 
timately know, as they ean be used for the ben- 
efit of the organization as a whole. 

Salesmanship calls for alertness and origin- 
ality at all times. Any:salesman, however suc- 
cessful, can utilize in some degree all the ideas 
and suggestions he ean get on selling—and 
most of the good ideas come from the amal- 
gamation of different viewpoints. 

Faith in your own powers and confidence in 
your individual methods are essential to sue- 
cess, but it is also necessary that you have an 
abiding faith in the pohey of your house and 
recognize the interdependence which exists 
among all members of an organization. 

“KY Pluribus Unum’’ has proved a good mot- 
to on which to build our nation and it will 
prove valuable in building and maintaining a 
successful business institution. 

Let us stand together and work as one man 
for the common cause—suceess. 


Washington district has a new salesman by the 
name of C. L. Speight. 


A. B. Coffee, new man with Louisville, continues 
to show a good grasp of Bowser methods. 


Canada reports that C. H. King and C. H. Knodell 
are helping break some records this summer. 


C. L. Huffman is keeping up a good sales percent- 
age. Mr. Huffman is an Indiana salesman and is not 
far from Club membership. 


P. Carlton of the Michigan district made a note- 
worthy gain in points during the last weeks of July 
and it is only a question of fifty points until he will 
have passed the five hundred mark. 


R. A. Dusault, F. H. Richard- 
son, and M. D. Keefe were high 
men in Albany’s Tenacious Ten 
for the week ending July 14. 


I. H. Larr is a new Memphis 
salesman who is showing up 
splendidly. He has been with 
the Company only since June 
but he is already looking like 
Pacemaker material. 


C. C. Shields who is a com- 
paratively new man in the Al- 
bany District sold his way into 
the Tenacious Ten class not long 
ago. Fine work. 


R. J. Goodman is turning in a good volume of busi- 
ness from his Michigan territory. 


C. H. Pridey is a 1917 man who is doing a good 
lubricating business and a good general business 
out in his St. Louis territory. 


J. C. White of the Dallas District recently for- 
warded in one mail orders amounting to several thou- 
sand dollars. That is the sort of work that counts 
big. 


J. J. Mack, P. A. Eschalier and J. L. Myers, three 
Harrisburg salesmen who entered the service of S. F. 
Bowser and Company at the same time this last 
spring are all doing a good business. 


V. P. Bennett. has re-entered Bowser service, 
working under the Chicago District. Mr. Bennett 
has been out for some time because of ill health. 
He was a Pacemaker last year. 


JOHNSON GETS A BIG ONE 


Not so very long ago R.S. Johnson was taken 
up by the roots from his Ohio territory and 
transferred to. new soil in 
New York. For the past six 
years Mr. Johnson has been 
producing his annual crop of 
Pacemakership orders but 
the re-planting seems to have 
stirred him up to even 
greater growth. Last week 
he brought in an order that 
reaches so far into the thous- 
ands that we refrain from 
telling how large lest you should not believe us. 
This is getting to be.an annual event with Mr. 
Johnson. 


tions. 


UNDER THE SMOKESTACK 


In the above picture is housed a fine assort- 
ment of Bowser equipment. The plant repre- 
sented is that of the Kimberly-Clark Company 
paper mills at Niagara, Wisconsin. They have 
a splendid oil room which is equipped with 
seventeen Bowser outfits—Cut 64’s, 109’s and 
a 7-F-Filter and also a Cut 41 for gasoline 
which they recently ordered. 

This business is the result of the activities of 
one of our hustling Bowser salesmen, George 
W. Allen of the Chicago district. Mr. Allen 
has been with the Company since 1913 and a 
Pacemaker every year. The reason for his sue- 
cess is not hard to find; he looks for the indi- 
cators of business, whether they be faetory 
chimneys or a new private garage and then he 
goes and sells them what they need. 

We are indebted to District Manager T. D. 
Kingsley for securing and sending in the pho- 
tographs. 


Memphis has a new man by the name of Charles 
J. Cannon. They report that he started in to cap- 
ture orders the day he entered the field and great 
things are expected from him. 

Down in Dallas territory W. B. Goolsby continues 
to sell Bowser goods by the car load. His record 
for this year certainly indicates that he knows how 
to talk his line and, more than that, how to make 
that talk effective in the getting of the order. 


J. H. Robbins of the Albany District not long ago 
secured a Cut 19 order under rather trying condi- 
Mr. Robbins used to sell “snappers” for the 
Buffalo Whip Company and it was there perhaps 
that he acquired the art of whipping the unruly 
customer into line. 


GETTING THE PAINT OIL BUSINESS 


(C. C. Barnet, District Manager.) 

Because Gasoline, Kerosene and Lubrication 
business comes fairly hard you are trained to 
the minute to keep hammering away until you 
secure the order. On the other hand the aver- 
age Bowser salesman has apparently not 
learned that the same studious, scientific, never- 
say-die hammering on Paint Oil business will 
also bring wonderful results. You must, how- 
ever, approach the Paint Oil in a very different 
manner from that used with the Gasoline, Kero- 
sene and Lubricating trade. Why? Because, 
in the first place, the average handlers of the 
lower priced commodity, particularly Gasoline 
and Kerosene, even before your real approach 
to them, already have a very wholesome appre- 
ciation of the real danger and risk that they 
run if they attempt to handle these liquids in 
the ordinary manner. Many a handler of Gas- 
oline has said to you: ‘‘I am more afraid of 
the danger than I am of the loss!’’ Naturally, 
then, you proceed to dwell on what they readily 
admit and pound it home, and so demonstrate 
and prove to them that the loss is also no small 
item and so far as staying in business is con- 
cerned there is not a great deal of choice be- 
tween being blown out or burned out or ‘‘leaked 
out’’—he is out of business either way! 

Now we admit that it is a bigger job to dem- 
onstrate ‘‘Bowser to the rescue’’ on Paint Oil 
than is involved in any other liquid. But we 
do not mean by this that a Paint Oil dealer has 
less need for Bowser Equipment than the 
dealer in these other lines and we do say most 
emphatically that in a vast majority of cases 
the proposition has not been put up to the 
Paint Oil dealer as comprehensively as has our 
Gasoline proposition. The former naturally 
has not had the appreciation of our equipment 
that he should have or that he would have, had 
that been put up to him in the right ight and 
had he been shown what we can do for him. 
Now you yourself cannot present the proposi- 
tion to the Paint Oil dealer as it should be pre- 
sented, unless you have made yourself a stu- 
dent of the losses common to the ordinary 
methods of handling such liquids. And to be- 


come a student of Paint Oil sales, Paint Oil 
equipment and Paint Oil closing arguments you 
are going to have to dig just a bit deeper and 
put into your study just a bit more thought and 
effort than is required on most other parts of 
Do you subseribe to being unable to 


our line. 


put the required deeper thought that is neces- 
sary? Of course you do not! Then prove it! 
Do you realize that there is in reality more rea- 
son for a dealer in Paint Oil to be Bowserized 
than a handler of Gasoline? Then go out and 
show him. Show him the high price per gallon 
of Paint Oil as compared with these commoner 
oils. Show him how that effects economy in 
handling. Point out to him the gummy, fatty 
nature of paint oils and how the loss on Paint 
Oil by reason of these peculiarities more than 
equals the loss on Gasoline by evaporation. 
Add to this the fact of the highly inflammable 
nature of Paint Oils and you have another 
equality of loss established between Gasoline 
and them. In the aggregate, considering the 
relative investment in stock, the wastage and 
evaporation on Paint Oils far exeeeds that on 
the other stocks. 

Wherefore sell Paint Oil equipment. It will 
bring you the biggest kind of returns. Turn 
your honest, earnest attention to this line, boys, 
in addition to Gasoline, Kerosene and Lubri- 
cating, and you will never regret it. 


THE KNOCKERS 


I know he must be doing well, 
I know he’s getting on; 

Tlis work has now begun to tell, 
Ilis struggle time has gone; 

He now has passed the dreary days, 
The lonesome ones and grim, 

And now is treading better ways, 
For folks are knocking him. 


His skill has caught the eye of men, 
Ilis worth is seen at last ; 
He’s left the throng that knew him when 
His skies were overcast. 
He’s won the laurel for his brow 
By toil and pluck and vim, 
And he is doing real work now, 
For folks are knocking him. 


The Knocker is a curious cuss; 
He never starts to whine 

Or fling his envious darts at us 
Until our work is fine. 

It’s only men with skill to do 
Real work he tries to block, 

And so congratulations to 
The man that knockers knock. 


—EDGAR A. GUEST. 
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This’ year “we are passing 
through such an experience in 
our business career as has none 
of this present generation ever 
gone through before. There are 
a thousand and one matters com- 
ing up that will “get your goat” 
if you permit it. I want to cau- 
tion each one to hold himself 
firmly in hand and guard against 
“rocking the boat.” 

ibe Pe MURR ACY, 
Mid-Western Manager. 


BH. H. Murdock lacks but a 
few points of making the 
Club. Mr. Murdock was a 
new man with Chicago last 
year but made the Pace- 
makership easily and he in- 
tends to be even more suc- 
cessful this year. 


The Buckeye Division has 
made a very nice showing. 
You fellows can do almost 
anything when you try. They 
may be saying that we can- 
not win the Cup. We cannot 
TieVeMAOn MOtMtr ys DUG Ll siya 
bet all the money that ever 
grew up we will if you Buck- 
eyes go to it. 

TI. L. WALKER, 
District Manager. 


Each week’s” report 
shows Michigan just a 
little bit closer to the 
leaders. This cup is not 
going -to be handed to 
us, however,—we have 
an uphill fight before 
us, but— 

A. S. BOWSER, 
District Manager. 


Why wait for another day to 


do something? If that something 
is worth doing put it somewhere 
into today or the probability is 
that you will never do it at all. 


H. W. BROWN, 
District Manager. 


We are mighty proud of the 
splendid records that have been 
This could only come by 
consistent effort and 
we have shown what we can do. 
Let us hold this attitude. 


By Ley PRINCE, 
District Manager. 


made. 
continued, 


I want to 
for the 
month. 


thank you 


walk away. 
body. 


lets (,, Sonor, 
District Manager. 


The race this year 
has been very excit- 
ing and some very 
zood records have 
been made. Continue 
in this line. 


Cc. H. DAVIES, 
Acting Dist. Manager. 


S. J. Redford, Special Sales- 
man working under District 
Manager R. EH. Fleming in 
Louisville territory, spent 
several days at the factory. 


From the Albany Office 
comes the report that L. T. 
Rand is doing more stunts in 
his ‘flivver”’ than any two 
men. It is claimed that the 
little jitney actually climbed 
a telephone pole, thus en- 
abling Mr. Rand to get an 
order by wire. And it isn’t 
a Ford, either. 


H. F. Babbitt of the New 
York sales force who has 
been ill suffering from a se- 
vere attack of blood poison is, 
we are happy to. report, 
greatly improved. Although 
still at the hospital he is able 
to be moved and will be 
taken to his home shortly. 
We hope for him a sure and 
speedy recovery. 


fellows 
Way you produced this 
At this rate it will be a 
Come clean, every- 


You are 
next lap with the cream of the 
season ahead. 
the sun shines. 


now starting on the 
Make hay while 


HH. ©) CARPENTER, 
District Manager. 


Albany salesmen in general 
have been making a splendid 
showing in the Lubricating 
line lately. D. F. Hernon re- 
cently sold a large Lube or- 
der consisting of eight Cut 
63's. 


Pacemaker President Mat- 
tingly and Mrs. Mattingly in 
their Cadillac Victoria and 
Pacemaker Treasurer Dickey 
and Mrs. Dickey in their Hud- 
son Speedster drove from 
Kansas City to Denver and 
to several mountain resorts 
in the vicinity while enjoying 
their vacation recently. 


Apropos the handsome 
profits to Bowser salesmen as 
a result of Saturday work 
note the following from our 
Albany correspondent: “On 
Saturday A. G. Locke, district 
salesman and 1916 #£Pace- 
maker, sold three orders to- 
taling up into the thousands. 
It is not difficult to under- 
stand how Mr. Locke hap- 
pened to attend the Pace- 
maker Convention last Janu- 
ary or how he happens to be 
one of the leading salesmen 
in the Albany District in 
US 


7 
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M. J. Sophy has just entered Bowser service in the 
St. Louis district. 


J. C. Harding, Jr., recently landed a fine order for 
more than a thousand dollars. The sale covered 
Cuts 102 and 241 Outfits and four Cut 63’s. 


H. U. Earle is producing at his usual rate. Mr. 
Barle has been a Denver Pacemaker for the last 
three years and he is going to continue as one if his 
1917 sales records may be taken as pointers. 


F. M. Kennedy of the Northwest District, San 
Francisco territory, landed 152 points for his June 
business. His July record is giving promise of even 
better results for his future work. 


J. S. Carrington, a Washington salesman, traveling 
in North Carolina, has been suffering an attack of 
malarial fever, but has managed to continue to close 
a tremendous business. His last month’s total was 
splendid. What he could have accomplished under 
normal conditions can only be conjectured. 


F. E. Walters, Los Angeles salesman, works on the 
principle that Bowser Equipment can be sold by day 
or night. Mr. Walters also works the trade just as 
strongly on Saturday as on other days; result—two 
orders amounting up in four figures for one Saturday 
afternoon and evening. 


J. Kyles, draftsman in the New York Office, en- 
listed in the 7th Regiment, New York National 
Guard, recently. 


TWO LIVE WIRES FROM TROPICS HERE 


= 


MR. RHODE 


MR. DE LA TORRE 


The home office is being honored by the pres- 
ence of two of our energetic foreign salesmen. 

The first is Carlos J. Rhode, export salesman 
in the Canal Zone and South America. Mr. 
Rhode has been with the Company for several 
years and has had excellent success. 

Our other visitor is Jose de la Torre, just back 
from Porto Rico. Mr. de la Torre was formerly 
located here in the office but was later sent out 
as a salesman. Ile was accompanied by his wife 
and baby. Both of these travelers brought in 
some nice orders. 


~goodly margin. 


MR. AND MRS. J. J. MANNING 


The accompanying picture shows Mr. and 
Mrs. J. J. Manning and their new Dodge roads- 


ter. Presumably Mr. Manning has purchased 
this fine new car to enable him to better care 
for his constantly growing circle of Bowser 
customers. Mr. Manning is a fourth time Pace- 
maker this year and seems to be getting 
stronger all the time. The fact that he is but 
newly married does not show in the picture but 
it might be guessed from the attitudes. The 
picture was taken near Mr. Manning’s home in 
Grand Forks, North Dakota, and was sent in 
through the kindness of Manager T. D. Kings- 
ley of the Chicago District. 


THIS MAN’S EXPERIENCE PROVES IT 


‘My Dear Mr. Mann :— 


‘‘T am enclosing order for Cut 1 outfit which 
is the direct result of the use of the model. I 
first made this eall last night without my model 
and failed to close the sale. After giving the 
matter some thought I made a recall today 
with my model and sold the order. 

‘This sale is not large but it demonstrates 
that the use of the model assists materially in 
closing sales. 

‘‘Very truly yours, 
‘(Signed ) C. R. ROSS.” 


H. M. Brown was a St. Louis high man recently. 
Mr. Brown is doing a good business this year and 
should be a Pacemaker soon. 


P. J. Somers is beating his 1916 business by a 
Although new to the San Joaquin 


Valley territory where he is now located, he is get- 
ting very satisfactory results. 


M. J. Campbell of the Washington District, has 
been transferred to a new territory. Great things 
are expected of him. 


G. A. McCurdy stood at the top of the Michigan 
Pacemaker Pace Setters for the week ending July 28. 
Mr. McCurdy is within reaching distance of the Pace- 
makership. 


F. C. Sears of Canada is back in the Bowser ranks 
after a short absence. Mr. Sears came with the Com- 
pany in 1915 but for a short time was out, selling 
scales and water pumps. 


C. S. Severance who is the Bowser representative 
in the Hawaiian Islands deserves credit for the val- 
uable business he is securing for the company. Mr. 
Severance is especially strong in the sale of Lubri- 
eating Outfits. 


M. F. Grigg is a new man who has entered Bowsei 
service under the jurisdiction of the St. Louis office 
and is already showing a Pacemaker pace. 


A. E. Moffatt of Canada is keeping up his usual 
pace. Mr. Moffatt has been with the Bowser Com- 
pany since 1906 and was one of the first men em- 
ployed when the Canadian office was established. 


J. W. Runyan of the Harrisburg office, who has 
been ill for some time past, suffering with a threat- 
ened attack of appendicitis and a light case of ty- 
phoid fever, is now recovered and able to be back at 
work. Mr. Runyan’s enforced idleness was very dis- 
tasteful to him and he suffered almost as much from 
worry at not being able to work as he did with the 


actual sickness. He wishes to extend his thanks to 
the members of the Pacemakers’ Club for the Ameri- 
can Beauty roses sent to him during his illness. 


Our last information from New York district tells 
‘of the illness of J. R. Sibley. Mr. Sibley has been do- 
ing a wonderful volume of business lately and we 
certainly trust that his sickness may not be serious 
enough to cause a falling off in his splendid monthly 
averages. 


R. W. Jewel, recently elected Denver Director, 
while on his way to visit the Home Office was the 
victim of an accident that threatens to cost him a 
finger. A window of the Pullman on which he was 
traveling came down unexpectedly, catching his hand 
and mashing one finger severely. It is hoped that 
there will be no permanent injury to the member but 
at present Mr. Jewel is suffering considerable pain 
and annoyance and the pleasure of his visit has been 
somewhat diminished. 


OUTFITS SOLD BY 
J. A. S. MEYER 


The four snapshots at 
the left show four in- 
stallations of Bowser 
equipment made 
through the efforts of 
J. A. S. Meyer. These 
pictures, taken at ran- 
dom from various towns 
in Mr. Meyer’s terri- 


tory, show that when 
he starts out, to sell 
goods he sells a lot of it. 
‘That this is a successful 
policy is shown by the 
fact that he was elected 
to the Pacemaker Club 
early last May when 
many less active sales- 
men were just. getting 
started. Mr. Meyer 
works in the Memphis 
district under Manager 
a HH. W. Brown. 
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PACEMAKERS—1917 


MEN ARE KNOWN BY THE RECORDS THEY MAKE 


PACEMAKER 


Ss. 0. WILLIAMS 


One Year with 
Ss. F. BOWSER & CO., Ine. 
1916—Entered Bowser serv- 
ice September 25. 


1917—Pacemaker, elected 
July 11. 


W. M. BOOKER 
Four Years with 
Ss. F. BOWSER & CO., Ine. 


19183—Entered Bowser serv- 
ice October 1. 


1915—Pacemaker, elected 
December 14. 
1916—Pacemaker, elected 


September 23, 


1917—Pacemaker, 
July 21. 


elected 


T. L. SMITH 


Four Years with 
Ss. F. BOWSER & CO., Ine. 


1913—Entered Bowser serv- 
ice April 18. 


1915—Pacemaker, elected 
December 4. 

1916—Pacemaker, elected 
October 5. 

1917—Pacemaker, elected 


July 11. 


PHOTO NOT 
RECEIVED IN 
TIME FOR 
PUBLICATION 


PACEMAKER 


B. G. WHITLOCK 


One Year with 
Ss. F. BOWSER & CoO., Ine. 
1916—Entered Bowser serv- 
ice October 2. 


1917—Pacemaker, 
July 20. 


elected 


G. N. ROOS 


Three Years with 
S. F. BOWSER & CO., Ine. 
1914—Entered Bowser serv- 
ice July 6. 


1917—Pacemaker, 
July 25. 


elected 


G. W. ELLIOTT 


Four Years with 
S. F. BOWSER &« CO., Ine. 


1913—Entered Bowser serv- 
ice July 28. 


1915—Pacemaker, elected 
November 16. 
1917—Pacemaker, elected 


July 31. 


PACEMAKER peeeeeieeeeentes 


D. W. DARDEN 


Six Years with 
Ss. EF. BOWSER «& CO., Ine. 
191 1—KEntered Bowser serv- 
ice February 27. 


1912—Pacemaker, elected 
December 16. 
1918—Pacemaker, elected 
November 18. 
1914—Pacemaker, elected 
December 2. 
1915—Pacemaker, elected 
November 22. 
1916—Pacemaker, elected 
September 11. 
1917—Pacemaker, elected 


July 17. 


W. B. JAMESON 


Three Years with 
Ss. EF. BOWSER &«& CO., Ine. 


1914—Entered Bowser serv- 
ice July 20. 


1915—Pacemaker, elected 
October 23. 

1916—Pacemaker, elected 
November 14. 

1917—Pacemaker, elected 


July 25. 


W. H. TRAMMELL 
Two Years with 
Ss. EF. BOWSER «& CO., 


1915—Entered Bowser serv- 
ice September 29. 


Ine. 


1916—Pacemaker, elected 
November 22. 
1917—Pacemaker, elected 


July 21. 
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John EK. Jeffreys, a Washington man who has 
been very successful since his first day with the 
grip, is creating quite a stir by his brilliant work. 
In two days he got orders for a ten-barrel, Cut 102, 
two 30-gallon, Cut 172’s F. C. W. O. and a 7-barrel 
Cut 41 equipped with filter, meter, hose and nozzle, 
and also an order for two Cut 63’s. 


sTRATEGY—I AM YOUR COMMANDER. 
IN-CHIEF 


[ am Strategy—the Field Marshall of your 
ability. 

I tell you when and how to present the oil 
handhng proposition. 


J am the planner, the plotter, the power that 
makes a blue print before any building is at- 
tempted. 

tam Law and Order to the actions of men. 

Not only did I guide Napoleon and bring 
success where failure seemed to be the only pos- 
sible result, but I have been just as helpful in 
euiding others in pursuits of peace. 

I showed Andrew Carnegie how to build up 
his enormous business. I explained to Alexan- 
der J. Cassatt how to secure a terminal for the 
Pennsylvania railroad in New York City. 

Many things I have done—and am doing— 
and shall do in the future in your sales work 
on tanks. I delight in showing Why and How 
to those who will pause to hsten to my expla- 
nation. - 

Thousands may blunder, but those who heed 
my advice are cautious—and try to do the right 
thing at the right time, and do it in the proper 
way. 

Everybody is approachable—and there never 
was anybody who would not listen to reason if 
the approach was right. 

There are times when men are too busy to 
talk to you, and times when prospective custo- 
mers are agitated. But there are other times 
when they are calm and are in.a mood to listen. 
And there are ways to make them calm and 
make them hsten—make them beheve in what 
you say and do. That depends, not upon them, 
but upon you, and especially upon your plan- 
ning , your forethought, your far-seeing strate- 
gy in presenting the Bowser proposition. 

Without weighing the possibilities—without 
considering what might happen under different 
conditions—how can it be possible to pick the 
one right way of many that seem right? _ 

We all have a master faculty that is. called 
judgment, and judgment is what creates strate- 
gy. Judgment finds the flaws and avoids them 
—and eliminates them, so that what is left is 
the pure essence of common sense. 

Develop me—Strategy—and I will direct you 
out on the firmg line—selling Bowser systems 
—and carry you to Victory against the heaviest 
odds. 
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District Office Quota Standing 28th Week Ending July 21 
DIVISION ‘A’? DIVISION ‘“*B”’ 


J tt tt tt tt tt tt tt rt at a at tt tt tt tt} tt nt tt 
PH LN rae 


TRS tasloOUlS ean es eee LE; E. -Porter,-Manage tas ies Ohi Oca tne eee I. L. Walker, Manager 

2: Dallassee te ae eens B. *L: Prince;~«Manager : 2. Memphis... 02. sca, H. W. Brown, Manager 

3. *Albanyici. cca. ceckeoten th W. M. Mann, Manager’ 3. Denver..........:... C. C. Barnet, Manager 

An HagrisDUng mr wres tec H. C. Storr, Manager 4 Mich iGatninn acess see A. S. Bowser, Manager 

5s LOPONtOs aes sare ticular eC nene 5. New York....C. H. Davies, Acting Manager 

6. San Francisco...... D. S. Johnson, Manager’ 6. Washington........ A. W. Dorsch, Manager 

(<a ChiCag Orta eee T.-D.- Kingsley, -Manager)~/., Indiana... e-eieee J. W. Burrows, Manager 

S:‘Atlantasae os shoe H. C. Carpenter, Manager Sa L_OUISVINTG serene eeoree R. E. Fleming, Manager 
District Office Lubricating Standing, July 25, 1917 

1-4 ST.LOUIS 5. SAN FRANCISCO 9. WASHINGTON 13. NEW YORK 

2. DALLAS 6. HARRISBURG 10.. OHIO 14. MICHIGAN 

3. -CHICAGO 7. INDIANA 11. MEMPHIS 15. ATLANTA 

4. DENVER 8. ALBANY 12. TORONTO 16... LOUISVILLE 


wasteful and dangerous oil storage condi- 

tions in your territory by replacing them 
with modern (Bowser) oil storage equipment 
will land you in the Pacemaker Club long before 
December Ist. Start Pulling Now! 


lee determination to weed out all the 
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VISITORS AT HOME OFFICE 
C. H. Davies, Acting District Manager from 
the New York Office, was a visitor at the fae- 
tory the middle of August. 


H. C. Carpenter, Atlanta District Manager, 
stopped on his way south. 


W. M. Mann, Albany District Manager, pay- 
ed us a visit this month. 


A. W. Dorsch, Washington District Manager, 
was with us a few days the past month. 


R. E. Fleming, Louisville District Manager, 
put in a few days of his vacation at the factory. 


District Managers C. C. Barnet and L. E. 
Porter were Home Office visitors this month. 


G. W. Schiefer and O. N. Gillette led the Ohio Dis- 
trict Lubricating Contest last month. 


E. W. Sadd, new salesman in Michigan territory, 
is making a good showing to date. 


Harry Christie of the Toronto Office spent the lat- 
ter part of July with his wife and daughter at Tren- 
ton, Ont. 


J. S. Walsh is going strong on kerosene outfits. 
He sells them every month of the year. He always 
includes transfer pump and siphons with the outfit. 


C. C. Claggett is sending in an average of twenty- 
five points of business per week from his Washing- 
ton territory. At that rate he will be a Pacemaker 
pretty soon. 


F. C. Schuster of Albany District recently sent in 
a private garage order amounting to three hundred 
dollars. That shows that all the good profits are not 
narrowed down to the sale of the more spectacular 
lines. 


T. L. Porter led the Louisville Flying Four recent- 
ly. Mr. Porter is a 1917 man but, as District Man- 
ager Fleming says, “He crowds the ordinary month’s 
business in six days,’ which is a very good formula 
for success in any line. 


W. J. O’Brien pleased Albany Office recently by 
visiting them in company with Mrs. O’Brien and a 
handful of very good orders. A winning combina- 
tion, that, for Mrs. O’Brien is a loyal Bowser Booster. 


EVERY DAY 


In these two words les the secret of all at- 
tainment as a salesman and in all walks of life. 

It is not what we have done once that counts, 
but the things that we have persistently done 
EVERY DAY. 

EVERY DAY: Therein lies mastery. It is 
the National Highway through your territory, 
leading to the goal of your sales desires—Pace- 
makership. 

No force is so great in any salesman as the 
stored up power of what he has been doing 
EVERY DAY. 

Therefore, strong endeavor EVERY working 
DAY until the sun sets December 22nd. 


(Adapted from letter by District Manager H. C. 
Carpenter.) 


W. C. Halsey of the Albany District turned in a 
nice volume of business for the last of July and the 
first of August. 


F. P. Brandt, Michigan, sold a 10-barrel 41, two 2- 
barrel 128’s, eight 2-barrel 64’s with all accessories © 
to one factory. 


J. S. Bronson led in amount of sales in the St. 
Louis District during July. His total sales ran al- 
most to the ten thousand dollar mark. Good work, 
that. 


M. B. Long was enrolled as a member of the “Dixie 
Boosters” for the week ending August 11. Mr. Long 
has been showing up in fine form lately. 


E. F. Klotz, veteran salesman and for many years 
San Francisco’s city representative, is recognized 
as a prize winner when it comes to closing contracts. 


Walter Snapp of the St. Louis District has been 
with the Company since the middle of February and 
in that time he has sold many lubricating outfits. 
That is certainly consistent production. 


John F. Renick has had three months’ Bowser ex- 
perience but he is showing that the right sort of a 
man can sell the goods if he has the determination. 


E. P. Dolan, L. L. Patterson and E. P. Walker did 
a splendid Paint Oil business for the month of July. 
These men are in Memphis territory under Manager 
H. W. Brown. 


Just to show what a salesman can do in one month 
when he gets out and works the Bowser line, we 
want to publish a chapter from the sales record of 
R. A. Dusault of the Albany Office: 

July 12—352 Pacemaker points. 

July 26—595 Pacemaker points. 

August 9—613 Pacemaker points. 


BOWSER 
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LETTIN’ UP 


There are doubtless many reasons why men 
fail, why they do not permanently make good, 
but one of the main causes of all failure is **let- 
a Up. 

Most men when starting out on any mission 
are fairly confident, energetic, ambitious. They 
want to succeed. They work hard, sharpening 
their wits as they go, many times meeting with 
more success than was to be expected, but 
about the time they get the hang of things they 
let up. 

Some let up because they encounter one ob- 
stacle. A series of setbacks or rebuffs cause 
others to let up. Quite a number can’t stand 
prosperity. They let up long enough to let the 
other fellow get ahead and the ensuing disas- 
ters finish them. 

Letting up in business is just lke letting the 
manners get slovenly. We have all seen well- 
mannered men allow themselves latitude in cer- 
tain company and the first thing we knew they 
had no manners. Letting up apples also to 
personal appearances. It takes soap and water, 
razor and comb, brush and broom, to keep up 
appearance. If you would be well appearing 
there must be no letting up. 


And so on down the line. Letting up under- 
mines character, morals go to seed, clothes get 
shabby, manners vanish, vulgarity roots out 
gentility, pep and go quit working, the man de- 
generates all because he let up. 
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CULAE RES 


There is nothing of such rapid growth as 
habit. Letting up is the germ of bad _ habit. 
One careless business transaction leads to 
another. Neglect of the razor leads to dirty 
shirt, baggy trousers, rusty shoes, dirty nails, 
ill manners, loose morals, laziness; and when a 
man has those barnacles clinging to him he has 
taken a load which is sure to handicap him in 
his progress. 

Never let up. 
daunt you. 
let up. 


Keep on the job. Let nothing 
Failure overtakes only those who 
Keep the hair trimmed and _ brushed. 
Shave every morning; bathe every day; have 
the trousers neatly creased; embrace the re- 
ligion of a clean shirt; cultivate dental floss, 
manicure the manners constantly; eat mod- 
erately; drink nothing that will steal away 
your brain; hold the moral forces in a grip of 
steel; think well of yourself; think well of your 
means of livelihood; always remember that 
there are two sides to a transaction, two sides 
to every question and never let up. 


TWO MEN 


One man said, “‘I am going to do that to- 
morrow.’ 

The other man said, ‘**I did that yvesterday.’’ 

And in these two sentences were written the 
life stories of the two men. 


In Denver territory a new salesman is going to 
work selling Bowser equipment. His name is E. L. 
McCullouch and he promises to be a good producer. 


One hundred and twenty points per month is a 
pretty good number, but that is what N. Wetzel, Jr., 
of the Chicago Office was averaging during the last 
weeks of July and the first of August. 


Denver District reports that C. I. Benford, R. E. 
Erwin and J. F. Vonderembse turned in some re- 
markable F. C. W. O. business for the week ending 
August 3. That is the sort of information that 
sounds interesting. 


S. F. Taylor turned in a very successful report for 
the week ending July 28. His sales included a con- 
tract for a standard dry cleaning equipment, a fac- 
tory order for five Cut 41’s with one 10,500-gallon, 
two 1,000-gallon, and two 280-gallon tanks, Cuts 172 
and 128; one ten and one eighteen-barrel tank. This 
volume of business placed Mr. Taylor at the head of 
the Albany Tenacious Ten for the week. 


Tsenvice | 


CLOUD-BOUND 


Men get a little blue, get discouraged and 
worried; they get cloud-bound because they 
cannot see farther than their immediate future 
—than the very thing that they are trying to 
do at the moment. 

A salesman starts out in the morning and 
falls down the first thing. This seems to stam- 
pede him for the rest of the day. 

Another salesman sells the very first custo- 
mer, and he continues to sell all day; it starts 
up success in selling. 

Without any further comment you can see 
where the trouble lies. One failure flags. 

When business is dull, charge yourself with 
the belief that business is good—shut out the 
failure-thought by thinking success. Put your 
whole soul into the statement that the world is 
a good place, that you are one of its successful 
men. Before you know it, the bothersome con- 
ditions will have passed. That is the secret of 
self-control and self-control is the seeret of will 
power and will power is the secret of success. 


KEEP ON KEEPING ON 


“Tf the day looks kinder gloomy 
And your chances kinder slim; 
If the situation’s puzzlin’ 
And the prospect’s awful dim, 
And perplexities keep pressin’ 
Till all hope is nearly gone, 
Just bristle up and grit your teeth, 
And keep on keeping on.”’ 
—Forwarded by Albany Office. 


Chicago sends in an interesting report of the Sat- 
urday work of two salesmen. The first report is that 
of George W. Allen and covers three orders amount- 
ing to almost eight hundred dollars, six hundred dol- 
lars full cash with order. Does it pay to work Sat- 
urdays? And the other report W. J. Ma- 
grane’s order for fifteen hundred dollars. No wonder 
Manager T. D. Kingsley is proud of these men. 


Albany District calls attention to the work of D.F. 
Hernon, D. A. Howard, G. W. Elliot, R. A. Dusault, 
D. I. Petts and J. H. Robbins in the line of accessory 
orders. This interesting comment is added: “A 
good many little iron men may be picked up by keep- 
ing one’s eyes peeled for accessories orders. How 
many opportunities do you miss every week for sell- 
ing a length of hose, a lighting attachment or a hose 
draining device? Think it over. The profits from 
several small orders which are easy to get may equal 
the commission on a larger one that comes harder.” 
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VACATIONING 


In the last issue of the Boomer mention was 


made of the fact that Pacemaker President 
Mattingly and Mrs. Mattingly and Pacemaker 
Treasurer Dickey and Mrs. Dickey were enjoy- 
ing a well earned vacation on an automobile 
trip from Kansas City to Denver, stopping to 
visit several mountain resorts enroute. The 
accompanying picture shows them as they ap- 
peared while on the way. It was taken at Col- 
orado Springs. Mr. Dickey and his new Hud- 
son Super Speedster are shown in the fore- 
ground, while in the rear is Mr. Mattingly. 


C. M. Carpenter is doing good work in Albany Dis- 
trict. Mr. Carpenter has been turning his attention 
to some special work and has been very effective, 
and has been a great help to District Manager W. M. 
Mann. 


W. G. Stoner is a new Atlanta man who is showing 
up in good style. In the few months that he has 
been with the Company he has devloped into a fine 
salesman and his prospects are excellent. 


MEMPHIS SATURDAY SALES ARGUMENTS 


Eugene Burch—Cut 41. 

C. J. Cannon—Cut 125, 154. 

H. T. Eggleston—Cut 125, Cut 102, Cut 19, three 
Cut 241’s. 

I. H. Larr—Cut 241. 

EK. E. Lowe—Cut 101, Cut 103, and three Cut 241’s. 

C. R. McLaughlin—10 Cut 109’s. 

R. W. Maxey—Cut 424 and a tank only. 

L. L. Patterson—Cut 41, Cut 64, Cut 63, and two 
Cut 101s: 


~ W. S. Johnson is doing his share to increase the 
volume of the Los Angeles Office. He recently sold 
ten Cut 101 Pumps on one order. 


BOWSER 


W. O. Bobb is a new man who has just entered as 
a Bowser salesman, taking up territory in the Indi- 
ana district. 


A new Dodge roadster has entered the Dallas 
office—the happy possessor being Nod Brown, this 
year’s Pacemaker and a steady producer. Clear the 
deck for more orders from him now. 


We find the following extract in the general sales 
letter issued from the Memphis office: 

“Mr. W. W. Scruggs, of Mississippi, has played 
some prominent parts in the Big Six, as you all 
know. Mr. Scruggs just came with us this year and 
is out to be a Pacemaker or bust. At the rate he is 
selling the goods we are ready to call him Pacemaker 
Scruggs today.” 


Washington Office calls attention to the work of 
J. T. Gibbons. One day’s business a few days ago 
consisted of the following: 

2 Ciule ese 

3 9-bbl. Cut 101’s. 

3 8-bbl. Cut 41’s equipped with filter, meter, 12-ft. 
hose and portable nozzle. 


These orders were closed before lunch and just to 
show that he was still on the job he went out after 
dinner and closed an order for a 9-bbl. Cut 108. Some 
day’s work. This adds to a wonderful month’s total 
for Mr. Gibbons. 


ONE OF W. C. SUTTON’S INSTALLATIONS 


The accompanying cut shows one of the in- 
stallations for which W. 


C. Sutton, Indiana’s 
new Pacemaker Di- 
rector, is responsible. 
It represents the La- 
fayette Auto Com- 
pany’s handsome 
garage, of which Mr. 
Sutton writes: ‘‘The 
garage is complete 
and all I can say is 
that it certainly is 
above the average in 
every respect. The 
three Cut 102’s, the 
154 and the _ two- 
wheel tanks for gasoline sure are a big adver- 
tisement for the 8. F. Bowser Company, to say 
nothing of the six 52B’s inside.’’ 

Inasmuch as several thousand dollars’ worth 
of Bowser goods are represented here, we 
quite agree with Mr. Sutton that it is a good 
advertisement for the Company, and at the 
same time it indicates Mr. Sutton’s ability as a 
salesman. 


ARE YOU A GOOD BRICK? 


In the new office building there will be some 
hundreds of thousands of bricks. 


With one less brick the plan of the whole 
great structure would be incomplete, un- 
finished. 


One unglazed brick, one brick of the wrong 
color, would ruin the appearance of the whole 
front. 


One weak and crumbling brick would start 
the whole wall to crumbling. 


For the good of the whole, every brick must 
be a good brick and it must be in its appointed 
place. 


The business world is a great, complex struc- 
ture. 


Its units are the men who make and buy and 
sell, and the men who help in the making and 
the buying and the selling. 


The stability and the utility of the whole, 
far-flung scheme depends upon the quality, the 
integrity of these men who are the units. 


You are one of the business building bricks. 
It may be that you are part of the fine entrance 
arch; it may be that you are one of the common 
fillers in the back wall. 


It does not matter much where you are. 
What does matter is your quality. Are you a 
good brick? Are you fitting snugly up against 
your partner? Are you bearing your share of 
the load? 


Dallas writes that J. S. Lewis has just closed a 
master stroke of business—19 Cut 64’s in 2, 3 and 4- 
barrel sizes, with accessories and a i10-barrel, 12- 
gauge Cut 41, totaling well up over the two thous- 
and mark. While Mr. Lewis is young with the line, 
we have a suspicion that he is getting set to be one 
of the champion producers, judging from the volume 
of business which he is turning in. 


EK. P. Walker of the Memphis district has been 
sick for some time and unable to get around in his 
territory. Last reports from the Memphis office, 
however, state that he is somewhat recovered and 
is now back at work, although as yet somewhat 
handicapped by his recent illness. His first week 
out resulted in sales volume large enough to land 
him in the Memphis Big Six. Mr. Walker is one of 
the oldest men in the organization in point of serv- 
ice. 
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We congrat- 
ulate the sales 
force on the 
way they are 
svorking with 
us. Orders are 
Mo) ioailvaefe? sits) 
splendidly. 
The shop is 


It strikes me that we might just as 
well get in practice right now by pushing 
for business—i. e., the right kind of busi- 
ness. The Factory will push the goods 
out to the sales organization and we are 
going to have to get a mighty good hump 
on us to take care of the output, from all 
appearances. 

L. P. MURRAY, 
Mid-Western Manager. 


Keep your records up to date on 
concerns in your territory. Know 
your business and know it thor- 
oughly. That is the way to success, 

R. S. COLWELL, 
Eastern Manager. 


We have done a splendid business. 
Iam surely proud of our record and 
I want to thank every man for the 
work done. 


T. D. KINGSLEY, 
District Manager. 


Get. busy, boys, there is lots of 
business for us in every one of our 
territories. lt 18 noteae meatier .of 
one salesman having a better place 
than another, but just plain, hard 
work, that will bring results. 

J. W. BURROWS, 
District Manager. 


It is not enough that those 
Pacemakers elected eariy in the 
year merely be elected, but a 
play for place in the Volume of 
Business Contest, is, I believe, 
just as interesting and exciting 
—and more money in it for you. 

CuGy BARNS, 
District Manager. 


Coast to Coast 


Bangs Survey by our Sales Generals 


We need to learn the 
tion and loyalty. 
ing these things from men. 
service in the fullest measure. 


also. working 
in harmony 
with the man- 
agement and 
good goods are 
being turned 
out rapidly. 

EK. M. SAVERCOOL, 
Gen. Sales Manager. 


The demand for 


creasing. Go after 
old Way with the same e 
are with you, first, last 


and wish you constant and increasing suec- 


cess. 
D. 


TORONTOSDISTRTeds 


F. J. Libby, Bowser representa- 
tive in New York, is approaching 
Pacemaker membership. 


G. P. Stovall, one of Washing- 
ton District’s steady producers, is 
nearing the Pacemaker member- 
ship. 


C. R. McLaughlin led the Mem- 
phis District in the Paint Oil field 
during July. One of his recent or- 
ders was for ten Cut 109’s. 


J. H. Bedser of the St Louis 
sales force has been reporting a 
high sales average lately. He was 
one of the ten high men for his 
district for the month of July.’ 


I trust that you will 


every effort to push your dis- 
You have been 
you have stuck to your 
I appreciate your ef- 
forts and your co-operation and ; 
I know that you are going to rag 
effort necessary to 8 


trict to the top. 
loyal, 
district; 


make every 
place Washington in a 
place. 


Bowser 
the best that can be made—is steadily in- 
business in the same 


S. JOHNSON, 
Western Manager. 


lesson of applica- 
These times are demand- ee 
Let us give 


A.W DORSGEH, 
District Manager. 


e quipment— 


o-operation. We 
and all the time 


T. Pure 
right up to 
made him the | 
rector from At 
ed in a stron) 
the two weeks 


Up in his Michige 
A. Armstrong is doi 
able amount of busi§ 

Memphis reports — 
Meyer gladdened t 
cently with a thous 
cleaning order. | 

L. D. Baker, altho: 
in the San Francisec 
ing after and gettin 
like a veteran. 


} 
ue 


E. E. Thomas is) 
good pace down il 
territory. He led 1 
cently. Our corre 
tions especially an 
102, F. C. W. Oj 
secured. 


make 


better 


Why not invoice your 
prospects once a month? 
Choose the one element 
necessary to success 
with those prospects 
and concentrate on that 
and close the deal. You 
Coehay Celtay kes 


An intimate acquaint- 
nee with that hard but 
ractical old man, 
TORK, coupled with 
1e necessary ability is 
ure to reap a liberai 
ward. 
WwW. M. MANN, 


District Manager. 


C. L. Speight, a new Washington 
salesman, has shown his caliber by 
writing several splendid orders. 


J. J. Connelly is on the job in his 
Chicago territory and is forward- 
ing a worthy quantity of business. 


Atlanta reports show that J. C. 
Long did a- productive business dur- 
ing the first weeks of August. 


C. R. Monroe, Indiana, sold two 
5-barrel 241’s, one 154, one 7F Fil- 
ter, a total of four orders in one 
day. 


R. C. Chatham is one of the quiet 
sort of salesmen who go ahead and 
sell things without making a loud 
noise. Right now he is averaging 
over a hundred points per month. 


H. Dalgaard of New York is not 
letting the fact that he was an 
early Pacemaker keep him from go- 
ing right on and turning in a 
shower of orders every week. 


W. J. Bates, working eastern 
Ohio territory has been busy as a 
cranberry merchant writing up or- 
ders lately. Mr. Bates is in the 
iron working section where they 
know what iron is worth at the 
present time. 


Albany reports some exceptional- 
ly fine lubricating orders for July. 
C. R. Eggleston turned in one for 
Pixeut 64 s\and a Cut 63. 2. BW. 
Bearse sold a battery of five Cut 
64’s. D. I. Petts landed an order 
for a five-barrel 64 and a Cut 115 
outfit and there were a handful of 
other orders by the other Albany 
workers. 


* going into the fight, 
that, all pulling to- 
d each one realizing his 
Onal responsibility and 
hat responsibility with 
here is in him, we will 
Cup for Harrisburg and 
hiwill be a Pacemaker. 
Be C. STORER, 
District Manager. 


ii WALKER, 
District Manager. 


G. W. Scott, New York’s Direc 
tor, continues to average a hundred 
points each month. 


G. G. Davey has only been with 
the St. Louis division since May 
but he is building up a fine pile of 
Pacemaker counters. 


Claude Bennett of Dallas terri- 
tory is keeping up a good rate of 
production. Just at present he is 
getting within striking distance of 
the Pacemakership and should cross 
the line soon. 


F. C. Sears of Canada has joined 
the ranks of fatherhood. The new- 
comer is an eight-pound girl and 
the providing of a suitable and sat- 
isfactory name is causing no end 
of trouble. 


H. F. Babbitt, Bowser salesman 
in New York territory, visited the 
New York Office the first week in 
August. As has been reported in 
the Boomer, Mr. Babbitt has been 
quite ill recently and we are glad 
to see this sign that he is improv- 
ing in health. 


B. B. Bates has taken up the sell- 
ing of Bowser equipment in Dallas 
territory. Mr. Bates entered Au- 
gust 7 and indications are that he 
will start right to work upholding 
the reputation of production held 
by his district. 


H. A. Dudley who has been work- 
ing as a salesman in the Louisville 
District has been transferred to 
the jurisdiction of the Memphis 
Office. Mr. Dudley has been a con- 
sistent producer for the Company 
and in the time that he has been 
selling Bowser goods has made a 
good start towards Pacemakership. 


Some one. said 


Ib, 1B), TEXONRMA RASS. 


recently that 
“The genius for achievement lies 
in Common Sense and a Definite 


Object.” That applies very well 
to our little game of selling 
pumps. 


District Manager. 


Get your points—NOW. Do your 
part to make every-.Michigan sales- 
man a Pacemaker. 

A. S. BOWSER, 
District Manager. 


We have had just enough rain to 
put the crops in excellent condi- 
tion; optimism runs high; oppor- 
tunities are better; the Factory is 
making great headway. Now is the 
time to do business. Let every man 
be on the firing line. 

H. W. BROWN, 
District Manager. 


The man who sells is the 
with the most pleasing personality 
and Optimism is a big part. Have 
faith in yourself, in your customer 
and in Bowser. 

R. EH. FLEMING, 
District Manager. 


man 


We can only continue to sueceed 
with the hearty co-operation of 
every man. Can we depend on 
YOURS? 

1B. Ib, IZIR UN C1s 
District Manager. 


Our confidence in your stick- 
to-it-ive-ness, as well as your 
sales ability, leads us to believe, 
in fact kKnow,—that you are go- 
Tig eecOne On, thie riesinitemiaumMeN NIDiy: 
starting in right now to fight 
and keep on fighting down to the 
last ditch. 

Hy, CC) CARPENDER, 
District Manager. 
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PACEMAKERS, 1917 PXddyYasy—_|_—— 


MEN ARE KNOWN BY THE RECORDS 
THEY MAKE 


PACEMAKER 


NAME 


Date—Entered Bowser 
= service. 

Date—Pacemaker, 

Date, Pacemaker. 


G. A. SMITH 
Six Years with 
S. F. BOWSER & CO., Ine. 


1911—Entered Bowser serv- Ml 
ice June 8. 
1917—Pacemaker, elected i can 


August 3. 


THE OTHER FELLOW’S SIDE 


: When you’re forming your opinions 
Washington | Mideast Do it carefully—go slow 


Ilasty judgments oft are followed 
By regretting—that I know— 
And in argument, be careful 
PACEMAKER a cere ern er Not too quickly to deride— 
Try to look upon the subject 


Krom the other fellow’s side. 


Oo J. C. HARDING 
Four Years with Ah, if you would use but caution, 
Be Ro BOWS oan a And a little less of self! 
/ 1913—Entered Bowser serv- hl ey fee ve IS & 
| jee vA a suAite: Think a little more of kindness 
| 1915—Pacemaker, _ elected And a little less of pelf, 
ihe eer eeaten at ane Try to help the other fellow 
\ . a— Pacemaker, ele e¢ : 
October 17. Not to hurt him—don’t you see 
ee 1917—Pacemaker, _ elected How much fairer, brighter, better 
uly . 


1 . This old world of ours would be! 
| San Francisco | _ O’er and often I’ve discovered 
That the other fellow knew 
Lots of things about some subjects 
Which I didn’t think were true; 
PACEMAKER en Se And I’d still be groping vainly, 


In my flick’ring ight and dim, 
If I hadn’t hesitated 


f 


W. B. GOOLSBY While I hearkened unto him. 

One Year with A 
S. F. BOWSER & CO., Ine. Keep the path your mind would travel, 
1916—Entered Bowser serv- Broad and open all the way ; 

ice March 6. Walk with Wisdom’s comrade—Caution— 
1916—Pacemaker, elected \: 

‘Uiccamberte Heeding all he has to say; 
1917—Pacemaker, _ elected And no matter what arises, 


August 1. eet . 
i ane Ere against it you have cried, 


Try to look upon the subject 
From the other fellow’s side. 
—Selected. 
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You are going out every day 
and telling the trade that their 
equipment is out of date and in- 
efficient. Are you sure that your 
own is all right? 


Where you you stand, Mr. 
Salesman? Are you, too, allow- 
ing precious drops of time and ; 
energy to trickle away. Are 
you, too, doing business in a 
careless and unsatisfactory way? 
Are you, too, running big risks 
of a business blow-up? Every 
day in the week you are preach- 
ing the enormous loss. that 
comes from out of date methods, 
but have you installed the very 
best personal equipment? Think 


it over! 


STANDARD EQUIPMENT OF Ait 
SALESMAN 


Accurate knowledge. Knowledge of self, 
of goods, of sales methods. 

Accurate measure. Measure of self and 
abilities and possibilities. 

Inlet valve for letting in new ideas and 
methods. 

Full value stops. Full value to public, 
to Company and to self. 

Sales register. Complete and careful 
records to Company weekly. 

Shut off device. No wasting of time of 
customer and self and Company. 
Expansion habit. Insures growth and 
ability to meet new situations. 

Saturday drip pan. Catches orders that 
the old methods lose. 


WHAT IT MEANS NOT TO HAVE UP-TO- 
DATE SALESMAN’S EQUIPMENT 


1. Money loss. Loss to Company and to 
self. 

2. Time loss. Loss through missed trains, 
extravagance, carelessness. 

3. Evaporation of interest. A man is in- 
terested in the thing he does well. 

4. Under measure. To self, to public, and 
to Company. 

5. Poor service. And poor service always 
means failure. 

6. Costly mistakes. Mistakes that will 
wreck the sales machine. 


7. Poor looks. And a man who’s work 
looks poor, loses confidence. | 


8. Fire danger. An explosion from the 
Office follows such methods. 


The man who owns a gold mine is a fool not to 


work it. 


Some men would rather sleep an hour later than 
wake up and find themselves famous. 


H. T. Eggleston is very near the Pacemaker tape 
at this time. Mr. Eggleston works in Memphis ter- 


ritory. 


Our southern friend, Mr. S. M. Chilton of Virginia, 
is about to step over the line and join the Pace- 
makers’ Club. 


We recently received from him a fine dry clean- 
ing order consisting of a five-tank, four-barrel, 
standard dry cleaning system, and a seven-barrel, 
Cut 101. The best part of the order was that it was 
taken after ten o’clock on a Saturday night. Some 
record! 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
co 


1) LS Malliront2 eee Harrisburg 
22 1K. Be Hess enmiutell creme eee Harrisburg 
320° W.-V.. Cramvda ese oe eee Denver 
4 oe RS: SONS ODS eee ene New York 
5p We BY Stamilond esse eee Harrisburg 
6.9 Re Coddington! Denver 
TAGS Ws SCOUz ee eee eee New York 
8. ede tdi Connell yccee cee eter ene rreee Chicago 
95 ~ He CAP] NVortigernn sem eee Harrisburg 
102. Rs i Wasd CWel ee eee eee Denver 
115 Ja Re Sible yee eee cee eee New York 
122 (CAR Heeleston : ese eeeee Albany 
132. .25:°Gis PRIDDS ee eee Ohio 
aN Mattin el yi ee ee eee eee Denver 
1b SCHR Bindi eee ee cee San Francisco 
162A. Gs Harte enciee seem eens Harrisburg 
175 Gs PV DICke yee ee ee ere St. Louis 
182° IN. SR aAqguette fee ee eee eee ee Toronto 
19S hese eeples . a oe New York 

Jeb GiDbOnS =e eee Washington 


District Office Quota Standing 
DIVISION ‘A’? 


TEStH Louisa scm sccm L. E. Porter, Manager 
2 aDallasserteotteetc ae B. L. Prince, Manager 
SanniSbUnGeee rere H. C. Storr, Manager 
4. San Francisco...... D. S. Johnson, Manager 
SAAD ANY se ue crease leven W. M. Mann, Manager 
GF. TOnOntonss nite coo tee rate ctaneee trek te ie ee 
ee GHicagous wear: T. D. Kingsley, Manager 
SeAtiantan. . fs suo: H. C. Carpenter, Manager 
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1. ST. LOUIS 5. SAN FRANCISCO 9. ALBANY 13. NEW YORK 
2. DALLAS 6. HARRISBURG 10. OHIO 14. MICHIGAN 
3. DENVER 7. INDIANA 11. MEMPHIS 15. ATLANTA 

4. CHICAGO 8. WASHINGTON 12-2 ORONTO 16. LOUISVILLE 


STANDING OF FORTY HIGH MEN 


AUGUST 10, 1917 


District Office Lubricating Standing, August 8, 1917 


215). Lay lOn ee ee Albany 
22. J. AleS. Me yeraee 22 eee Memphis 
235 .B. A Defilér2:. 22 eee Chicago 
248 W.2B;  Offerles =.= eee Harrisburg 
25. J.-M: Prige 2 =e Harrisburg 
26, )R. DS Leonard. Harrisburg 
Zien. Ds Hckeberg eine. ee Memphis 
28nd. J. Manning 22 se eee Chicago 
DOE VW oA, CATMStYOD 2s eee Michigan 
305 Jk: Vonderembse= ee ae Denver 
olay AS Dalgaardi: 2s ee eee New York 
322 W eC Smiths ea ee eee San Francisco 
30.) 1 O.2Williams. 3 ee Dallas 
34, 8 LV els Se San Francisco 
35a UW. Ce Sutton ee Indiana 
36° (Wis GC; CHalse ys 222s 2.2 eee Albany 
37) CoG. Eredericks:.2 Railroad 
38. CisJA Rogers Chicago 
39. “Ri AvrDusault. 32.2 eee Albany 
40% J, S::Bronson™.. ea ee eee St. Louis 


3lst Week Ending August 11 
DIVISION ‘‘B’’ , 


1. Oh105 ce hb ae ee seers I. L. Walker, Manager 
2. .Memphisteuc ee cee H. W. Brown, Manager 
Sa Michigan erie tir A. S. Bowser, Manager 
4. New York....C. H. Davies, Acting Manager 
5. .Denveren cca oriesoine Cc. C. Barnet, Manager 
6. Washington........ A. W. Dorsch, Manager 
7. Indianaana caniaeser J. W. Burrows, Manager 
8. Poulsvillememercrres R. E. Fleming, Manager 
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FIFTY-THREE PACEMAKERS 


FIFTY-THREE PACEMAKERS HAVE BEEN ANNOUNCED TO DATE 


The First Ten men to win entrance into the Club, average 75 years with the Bowser Company. 
The Last Ten men to win entrance into the Club, average 34 years with the Company. 

The First Twenty-five members average 64 years with the Company. 

The Last Twenty-five members average 3} years with the Company. 


Those figures mean something. They mean that the longer a man stays with the Company, the bigger his chance 


of being an early Pacemaker, and the bigger his returns for the year will be. 


They give assurance that added years and 


experience make for greater earning capacity. They form absolute proof of the statement that if a man will spend some 
time in learning how to sell Bowser goods, the reward is sure. 
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ll institutions are but 
the lengthened shadow 
of some dominant 
character— 
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R PRODUCTS IS TH 
EXPERIENCE OF THIRTY-TWO YEARS 
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BOWSER MEN IN NEW PLACES 


Recent Changes in the Organization 


The true test of the growth of a tree, of a 
man, or of an institution is its change. That 
which does not grow, does not progress. Con- 
tinued progress is the law and test of life, 
and nowhere is this more true than in a great 
commercial organization such as 8. F. Bowser 
& Co. There must be a continuous stream of 
capable men swarming up the steps of the busi- 
ness ladder to bigger success, bursting hero- 
ically through to new duties, new responsibili- 
ties, new opportunities. It is, therefore, always 
a sure indication of a healthy business pros- 


THE LATEST 


hh is See eae SECRETARY 
OF COMPANY 


A. S. BOWSER 


For the past 
two years Mr. 
A. SS. Bowser 
has been earry- 
ing double du- 
ties, being Sec- 
retary of 8S. F. 
Bowser & Gom- 
pany and at the 
same time ac- 
tively engaged 
in the direction 
of the Sales 
work in: the 
Michigan Dis- 
trict as Man- 
ager of the 
Michigan Dis- 
trict Office. From now on his attention will 
be entirely centered upon the numerous duties 
connected with the Secretaryship of the Com- 
pany. We feel that no account of Mr. Bow- 
ser’s very successful work and record is neces- 
sary, Inasmuch as he has been a recognized 
figure in the industry sinee his official connec- 
tion in 1906. 


His knowledge of the executive end of the 
business, together with his untiring ability for 
work, make him especially well qualified for 
the larger duties connected with the Secretary- 
ship at the present time. Mr. Bowser has the 
best wishes of the entire organization for his 
continued success in his broader field of 
activity. 


perity when there are frequent well-deserved 
advancements. It means that the organization 
is alive, is pushing steadily forward. At the 
same time it is always a pleasure to record the 
rewarding of worth while men; it gives one 
faith to believe that the commercial world 
is not the soulless monster of greed that it has 
been some times pictured, but is rather a more - 
benign and helpful place where true worth and 
character prosper and receive their just reecom- 
pense. 


PROMOTIONS 


I: D; KINGSLEY i) 39.6) = ae CENTRAL 
DIVISION MANAGER 


Formers Positioner eset Manager Chicago District. 

First Came with Company.......... January 9, 1911. 

First’ Position withs Company.) 1m. sense : 
aT Mew ls Pockets Salesman, Fort Wayne District. 


Under the 
successful man- 
agement of Mr. 
T. D. Kingsley 
the Chicago 
District has en- 
joyed a very 
gratifying 
period of pros- 
perity and pro- 
duction. Mr. 
Kingsley has 
been in charge 
there for the 
last two years 
and in that time 
his splendid 
character has 
brought him into high regard with an ever 
increasing host of friends and business assoei- 
ates. He is possessed of a keen and magnetic 
personality that seems to eat its way through 
obstacles like the flame of a blow-torch. THis 
experience has been varied and intensive with 
the Company, he having held successive posi- 


tions in the Fort Wayne Sales Department, the 
Minneapolis Office, the Chicago Sales Department, 


the Philadelphia Office. This experience has given 
him a broad perspective and a keen appreciation and 
he comes to his new position at Fort Wayne emi- 
nently fitted to distinguish himself in his new and 
larger field. 


i 
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A. W. DORSCH 


Former Position 


Another change in the for- 
mation of the sales divisions 
has resulted in the making 
of the old Indiana, Ohio and 
Michigan territories into two 
new sales centers to be known as the Ohio and 
the Fort Wayne Districts, the latter to be com- 
posed of the States of Indiana and Michigan, 
and the Ohio District to be the whole of Ohio. 
At the head of the Fort Wayne District Office 
will be placed Mr. A. W. Dorsch, fresh from 
his successful career in Washington. Mr. 
Dorsch has been very active in the direction 


J. W. BURROWS 


Former Position 


As a means to the more ef- 
fective handling of the busi- 
ness from the middle west- 
ern states it has been found 
advisable to take what was 
formerly the Chicago District, add to it a broad 
- strip from the State of Iowa and divide the 
whole into three new Districts to be known as 
the Tri-State, the Minneapolis and the Chicago 
Districts. It is over the first of these, the Tri- 
State, that Mr. Burrows is to preside, with his 


FE. B. FRENCH 


Former Position 


To sueceed Mr. Dorsch in 
the capacity of Manager of 
the Washington District Mr. 
EK. B. French has been se- 
lected. Mr. French has had 
a long and laudable career with the Company, 
being trained in field work, in branch office 
work and in the Home Office. He is the kind 
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Manager Fort Wayne District 


Manager Washington District. 
Apache ahelswsjin cekepoiase een ie Sena ONE) 11908 
Salesman, Fort Wayne District. 


and development of the eastern district ever 
since its formation in 1914. Common sense, 
loyalty, dependability and aggressiveness are 
the secrets of Mr. Dorsch’s success with S. F. 
Bowser & Company. He can perhaps best be 
described by saying that he is one of those 
men who take the job that other less forceful 
characters have called ‘‘impossible’’ and dem- 
onstrate its possibilities. He does things; that 
sums up the whole of his personality. It is 
a safe estimate that his energy and enthusiasm 
will mean a continued growth both for himself 
and his new charge. 


Manager Tri-State District 


Manager Indiana District. 
pss REIS Ge cares bccn hehe March 10, 1910. 
Sales Correspondent. 
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headquarters at Chicago. This is the latest of 
a series of moves by which Mr. Burrows has 
risen rapidly in the Bowser employ, he having 
served his time as Sales Correspondent, Assist- 
ant to the General Manager, Sales Department, 
and Manager Indiana District. Anyone who 
knows him and has come in touch with his ef- 
ficient, courteous, and helpful personality will 
realize that he is destined to be a conspicuous 
leader in his new setting. He is the type of 
man whose success it is a pleasure to recount. 


- Manager Washington District 


Assistant to Manager Eastern Div. 
BAI CRG Sx SOIC On OOS ORCC ORE October 7, 1910. 
Correspondent, Fort Wayne Sales. 


of a man who is able to bring a fine combination 
of energy and practical knowledge to bear upon 
any problem or situation and with such an 
equipment there is every reason to feel that as 
the leader of the important Washington branch 
he will give a wonderfully effective service. 
His salesmanship and his loyalty to the Com- 
pany should carry him far. 
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GEORGE 8. BACON - - - 


Mr. George S. Bacon will tem- 
porarily take charge of the new- 
ly re-organized Chicago District. 
Mr. Bacon is one of the rising 
young men of the Organization 
and it is a genuine pleasure to 
tell of this well-merited advance- 
His fine, manly character has made 


ment for him. 
him universally respected and will continue to give 
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Acting District Manager, Chicago 


Aes Wc abs Wich ohs, te Assistant to General Manager. 
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him a high rank in the regard of his associates. Mr. 
Bacon has seen much service with the Company, hav- 
ing been first in the Fort Wayne Sales, then to the 
Atlanta District, then to the Michigan Sales, thence 
Assistant to Eastern Division Manager and Assistant 
to the General Manager. This training has fitted 
him to make good in the advanced work in Chicago 
and he will give a good account of himself there. 


R. RusSARFEFORD 3-5-3) =e 


Former Positionie etc 
First Came with Company 
First Position with Company.......... Salesman, Minneapolis District. 


It has been said that serving 
under Mr. T. D. Kingsley is an 
effective business education in it- 
self and if that be the case there 
is no doubt but that Mr. R. R. 
Safford approaches his new du- 
ties as Manager of the recently 
formed Minneapolis District with a liberal supply of 


- Manager Minneapolis District 


puts oe Assistant to Manager, Chicago District. 
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stored up business acumen. Mr. Safford first worked 
as a salesman in the Minneapolis District, was later 
in the Office there, then under Chicago Office, then 
in General Sales, then to Ohio District, and lastly 
back to Chicago as assistant there. This wide ex- 
perience has certainly fitted him in no mean way 
to head the new and important Minneapolis Dis- 
trict. 


Les WALKER oe ee 


Ss. 
i 


During the last two years the 
work of the Sales Organization 
in the Ohio District has grad- 
ually been approaching a higher 
level of efficiency and Bowser 
products have gained a more 
and more firmly fixed position 
in that locality. This very worth-while achievement 


Former Positions... marr: 
First Came with Company 
First Position with Company........ Correspondent, Fort Wayne Sales. 


Manager Ohio District 


Ma Rh Poe OA, oe | Manager Old Ohio District. 


die id igi tare ate, POR eae January 1, 1909. 


and development has been due in no small meas- 
ure to the efforts and the directive power of Mr. 
I. L. Walker, District Manager. Mr. Walker will 
now have charge of an enlarged section including 
the whole of the State of Ohio to which his atten- 
tion will be devoted and he will push still higher 
his reputation as a successful sales general. 


A.D. CARRIGER, - Asst.to Mr. T. D. Kingsley, Mgr. Central Div. 


ea FormensPositiorertiwire tee tnetees Assistant, Chicago District Manager. 
First’ Came™ with Companyieen..ce see eerie oer nen July 1, 1909. 
First Position with GCompanymoacnsee incre ee Purchasing Clerk. 


It is experience and experience 
alone that will successfully 
prepare a man to effectively fill 
the higher and more responsible 
positions in the Bowser Organ- 
ization. It is with an admirable 
supply of this important factor 
that Mr. A. D. Carriger comes to his new position 
in the Central Sales Division. His long and inten- 


sive training with the Company, not only in the 

Home Office as Purchasing Clerk and in the General 

sales, but also in the branches at Chicago and, 
Louisville, doubly equips him for the important func- 

tions of his new place as Assistant to Mr. Kingsley 

in the work of the Central Division. His previous 

work has shown him to be able and conscientious 

in the highest degree. 


HO 
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C.L. HOBROCK - - - - 


Mr. C. L. Hobrock has been 
promoted to the important posi- 
tion of Assistant to Mr. R. S. 
Colwell, Manager Hastern  Di- 
vision. To meet the demands 
of his new duties Mr. Hobrock 
brings a thorough acquaintance 
and an expert knowledge of the Bowser line. He has 
for several years been in charge of the Order De- 
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Assistant to Eastern Division Manager 
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diajore Mereud «Regent eine ete Manager Order Department. 


Piers ero ioe cote e oO Oe December, 1905. 
Seat uae eroin o tauae nea te hare ere Order Department. 


partment and has by his abilities as an executive 
and organizer brought that Department up to an 
exceptional point of efficiency. Before his connec- 
tion with that department he was associated with 
the General Sales and the Detroit Sales Office. He 
is one of the true-blue, loyal and dependable kind of 
men as well as a very thorough and efficient worker 
and he will get results wherever he is stationed. 


me G. CONKLIN -.- - 


In the building up of a new 
branch in any industry a handy 
accumulation of experience and 
knowledge serves as a balance 
wheel to keep the new machine 
from scrapping itseld, and tends 
to make successful fruition of 
new plans more certain. It is partly with this prin- 
ciple in view that Mr. R. G. Conklin has been 


For some time past Mr. F. O. 
Sallee has been a steady and 
reliable assistant to Michigan 
District Manager and before 
that he had considerable experi- 


meO;CHILION - - 


Nia Om O hilton saens tall 
young man with the soft south- 
ern accent, is to leave his pres- 
ent position as the Assistant 
in the Indiana District and go 
as Assistant to Mr. L. EH. Porter 
at St. Louis. Mr. Chilton’s de- 
pendability, his winning personality, his aggressive 


Former Position ........ 
First Came with Company 
First Position with Company...Stenographer, Lexington District Office. 


Assistant to Manager Minneapolis District 
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Serr rN Assistant to Indiana District Manager. 


5 Be Saito eee Toles sts Ro ernonene es BLaeONe March 7, 1910. 
de hey 5, Peai  eror ots Accounting Department. 


assigned to an important post in the new Minne- 
apolis Office. He has served in many capacities 
during his stay at Bowser’s, having among other 
things been in the Accounting Department, in the 
Milwaukee Office, in the Sales Department and in 
the Indiana Sales. Thus prepared, he will be able 
to render signal aid in the newly constructed Dis- 
trict. 


Assistant to Manager Tri-State District 


Ae eee Assistant to Michigan District Manager. 
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ence at the Lexington Office and as assistant in the 
Louisville District Office. With the background of 
this practical training and with his extensive grasp 
of details and situations he will be a _ strong 
assistant to Mr. Burrows in working out new 
plans in the Tri-State District. 


Assistant to Manager of the St. Louis District 


[POR MEP IPOSMMOM ooboos or 
First Came with Company 
BirsteeositionewithieG OM pally arrrrt iinet ier Clerk, Fort Wayne Sales. 


Ha ASON RS thon S are: 645 Ges SO ae ree Indiana District Office. 
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energy and application have, and will continue to 
make him a successful and efficient getter of results 
and a brilliant career is predicted for him as a mem- 
ber of the Bowser family. He has prepared for his 
present situation by work in the Fort Wayne Sales, 
in the Order Department and Sales Department and 
in the Indiana Sales. 
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W..L. KENNEDY - - 


Former Position 


Mr. W. L. Kennedy, with 
with his tactful courteous, 
thorough-going character 
should prove a_ splendid 
assistant to Mr. Dorsch in 
the conducting of the multitudinous details of 
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First Came with Company 
First ‘Positionawith Com panyvaneme cei acini nae Sales Correspondent. 


DAVE WARD - - - - - 


Former Position 


Mr. Dave Ward, who for 
a good many years past has 
been one of our most success- 
ful and consistent producers 
in the Northwest and who by 
sales record has demonstrated 


a remarkable 
his worth and energy, has been made Special 


GOING UP 


Flowers in their development grow UP- 
WARD. As the days of childhood are left 
behind we grow TALLER. As we succeed in 
our work we assume HIGHER positions. The 
law of growth, of progress, of successful 
achievement is doing an infinite number of 
successively HIGHER things. GOING UP is 
the way of effective life. Preceding 
are shown a few men of the Company 
who have RISEN to new opportunity. They 
have accomplished this by working consistently 
for the job UP AHEAD. Their present ELE- 
VATION is an assurance of future success. 
And more than that, it is an example and a 
spur to every other Bowser employee. The 
qualities that have helped and are helping 
these men to GO TO THE TOP, will help you. 
It is a matter of fixing your attention upon the 
NEXT STEP UP, and drawing yourself UP 
to that level.* Are you going UP?. 


A fifty point gain was the record of C. R. Monroe, 
Indiana salesman, for the two weeks ending August 
9th. 


A. L. Casey, of the St. Louis Office, is the father 
of a young son, born August 7th, weight nine pounds. 


see ee eee 


First Came with Company 
First Position with Company..Salesman, original Minneapolis District. 
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Assistant to Fort Wayne District Manager 


Met eede heme ceiese te Correspondent, Eastern Division. 


Dia Tave laste Sapule. casio SORES Re eae RT March 9, 1916. 


the organization of the new Fort Wayne Dis- 
trict Office. He has previously been employed 
in the Eastern Division where his fine force of 
personality and his all-around effectiveness 
have given him a high standing. 


Special Minneapolis Representative 


inate etal ates wee ase Salesman, Chicago District. 


Sy List strat ct ons, o'%! gif WIRE es shin crobesedces hein eee March, 1907. 


Representative in the new Minneapolis District 
and in that advanced capacity will continue to 
turn his attention to the furtherance of Bowser 
interests. It has afforded the management 
great pleasure to be able to thus recognize the 
work and worth of one of the Company’s loyal 
men. 


SUCCESS 


It’s the coward who quits to misfortune, 
"Tis the knave who changes each day, 
"Tis the fool who wins half the battle, 
Then throws all his chances away. 
There is little in life but labor, 
And the morning may find that a dream; 
Success is the bride of endeavor, 
And luck but a meteor’s gleam. 
The time to succeed is when others, 
Discouraged, show traces of tire; 
The battle is won in the home stretch, 
And won ’twixt the flag and the wire. 
—Selected. 


L. C. Tanner is on the last lap of his five hundred 
point race. Mr. Tanner resides and sells in the 
Dallas District. 


W. H. Trammell has crossed the Pacemaker line 
but he is plunging right ahead and selling goods as 
hard as ever. 


H. A. Vortigern is at work in his territory and 
piling up Pacemaker points to his already good 
record. 


C. Groves, who is a Bowser man in Memphis’ juris- 
diction, is getting within striking distance of the 
Pacemakership. We trust that it will not be long 
until we may announce his entrance. 
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ENERGY 


Energy is one of the great factors of sue- 
cess. 

It is so conducive to progress that many 
men succeed solely as a result of their intensive 
activity, although a large percentage of their 
energy may be apparently wasted. 


A man ean crowd so much work into his 
days and keep it up so steadily that he will 
succeed in spite of misguided efforts and lack 
of well defined methods. 


Everybody admires a brisk, lively, intense 
worker. They are quick to predict and discern 
the fruits of his labor and are inclined to 
magnify his accomplishments in their own 
minds because of the boosting anxiety which 
is felt for him by those with whom he comes 
in contact. 


We say of such a man, ‘‘he is a hustler’’ and 
knowing that hustling is one of the funda- 
mentals of progress, we look for him to get 
along well, and even put ourselves out to shove 
him up the ladder. That is why nothing suc- 
ceeds like success. 


Few -people realize how much they are 
thought of and talked about by others. You 
are constantly weighed and measured by the 
people you meet—every act and expression is 
helping to form impressions and foree conelu- 
sions in the minds of those with whom you 
mingle. 


It is surprising how quickly one ean gain 
the reputation of being a hustler, and it is 
wonderful how valuable such a reputation be- 
comes to a man. 
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One of the ‘“‘sure things’’ in this world be- 
sides death and taxes is the fair-mindedness 
of the people as a whole. You can always 
count on gaining the encouragement and sup- 
port of the majority when you put real en- 
thusiasm and a lot of steam into your work. 


People are willing to believe that intense 
activity, enthusiasm and foree are founded on 
a good purpose and will place their confidence 
in any man who displays these vitalizing fac- 
tors in his efforts. 


Genius is largely a matter of energy, because 
intense energy will soon enable a man to find 
out the right and gradually abandon the lost 
motion in his work. 


When he reaches that point he voluntarily 
adopts systematic methods and makes every 
stroke count. 


That is why great, successful men give so 
much prominence to the importance of work 
as one of the prime essentials to success. 


Get the work habit. Intelligent and uniform 
work is nature’s grand cure for most of the 
maladies and miseries that beset mankind—it 
promotes the physical, financial, mental and 
moral well-being of everyone, regardless of vo- 
cation, position or circumstances. 


There may be some who appear to reach their 
heights without persistent, tireless work—but 
they are the exceptions to the rule. 


When you create the impression of a hustling, 
hard-worker in the minds of others, they are 
always willing to regard your statements as 
having weight—the fact that you are always 
busy establishes the conclusion that you are 
successful and that your advice is worth while. 


When people feel that way about you 
it makes it easier for you to get the business 
and much easier for you to handle the customer 
under any and all circumstances. 


Nature plays no favorites in apportioning 
her day-time. The sun rises at the appointed 
hour for all alike and thus gives every man 
an equal start with his fellows. 


Those who do not take advantage of that 
equal start have no right to complain, and 
those who make it a rule to be always on the 
job at the appointed hour have nothing to 
complain of in the game of business. 
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Coast 


We all think; 
we all work; we 
all think while we 
work; and I judge 


M. A. Ashley deserves fa- 
vorable mention for the work 
he is doing in Atlanta terri- 


tory. we think about 
; ae the work right | 
then in hand cana ; 
BH. H. Murdock is another while working; wa “ det AS)/ y ( 
but to sum it all ] 


Chicago man who is sailing 
right along towards the Pace- 
maker Port. He was a Fort 
Wayne visitor recently. 


up, the great point is to PLAN 
YOUR WORK, THEN WORK 
YOUR PLAN. 
Ch Ce BARINED 
District Manager. 


We are accord- 
ingly anticipat- 
ing that every 
man will throw 
his heart into the 
work more than 


By recent reports R. H. 
Sherlock, of Chicago, is keep- 


ing up a good sales average. 
The race iS won 
by those who run. 


H. Gunn is a Dallas man Strike your gait, : 
who is nearing Pacemaker- boys. auhe ELS ever, with’the 
a a ers ne — e é 
ship. Sores, Mee re ane certain result 


Convention’s com- 
ing. We’er all 
all a-going. Hit 
L. 2: PORTER, 

District Manager. 


R. Coddington is multiply- 
ing Pacemaker points in his 
Denver District. 


"em up. 


N. B. White contributed a 
good line of business to the 


Whatever happens, 
Bowser quality will be 


Louisville quota during the ps ies are ree 

first of August. ANIKS KONonoKoarnyablnn- EENEY eS) Sraakienones = he) het Ae 

ties presented right wea ase ape noate ds 4 

3 Ber, now for pushing Yealze that they wi 

In the list of “The Worthy , the. gales of How. i ee te, OUD IONE tS 

Six” of Memphis appears the ser equipment are ™ake them realize. 

name of C. J. Cannon. Mr. ‘ Uae TOS Fa Gant ae 

Cannon is a new man with maraniol 


/ promising. bey is 
: , Nd our business not 
the organization and we trust = to overlook any : 
man it 


that. his name will appear in 
such good company often in 


of Se 
ws. 2 BEV BNIG EAE 
District Manager. 


I want to ask every 
organization to set his house ij 
der and bend every energy to 


the future. taining the 500 points, with n 
up until that ambition is ac 
plished. 


A very satisfactory amount 
of business is being reported 
lately by C. A. Milliman. Mr. 
Milliman works under San 
Francisco Office. 


S. W. Silsbee is another 


The dealers need 
Bowser goods. We 
have Bowser 
goods to sell. It 
is a matter of let- 
ting them know 


L. P. MURRAY 
Mid-Western Manag 


S. C. Klein is going to be christ- 


ened Pacemaker 


in the near fu- 


good Bowser salesman in Cate pare E008 ture. Mr. Klein works under the 

New York District. That's ectisty their de- ‘Atlanta Office. 

the trouble with New YorkK— mands. 

h ar ll ; Roekse SAH ORD: . 

they are all good District tienager W. P. Shepherd, of Chicago, has 
been a Pacemaker for five years. 

In less than two weeks J. He is going to add a sixth marker 7 
W. Freeman of Canada to his record this year. _ 
turned in over fifty-five points Strom 
of business. That rate should Right now is One of the dependable producers I kno 
bring him to the Club with- the time to work ; nels 2 the la 
ontidelay eyervan eel aiiter ata from the Chicago District is F. C. same 

: town” in your’ Rice. Mr. Rice is almost into the the fii 
4 ; territory. The “over five hun a 

J. S. Carrington, of Wash- roads are good, Ls vuamnhon haan 

ington District, is turning in Lae ee is = : , 

: 5 an e mer- or some time past, 

good business. He is Oy, chants, the garage and most especially this 
listed in the Washington “Al- owners and the manufactur- year, we have been urg- 
most a Pacemaker” class. ers are getting ready for the ing you to be Broader 
fall ppsineee. PI is surely Business’ Builders,---not 

; . : going to be good. simply follow the line 

Harry Cuddie, Junior, is a Wz M. MANN, of least resistence. Carry 
new arrival at the home of District Manager. this idea in mind and 
H. O. Cuddie, Toronto’s ef- Ed will Aides she the 
Aciont ealecan, interest of your buyers. 

J. W. BURROWS, 
: District Manager. The 

Just a few points is all that Most of the boys are closing a om vs 
keeps S. M. Chilton, of Wash- fine business. There are a few out 
ington District from the Pode are Fone rats! nae well be: week” 

. ; y ar able of, judging by 
Pacemakership, and he prom- their records. To these I want on 
ises to make those points if to say, GET BUSY. If other men sucgan 
he continues at his present can do it, you can. 
Pp A. W. DORSCH, 


rate. 


District Manager. 
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that the year 1917 
will prove to be 
the best year for 
Bowser Salesmen 
individually 
the Company as 
a whole. 


M. SAVERCOOL, 
eral Sales Manager. 


The 


successful 


and 


Let us get together to 
excell our past achieve- 
ments in the months 
that are to follow. Let 
us grow in volume of 
business and in selling 
efficiency. 

RS. COLWELL, 

Hastern Manager. 


salesman these 


iys is the man who keeps in touch 
ith the market and with local con- 


tions 


and is accordingly 


always 


e first to take advantage of any 
w arguments which will assist in 
e sale of his goods. 


tory in 

with 
en and 
) climb 
ust the 
» since 


nY, 
HESeT. 


the most 
le. is the 
e “eight- 
ays - per- 
ho works 
Plans his 
bound to 


TING, 
anager... 


ONAN 


D. S. JOHNSON, 
Western Manager. 


J. G. Roberts scored for Albany 
some time ago with a Chief Sentry 
order and three fine private garage 
orders. 


Cc. M. Fredericks, T. H. Moseley 
and C. H. Pridey turned in good 
Lubricating Sales records for the 
second week of August. 


Cc. H. King did a great business 
during the early days of August. 


Working together, 
giving every man a 
square deal and pushing 
Bowser quality and 
Bowser service will give —aa 
big results. Let’s try 
and cultivate the organ- ' 
ization attitude. 

GHORGE 8S. BACON, 

Acting Dist. Manager. 


We are mighty 
DEwOnUiGian Or st he 
splendid records 
that the boys of 
the Dallas District 
have made. Some 
exceptionally fine 
results have been 
secured. 


12% Tbe IABUNC OD), 
Manager. 


District 


The honor be- 
longs to the man 
in the field. The 
Memphis Office or 
H. W. Brown can’t 
win the Cup. It 
takes the Mem- 
phis Organization. 
It takes all of us 
working in harmony and co- 
Operation. It takes team 
work. H. W. BROWN, 

District Manager. 


We have made 
a record this year 
MERE IMEI a Eye ie 
been approached 
by any other. of- 
fice and) we are} 
mighty proud of \ 
the Harrisburg 


boys. 
18t2 Cig SMO ase, 
District 


Here’s the point 


—I know every 
One, Of PyOU wane 
thinking m e n— 


that you are men 
of ideals—that you 
are men of ideas 
—that you are 


men of ambition. 
idles) holes) Gelah aijal ee Aye TOKEN 
then, is active, enthusiastic, 
buoyant-spirited application 
to the job. 
Cie Eee DIASV EES 
Acting District Manager. 


Crops are good 
and business will 


move right along 
arter wh Aare Waels tu. 
With two hundred 
and fifty billions 
of INVEY Ail Cy sal Ey Al 
wealth, six thou- 
sand millions of 


loanable credit and eight bil- 
lion dollars of loanable sur- 
plus in National banks alone, 


(EO) Sipe “aa Coy Ialeal ial fee". Oe) a oS) 
disbursements of dividends 
and wages in this country, 


business will move this fall. 
GET READY NOW. 
I L. WALKER, 
District Manager. 


It therefore behooves each and 


every 


salesman 


fighting under 


the banner of the Atlanta Office 


to be up ‘on 


and souls are 


passing those District Offices now 


CARPENTER, 


in the lead. 
jal, © 


his toes, 
with that enthusiasm that sur- 
mounts all difficulties, and which 
is possessed by all whose hearts 


fighting 


the “game” of 


District Manager. 


Walter Snapp continues to 
lead the St. Louis force in 
Lubricating sales. 


Ca eee Cn roOrdumamdan i gam 
Earle will register themselves 
as Pacemakers within a few 
weeks, reports the Denver 
correspondent. 


W. J. O’Brien has been sell- 
ing equipments to factories 
turning out munitions and 
other material for the govern- 
ment. A recent order was 
for three Cut 121 outfits. 


The report for the month 
ending August 9th shows that 
F. Browne made exactly one 
hundred points in that period. 
It is that sort of work that 
is going to keep Harrisburg 
District right up in the front 
rank. 


We find the following in 
the last Sales Bulletin from 
the Denver District: “It is a 
pleasure to note the fine 
showing made by R. E. Er- 
win, who seems to have taken 
the bit in his mouth and is 
bound to register a Pace- 
maker without further delay.” 


J. HE. Renick led the St: 
Louis sales force in sales total 
for the week ending August 
11th. 


EH. R. Handley is a Wash- 
ington man who is well on 
the way to Pacemakership. 


C. P. Law, of Harrisburg 
Sales Force, did a good busi- 
ness the first weeks of Au- 
gust. We expect C. P. to 
repeat this year and be at 
the big doings in January. 


F. C. Schuster, of Albany 
District, recently secured an 
order for Dry Cleaning equip- 
ment amounting well up to 


the thousand mark. Means a 
big increase in his point 
standing toward the Pace- 


maker Club. 


F. W. Devereaux is nearing 
Pacemakership for the sixth 
time. One of his recent sales 
was a mighty good gasoline 
equipment, including a 1,000 
gallon Chief Sentry outfit. 
Albany is rightly proud of 
this consistent sales maker. 


C. L. Huffman is an Indi- 
ana man who is selling the 
goods this summer. 


A BOWSER SALESMAN AT ‘‘THE OLD 


MAN’S DAY”’ 


This picture was taken at Winona on the 
day of the recent Bowser excursion to that 


place. The owner of the fine machine is K. F. 
Hessenmueller, Pacemaker Vice-President, who 
was on a trip extending throughout the middle 
west. In the car with Mr. Hessenmueller. is 
Fred Knoche, Special Salesman, and several 
other loyal Bowser boosters. 


J. R. Sibley is way down in Maine just now, rest- 
ing a bit. ‘He deserves it. 


Albany credits J. J. Lyons with another good pri- 
vate garage order. 


H. W. Oattis is still “going good.’ Mr. Oattis is 


one of Atlanta’s dependable producers. 


Paul is the name given to a new member in the 
family of N. Wetzel, Bowser salesman in the Chicago 
District. 


In Dallas C. EK. Joyce is keeping up a rapid fire 
of sales slips pouring into the mail box. 


The Albany correspondent calls attention to a re- 
cent report from W. F. Eastman. Mr. Eastman sold 
two Cut 101’s and all accessories. Some class to 
this kind. 


It need not be said that J. C. Ward, of Chicago, 
is keeping up his high sales average—that goes 
without saying. Friends may be interested in know- 
ing that he is going to be a Pacemaker soon. 


For the second week of August A. de Place, of 
Albany, brought in a 1000 gallon, 12 gauge tank 
for a commercial garage, and also some good private 
garage orders. 


From Memphis comes the report that J. L. Steen- 
huis is doing splendid work in Southern Mississippi 
and although he started late in the year he has ex- 
cellent chances of being a Pacemaker in the very 
near future. 


E. P. Dolan and C. R. McLaughlin, of Memphis Dis- 
trict, were visitors at Fort Wayne recently. 


EK. F. English should be mentioned as one of the 
men who is holding up his end of San Francisco’s 
quota. 
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In a recent general letter from the St. Louis Office 
mention is made of the records of some of the men 
for the first half of August. Of special interest is 
the work of C. M. Fredericks and Walter Snapp, 
who in addition to a fine bunch of regular sales, are 
credited with over a hundred dollars’ worth of ac- 
cessories. Commission secured on accessory orders 
is just as good as that made on any other kind. 


L. E. Porter, District Manager at St. Louis, is the 
father of a new baby girl—congratulations. 


Michigan Division calls attention to a sale effected 
by R.,J. Goodman not long ago. The order was for 
a one thousand gallon, twelve gauge, Cut 102, sold 
to a public garage in his territory. A few orders 
like that will put Mr. Goodman into the Pacemaker 
Club. Right now he needs but a few points to com- 
plete his five hundred. 


K. F. Hessenmueller is to the Harrisburg District 
what his fellow townsman, Honus Wagner, is to the 
Pirates—a regular organization in himself. No need 
to add he is sending them in his usual steady stream. 


A new Indiana man who is getting the knack of 
selling Bowser goods is J. S. Williams. 


A recent addition to the Louisville sales force 
is S. A. Bass, who took up the Bowser line there 
the first of August. 


Lee Kuhn is getting up in the four hundreds in 
number of Pacemaker points and will be an early 
entrant into the Club. 


A SNAP TAKEN IN SASKATCHEWAN 


The accompanying cut shows three big 
Bowser men who have sold and are selling a lot 
of Bowser equipment. The gentleman at the 
left is Mr. C. H. King, an enthusiastic, ener- 
getic salesman from Canada. In the center is 
T. D. Devilbiss, oldest Bowser salesman, at 
present doing special work for the Company. 
At the mght is H. O. Cuddie, another Canadian 
worker. The snap was taken in Saskatchewan 
in Mr. Cuddie’s territory while Mr. Devilbiss 
was on a trip there recently. 
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C. M. SIGLER PROMOTED 


C. M. Sigler, who has been working as a 
salesman in the Dallas District, has been trans- 
ferred from that work and 
appointed as Assistant to 
Manager B. L. Prince in the 
Dallas District Office. Mr. 
Sigler is well and favorably 
known to the entire organ- 
ization. His broad experi- 
ence in our business and his 
personal qualifications make 
him especially fitted to take 
up the duties of this position 
and we extend to him our heartiest congratu- 
lations and best wishes in his new work. 


VISITORS AT THE HOME OFFICE 


Harry Christie, Sales Manager of the Toronto 
Office, was in Fort Wayne the latter part of August. 


Chicago Pacemaker, 


Ca J eROZers; 
Wayne recently. 


visited Fort 


J. EK. Allen, Special Salesman working under In- 
diana District, visited the Home Office not long 
ago. 


J. C. Tibbles, one of the successful new salesmen 
working under Michigan Office, was in Fort Wayne 
the last of August. 


G. A. McCurdy, Michigan Director, called at the 
Office the other day. 


AGAIN THE BOWSER PROVES ITS 
SUPERIORITY 


Sumter, S. C., Aug. 20, 1917. 


S. F. Bowser & Company, 
Ft. Wayne, 
Indiana. 


Dear Sirs :— 


Would like to state I happened to a misfor- 
tune a few days ago. My store was burned and 
had very little insurance. 


The Bowser Oil Tank I bought from your 
agent went through the fire with 27 gallons 
of oil all O. K., with oil near a boiling point. 
Some paint was burnt off, but. I am still able 
to use same without any trouble. 


Yours very truly, 
(Signed) REYNOLDS GROCERY CoO. 


C. L. Speight—$4,500.00 sales during August, his 
first month with us. He looks like a winner as a sales- 
man. That kind of work is going to keep Washing- 
ton District right up with the leaders. 
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BOOSTING BOWSER’S 
Wm. A. Davis. 


I don’t believe in booming, for booming doesnt’ 
pay ; 

A thing boomed sky-high yesterday may be all 
bum today ; 

3ut I believe in boosting whatever’s fair and 
square,— 

Whatever has true merit,—at all times, every- 
where ; 


Let it be men or business,—let it be what it 
may, 

I hke to hear real merit proclaimed in any way. 

As one who courts no favors,—as no poor syco- 
phant,— 

I’m always boosting Bowser’s,—the product 
and the plant. 


For I’ve known S. F. Bowser for years beyond 
a score,— 

I knew him when he made his start and many 
years before,— 

I know the struggle that he made, back there, 
to get that start, 

And said the Lord will help him for he’s going 
to do his part. 


The little shop has grown since then to one 
of mammoth size; 

From grit and purpose, strong, has come a 
mighty enterprise ;—- 

A falt’ring venture then, but now, a business, 
fixed and vast 

Where hosts of men take up the work of one 
man of the past. 


And if you go to Russia,—to China or Japan,— 

To any land beneath the sun, you'll find a 
Bowser man, 

Fair in his business dealings, all straight in 
what he tells, 

And proud of home and country and of the 
goods he sells. 


Therefore, I’m boosting Bowser’s ;—I think it’s 
right, don’t you, 
When one finds business enterprise that does 
what it should do,— 
That stands by those who aid it and shows in 
ev’ry plan 
It’s not forgetful of our God and home and 
fellow man? 
Fort Wayne, Ind., Aug. 13, 1917. 
Route 3, Box 58. 
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FOR RENT 


1601 Abercorn Street 
(S. W. Corner Thirty-second and Abercorn 
Streets) 


Contain reception hall, 
room, den, butlers’ pantry, storage pantry, 
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| 

| 
dining | 
Four bed 
| 
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Cy 


parlor, 


kitchen, lavatory and cellar. 
rooms, sleeping porch, large linen closet 
and bath. 

Sereened throughout. Automatic hot 
water heater. Large yard. Two-car brick 
garage, cement floor. Garage equipped 


with 100-gallon underground Bowser gaso- 
line tank and pump, also oil tank. 


BROWNE & LEACY, Real Estate 
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‘‘Savannah, Ga., Aug. 27, 1917.’’ 
‘*Kditor Boomer: 
‘‘Here’s an advertisement which appeared in 
Sunday’s edition Savannah Morning News. 


‘“T thought it a pretty good ‘Bowser ad.’ 
Have had several persons eall my attention to 
it today. 

‘“‘Yours & etce., 
sie ON GDR: 


MY VISIT TO THE FACTORY AT FORT 
WAYNE 


“MINNEAPOLIS, Minn., August 10, 1917. 


“Well, Boys and Co-Workers, I, as most of you 
know, spent Tuesday and Wednesday at the Bowser 
Factory at Fort Wayne, and I can truthfully say 
that the Factory and all of the Office is the busiest 
place I have visited for some time, and it looked to 
me as if Bowser & Co. would surely supply every- 
body in the world in a few days. Bowser and 
Company have surely increased the output of their 
Factory, away beyond my expectations, and I am 
thoroughly convinced that everything is being done 
that is possible to take care of our orders, and get 
the outfits out to the trade as soon as _ possible. 
They are shipping on an average of about 1,400 
outfits per week now. You all can see from this 
that they are catching up on the Sales force very 
fast, and I am sure that before the first of the 
year they will have a fine stock on hand at their 
Warehouse. 


“You, who have been at Bowser’s Factory, have 
seen the Machine Shop. I would say that in their 
main Machine Shop they have extended the large 
drill presses all along the side of the shop, there 
being about twice as many of them working now 
than there was the first of January, 1917, and in the 
Assembly Room they are not only using all of the 
ground floor, but they have balconies built all along 
the sides of this building, and every foot of this 
balcony is occupied by men erecting some kind of 
a pump. 
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Paint Shop. 


“Instead of there being a few dozen pumps being 
painted and only part of this room being used for 
painting as it always has been on my former visits, 
now the entire room is full of Cut 241 and 102 
Pumps principally and a lot of men are passing them 
along in great shape. 


The Tank Shop. 


“This room has been enlarged fully one-third, for 
all of the Tanks under construction and tank material 
I have never seen anything like it in all my life, 
and it took some time for myself and escort to get 
through this Department. 

“The Crane that works from the Shops to the 
Warehouse, which I watched for sometime, was de- 
livering a finished tank to the Warehouse every 
ten minutes. While in the Warehouse I noted that 
there was a force of men loading outfits on the cars. 
These men were stirpped right down, and going to 
it in great shape. 

“The Ship-a-Hoy Building was so full of stock and 
wheel-tanks under construction I could scarcely get 
into it, but the wheel-tanks were coming out of the 
building at a fast rate. 

“T also noted that further down the line workmen 
were constructing a large temporary building. This 
building will be used to help the congestion of some 
of the other parts of the shop. 

“The new Office Building was certainly a ‘BEAN- 
ER’ and I believe when completed it will be the 
finest I have ever seen. The exterior of the Office 
is about complete now. 

“Now, boys, I have tried in my own way to give 
you this information to the best of my judgment, 
just as I saw it. I expect before the first of January 
the Bowser Factory will be at the point where 
they can tell one and all of the salesmen that there 
are plenty of outfits on hand, and for us to get out 
and sell them. 

“Yours very truly, 
“JAMES WARD. 


ABOUT MR. C. H. KNODELL 


Toronto Office has just forwarded to us a 
very special mention of the work of C. H. 
Knodell of that District. Mr. Knodell is a 
recently elected Pacemaker, his announcement 
appearing in this issue of the Boomer. This 
is Mr. Knodell’s first entrance into the Club. 
He came with the Company too late in 1915 
to make his five hundred points and last year 
was so seriously handicapped by almost con- 
tinuous illness as to fail to make the required 
number. This year things have been going 
better and he secured his business in good 
time. The winning order that carried him past 
the goal posts was for a battery of twelve Cut 
109’s, complete with filling devices, for handling 
paint and lubricating oils. Just a short time 
before he had secured a similar order for ten 
Cut 109’s. Both orders were sold on short 
terms and were complete in every way. Work 
of this sort explains why he is sueceeding so 
splendidly this year. 
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PACEMAKERS 1917 


MEN ARE KNOWN BY THE RECORDS THEY MAKE 


PACEMAKER fees PACEMAKER pee 


C. R. McLAUGHLIN 


Three Years with 
Ss. F. BOWSER & CO., Ine. 


Cc. L. HUFFMAN 


Three Years with 
Ss. F. BOWSER & CO., Ine. 
1914—KEintered Bowser serv- 
ice June 1. 


1916—Pacemaker, elected 
November 22. 

1917—Pacemaker, elected 
July 21. 


1914—Kintered Bowser serv- 
ice May 11. 

1917—Pacemaker, elected 
August 14, 


PACEMAKER pets PACEMAKER Se 


J. S. BRONSON 


One Year with 


C. H. PRIDEY 


PHOTO NOT 


RECEIVED S. F, BOWSER & CO., Inc. Gree Ven em Wiel 
IN TIME FOR Ss. F. BOWSER & CO., Ine. 
REPRODUCTION 1916—Entered Bowser serv- 
ice Oct. 16. 1917—Entered Bowser serv- 
1@. wi © 9 
1917—Pacemaker, _ elected IGS UNG Oe le 


1917—Pacemaker, elected 


July 23. 
August 16. 


PACEMAKER fee 


F. W. SWERER 


Two Years with 
Ss. KF. BOWSER & CO. Ine. 


PACEMAKER 


C. H. KING 


One Year with f 
Ss. F. BOWSER & co., Ine. | 
1915—Entered Bowser serv- 
ice July 28. 
1917—Pacemaker, elected 
August 17. 


1916—Entered Bowser serv- 
ice December 11. 

1917—Pacemaker, elected 
August 13. 
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PACEMAKERS 1917 


MEN ARE KNOWN BY THE RECORDS THEY MAKE 


PACEMAKER Sees PACEMAKER Spe 


C. H. KNODELL | 


Two Years with 
Ss. F. BOWSER & CoO., Ine. 


J. 8S. LEWIS 


One Year with 
Ss. F. BOWSER &«& CO., Inc. 


1916—Entered Bowser serv- 
ice November 13. 


1917—Pacemaker, elected. 
August 22, 


1915—Entered Bowser serv- 
ice March 1, 


1917—Pacemaker, elected 
August 9. 


Toronto i Se eee 


R. H. SHERLOCK 


La Eight Years with — 
, » Ss. F. BOWSER & CO., Inc. j 4 
, ! = . a anne ia ok aieNoke serv- | = ' J. F, JEFFREYS 


1912—P ak lected 
/ \ acemaker,  electe¢ One Year with 
* 
\ 


D ber 6. 
pi peaesnc) Ss. F. BOWSER & CO., Inc. 


1913—Pacemaker, elected 
November 24. 

i914 Pancakes. elected 1916—Entered Bowser serv- 
December 17. i ™ ice September 28. 

1915—Pacemaker, elected oe Ye 1917—Pacemaker, elected 
December 22. mos os August 24, 

1916—Pacemaker, elected aoe 
September 26, 


1917—Pacemaker, elected ; 
August 18. i 


PACEMAKER pegs PACEMAKER 


A. E, MOFFATT 
G. P. STOVALL 


Four Years with 
Ss. F. BOWSER & CO., Ine. 


Eleven Years with 
S. F. BOWSER & CO., Ine. 


1906—Entered Bowser serv- 
ice August 1. 


1914—Entered Bowser sery- 1912—Director, elected 


ice February 6. June 10. 
1914—Director, elected 1913—Director, elected 
November 11. July 7. 
1915—Director, elected 1914—Pacemaker,. elected 
June 30. November 6. 
1916—Director, elected 1916—Pacemaker, __ elected 
July 7. November 22. 


1917—Pacemaker, elected , 1917—Pacemaker, elected 


| Washington ESE tie 
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sOWSER 


MEN ARE KNOWN BY THE RECORDS THEY MAKE 


PACEMAKER |e 


P, CARLTON 


Six Years with 
Ss. F. BOWSER & CO., Ine. 


1911—Entered Bowser serv- 
ice April 17. 

1917—Pacemaker, 
August 29, 


elected 


PACEMAKER jee 


K. N. McINTOSH 


Three Years with 
S. F. BOWSER & CO., Ine. 


1914—Entered Bowser serv- 
ice September 1. 


1916—Pacemaker, elected 
November 29. 
1917—Pacemaker, elected 


August 29. 


MR. E. L. VEIRS B. G. WHITLOCK 


Herewith are shown the likenesses of two 
Bowser Pacemakers whose photographs arrived 
too late to be publishad in company with their 
Pacemaker announcements, which appeared in 
earlier issues of the Boomer. The one gentle- 
man is H. L. Veirs of San Francisco District, 
who made the Club June 138, The other is 
B. G. Whitlock of Chicago territory who was 
announced as a Pacemaker July 20. We take 
great pleasure in again calling attention to the 
fact that these two men are members of the Club. 


Michigan District has been treated to a nice little 
race for the Directorship. G. A. McCurdy, P. Carlton, 
R. J. Goodman and J. B. Hagaman have each landed 
within reaching distance of the coveted position and 
it is a lively competition to see which one will cross 
the line first. Latest—McCurdy won!!! 


R. D. Eckeberger is keeping up the Pacemaker 
pace in his Memphis territory. Mr. Eckeberger seems 
to have the habit of selling Bowser goods. It is not 
a bad habit to have. 
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DIRECTORS 


PROSPECT 


E. 


STEINHAUSER 


G. A. McCURDY 


Two Years with 
Ss. F. BOWSER & CoO., Ine, 


1915—Entered Bowser 
Service January 19. 

1917—Director, elected 
August 27 


me 


Four Years with 
Ss. F. BOWSER & CO., Ine. 


1913—Entered Bowser 
service January 27. 

1916—Pacemaker, elected 
November 17. 

1917—Director, elected 
July 14. 
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STANDING OF FORTY HIGH MEN 


AUGUST 25, 1917 
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District Office Quota Standing 33rd Week Ending August 25 
DIVISION ‘A’? DIVISION ‘‘B’’ 
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1,; St. Loulss. tae eee L. E. Porter, Manager 1. Ohio..............:.. I. L. Walker, Manager 

2. Dallasite.. netics ict B. L. Prince, Manager 2, Memphis........... H. W. Brown, Manager 

3. San Francisco...... D. S. Johnson, Manager 3 Michigan (Ft. Wayne) A. W. Dorsch, Manager 

4 Harrisburg ssn. ss. H. C. Storr, Manager Tr Dece C. C. Barnet, Manager 

5 Se NOrontoeeerice Harry Christie, Sales Manager pe erates aby oT UN ChE ; uy 

6tAlbany 0 cee W. M. Mann, Manager 5. New York....C. H. Davies, Acting Manager 
Minneapolis R. R. Safford...Mgr. 6. Washington......... E. B. French, Manager 

7. Chicago. | TreState ‘ me Since eo ee 7. Indiana (Fort Wayne) A. W. Dorsch, Manager 

icago..... . S. Bacon. ; re fk : 

S.nAtlanta weep ae oar. C. Carpenter, Mankest 8. Loulsville.......... R. E. Fleming, Manager 
District Office Lubricating Standing, August 23, 1917 

[ees Le eOuUlS 5. CHICAGO 9. OHIO 13. NEW YORK 

2. DALLAS 6. HARRISBURG 10. WASHINGTON 14. MICHIGAN 

3. DENVER 7. INDIANA 11. TORONTO 15. ATLANTA 

4. SAN FRANCISCO 8. ALBANY 12. MEMPHIS 16. LOUISVILLE 
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The Cut No. 41 Gaso- 
line Outfit makes the 
storage of gasoline, safe, 
convenient and profit- 
able. Protects life, 
property and industry. 
It has helped to make 
many Pacemakers and 
will help you to be one. 


Cut No. 41 


NNUAL UU 
64 


he ! fie @ (A fe : a cc ri ou il | || 
HH il |e | ) ull! | ah|! Ui vill I ii (|| ut i 
ass Wie 


yell i 
OE | “yl ; 
mut a | vcr ti Hh “fl SALES C 


I! f 
i) Hi a | 
Mt 
We ui 


te ll Ay ql i } i) a \ ae f Ne hg Z 2 g tif 
tee S | i “ wl ig WAT | SP un 
_ LF } ' Hi 


RS 
l ill | \| Ovi & uae —= 


i. 


| 


/ ——. 


—= SA, ; 43 L G J hi 
=) = on ee Ng yam Nati igual a r 
i ar, UN Lt TEMA in WITT A Ngee ee | | | i) ‘si 


i , i} Ung@t C3 
[ie He | \\ xe AMA. ATR 
mre y —L Sf IT i A es 2 aH WZ, Hi AHL 
“Hi \ aan = 10 es =a wr 
| \ 7) PRON TE oe ie ee eA Ua Py 
| ' nO TUBER IH TR ecesesweocer IRL l Hoe 4 


; at fs 


SAMA AA an sen l(c Ee See pull 
} NS { VE } | is \\ HT ail A AT fron A daa 
SS ee A hi = >i “ nl 


re ‘al 
i iS: 


ee ‘it mill 


a 
 —_ fe 


iT : 


SSS 


gam 


La 


‘en Meni a en " ae i 


ay = 
= 
== SS 


WL 


ay) 


ian 


SS wr °° vr r’'' 110, °e°vovwnn’27  ”—77F"*'§"»_f.. 


IT’S ALL IN THE CAR 
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Some time ago we received this photograph 


from K. F. Hessenmueller, Pacemaker Vice- 
President. Mr. Hessenmueller’s own letter will 
probably tell about the installation better than 
we might be able to do. 


‘“Mr. Kagay :— 

‘‘Enelosed you will find a negative of a good 
illustration of a Bowser pump. The gentleman 
making the installation has a beautiful country 
home in Coraopolis Heights, and on account of 
the very poor fire protection, he decided to buy 
an outside pump and set it about fifty feet from 
his barn. ‘ 

The car in the picture is ‘‘the one that made 
me Vice-President this year.’’ 


Our Harrisburg correspondent, C. L. Powell, re- 
cently forwarded to us a very interesting little write- 
up concerning ‘one of Harrisburg’s star producers, 
G. N. Roos, newly elected Pacemaker from that dis- 
trict. It seems that Mr. Roos has a cabin up on the 
Susquehanna river where he spent a few days this 
summer resting from the labors involved in his ener- 
getic race for points. Mr. Roos, being a practical as 
well as a theoretical lover of good roads, started out 
to build a thoroughfare that was to reach from his 
cabin to the river, a matter of 100 yards. The near- 
by Pennsylvania railroad roadbed furnished an ideal 
place from which to secure gravel and crushed stone 
and Mr. Roos was making splendid progress until a 
rough and unlettered track foreman came along and 
inquired of Mr. Roos just what he thought he was 
doing. An intimate little discussion followed. Con- 
trary to what might be expected, Mr. Roos succeeded 
in convincing the track foreman that the building of 
this “Lincoln Byway” was a matter of considerable 
importance and the railroad should not object to con- 
tributing a few loads of material. Indeed, so handy 
was Mr. Roos with shovel and wheel barrow that 
after watching his operations for some time the fore- 
man was filled with a great admiration for his energy 
and industry and finally offered him $1.90 and trans- 
portation if he would go to work on the railroad. Mr. 
Roos did not accept this proposition, however, feel- 
ing that he was satisfied in his present connection. 
Next year he intends to do some more road pulling 
it is said. 


SSSR 


OBSERVATION. 


It has been said that of ten men who look 
upon the thundering floods of Niagara only 
one sees Power. 


Of ten men who see Power there, only one 
sees a practical way to turn that Power into 
the doing of Work. 


Men had seen steam rise from the boiling 
water many, many times but it remained for 
James Watt to see a way to utilize the energy 
latent there. 

Lightning had been playing through the 
clouds for thousands of years but it took the 
insight of Franklin to first tap the sources of 
electricity. 

The list could be continued indefinitely. But 
the important fact is that the great inventions, 
the great discoveries, the great steps forward 
in science, in commerce, in all phases of human 
activity have been made by men with the abil- 
ity to see. The recognition of Opportunity is 
the first step in her conquest. 

So let’s wake up. Right now, today, this 
hour, the world needs big men, great inventors, 
financiers, writers, thinkers. Our own business, 
our own firm, is in need of exceptional men, 
men who ean see the thing that ean be done 
and needs to be done—and then do it. All 
the great host of business men, inventors, think- 
ers of the past—they are dead and cannot help 
much in the betterment of our particular world. 
All the host of great doers of the future—they 
are not born yet and cannot help much. It 
seems to rest upon us. It is we who are right 
now doing things who must do the big things 
of today. Our business affords the opportunity. 
Can we and will we see and sieze these oppor- 
tunities? Why not? 


J. J. Lyons led the Albany Tenacious Ten squad- 
ron for the last week of August. S. A. Collins was 
second, and C. R. Ross occupied third place. 


If our records read aright J. C. White, of the Dal- 
las District, turned in one hundred and fifteen points 
of business for the two weeks ending September 6th. 
That is certainly exceeding the speed limit in pro- 
duction. 


C. O. Hottel, according to the latest information 
from the Statistical Department, during the early 
days of September leaped from three hundred and 
ninety-six to four hundred and seventy points. We 
call that good work. At that rate San Francisco 
will soon have another Pacemaker to their credit. 


J. W. Merickel, of Winnipeg, Canada, reported with 
three orders for coaloil and gasoline equipment to- 
talling almost a thousand dollars and they: were all 
written Saturday on a flying trip of 140 miles with 
his new Henry. He says that he would prefer that 
more of the week was composed of Saturdays. 
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MAKING THE YEARS COUNT 


There is a parable related of a certain man 
who as a youth was a wonderful whistler. 


‘“‘He certainly has a great future before 
him,’’ said the friends of the family. 


A little later this young fellow graduated 
from his high school, not with very good 
grades, it is true, but with a reputation for 
being a wit and a good fellow. 


‘“‘He has a great future before him,’’ said 


the friends of the family. 


His mother took in washing and sent him 
through college. He had a very good time and 
though his work was not exceptional, yet he 
was ever ready to tell a good story or organ- 
ize a new kind of a party, and since he seemed 
bright and obliging, his prospects looked good. 


“‘He has a great future before him,’’ said 


friends of the family. 


A year or two after graduation he took up a 
position with a business firm. He was not in- 
clined to work very hard and his services were 
not especially valuable, but he was a good 
‘““mixer’’ and was the life of the party when 
he went out with the fellows. Every one called 
him a good sport. 


) 


“He has a great future before him,’’ said 


friends of the family. 


He married one of the prettiest girls in town. 
They did not have much to start on, for he had 
never managed to save any money, but they 
took a little house on a back street and she 
planted rose bushes and learned to make over 
last year’s dresses. They did not have much 
but— - 

“He has a great future before him,’ 
friends of the family, 

Let’s end the story. He lived to be eighty 
years old. He never worked very hard. He 
never got ahead. Mostly he was unhappy. 


’ said 
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Mostly he was always just on the verge of 
making a big suecess, of doing something 
worth while, but he never quite got it done. 
And then one day he died. They had a funeral. 


) 


‘““He has a great future before him,’’ said 
the minister who held the services and who 
happened to be a friend of the family. 

That was the way one man lived and died. 

* * * 

Thus are the tragedies of our lives written. 
Day after day we allow the splendid promise 
of our better selves to go unfulfilled. Day 
after day we go on being ‘‘good fellows,’’ 
‘nice boys,’’ ‘‘fine mixers,’’ but other less tal- 
ented men do the heavy work of the world and 
gather in the big prizes. Day after day we 
live at a level just a bit lower than our best 
and the end of our days find us a bit lower 
than our worst. Figure it out as you please, 
stretching out ahead of each one of us are 
just about so many years. In those years are 
so many months, so many days and hours and 
seconds. And we of our own will cannot 
stretch in a single extra second; when the end 
comes—we'll go. That is the law. 


So the only thing is to make our years count 
as we live them. Let us learn to squeeze the 
last drop of worth out of each second before 
we let it go. Let us learn to live each one 
as if it were the last one that we would ever 
have. Let us give our best and finest of worth 
and work to the world. Then at the end 
not only can we look forward into Eternity 
with a calm, sure confidence, but we can look 
back over our finite existence with the gratify- 
ing assurance of a job well done and a life well 
lived. We will have turned the great future 
ahead of us into a worthy past behind. 


OPTIMISM 


The man who wins is the man who does, 
The man who makes things hum and buzz, 
The man who works and the man who acts, 
Who builds on a basis of solid facts; 

Who doesn’t sit down to mope and dream, 
Who humps ahead with the force of steam, 
Who hasn’t the time to fuss and fret, 

But gets there every time—you bet. 


A new man to enter Bowser ranks was Malcolm 
Moore who is selling equipment down in Dallas dis- 
trict. Mr. Moore came with the company about the 
middle of August. 


A new man with Memphis district is C. S. Foster 
who took up his duties as Bowser salesman there 
the first of September. 


NINN 


KEROSENE 
o OUTFITS 


ONSIDER the Kerosene Outfit—the original product 
manufactured by S. F. Bowser & Co., Inc. From the 
ideas and principles embodied in this outfit grew the 
wonderful Oil Handling and Storage Facilities which 

comprise the Bowser Line of today. 


There is no more important field for the activity of every 
Bowser Salesman than that of Kerosene Storage. The uses of 
Kerosene are more extensive than ever before; it is handled in 
larger quantities; an actual daily necessity in every town and 
village in your district—hence, the importance of its proper 
Storage. 

Many of our salesmen have always recognized the possibilities of 
pushing the Kerosene line, hard, and have profited accordingly. A 
few of the topnotchers among whom are H. T. Purdy, J. J. Connelly, 
C. E. Joyce, E. R. Handley, F.C. Rice, and W. S. Row—all leaders 
in the sale of Kerosene Storage Equipment. 

If you have not been pushing this line, now—is the time for you 
to make a special effort to reach every Kerosene Prospect, explaining 
to them the perfection in safety, convenience, accuracy and economy 
combined in the Bowser System. 


This extra effort on your part will do much to secure your mem- 
bership to the 1917 Pacemakers’ Club. 
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pane 


Cut No. 1, Cell Cut No. 19 First Floor Outfit For KEROSENE 
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THE STORY OF ONE SATURDAY 


Once in a while a salesman has a day when 
everything seems to be going his way and suc- 
cess comes readily to his eall. Such a day fell 
to the lot of H. T. Eggleston, Memphis sales- 
man, recently, and we want to give the record 
of that one day. 


Calls made 
Sales made 
(Five personal calls and one telephone.) 


Equipment Sold. 


Cut 241—5-Bbl., 12-Ga. 
Cut 125—8-Bbl., 16-Ga. 
Cut 102—10-Bbl., 14-Ga. 
Cut 241—5-Bbl., 14-Ga. 
Cut 19-B—2-Bbl., 14-Ga. 
Cut 241—5-Bbl., 14-Ga. 


And he never touched the Long Term Order 
Book. 


Memphis reports that I. H. Carr led the district in 
point of sales recently. Mr. Larr has only been in 
his Arkansas territory since June, but his record 
shows that he is getting right to work and putting 
out Bowser goods. 


Two men in the organization who certainly de- 
served special recognition just now are C. H. Pridey 
of St. Louis district and J. W. Freeman of Canadian 
territory. These two men are new salesmen with 
the company, Mr. Pridey having joined Bowser ranks 
in February of this year and Mr. Freeman in March. 
The point of interest concerning these two men is 
that they are the first newcomers to break into the 
Pacemakers’ Club. Mr. Pridey was elected August 
16 and Mr. Freeman came in on the 3lst of the same 
month. The making of this sort of a record means 
something for a salesman and they and their dis- 
tricts may be justly proud of their achievement. 


J. J. Cline led the Dixie Boosters recently. Mr. 
Cline is an Atlanta salesman who keeps sending in 
the business with great regularity. He was a Pace- 
maker in 1914 and is going to be again this year. 


Down in his Dallas field L. C. Tanner has been 
busily, yet at the same time quietly, stowing away 
Pacemaker points that he has almost reached the 
Club. Mr. Tanner was a Pacemaker last year. 


R. Coddington was leading Denver District Lubri- 
cating Contest according to the latest information 
from there. Mr. Coddington is a recently elected 
Pacemaker, as Boomer readers will recall, and has 
been sending in a bigger volume of business than 
ever, since his election. 


According to all present indications D. Moore will 
repeat his last year’s performance and elect himself 
Director from the Louisville District this year. Right 
at present he is getting well along towards that goal 
and it is but the matter of a very few weeks until 
he will have attained his five hundred points. 


R. W. Maxey is a soon-to-be Pacemaker. He works 
in Memphis District, producing a consistent volume 
of orders. 
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ARE YOU USING PAINT OIL DATA 
SHEETS? 


Shortly after the Convention, each one of 
you salesmen were sent new blank forms of 
Paint Oil Sheets. To what extent have you 
used these means of intelligently and_ sys- 
tematically working the paint oil trade? 

The really big thing that this Paint Oil Data 
Sheet does toward creating a sale is, that it 
vividly brings to the attention of the merchant 
the magnitude of his paint oil business; it 
makes him realize just how large a part this 
department of his business is compared to his 
business as a whole. In the average store the 
paint oil department is a weight, a fire hazard 
and a detriment to the merchant. On the other 
hand, this factor of his business should be a 
good paying investment. 

By means of these Data Sheets you can make 
a complete analysis of his oil business and 
show him specifically how he ean put his paint 
oil business on a paying basis by storing his 
oils in a clean, economical and safe method. 

We might mention the instance of a large 
hardware store in the Middle West. S. F. 
Bowser & Company had been trying continu- 
ously for eight years to sell them equipment. 
Finally, through the medium of the Paint Oil 
Data Sheets, a salesman sold them 20, 2-bbl. Cut 
109’s complete. 

The sale of Paint Oil Equipment is far less 
difficult than you imagine. Sell yourself on 
this subject and then go after the business. 
Capitalize your opportunities—systematie, in- 
telligent efforts are bound to bring results. 


We have not mentioned S. W. Scroggs lately but 
that does not mean that he has been idle or unsuc- 
cessful. Mr. Scroggs is a Dallas man and is doing 
his part to keep the District standing up to its 
present high level. 


For those who are interested in the work of HE. 
F. English we may say that he is keeping up to a 
high pitch of endeavor and the time is not far dis- 
tant when he will have sold himself into the ranks 
of the Pacemakers’ Club. Mr. English is a San Fran- 
cisco salesman, twice previously a Pacemaker, and 
a steady seller of Bowser products. 


A part of the business recently reported by E. W. 
Adams, of Albany, is a fine public garage order 
which included among other equipment a Cut 101 
and a 1,000-gallon tank. A few orders of this kind 
will land Mr. Adams in the Club. 


E. W. Miles is a new salesman working in the city 
of Chicago. His first week’s work indicates that 
he is going to do a fine business, he having secured 
three good factory orders already. 


G. G. Davey, St. Louis territory, came with the 
Company in May. He has been doing a great busi- 
ness lately and expects to make the Club this year. 
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attention? Do you OW Pe evailing with Ev ane bets. Our slogan for 
realize the value of the Sales organ- to do his indi- September: “San 
our Paint Oil Data should Francisco in second 


sheet? An analysis ization 
of the oil business of 
any firm where oil is 
not handled properly 
will result sooner or 


later in splendid or- 
ders for you. 

T. D. KINGSLEY 
\Vigr. Central Division. 

Business this fall 
will be better than 
ever in the history of 
the business world. 
Lt ised Sure thine 
that the Bowser 
Company will enjoy 


the largest business 

hee in the history of the 
Company and I know that the St. 
Louis District is going to share 


in that success to the fullest 
measure. Have you carefully 
made your plans and set your 


mark to shoot at? 
ti PORTE, 
District Manager. 


Since the world be- 


gan there are at 
least two sides to 
avery story and to 


‘very visible act and 
»ybject and some have 
three or four sides or 
even more! There- 
fore get hep to all 
sides. If you confine your views 
to one side or to your own side 
prejudice sets in and an injustice 
He done by yourself and others. 

_ Cc. BARNET, District Manager. 


The 
ganization is 
tainly trimming ‘Old 
Man Quota” these 
days. Another big 
gain last week; and 
the boys are certain- 
ly stepping off in 
“prize winning’ 
this week. 

J. W. BURROWS, 
District Manager. 


Bowser or- 
cer- 


fashion 


Individually 
have made a 


you 


sales and 
tion quotas 
know you will main- 
Wen bat abs The 
loyal 
which 
© mhiceeo Office, aided by the close 
co-operation of this office, located 
in the heart of the territory, will 
put Minneapolis at the top. 
R. R. SAFFORD, 
District Manager. 


It would certainly 
be fine if every man 
in the Fort Wayne 
District 


badge in January. 
There is not a man 
among you 


Gentlemen, the 


this. 

easily worth the effort. 
what: you can do. 
Az W..* DORSCH, 

District Manager. 


fine 
record on both the 
lubrica- 
and 1 


same 
co-operation 
you gave the 


could wear 
the little Pacemaker 


who is 
not capable of doing 
reward is 
Let’s see 


be able to pro- 


k 


The function of 
the Bowser sales- 
man is to _ sell 
Bowser goods,— 
first, last and al- 
ways. 


R. S. COLWELL, 
Eastern Manager. 


A salesman will 
never get anywhere 
unless he has nerve 
and when you mix it 


with determination, 
hard and _conscien- 
tious work, integ- 


rity and loyalty, the 

entrance to the gates 

on the road to success will be 

opened wide and closed no more. 
H. W. BROWN, 

District Manager. 


Most men work for 
rewards of some 
kind. -To some the 
‘eward of conscious- 
ress of work well 
done is sufficient; 
some can wait for 
~ long periods in hopes 

of reaching ultimate 
results. This is the stuff of which 
martyrs and business men are 
made. Ww. M. MANN, 
District Manager. 


Making the Club is 
a matter of keeping 
right on the job and 
working all the line. 
You are all able to 
do that. 

G. S. BACON, 

Act. Dist. Manager. 


The season is here 
for giving particular 
attention to tre 
\ Store line,—Kerosene 
\and Paint Oil equip- 
jment. The 


\ /list should be your 
\< : ® guide in working the 
/ territory in a close 


and systematic manner. 
E. B. FRENCH, 
District Manager. 


Take -it- to heart, 
boys7 Dim | tor, you, 
first, last and all the 
time. Your success 
is ours. We need 
your hearty co-oper- 
ation. Put yourself 
on that forty-eight- 
hour - per- week 
schedule, increased business will 
surely result and will boost your 


District. 
R. E. FLEMING, 
District Manager. 


vidual part. 


ealling 


place by October 1st. 
D. S. JOHNSON, 
Vestern Manager. 


1, M. SAVERCOOL, General Sales Manager 


Mighty good _ re- 
sults have been re- 
oorted this year. We 
ure proud of our 
salesmen and we are 
soing to be’ morse 
proud as the fall or- 
lers come in. 


HARRY CHRISTIE, 
Sales Mgr., Toronto. 


before has 


Never 
the outlook and the 


opportunity for Dal- 
las salesmen to do a 
hig. business ane 
make big money beer 
more favorable than 
they will be for the 
balance of this year. 
B. L. PRINCE, District Manager. 


Work the Lubri- 
eating Oil line hard 
right now. Oils are 
precious and mus 
be conserved and th 
Bowser system wil. 
conserve them if we 
will give it a chance. 

C. H. DAVIBS, 
Acting District Manager. 


Do not forget that 
larger and better 
storage is needful 
because of the ad- 
vanced cost of oils 
and the absolute ne- 
cessity of conserva- 
tion. Keep an 
“Hagle Eye” out for 
business in general and particu- 
larly for prospects on outfits 
handling Lubricating Oils. 

I. L. WALKER, District Manager. 


The cream of the = 
season lies before 
you and in order for 
you to make the most 
of it means,—that 
there be no lost mo- 
tion; it means that 
when you secure an 
order that order must 
be strictly in accordance with the 
Company’s policy as_ regards 
PRICE,—TERMS,—PROPER EX- 
CHANGE ALLOWANCE, ETC., 
all of which goes toward pre- 
venting a return trip, additional 
time and expense to you for the 
purpose of re-writing an order 
on the basis acceptable to the 


Company. 
CC. CARPENTSR, 
District Manager. 
We should speak 


and carry ourselves 
that we indicate/ 
power. Only through) 
such a showing of 
reserve can we pro- 
duce great emphasis 
when we need it. 

H. C. STORR, District Manager. 
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THE CREED OF A BOWSER SALESMAN 
BY J. EK. ALLEN 


I believe in the S. F. Bowser & Company be- 
cause to its making has been given the finest 
thought of the master mind whose name it 
bears; | believe in these pumps because I know 
that beneath the luster of a matchless exterior 
lies honesty and integrity in material form, I 
know that bound up in every oufit are those 
qualities which manifest themselves in all great 
achievements; in the Bowser outfits I know 
that I am selling an article that is made of iron 
and steel, a pump that must and does symbolize 
and maintain a priceless reputation built of 
honor; my faith is not alone a faith in a pump 
—it is a faith in ideals of men, for I know 
that back of this great factory the Ideal is ever 
master. I believe in 8. F. Bowser and so I 
stand inspired with the blazing truth that I 
am selling the results of his honest efforts, 
something not only built by man, but built of 
men, to be sold to men, BY A MAN. 


The Atlanta correspondent remarks that “it fell 
to the lot of M. A. Ashley to support the dignity 
of Alabama” on the roster of the Dixie Boosters. 
From our observations we would say that Mr. Ash- 
ley is quite capable of doing that. Mr. Ashley came 
with the Company in 1914, made the Pacemakership 
the same year, repeated last year, and is well on the 
way to his five hundred points for this year. 


A lubrication order for three Cut 64’s, F. C. W. O. 
was J. G. Roberts’ passport when he called at the 
Albany Office recently. 


J. W. Weems, of Dallas, is sending in orders so 
rapidly that we confidently expect to be able to an- 
nounce his Pacemakership in next issue of the 
Boomer. Mr. Weems was a Pacemaker last year. 


H. W. Oattis has been selling considerable Bowser 
goods in the Kerosene, Lubricating and Paint Oil 
lines lately. Mr. Oattis is an Atlanta man. 


In Denver District W. V. Crandall still continues 
to lead in yearly sales average. His total for the 
year is steadily mounting skyward and he bids fair 
to establish a tremendous record. 


—and tho Worst is Yet to Come 


And the worst 
is yet to Come 
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FOLKS IN RUTS 
The world is full 0’ ruts, my boys, some shaller 
and some deep; 
And ey’ry rut is full 0’ folks as high as they 
ean heap. 
Each one that’s grovlin’ in th’ ditch is growlin’ 
at his fate 
wishin’ he had got his chance before it 
was too late. 
They lay it on someone else, or say “twas just 
their luek— 
They never once consider that *twas caused by 
lack o’ pluck. 


An’ 


But here’s the word o’ one that’s lived clean 
through from soup t’ nuts: 

The Lord don’t send no derricks ’round t’ hist 
folks out o’ ruts. 

But only them that helps themselves, an’ tries 
for better things, 

Will ever see the helpin’ hand t’ which each 
climber clings. 


This here’s the hard, plain, solemn facks, with- 
out no ifs or buts: 


The Lord don’t send no derricks ’round t’ hist 
folks out o’ ruts. 
—Gillian. 


The Michigan man to win the high honors for suc- 
cessful sales work for the first of September was 
C. A. Mathison. Incidentally we might say that 
though he went to work in his present territory too 
late last year to push his way into the Club, he is go- 
ing to remedy that condition this year and to that 
end he has gathered in a goodly bunch of orders thus 
far and the addition of a few more will bring him 
into the “Promised Land.” 


The gap between R. C. Foster and the Pacemaker- 
ship is rapidly closing and there is not much doubt 
that very soon he will pass the five hundred mark. 
Mr. Foster is a salesman under Dallas, a new man 
last year and also a Pacemaker last year. 


I. K. Jacobs and EH. Steinhauser won favorable 
mention in Ohio district correspondence recently. 


The “Big Four” from Indiana was led by W. S. 
Tredway at the time of last reports from that Dis- 
trict. While he has only been working under the 
Indiana division since the middle of February, Mr. 
Tredway has pushed the sale of Bowser equipment 
with considerable success. 


Sunday morning, September 2, W. J. Magrane be- 
came the father of a two-fisted baby boy. Mr. Ma- 
grane is a Bowser salesman in Chicago and a pros- 
pective Pacemaker. With this new incentive he 
should soon push his way to the tape. 


J. C. Harding is another San Francisco producer 
who has captured a good total of Lubricting busi- 
ness. Mr. Harding was a third time Pacemaker this 
year, which shows that he has been keeping right 
on the job since he came with the Bowser Company. 
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AFTER THE FIRE 
AND AS GOOD AS NEW 
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The accompanying cut tells its own story. 


=| BOWSER OUTFITS ARE |fe 
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It is a story that has been told time and again 


since Bowser equipment has been put on the market—the story of service and durability in the 


face of the most trying circumstances. 


The pictures were forwarded from the Memphis Office 


and were taken in the city of Memphis after a fire which occurred there some time ago. 


VISITORS AT THE HOME OFFICE 


J. J. Connelly, Chicago Pacemaker, called at 
the Office and Factory recently. 


B. N. D. Milliron, salesman from Ohio Dis- 
trict, was a visitor here recently. 


R. G. Conklin, new Assistant to R. R. Saf- 
ford in the Minneapohs District, called at the 
Office not long ago. He reports that the pros- 
pects are very bright for the newly created 
District and indicates that Minneapolis is go- 
ing to be heard from in the near future. 


A. Laverty, Michigan salesman, was in Fort 
Wayne some time ago. 


M. D. Keefe, of Albany District, is nearing the 
Pacemakership. The few points that he needs should 
be supplied between now and next issue. 


J. S. Whitney recently got his name entered into 
the Albany good books by reason of an order for 
Cutis s: 


We are glad to reproduce 
herewith likeness of J. S. 
Bronson, whose photo was 
received too late for publica- 
tion with his announcement 
of election to the Pacemak- 
ers’ Club, in the September | 
1st Boomer. 


SATURDAY EFFORTS 

Worthy of special mention is the work reported 
by W. Snapp, Bowser salesman in St. Louis terri- 
tory. On Saturday recently he secured orders net- 
ting him seventeen points. Not so bad for a little 
extra effort, is it? This sort of thing is typical of 
Mr. Snapp, who, although only with the Company 
since the middle of February, this year, is show- 
ing himself to be of the stuff of which Pacemakers 
and prize takers are made. 


F. W. Paterson is producing at a good rate this 
fall. He works in Atlanta territory under Manager 
H. C. Carpenter. Mr. Patterson came with the Com- 
pany too late last year to make the Pacemakers’ 
Club, but he is going to have that experience this 
year if we are not mistaken. 
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MEN ARE KNOWN BY THE RECORDS THEY MAKE 


PACEMAKER 


———$— — 


J. J. CONNELLY 


PHOTO WAS 
Four Years with 
NOT S. F. BOWSER & CO., Ine. 


1913—Entered Bowser serv- 
ice November 1, 


RECEIVED IN 


TIME FOR 1915—Pacemaker, elected 
REPRODUCTION Decempers = 
1916—Pacemaker, elected 
August 25. 
1917—Pacemaker, elected 


July 31. 


PACEMAKER fe 


C. A. WEEGO 


Two Years with 
Ss. F. BOWSER & CO., Ine. 


1915—Entered Bowser serv- 
ice June 14th. 
1915—Pacemaker, 
December 7th. 
1916—Director, elected 
May 26th. 
1917—Pacemaker, 
August 24th. 


elected 


elected 


PACEMAKER 


H. T. EGGLESTON 


One Year with 
Ss. FEF. BOWSER & CO., Ine. 


1916—Entered Bowser serv- 
ice June 5. 


1917—Pacemaker, 
August 30. 


elected 


PACEMAKER 


F, H. RICHARDSON 
Hight Years with 
Ss. KF. BOWSER & CO., Ine. 


1909—Entered Bowser serv- 
ice September 13. 


1912—Pacemaker, elected 
December 4. 
19183—Pacemaker, elected 
September 25. 
1914—Pacemaker, elected 
September 10. 
1915—Pacemaker, elected 
September 24. 
1916—Pacemaker, elected 
December 15, 
1917—Pacemaker, elected 


August 31. 


PACEMAKER [ee 


F. W. FREEMAN 


One Year with 
S. F. BOWSER & CO., Ine. 


1917—Entered Bowser serv- 
ice March 26. 


1917—Pacemaker, elected 
August 31. 
L. C. TANNER 


Two Years with 
F. C. BOWSER & CO., Ine. 


1915—Entered Bowser serv- 
ice August 23. 

1916—Pacemaker, elected 
August 8. 

1917—Pacemaker, elected 


September 53. 
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STANDING OF FORTY HIGH MEN 


SEPTEMBER 10, 1917 


1. Wa. Milliron’ 3332) ear Harrisburg 9) 212 3G Dickey, term ee eee St. Louis 
9) We V., Crandall ts crepe tren Denver, 72258 Be. A, Delllerieae.. an ree eee Chicago 
a= K. Wy Hessenmuellere ier Harrisburg?) =~ 233) RD. eonardi. 2 eae Harrisburg 
4 OW. B..Stamfordei. seater Harrisburg. 24:5 WB. Ollerlo ees eee ee Harrisburg 
5. R.S. Johnson ...........--+--- New York: . 25. W. A. Armstrong -2...2.9 >. meee Michigan 
62-7 Gin WitS COE Re iets = cure tster iene ter eenerens New. York). 265 Si. “Dayloracssecice soe tree ee ee Albany 
TR Coddinetone toe ee erro ner Denyer 2/7.) WT. Simpson esac oo tees Railroad 
SUI cg AConnellyiaeeee ee eee Eee Chicago 28. J. S. Bronson ..............-5.. St. Louis 
9° "AH VASPVOrltigern a ecru iae Harrisburg = 29 Jda1 Hh: Vonderembse J ae seis ie enrenene Denver 
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Distct Office Quota Standing 36th Week Ending Sept. 15 
DIVISION “A”? DIVISION ‘‘B’’ 


SO tt tt me me a ee ee ee te th et me Oe 
OF nt tt tt tt tt tt 1 tt th 


1::St._Louls02. ee L--E.* Porter; Managers 1- Ohio.....--) 0... I. L. Walker, Manager 

25: Dallasiser 7. eet eter B. L. Prince, Manager 2. Memphis........... H. W. Brown, Manager 

3. Sheila PE et sates. psa A ae Hapa 3. New York....C. H. Davies, Acting Manager 

4. Toronto...... arry ristie, Sales Manager rie 

5. San Francisco...... D. S. Johnson, Manager 4: Michigan (Ft. Wayne) A. W. Dorsch, Manager 

Gir Albany sacs pesrsa eae or W. M. Mann, Manager’ 5. Denver.............. Cc. C. Barnet, Manager 

Minneapolis.R. R. Safford...Mgr. 6. Washington......... E. B. French, Manager » 
7. Chicago. | TriState s me ee Ea eae 7. Indiana (Fort Wayne) A. W. Dorsch, Manager 
icago..... . S. Bacon.Atg. Mgr. apr ; 

AEA tants dunes H. C. Carpenter, Manager 8.. Louisville... e- R. E. Fleming, Manager 
District Office Lubricating Standing, September 5, 1917 

1. ST. LOUIS 5. CHICAGO 9. WASHINGTON 13. NEW YORK 

2. DALLAS 6. HARRISBURG 10. TORONTO 14. MICHIGAN 

3. SAN FRANCISCO 7. INDIANA 11. ALBANY 15. ATLANTA 

4. DENVER 8. OHIO 12. MEMPHIS 16. LOUISVILLE 

rHIS--STOPS--THIS— 


Fire destroys $250,- Be 
000,000 worth of Amer: 4 


ican property and takes / ( ull! 
the lives of 3,000 people 8! wal 
annually. <a4))} 
Many fires, especially (4/1 
those having their ori- \ NG 
gin in paint rooms, are ie WE 


ie 
preventable when paint BASE Gg 4h 
oils are stored and (DE 
handled properly. Help wp 
avoid this waste by bd N 


making sure that all 


Cut No. 109 
Battery 


paint rooms 
territory are equipped 
with Bowser storage 
systems. 
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VISITORS AT THE HOME OFFICE 
C. A. Weego, recently elected Pacemaker 
from Chicago-Minneapolis District, called at 
the Home Office not long ago. 


J.C. Ward, a near Pacemaker in the Minne- 
apolis District, was in Fort Wayne last week. 


R. Coddington, a Denver Pacemaker of the 
year after year class, is at the Factory. 


A CORKING TESTIMONIAL 


S. F. Bowser & Co., 
Fort Wayne, Ind. 
Sirs: 

Some twenty years ago we bought 
from you an oil tank—duplheate of the 
order enclosed herewith—and same is 
now practically as good as new. This 
tank has been used every day since we 
got it. 

Yours very truly, 
W.J. GUDGER & SON (Signed). 


F. T. Hyndman, formerly with the Railway Sales 
Department has returned to enter again under Ohio 
District. 


H. T. Sterne, an old Bowser salesman from London, 
Ontario, is taking up work under the Ohio District 
at Cincinnati. 


Ohio District reports that J. S. Sheehan, Cincinnati 
salesman, called at the office recently just to say that 
“business is fine’ and proved it by producing a sixty 
point order. That kind of proof forces conviction. 


R. F. Kimball is a ‘“Will-Be’’ Pacemaker from St. ° 


Louis District. Just at present he lacks a few of the 
essential points but he will get these together very 
soon and then another 1917 man will score. 


One of the’ most interesting recent records is that 
of J. J. Connelly, Chicago salesman and Pacemaker. 
The bi-monthly statistical report shows that in the 
short period of two weeks he jumped from a total of 
450 Pacemaker points to a total of 588, making a 
gain of 138 for that time, or an average of 69 a week. 
We claim that this record indicates considerable 
activity in Mr. Connelly’s territory. 


E. B. Wigle is a new man under Sales Agent H. 
O. Cuddie. 


J. B. Hagaman seems to be the next candidate for 
Pacemakership from Michigan District. Mr. Haga- 
man came with the company late last year but by 
reason of very successful sales work was able to 
elect himself to the Club. This first taste of Pace- 
maker honor and rewards served to whet his appetite 
and he is going right after another try at the good 
things. 
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WE CAN IF WE WILL 


None of us realize how much we ean do, 
or what success we can attain until we put 
forth a maximum effort. To reach the maxi- 
mum effort requires inspiration, temporarily. 
It isn’t that you never had it, you did. It isn’t 
that you won’t get it back, for you will. But 
you can’t win if you don’t want to. You can’t 
succeed if you don’t try. 


Last week I had the pleasure of witnessing 


the construction of a barracks in the Canton- 


ment Camp at Camp Pike, saw a two-story 
structure 140 feet long by 43 feet wide erected 
complete in two hours and fifty-five minutes. 
The lumber lay on the ground, it had not been 
cut or framed. Every bit of work in connection 
with this building was done from the raw lum- 
ber. It was erected, roofed, floors laid, win- 
dows placed, doors hung and completed ready 
for occupancy in two hours and fifty-five min- 
utes. It was unusual, no such record had ever 
been made before, but there was an inspiration. 
This inspiration was a moving picture camera 
and an operator. A moving picture was made 
of this work. Those men were making a record, 
a permanent record, a record that will be shown 
to thousands of appreciative citizens the coun- 
try over. They were inspired to do thei best 
because of this record, and did it. 


We haven’t any moving picture camera or 
operator to follow you on your territory and 
record your work. But your record is just as 
important and just as permanent as if it were 
on a film. Your inspiration is a membership 
in the Pacemakers’ Club, leader of your organ- 
ization, a good bank account, and the satisfac- 
tion of having been successful. These men 
erecting the building made a record because 
they were inspired to succeed. You can make 
as fine a record for yourself with the same kind 
of inspiration. Get out your inspiration. Brush 
it up and get it to work. Remember, we are 
making a moving picture of your work on our 
records.—(Adapted from a letter by H. W. 
Brown, District Manager.) 


Push and energy, plus the services of his sturdy 
“flivver” have accomplished wonders for J. J. Lyons, 
Albany District, recently. He is headed straight for 
the Pacemakers Club just now with a smooth road 
before him. 


A. BE. Moffatt, A. McIntosh, R. S. Gilchrist and HE. 
J. Murphy are acting as demonstrators at the Toronto 
Exposition. 


San Francisco reports that C. O. Hottell is a comer 
as a Pacemaker. A nice dry cleaning order recently 
covered almost 70 points worth of equipment. 
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BUZZ GETS THE BIZ 


Few of us can take stock on the results we 
have accomplished for any given period of 
time and look over the figures with a feeling 
of absolute satisfaction that they represent 
maximum effort and ability day in and day out. 


There is always room for improvement. Well 
we all know that we have overlooked opportun- 
ities to go after new people—that we have 
actually lost business by figuring certain pros- 
pects would keep a lttle longer—that certain 
customers were not ready to buy or that we 
would find the conditions more ‘‘ideal’’ at 
some future date. 


Every man is pestered more or less by these 
infernal thought waves of procrastination— 
these mental ‘‘bugs’’ that have a brilliant head- 
light in front and a long, sharp stinger behind. 
They breed by the millions in hotel lobbies, at 
movie palaces and around the easy chairs in the 
clubrooms. 


But if you get any value at all out of your 
‘hind sights’’ they certainly prove that the 
measure of success you have attained in the 
past has not been realized by waiting for ideal 
conditions and coming opportunities—but by 
going out and creating them or meeting them 
more than half way. 


Most of the business you have landed in the 
past has come through a systematic combina- 
tion of your own initiative and suggestion— 
calling list—advertising help from the office— 
and you can’t get any better system for going 
after it in the future. 


There are always a few fellows in every 
line who are constantly straining their eyes 
looking for reasons why business should be 
slow, instead of straining them looking for the 
business that is always to be had. 


Every live-wire salesman knows that there 
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is only one unvarying rule to follow in making 
this month’s sales exceed last month’s expec- 
tations—and that rule is W-O-R-K. Begin 
early in the: morning, early in the week— 
don’t wait, doubt or hesitate. 


The whole world respects a good worker and 
the business comes to him as naturally as flies 
to the honey. The man who is on the job 
persistently and insistently is the fellow who 
always has to look back over his shoulder to 
find his nearest competitor. 


One good lek of work is worth ten thousand 
wishes in striving for success. There never 
was a time when concentrated effort and dili- 
gence were not rewarded by a just measure 
of suecess—and there never will be. 


Work is the great conqueror—it is the one 
best friend of the iving—the foundation stone 
of all successes. One day of good, hard, con- 
scientious plugging will make a man forget 
all the fallacies and delusions that his mind 
will collect and cultivate in a solid week of 
procrastination—it will reinstate hope, arouse 
enthusiasm, develop a new and brighter out- 
look, penetrate darkness and despair, and put 
him in the midst of unlimited possibilities for 
real business. 


Force yourself to work whenever that nega- 
tive element in your makeup encourages you 
to wait for more ideal conditions. That 
stealthy element to man’s progress—that men- 
tal poison of procrastination has but one effec- 
tive antidote which knows no bad after-effects 
—and that antidote is WORK. 


FIGHT ON! 


‘“When the game seems lost and you want to 
quit 

And you’re sticking just by your nerve and 
ert, 

And you ean’t see an earthly chance to win, 

And you’re weary and jaded and near ‘all in,’ 

Don’t ever quit as you want to do, 

But keep your heart till the game is through, 

Til the last hard minute is past and gone— 


PIGHITON!” FIGHT ON!” 


Over three months ago A. G. Hartgen, of Harris- 
burg, scrambled up the last slope and planted his flag 
on the Pacemaker Peak. But the attainment to 
that height did not stop him. He has been going 
steadily ahead with characteristic energy and en- 
thusiasm and the result is a splendid lot of orders 
to date. 


AIL 


L. W. Crow, Atlanta Pacemaker, continues to sell 
a lot of Bowser equipment. Mr. Crow was elected 
to the Club away back in June and has been going 
just as strong since his entrance as before. He leads 
his district in the “All Lines” contest just at present. 


C. M. Carpenter, Special Representative in Albany 
District, took a little trip in open territory recently 
and rounded up three fine orders in two days’ time, 
including among other items a 1500 gallon tank 
F. C. W. O., a Cut 102 and a 10 bbl. Red Sentry outfit. 


F. E. Walters, of Los Angeles, has proved himself 
a great high jumper. During the last month Mr. 
Walters has jumped from 18th to 10th place in the 
San Francisco Pacemakers list. One hundred and 
eighty-seven points in one month alone represents 
quite a bit of business. 


You would not know that there had ever been day- 
light over in J. Ward’s territory if you could see the 
way he has been cleaning up on Kerosene business. 
Mr. Ward is to the point where one or two more will 
pull him over the line into the Club. 


F. C. Schuster scored for Albany this month with 
three fine kerosene orders for one week. Mr. 
Schuster seems to be alive to a phase which many 
have overlooked, namely that now is the time for 
every Bowser salesman to sell kerosene equipment. 


G. BUNAU WITH US AGAIN 


It is indeed a great pleasure to us to wel- 
come back into our Foreign Sales Organization, 
G. Bunau, who 
formerly work- 
ed under the 
jurisdiction of 
our Paris Office. 

G. Bunau was 
one of the first 
foreign _ sales- 
men to leave 
our ranks. At 
the outbreak of 
the great war he 
immediately 
answered the 
French ‘‘eall to 
arms.’’ In the 
Battle of Marne 
— September, 
1914—he was 
captured by the Germans and imprisoned in 
sundry camps. Later he was taken to Switzer- 
land. And from there he was allowed to return 
to France. Still subject to military call, G. 
Bunau is enjoying his furlough by again taking 
up his work for this Company. 

We are glad to have so valiant a soldier in 
our Paris Office Sales Force, and we are proud 
of the part G. Bunau has played in defending 
his country. 
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Floyd Bragg, who has been covering territory in 
Northwestern Wisconsin, recently made a trip to 
South Dakota for us and cleaned up some real Pace- 
maker business in just two days’ time. We hope to 
announce Mr. Bragg as a Pacemaker soon. 


Angus McPherson is a new man under Sales Agent 
J. W. Merickel. 


S. O. Williams, who is one of the active producers 
from Dallas, is the father of a new daughter. We 
extend our heartiest congratulations to Mr. and 
Mrs. Williams. 


R. C. Chatham of the Dallas District has been 
under the physicians’ care for some time, having 
undergone two operations, but is now recovering 
nicely and he assures us that we may look for a fine 
business from his territory for the balance of the 
year. 


Albany correspondent gives special mention to 
the recent work of E. L. Thompson. One of his latest 
sales is that of a complete battery of five Cut 64’s, 
including all accessories and chain hoist. 


A: B. Coffee, newly employed Louisville salesman, 
is keeping right down to business and securing 
orders in good shape. 


H. Dalgaard, New York salesman and Pacemaker, 
continues as one of the steady and reliable producers 
from that district. He averages sixty to a hundred 
points. per bi-monthly period with great regularity 
and persistence. 


The first two weeks of the month were very pro- 
ductive ones for F. H. Lowe, Bowser salesman in 
Harrisburg territory. Mr. Lowe is a 1917 man, hay- 
ing come with the Company in January of this year. 
He has the opportunity to be a 1917 Pacemaker. 


Frederick F. Ryder, Albany’s new representative in 
Syracuse, made a flying start as a Bowser salesman 
by landing some fine orders the first week. A good 
start is half the battle. 


C. S. Robertson is a new man in Nova Scotia. 
Here’s wishing you the best of success, Mr. Robert- 
son. 


O. T. McKissick, of Dallas territory, is making 
an enviable record in western Oklahoma. He has 
closed something like one hundred points of gasoline 
and lubricating business the past month. 


A. G. Locke is an Albany salesman who has Pace- 
maker aspirations. Mr. Locke was a Club member 
last year and has every prospect of being a repeater 
this year. 


We have a fine dry cleaning order from W. S. 
Johnson who travels in Southern California. Mr. 
Johnson is a 1916 Pacemaker and a strong candidate 
for membership this year. 


R. J. Coddington, of Los Angeles, demonstrated 
the “Coddington ability” by landing 135 points in 
August. Mr. Coddington has been setting a good 
pace lately and it will be but a very short time until 
he will be announced as a member of the Club. 
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THE SECRET OF H. W. BROWN’S SUCCESS 


Here is our Memphis Manager, H. W. Brown, 
photographed with his son, William Brown, 
and his daughter, Dorothy Brown. 

With two such inspiring little friends to 
urge him on into the thick of life’s battles, it 
is not to be wondered at that he has been able 
to make such a success of the Memphis Office 
and Sales Force. 


R. E. Hrwin is a 1917 addition to the Denver 
aggregation who is doing a mighty good lot of 
hustling this year. He came with the company in 
February and since that time has managed to come 
across with a strong bunch of business. Indications 
are that he should be a Pacemaker soon. 


W.N. Throop, of Dallas, has just closed a splendid 
sale in San Antonio calling for one 5-bbl., 12-ga., 
Cut 102, two Cut 63’s, one two-compartment Cut 154, 
one 5-bbl., 12-ga., Cut 41 equipped complete. Con- 
gratulations, Mr. Throop; this is a splendid sale and 
does you much credit. 


A. J. Kowalewski has been with us just a little 
over a year, yet he has been going at a Pacemaker 
gate all season. Mr. Kowalewski is one of the 
energetic men we have in the organization. 


Harry Stitzel is one of the old guard that you can 
pretty well count on to send in the orders. He is 
doing some good work in his present Minnesota ter- 
ritory and we are counting on seeing him at the 
Convention in January. 


A new salesman with Harrisburg Office is Mark 
White, who became a Bowser Booster the last of 
August. From the first reports that have been com- 
ing in concerning his work it appears that he is go- 
ing to develop into a fine order getter. 
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A STRONG SALESMAN 


When a man has. grit enough to drive himself 
hrough the day generally considered to be 
‘a loaf day,’’ namely Saturday, when he talks 
BOWSER from eight o’clock in the morning 
until ten o’clock at night, and when he sue- 
eeds in making his efforts result in orders 
or his house, we believe that man should be 
valled one of our Company’s strong salesmen. 


C. H. King has fought for and won this title 
through his Saturday sales work. On Septem- 
ber 22nd he sold three Cut 241 equipments, 
one Cut 424, one Cut 41 and one Cut 63 outfit. 
Not a bad day’s work! 


M. C. Benham, Chicago District, is a June Pace- 
maker who continues to dispose of a goodly quantity 
of Bowser products. 


We wish. to welcome R. B. McFadden into the 
organization as a member of the sales force in the 
Northwest District, San Francisco territory. His 
headquarters will be at Tacoma, Washington. 


An order for three 5-bbl. Cut 41 outfits is lately 
credited to P. L. Yant, of San Francisco. Fine work, 
P. L. Glad to see them coming your way. 


Malcolm Moore is a new salesman under Dallas 
Office. Reports indicate that he is going right after 
business in fine style and is doing especially well in 
the sale of Lubricating equipment. 


Washington mentions the fact that J. S. Walsh 
sold nine Kerosene Outfits in one week, in addition 
to two Gasoline and two Lubricating Outfits. That 
means keeping on the job and watching the signs 
of the times, which point to “Kerosene.” 


W. C. Sutton, Indiana Director, keeps right at 
work getting the orders. Mr. Sutton holds the 
record of being a man who gets the business when 
he goes out after it and he is certainly living up to 
his reputation this year. 


J. E. McClanahan, 1917 salesman in Louisville 
territory, did a good business the first weeks of 
September. 


J. C. Harding, Jr., won the San Francisco lubricat- 
ing oil contest for last month and now leads the 
District in number of outfits sold. Mr. Harding has 
been gathering in a big bunch of business this year. 
He was announced as a Pacemaker in July. 


We have not said much lately about the work of 
W. M. Booker, of Harrisburg, but that is not to be 
taken as an indication that he is not on the job. 
Quite the contrary, he is very much on the job and 
is forwarding a mighty worth while lot of business. 
Mr. Booker was a third time Pacemaker this .year, 
being elected in July. 


G. P. Dickey still leads St. Louis District in sales 
total for the year. Our Pacemaker Treasurer seems 
to have the happy knack of knowing a place to sell 
an outfit and then going out and doing it. 
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Now comes the 
most interesting 


Coast to Coast Survey 
By Our Sales Generals 


winning their long 
fight for Pace- 


Tall is the season A ie. 
for the big sale of weeks, days and maker Member- We are hitting a 
kerosene. The short hours in the Bow- berships. winning stride, There 
days materially in- = TI Fact +5 is no doubt about it, 

: : ser year of 1917. ne Hactory 18 and I thank every man 


crease the demand. 
Accordingly, now is 
the time to get busy 
and work this trade. 
I am going to ask that 
you get behind a 
strenuous campaign 
for the sale of Kero- 
sene Oil Outfits. i 
know that if you get 
behind it with all your 
energy and en- 
thusiasm, the results 
will be forthcoming. 
D. S. JOHNSON, 
Western Manager. 


You salesmen are 
the strong right arm 
Of (yOurs cdiieht. nase o. 
Strengthen your hold 
on your individual 
territories by broad- 
ening your efforts to 
work all lines at this 
time. 

L. E. PORTER, District Manager. 


Now is a mighty 
good time to take 
daily punches at the 
Kerosene Business. 
Not a bit of doubt in 
our mind but that you 
can more than make 
your field expenses in 

= Kerosene Business 
and again in Lubricating Orders if 
you will make your drive accord- 
ingly. 
C. C. BARNET, District Manager. 


Your customer is 
sure to become a Bow- 
ser Booster if you sell 
him the proper Bow- 
ser equipment — the 
equipment to meet the 
requirements. 

J. W. BURROWS; 

District Manager, 


Remember that we 
are here to help you 
and give you service, 
and we want oppor- 
tunities to prove it. 


R. R. SAFFORD, 
District Manager. 


Most of the boys 
are going good. Those 
men who are writing 
good, clean business, 
who are working six 
days a week, and who 
are selling all kinds 
of equipment are go- 
ing to be rewarded. 
Those of you who are limiting 
yourselves to the sale of any one 
particular class of outfits should 
discontinue this practice at once. 
Pacemakers are not made this 


way. 
A. W. DORSCH, 
District Manager. 


With keenest in- 
terest the Man- 
agement is watch- 
ing Statistical Re- 
ports of salesmen 


BH. M. SAVERCOOL, General Sales Manager. 


have 
themselves 


R. S. COLWHLIL, 


We haven’t any mov- 
ing picture camera or 
operator to follow you 
on your territory and 
record your work. But 
your record is just as 
important and just as 
permanent as if it 
were on a film. Your 
inspiration is a membership in the 
Pacemakers Club, leader of your 
organization, a good bank account, 
and the satisfaction of having 
been successful. 

H. W. BROWN, 
District Manager. 


ity tsa noe ae spurt 
here and there, how- 
. ever, which is. re- 
A quired, but a steady, 
* conscientious, deter- 
/mined effort to make 
every day produce its 
order for every sales- 
man. 
W. M. MANN, District Manager. 


Making the Club is 
a matter of keeping , 
right on the job and 
working all the line. 

G. S. BACON, 


Acting Dist: Manager. 


Make your fall drive 
effective by utilizing 
your calling list and 
working the Store 
Line, keeping your 
“Hagle Eye’ on Gaso- 
line and_ Lubricating 


>, Oil business. 
ad EK. B. FRENCH, 
District Manager. 


“< 


Our firm wants ey- 
erybody to participate 
in this era of good 
business. Keep right 
on, boys, and boost 
your income. 


R. E. FLEMING, 
District Manager. 


{Up OH 1ts* tOeSk a5 tom 
Throughout a1 1 
departments — all 
districts—is felt 
the spirit of the 
year’s crisis now 
fast approaching. Boys, we are holding the finishing wire. 
Come on! 


confidence in 
and- those 
associated with them 
in their work. 

Eastern Manager. 


the splendid re- 
sults obtained so far. 
Let’s keep it up. 

T. D. KINGSLEY, 
Mer. Central Division. 


Your attitude to- 
ward your business 
has ey ery thing to do Selling Bo wikier 
with your success. ; A 
ee ree equipment is not 
The big men of this child’s play+_it takes 
day are those who Sage x 


the best there is ina 
man. And unless we 
are willing to give the 
best we cannot hope 
to attain the best. 
HARRY CHRISTIB, 
Sales Mgr., Toronto. 


We are with you 
and: Torn. yOu, 6G Omto 
it, ‘‘“Men of the Dallas 
District,” and » Letis 
show them all some 
REAL SPEED the bal- 
ance of the year and 
“KEP THE CUP IN 
DALLAS.” wee ‘ 

B. L. PRINCE, District Manager. 


Business conditions 
are very promising. A 
minimum of effort now 
will not get results. 
A maximum of effor 
will; it is up to us to 
give that maximum 


effort. — 
C. HH.’ DAVIES, 
Acting District Manager. 


Watch your ‘step 
and you will find pros- 
pects in all sorts of 
out-of-the-way places 
such as mines, mills, 
all kinds of industrial 
plants, stores, gar- 
ages, both public and 
private, for all kinds 
of equipment is needed for private 
and commercial use everywhere. 

I. L. WALKER, 
District Manager. 


The first of the year 
we went into’ the 
RACE TO WIN, and 
every salesman should 
feel it.in his bones, 
look it in his eyes, 
and shout it in his 
voice. 

H. C. CARPENTER, 
District Manager. 


Harris bure has 
splendid records in 
the past as being a 
strong finisher, and 
this year will be no’ 
exception. WE ARE\ 
GOING WOOD 
THE CUP! . 

H. C. STORR, District Manager. 


iz 
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S. W. SILSBEE’S SUMMER HOME 


The photograph ae- 
companying this item 
1 was taken of Pace- 
maker S. W. Silsbee 
and his wife in front 
of their summer cot- 
tage at Fairfield 
Beach, Fairfield, Con- 
necticut. 


From all appear- 
j ances Mr. Silsbee is 
indeed blessed in _ be- 
ing the possessor of 
} such a_ restful and 
summer 


B. A. Deffler is a Chicago salesman who shoots 
in orders to the office with the precision of a 
machine gun. Mr. Deffler was elected as Director 
way back in May, which indicates that he was going 
at a pretty good rate, and we want to say that he 
has not slowed down any since his election. He is 
certainly going to have a splendid record for the 
year, at the present rate. 


W. S. Camden is a Pacemaker aspirant from Ohio. 
Mr. Camden joined the Bowser force too late last 
year to work his way into the Club, but he got a 
glimpse of the desirability of such an attainment and 
he is going after the points this year with great 
vigor and determination. 


William Lichtenberger is another of the top notch- 
ers that you can always count on for six days’ work 
every week. Bill is covering territory in the City of 
Minneapolis and Hennepin County. He had a fine 
business for the week ending September 15, the 
greater part of which was for an order from a big 
steel company. 


R. Coddington is the Kerlubpo King in -Denver 
‘lately. He has been doing his usual big business, 
standing up near the top in total sales for the year. 


W. G. Chandler, Washington salesman, has been 
landing heavy lately. A recent sale was for a 1000 
gallon Chief Sentry Outfit and three 3-barrel Lubri- 
cating Outfits. Mr. Chandler is a prospective Club 
member. 


L. D. Baker, of Los Angeles, with only a few 
months experience as a Bowser producer is certainly 
getting his share of the business. His latest order 
ealled for a 10-bbl. Cut 101 outfit, a 5-bbl. 106 outfit, 
and 5 Cut 63’s. Mr. Baker has made a record for 
himself in the short while he has been with us. 
Here’s to his continued success. 


From all present indications S. M. Chilton is due 
to enjoy the experience of being a Pacemaker in the 
near future. Mr. Chilton is one of the faithful Bow- 
ser salesmen in Washington territory. 


yout, 


Wut, 


WORKING ON SATURDAY 


The selling game is beset by many moss- 
covered traditions that are nothing more nor 
less than the concocted theories of ‘‘has beens.”’ 
These traditions have come down to us through 
the years just the same as the fairy tales of 
the nursery are retold to each generation of 
childhood. 


Some of them sound good because they ap- 
peal to the negative, shiftless fancies of human 
nature—but when we begin to dig down to 
the roots and make logical deductions we find 
that they are founded on mere passing dreams 
and will not stand the test of analysis. 

One of the most common of these traditions 
is the idea that Saturday is a poor day on 
which to sell goods. 


Out of the seven days in each week, one day, 
Sunday, has been set aside for worship, rest 
and reflection—the remaining six days are for 
work. Why lose fifty-two perfectly good Sat- 
urdays in each year—fifty-two golden days 
which can never be reclaimed—for tradition’s 
sake? 


It is on Saturday when the average buyer 
is most vividly reminded of his needs—and at 
the moment when a thing is needed is the best 
time to make the sale. 


Also bear in mind that when a man decides 
there’s no chance to do business on Saturday 
he will soon begin to prepare for that off day 
by Friday noon—and the next step downward 
is to figure out the obstacles that stand in his 
way on Monday morning, so it won’t be long 
until he has cut off the best part of his week 
and he then begins to spend the rest of his 
time trying to dope out why his business is 
rotten. 


The salesman does not lye who can make 
good and stay in front without putting in full 
time every day in the week. 


The Memphis Office is getting quite proud. “If 
you want your men to be well schooled,” they say, 
“send them to the Memphis Training School for new 
salesmen. The first man to finish training last week 
started out for his territory and before he had hardly 
alighted from the train he sold an order. It was C.S. 
Foster who did this. 


The second man we started to train, who has not 
yet finishéd his course, also made a record. We 
were informed that a certain merchant might be in 
need of Bowser equipment. This merchant hap- 
pened to be in the intended territory of Mr. A. 
Swaim, the new man. Mr. Swaim hustled right out 
and sold to the prospect first visit. Moral—Go to 
Memphis training school.” 
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EXPORT MANAGER R. G. SHULZE 
SNAPPED IN CUBA 


These interesting photographs were taken at 
the Country Club located ten miles out of the 
eity of Havana, Cuba. The three gentlemen 
in the center picture, reading from left to 
right, are: J. M. Duenas, of our Cuban selling 
organization; R. G. Shulze, Home Office Export 
Manager; and Carlos J. Rohde, special sales- 
man in Cuba. 


This Club is approached by one of the most 
beautiful thoroughfares and pike roads in the 
Western Hemisphere, known as the Malacon 
Road. <A portion of this road was built by 
American engineers at the time of the Ameri- 
ean Intervention. The Club is situated on one 
of the highest points in the Province of Havana. 
It is complete in all its appointments. 


D. Moore continues to make his drive towards the 
Pacemakership. The rest of the Louisville organiza- 
tion are going to have to look alive or he will beat 
them into the Club and secure the Directorship of 
that district. ; 


It looks as if D. F. Hernon would be one of the 
next Pacemakers from Albany District. Hemis 
climbing up toward the half thousand mark and 
soon will be knocking at the Club house door. 
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H. E. Chilson has just 
taken up the Bowser line 
in the territory immediate- 
ly west of Minneapolis, 
and we are expecting big 
things from ~ him. Mr. 
Chilson formerly sold auto- 
mobiles up in North Da- 
kota where they have to 
dig their way through ice 
and snow to make de- 
liveries and a man who 
has been through this kind 
of work will certainly 
bring in the orders. 


A. McAllister and C. A. 
McNown will have charge 
of the Bowser booth at the 
Ottawa Exposition. These 
men are good Canadian 
salesmen and loyal Bowser 
boosters. 


P. S. Cornell, Canadian 
salesman, has been handi- 
capped for the last two 
months by illness, but is 
now able to be back at 
work with the determina- 
tion to pass the 500 mark. 
He was a Pacemaker last 
year and the year before 
and we certainly give him our best wishes for suc- 
cess this year. 


A word of mention is due I. K. Jacobs, of Ohio. 
Mr. Jacobs climbed into the Bowser wagon late in 
March, this year. And he immediately began to 
get results. Those results have been accumulating 
in the shape of Pacemaker points and he now is 
right after the needed points to insure entrance. Our 
best wishes to him. 


A BOY’S SPIRIT OF PATRIOTISM 


W. C. Sutton, of the Indiana District, met a 
genuine little American gentleman the other 
day while trying to sell a Cut 241 equipment. 
During Mr. Sutton’s sales argument the pros- 
pect’s son remarked that if ‘‘Dad’’ would only 
buy the pump he would take care of it and 
operate it after school. He promised to adver- 
tise the pump at his own expense. Amused, the 
father purchased the outfit. The boy, true to 
his word, immediately advertised in a local 
paper. The gist of his ad was that if the public 
would only patronize him he would turn over a 
monthly percentage of his earnings to the Red 
Cross Association of his town. He ealled his 
pump ‘‘The Bowser Red Cross Pump.’’ -Today 
he is selling one-half the gasoline purchased in 
the section in which he lives, and has since pur- 
chased another outfit. 
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PACEMAKERS 1917 


MEN ARE KNOWN BY THE RECORDS THEY MAKE 


PACEMAKER 


C. BENNETT 


One Year with 
Ss. F. BOWSER & CO., Inc. 


1916—Entered Fowser serv- 
ice February 14. 


1916—Pacemaker, elected 
December 6. 

1917—-Pacemaker, elected 
August 30. 


PACEMAKER ie 


E. R. HANDLEY 


One and One-half Years with 
Ss. F. BOWSER & CO., Inc. 


1916—Entered Bowser serv- 
ice March 2. 


1916—Pacemaker, elected 
September 28. 


1917—Pacemaker, elected 
September 4. 


E. W. CLINE 


Two Years with 
Ss. F. BOWSER & CO., Inc. 


1915.-Entered Bowser serv- 
ice August 2. 

1917—Pacemaker, elected 
September 27. 


PACEMAKER 


PACEMAKER 


PACEMAKER 


C. I. BENFORD 


Two Years with 
Ss. F. BOWSER & CO., Inc. 


1915—Entered Bowser serv- 
ice August 26. 


1916—Pacemaker, elected 
August 17. 
1917—Pacemaker, elected 


September 7. 


J. W. WEEMS 


Two Years with 
Ss. F. BOWSER & CO., Inc. 


1915—Entered Fowser serv- 
ice October 11. 


1916—Pacemaker, elected 
September 6. 
1917—Pacemaker, elected 


September 7. 


F,. C. RICE 7 


One Year with 
S. F. BOWSER & CO., Inc. 


1916—Entered Bowser serv- 
ice July 24. 

1917—Pacemaker, 
September ll. 


elected 


(Poy eer 


INU 


$5 


$5, 5 F—73.qq ii J [ALAA AAA GLAHLLELELLLLLLLLLLLLLHLLL- ee 


PACEMAKERS 1917 
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MEN ARE KNOWN BY THE RECORDS THEY MAKE 


PACEMAKER 


E. H. MURDOCK 


One Year with 
Ss. F. BOWSER & CO., Inc. 


1916—Entered Bowser serv- 
ice January 7. 


1916—Pacemaker, elected 
November 3. 
1917—Pacemaker, elected 


September 12. 


PACEMAKER 


PHOTO 


ee C. BREMNER 


Seven Months with 
S. F. BOWSER & CO., Inc. 


RECEIVED IN 


TIME FOR 
1917—Entered Bowser serv- 
REPRODUCTION ice February 19. 
1917—Pacemaker, elected 
September 12. 
} ! 
Toronto ||| 


PACEMAKER 


E. KE. LOWE 


Five Years with 
S. F. BOWSER & CO., Inc. 


1912—Entered Bowser serv- 
ice September 9. 


1913—Pacemaker, elected 
December 9. 
1914—Pacemaker, elected 
December 17, 
1916—Pacemaker, elected 
November 24. 
1917—Pacemaker, elected 


September 14. 


I cEicaeo:| CHICAGO ill 
Tri-State Dist. ————————— 


PACEMAKER 


S. W. SILSBEE 


One Year with 
Ss. F. BOWSER & CO., Inc. 


1916—Entered Bowser serv- 
ice July 12. 

1917—Pacemaker, elected 
September 14, 


PACEMAKER 


E. J. MURPHY 


Ten and One-half Years with 
Ss. F. BOWSER & CO., Inc. 


1907—Entered Bowser serv- 
ice April 1, 


1912—Pacemaker, elected 
December 18. 
1913—Pacemaker, elected 
October 17. 
1915—Director, elected 
August 26. 
1916—Pacemaker, elected 
October 5. 
1917—Pacemaker, elected 


September 14, 


Toronto || 


PACEMAKER fe 


H. GUNN 


Three Years with 
Ss. F. BOWSER & CO., Inc. 


1914__Entered Bowser serv- 
ice October 26. 


1916—Pacemaker, elected 
December 5, 
1917—Pacemaker, elected 


September 17. 
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PACEMAKERS 1917 


MEN ARE KNOWN BY THE RECORDS THEY MAKE 


PACEMAKER oe DACEMAKER pe 


W. P. SHEPHERD 


Five and One-half Years with 
S. F. BOWSER & CO., Inc. 


E. E. MAXWELL 


One Year with 
Ss. F. BOWSER & CO., Inc. 


1912—Entered Bowser serv- 
ice March 20. 
1912—-Pacemaker, elected 
December 3. 
1913—FPacemaker, elected 
September 15. 
1914—-Pacemaker, elected 
October 18. 
1915—Pacemaker, elected 
September 24. 
1917—-Pacemaker, elected 
September 17. 


1916—Entered Eowser serv- 
. ice September 18. 
1917—Pacemaker, elected 
September 25. 


R. G. GOODMAN 


Two Years with 
Ss. F. BOWSER & CO., Inc. 


Ss. C. KLEIN 


Two Years with 
Ss. F. BOWSER & CO., Inc. 
1915—Entered Bowser serv- 
ice August 16. 
1916—Pacemaker, elected 
December 14. 


1917—Pacemaker, elected 
September 17. 


1915—Entered Bowser serv- 
ice August 30. 

1916—Pacemaker, elected 
September 15. 

1917—Pacemaker, elected 
September 7. 


DACEMAKER tame CACLEMAKER Sees 


W. N. THROOP 


One and One-half Years with 
S. F. BOWSER & CO., Inc. 


C. M. HUNTER 


Two Years with 
Ss. F. BOWSER & COQ., Inc. 


1916—Entered Bowser serv- 
ice March 6. 


1916—Pacemaker, elected 
October 21. 


1915—Entered Bowser serv- 
ice June 9. 


1916—Pacemaker, elected 


August 31. or . : Ao 
7—Pacemaker, elected 
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STANDING OF FORTY HIGH MEN 


SEPTEMBER 25, 1917 


Me To eM ronan eee oie ot Harrisburg 21s Gy PA DICKCYmeem asd Tee haere St. Louis 
2. We Vi, Grand allly nec ce ceuse oscar atone Denver 224 Hs Tie Purd ye src eto ereeeene Atlanta 
3. K. BF: Hessenmueller.2. +... Harrisburg? 235° J... L-- Gibbons eer. eee Washington 
As W.. Bastamtord sme ern Harrisburg “242509 W; Ay) ATM Strouse ee eee Fort Wayne 
by RES. JODNSON Geyer teriaars New. Yorks * 3255 W. B; ‘Offerletaacnses oper Harrisburg 
62 - ISI= Connelly crete ac oa ei eds Chicago > "2650 Rs): ieconard=)5..) ree Harrisburg 
72, Ge IW Scottie evi ieiotne einer New. York? 27.0 J.n5-. Bronson. aust eee St. Louis 
8.7 Ri oCoddingtons a... 25 t see eee ree Denver 28.4 °Ss3R. Tayloraccn-7 4.9 ce sees Albany 
9, °GRS Sibley icrnn is oe coe enna New. York  29.°)J.:F:- Vonderembse 2)... Denver — 
LO EL SAR MVOTEIE ORI ere ernest Harrisburg 3028 8. Daleaard scan. «cca eee New York 
11s Ns Paquette ne at crosccesteueroererien crete Toronto Slade J Mannin ge ieee ener Minneapolis 
127° 5. = GP PHIDDS ae. ers 2 le ee eee ten Ohio 32.) -W.-L 2 Simpsoniti es. eh eee Railroad 
SRE Wear J OWL cau ogee herr teen tails Denver 33 ENV Ce SDL a eho cere ee San Francisco 
14 ON RO Rae Bird crnccetkac eect res San Francisco ~ 347205 Hy Sullivan ese cite eee Dallas 
15s CLARY Hieelestonts ctr accel ener Albany 35. Ade Mee Prive ets.) ie las cee Harrisburg 
163. N-@Mattinely:nc st. aiid ane err Denver 365 Ws M2 Booker a. sono eee Harrisburg 
tT VA. Geeblarte en cersecerctec ied. Harrisburg) 37, 9R.-D: Eckebergere ae Memphis 
18, LESH: Peeplessiccme eee ie New York® - 383 Gi Wi BlliO cus et sete nie ieee Albany 
LOS SAT US eV LGY.CP Ss ercisns tie etecneto aac tere Memphis 39. "Gy Jie ROeCrSt sais at. es ee eee Tri State 
90. B. A. Deffier......./.¢....... Minneapolis” 4027 Wi) EE) Tramiel eee eee Atlanta 


District Office Quota Standing 37th Week Ending Sept. 22 
DIVISION ‘A’? DIVISION ‘‘B’’ 


Cll a a a ee ee al a -l la h T  R iee ere N apa 


dec Sts GOMER eee L. E. Porter, Manager. 1. Ohio...............-. I. L. Walker, Manager 
2, Dallas..........-..-. B. Lo Prince; Managers |23Memphiseemeucn sear H. W. Brown, Manager 
Sr la GriSDUPG sine cil H. C. Storr, Manager 3 New York....C. H. Davies, Acting Manager 
4. Toronto...... Harry Christie, Sales Manager Hea Et. W ROW Deroerene é 
5. San Francisco...... D. S. Johnson, Manager . Michigan (Ft. Wayne) A. W. Dorssh, Manage: 
GeAlbany 2-40... ote W. M. Mann, Manager 5. Denver.............. Cc. C. Barnet, Manager 
Minneapolis R. R. Safford...Mgr. 6; Washington eee E. B. French, Manager 
7. Chicago. Tri-State... .J. W. Burrows..Mgr. 7. Indiana (Fort Wayne) A. W. Dorsch, Manager 
| Chicago valet G. S. Bacon.Atg. Mgr. ee Petiecni R: FE” Fleming tan 
SreAtlantamcnnecsetuyare H. C. Carpenter, Manager ghmmbehcth sybase 8 SO atte A 242 
District Office Lubricating Standing, September 19, 1917 
1. ST. LOUIS 5. CHICAGO POLLO 13. NEW YORK 
2. DALLAS 6. HARRISBURG 10. WASHINGTON 14. ATLANTA 
3. SAN FRANCISCO 7. INDIANA 11. ALBANY 15. MICHIGAN 
4, DENVER 8. TORONTO ~ 12. MEMPHIS 16. LOUISVILLE 
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S. D. Stoddard, 
Sales Superin- 
tendent of the 
San Francisco 
Northwest Dis- 
trict, visited the 
San Francisco Of- 
fice last week. Mr. 
Stoddard and his 


sales force are 
producing a fine 
volume of busi- 


ness, and will fin- 
ish the year far 
ahead of their 
quota. 


Despite the fact 
Thate WVAmooe OL 
ferle, of MHarris- 
burg, long ago 
made the Club, he 
is producing an 
enormous busi- 
ness with the 
same vigor and 
enthusiasm he ev- 
idenced before he 
was safe under KF 
the wire. Men of 5 
his calibre are 
Bowser Gold Med- 
al Salesmen and 
they have the re- 


spect of the en- mighty fine! 


SOME OF F. W. PATTERSON’S WORK 


W. Patterson, of Atlanta, sold to Messrs. MeCord- 
Satterfield, proprietors of the photographed Filling Station 
recently, the Bowser pumps shown. 


Mr. Patterson’s order was in keeping with the station— 
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Frank Evans, 
Of, thie shone 
Wayne District, a 
new man in that 
division, sold a 
three barrel kero- 
sene outfit the 
first day he was 
out. Mr. Evans is 
evidently going 
after the kerosene 
business from the 
start. 


H. O. Cuddie 
gained twenty- 
seven points of 
business a few 
days ago on one 
order. Every 
point helps To- 
TOD) Ove neeiyeds 
struggle for su- 
premacy. 


E. E. Maxwell, 
of the St. Louis 
sales organiza- 
tion, sold nineteen 
lubricating equip- 
ments last 
month. Small 
wonder he is a 
Pacemaker. 


tire organization. 

L. B. Gilbertson, of the San Francisco Office, bids 
fair to win the special kerosene outfit contest of 
his district. Mr. Gilbertson is proving that the de- 
mand for this line is strong if the salesman will only 
talk kerosene equipment. 


J. S. Whitney is doing a good business this month. 


His Pacemaker standing has jumped twenty-eight 
points in the last few days. Good news from AI- 
bany! 


Howard E. Conn, from Logansport, Indiana, terri- 
tory, has been transferred to Muncie territory. The 
change must have been a good one for Mr. Conn 
has succeeded in selling three ten-barrel, Cut 41’s 
during his first week in the new territory. 


N. B. White has been thinking about the “Super- 
fine Stetson Hat” on exhibit at the Louisville Office. 
The boy who gets it has to lead in that District’s 
Lub. Contest. ; 


J. L. Myers has jumped his standing ten points 
since last we looked at his record. Mr. Myers is 
a member of the winning Harrisburg Sales Force. 


S. A. Collins, of the Albany District, has somé 
Red Sentries to his credit this week. 


Guy Wolford has been transferred from the Chi- 
cago District to the Home Office, where he is to 
travel under the jurisdiction of the Fort Wayne 
Sales Department, October 1st. The usual good re- 
sults are expected from Mr. Wolford. 


An accomplishment that is worthy of more than 
honorable mention is an order secured by R. W. 
Jewel, of the Denver District, from a large hotel 
in his territory. This order consisted of one Cut 
102, one Cut 101, seven Cut 115’s, six Cut 63’s and a 
Cut 710 Dry Cleaning System. 


“Tell the boys I am on my way to the Club.” 
With this sentence written on his Summary of Daily 
Reports, S. M. Chilton sent in an order covering 
three four-barrel Cut 64’s, 
64’s, and two two-barrel Cut 64’s with all acces- 
sories. Without a doubt Mr. Chilton is on his way 
to the Club. Another Washington Pacemaker is 
making the grade. 


H. EH. Lewis is a new Louisville salesman. 


‘“‘OVER THE TOP”’ 
—Topping all previous sales of the Bowser 
line 
—Topping all previous Pacemaker Club reeords 
—Topping all ordinary expectations of results 
—Beecause it tops everything in its line in 
quality, workmanship, durability, service 


and originality of coneeption and effective 
execution. 


—That’s Bowser—the line and the organiza- 
tion. 


—Topmost in every feature. 


HINA 


three three-barrel Cut © 
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GIVE YOURSELF A JOLT 


How seriously do you regard yourself as a 
part of the battle that was fought the other 
week in Flanders? 


Did you have anything to do with it? 


Are you having anything to do with the 
war at all, or do you imagine that you are 
just an innocent bystander who isn’t going to 
have to do anything except lve and work and 
eat the rest of your life? 


Give yourself a jolt! 


Don’t know how you’re going to administer 
this jolt to yourself, but if you don’t adminis- 
ter it soon yourself, it’s going to be handed to 
you rather roughly later on. 


In some way or other you must wake up to 
a realization of the fact that you have just 
as much to do in this war as any man with a 
gun. You have more to do, for if you don’t 
do your part the man with the gun ean’t do 
anything except quit. Then he’ll get a little 
wocden two-by-four for a monument, and 
who’ll be to blame? Will it be you? 


When the word goes out that sugar is needed 
in France and on the battle front and that it 
is up to everybody to save on sugar so that 
we may supply France, what do you do? Do 
you keep right on dumping two, three or four 
lumps into your coffee every morning, or do 
you cut it down to a minimum, cut it down 
until the coffee is almost too bitter to drink? 


And when we are advised we must eat more 
corn and other things and save the wheat, what 
do you do? Do you eat just as much wheat 
bread as ever, or do you cut out some of it? 
Do you have a breadless day in your family? 
Or are the breadless days all in France? 


And when there is a ery for beef for the 
fighting men in the trenches, and a plea that 
we stay-at-homes have beefless days and save 
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the red meat for the men who earry guns in 
mud and iron rain and amid death, what do 
you do? Do you keep right on eating thick, 
juicy steaks, or do you switch to some other 
meat for a change, and let Europe and our 
fighting men get what they need? 


And when the Government says it must have 
money and floats a Loan, what do you do? Do 
you sit back and say: ‘‘Oh, somebody’ll. buy 
7em,’’ or do you get into the only line you can 
fall into and slip a hatful of bullets to the 
Kaiser? 
ees 


It isn’t what we think that counts. 


what we do. 
And now get this: 


Your part is to do the things you can do— 
save wheat, save meat, save sugar, buy bonds; 
and everything else that is necessary. It isn’t 
that you can’t do these things, but that you 
don’t do them as fully as you might. 


To reach this state of mind may require a 
jolt of some kind. If a German submarine 
flipped a few shells over into some of our sea- 
coast cities we would all be jolted—badly. And 
we’d respond much more quickly to these ap- 
peals for help that come from the men whom 
we have selected to manage our war affairs. 


But why wait for such a jolt? 


THE TEN COMMANDMENTS OF BUSINESS 


I. Honor the CHIEF. 
head to everything 


There must be a 


II. Have confidence in yourself, and make 
yourself fit. 


IiJ. Harmonize your work. Let sunshine 


radiate and penetrate. 

IV. Handle the hardest job first each day. 
Easy ones are pleasures. 

V. Do not be afraid of criticism—criticise 
yourself often. 

VI. Be glad and rejoice in the other fellow’s 
success—study his methods. 


VII. Do not be misled by dislikes. Acid ruins 
the finest fabric. 
VIII. Be enthusiastic—it is contagious. 


TX. Do not have the notion suecess means 
simply money-making. 


X. Be fair and do at least one decent act 
every day in the year. 


SAMUEL F. TAYLOR. 
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LISTEN, MEN— 


Thousands of the 
finest fellows in the 
world—men of the 
garage, store, factory 
—are ready and will- 
ing to help you mar- 
ket Bowser products, 
but they cannot help, 
know what you have 
to sell, unless you tell 
them about it. 

Now, these thou- 
sands of men are lead- 
ers in their respective 
lines and they repre- 
sent the oil dispensing 
and oil using part of 
the world’s popula- 
tion—of which fact 
they are mighty 
proud. 

This pride in occu- 
pation is an avenue by 
which you can enter 
their domain of busi- 
ness. When you can 
show them how your 
produet will do its 
part in lighting their 
avenue of sales, they 
will do their part. 

But you must show 


Film Corporation. 


ser Boomer.) 


the camera man. 


men. 


CLASS—SUPERLATIVE! 


Gentlemen, this is H. D. Murdock, of Chi- 
cago, aS he was photographed by the Pathe 
The reproduced photo- 
graph is the best ever taken of Mr. Mur- 
dock’s coupe—not of Mr. Murdock. 
rights are especially reserved for the Bow- 


New salesmen are requested to observe 
the direct gaze this salesman is bending upon 
This particular ‘‘look’’ is 
responsible for Mr. Murdock’s selling sue- 
cess and for his running his Ford up onto 
a curbing the other day. But as Kipling 
says, ‘‘that last is another story. 
to say when the accident occurred Mr. Mur- 
dock was not looking for orders or picture 


Eyes to the front after this, Mr. 


O. N. Gillette, of the 
Louisville Office, is Deni- 
ver Moore’s. brother-in- 
law. From the way he is 
taking hold he is going 
to give Mr. Moore a run 
for his money. Deniver 
works in the same dis- 
trict, you know, and the 
family competition is go- 
ing to get pretty hot one 
of these days. 


F. H. Sullivan, of the 
famous Dallas Sales 
Force, has sold sixty-two 
lubricating outfits to 
date. J. S. Lewis has 
sold fifty-five. How’s that 
for record making? 


“Everything comes to 
him who works while he 
waits’—at least that’s G. 
W. Schiefer’s way of do- 
ing, and his’ records 
prove the point. Mr. 
Schiefer is an Ohio man; 
his points of business 
make an interesting and 
encouraging study. We 
have a lot of faith in Mr. 
Schiefer and expect to 
see him win a member- 
ship some one of these 
days. He works while 
he waits for honors. 


(All 


’? Suffice it 


Last week P. S. Cor- 
nell, of Toronto, sent in 
nearly $1,500 worth cf 
business. 


Mur- 


them—by bulletin, 
_ model and_ personal dock! 
eall. = 


Toronto wishes to introduce two new men who 
have entered her sales organization; E. J. Wigle, 
who works in Saskatchewan, and M. J. Larson, who 
travels in Manitoba. 


C. R. Eggleston, of Albany, sold a five-barrel, Cut 
41, 2% thirty days, a wheel tank, a Cut 121 with 
extras and a Cut 241 equipment last week. No 
comments are necessary. 


Director J. T. Gibbons, who recently purchased 
a new Hudson, has been bowling a good game so 
far this month, having sold seventeen “Lub” outfits 
besides some gas equipment—registering in all about 
117 points. This business was closed in seven days. 
Watch Washington! 


George Davey has been down in St. Louis selling 
Bowser outfits for five months. During September 
he sold equipment amounting to $1,600. 


On October 6th the Dallas Office boasted thirteen 
100% Quota men. These enterprising gentlemen 
were; TD. Lis Smith, Sawa Scroz2s, shay GUN eink Ge: 
Chatham, HH. evi Dunstall cee ae ceria tee bre 
LaGrange, Malcolm Moore, J. S. Lewis, C. E. Joyce, 
L. F. Greer, J. W. Weems, and J. C. White. 


Down in Ohio, a couple of weeks back, there was 
some hot scrapping between W. J. Bates, who 
travels in the northern section of that state, and 
W. S. Camden, of the southern border. W. S. Cam- 
den crowded Mr. Bates ‘hard.’ He not only got 
them on the dotted line,’ but he came back with 
three F. C. W. O.’s out of four nice orders. Then 
—in the face of all that stiff competition, what does 
W. J. Bates do but walk off with first honors! 


R. B. McFadden, who has been a Bowser salesman 
in the San Francisco District for less than a month, 
has already sold orders amounting to $1,165. Mr. 
McFadden is selling the entire line. He has fifteen 
lubricating outfits to his credit.. If a new man can 
do it : 


In two weeks time HE. J. Murphy, of Toronto, se- 
cured eight orders for Cut 102 equipments. 


H. W. Bell and I. M. Camden, of Ohio, are gain- 
ing on their Pacemaker standings this month. 


These are Harvest Days. Among the boys “who 
are out after ’em” is L. C. Tanner, Pacemaker and 
worker. Mr. Tanner has been doing a_ splendid 
business for the Dallas District this fall. 
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THE IDEA 


It was just an ‘‘idea’’—that was all he had, 
S. F. Bowser—those years ago. 
It was just an ‘“‘idea’’ but we ought to be glad, 


For it gave us our business, you know. 


It was just an ‘‘idea’’ in our President’s mind, 
Conceived when drawing water that cold morn- 


ing; 

It dwelt in his thoughts—would benefit man- 
kind, 

"Twas the building of Bowser’s in the dawn- 
ing. 


It was just an “‘idea’’ the young man had 
caught, 

And was adapted for the storage of oil. 

It was just an ‘‘idea’’—but you see what it 
brought, 

Prosperity and happiness for those who toil. 


So the next time you hear some one say with a 
leer, 

““T’ll not pay for that-—that’s just an idea,’’ 

Remind him there isn’t a thing that he uses 

That doesn’t date back to the source he abuses. 


And tell him there isn’t a tocol or machine, 

That he handles, or works with, or ever has 
seen, 

But he’ll find, if he troubles to trace it, began 

As ‘“‘just an IDEA in the BRAIN of a MAN.”’ 


Walter Snapp and Charlie Pridey are two St. 
Louis boys who have done themselves proud this 
year. Both men came with the Company in March. 
Together, in seven months’ time, they have totalled 
nearly twenty-eight thousand dollars’ worth of busi- 
ness. 


We are expecting some interesting news from 
EH. L. MecCullouch, of Denver. Mr. McCullouch 
joined our organization just a few weeks ago and 
we are anxious to learn something concerning his 
new work. 


J. O. McCracken and E. Steinhauser have been 
“wide awake” this month. These two gentlemen have 
produced up to the high standard demanded of them 
by their district. They stand high among the suc- 
cessful Ohio men listed for October. 


That new Dallas recruit, B. C. Sargent, is worth 
watching. More about him later. 


Just a few more swift strokes and A. L. MclIn- 
tosh, of Toronto, who has been a Pacemaker for 
two years running, will win his third membership 
to the Club. 


We are expecting to hear some favorable reports 
concerning C. P. Law, of Harrisburg soon. 


October 13th: N. A. Ring’s name heads Albany’s 
list of Tenacious Ten salesmen today. 
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C. BREMNER 


C. Bremner’s photograph 
was a little late in reaching 
our office; consequently, 
when his Pacemaker  an- 
nouncement appeared in the 
October Ist Boomer, the 
write-up was minus this To- 
ronto gentleman’s picture. 


W. G. Chandler recently closed with a North Caro- 
lina Lumber Company an order for six two-barrel, 
Cut 64’s, three ten-gallon, Cut 172’s and 7-F filter, 
written F. C. W. O. 


A Springfield Druggist was furnished with one of 
our Cut 504 equipments last week for Castor Oil. 
The sale was made by R. A. Dusault, of Albany. 
His work in this line opens up a vista of similar 
prospects for all Bowser salesmen. 


The excellent and consistent work which is being 
done by F. H. Lowe, J. J. Mack and P. H. Lemen 
under the Harrisburg Office, is deserving of special 
recognition. These three salesmen have been in the 
limelight a number of times for the superiority of 
their work. 


O. E. Dustman, District Superintendent of the Los 
Angeles Office, was a recent visitor to the San Fran- 
cisco Office. He and his staff are lining up for the 
final big drive for the year. 


A PAYING INVESTMENT 


C. F. Smith, covering territory under Fort 
Wayne District Office, has this concrete exam- 
ple as evidence that when a Bowser Outfit is 
properly sold and properly placed, it proves it- 
self to be the best paying investment a busi- 
ness man ean buy. 

He sold an 18-barre]l Cut 102 ‘‘Chief Sentry’’ 
in his territory which was installed February 
Ist. Since installing this outfit, up to October 
Ist they have sold 23,000 gallons of gasoline, 
increasing their business more than 50% over 
any previous time. They say the ‘‘Chief 
Sentry’’ did it. 

Having proved to their own satisfaction what 
Bowser would do, they next added a Cut No. 
154. Below is table showing their increase in 
lubricating oil since buying the Cut No. 154. 


IMIOS?. REIS pccciecs Rants eee ens Toho aS) 
June sales, after having Cut 154 

Qi, CREA: ak Se ee Bie eee: 46.48 
SIUM AIRS OS PRN Gye Pohick sae 8 59.74 
ST ADISUE SEMIS 1 ear ee carte ae 68.77 
ep leMUCERSaleS. 56). sees dene = 71.64 


They say the increase, almost 100%, is due 
to having the wheel tank—an argument in 
favor of Cut No. 154 which can’t be beat. 


They now have Cut Nos. 102, 241 and 154. 
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MR. H. T. PURDY THANKS PACEMAKERS’ 
CLUB 


Birmingham, Ala., October 24, 1917. 
D. M. Kagay, Editor, 
The Bowser Boomer, 
Fort Wayne, Ind. 
Dear Mr. Kagay: 

I wish to take this opportunity of thanking 
you, as well as all members of the Pacemakers’ 
Club, for the beautiful flowers, sent to Rutland, 
Vermont, for my sister, who recently died there. 
Her death was unexpected and a very great 
shock to us all. 

We took her to our old home for burial and 
these flowers from the Pacemakers’ Club were 
delivered to us upon our arrival there. My 
mother, who accompanied me to Rutland, spoke 
of it so many times how thoughtful and nice 
it was for the boys of the Club to remember 
us, and we all wish to again thank you for this 
kind remembrance. 

With kindest personal regards, I am, 

Very truly yours, 


Lisle UR DNe 


A LETTER FROM MRS. W. P. SHEPHERD 


Chicago, Illinois, October 14, 1917. 
Editor of Boomer: 

Dear Sir: Will you kindly give my sincere 
thanks to the Pacemakers, through the column 
of the Boomer, for the beautiful flowers they 
sent to me during my recent illness. 

Yours truly, 
MRS. W. P. SHEPHERD. 

Mrs. Shepherd is the wife of Pacemaker W. 
P. Shepherd, of Chicago. 


J. R. Ginder is preparing for the winter this year— 
he has been as busy as a foresighted squirrel stowing 
away points the last two weeks. All the Harrisburg 
boys seem to believe in that sort of preparation. 


W. B. Jameson, of the Northwest, is one of our 
consistent producers in the San Francisco territory. 
Early in the summer he won his place in the Club. 


Stanley Roberts, of the Albany District, has just 
placed orders for kerosene equipment in his terri- 
tory. This line of business should be opening ‘‘wide” 
this fall. Get busy, boys, and follow Mr. Roberts’ 
lead. 


A. W. Foster, of Louisville, has in two weeks 
added one hundred and ten points to his standing. 
We'll wager the business he sold brought such a 
pleasant expression to Mr. Foster’s face that we 
would have to smile in response if we could but 
see him. 


E. F. Klotz has the honor of being instrumental in 
equipping some of the finest dry cleaning plants in 
San Francisco. 


F. Browne is the sort of a Harrisburg salesman 
that believes in working with his head and his hands 
in all earnestness. We are watching Mr. Browne’s 
progress with a great deal of interest. 


George A. McCurdy, who has been off duty for the 
past two weeks, has returned to his Michigan terri- 
tory. A fine business is expected from Mr. McCurdy 
by December 21st. 


H. A. Folsom, of Harrisburg, seems to be speed- 
ing up a bit this month. Good work, Mr. Folsom. 


A. McAllister made a splendid showing during the 
first of the month. He is one of Toronto’s men. 


M. J. Campbell, of the Washington District, has 
been on the sick list for a couple of weeks. At the 
present time he reports that he is “feeling better” 
and expects to take his place in the ‘‘Trenches” at 
an early date. 


Down in Virginia just a little while ago A. L. Cor- 
bin, one of our Washington men, sold an order for 
a Standard Dry Cleaning System. 


J. EF. Arnold, of the San Francisco District, has 
very consistently increased his Pacemaker standing. 
By spurting a little we think this salesman could 
make the Club before the end of the year. 


BEIN’ LOYAL 


There’s a lot in bein’ loyal 
If you aim to get ahead, 
There’s a lot in simply sti¢kin’ 
By the boss when things is said, 
For you see the boss is human 
And appreciates a friend 
And you, by bein’ loyal, 
Will come out right in the end. 


There’s a lot in bein’ loyal 
To the firm you’re workin’ for. 
There’s a lot in keepin’ smilin’ 
Bein’ cheerful, ‘stead of sore. 
For the firm likes cheerful fellers 
That are loyal lke a friend 
And you, by bein’ loyal, 
Will come out right in the end. 


There’s a lot in bein’ loyal 
To yourself and to your beliefs, 
There’s a lot in just forgetting 
All your troubles and your griefs. 
For the world likes loyal people 
So I hope you get the trend 
Of my message—then I’ll know that 
You'll come out right in the end. 


—Selected. 


AUT 
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RULES FOR ADDRESSING FRIENDS IN 
UNCLE SAM’S SERVICE 


The National Guard of the United States will 
be mobilized in seventeen Divisions, numbered 
twenty-six to forty-one. 

The men composing the National Army will 
be mobilized in sixteen Divisions, numbered 
from seventy-six to ninety-one. 

Learn the Division number your friend is in. 
If he is in the National Guard, learn his regi- 
ment number and his Company’s letter now. 
If he is in the National Army he will have no 
Company letter or regiment number until he 
reaches camp. Learn them, and then adhere 
to the following form: 


JOHN SMITH 


COTO AI weve etn nme toe ot th Regt., 
Camp 


State 


If he goes overseas, the Post Office Depart- 
ment will accept for transit only matter which 
has the sender’s name and address written legi- 
bly in the upper left hand corner, and which 
is addressed according to the following form: 


JOHN SMITH 


OM DAN Vers selene ohne ahs th Regiment 
American Expeditionary Forces 


miei (eMegol oe teine) (ee Uolle’ lous (6 je) ‘0, '6 


The Post Office Department will attend to 
all the rest, and the letter or package will be 
forwarded to its recipient. The domestic rates 
of postage apply to all matter addressed as 
above to members of American forces sent over- 
seas, the parcel post rate being twelve cents 
per pound or fraction, limit of weight 20 
pounds, no customs declaration being required. 


C. H. Eastman sold a nice private garage order 
the other day. Our Albany records show he in- 
creased his standing ten points. 


J. S. Walsh has been making a specialty of selling 
kerosene business lately. For the month of Sep- 
tember he was credited with the sale of seventeen 
kerosene outfits in addition to his gasoline business. 


Max Heintze was here a few days ago figuring 
on a big dry cleaning system. More glory for Chi- 
cago! 


G. A. Smith, of Washington, is working in a style 
becoming a good Pacemaker. He is one of his Dis- 
trict’s regulars, and we count on a good monthly 
business from Smith. 


W. C. Anderson, of Harrisburg, “came back strong” 
last week in lifting his standing. 
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LIEUTENANT A. B. DE LACY 


It seems but yesterday since Aubrey DeLacy 
Yet, as time 


left the Publication Department. 
goes, nearly a year 
has elapsed, and we 
today learn that he 
hase just arava cd 
safely in France. 

Mr. DeLiacy was 
one of the firm’s 
promising young 
men. He had sales- 
manship experience 
seling Bowser 
equipment on the 
road. He was also 
well versed in Office 
lore for he worked 
in the Export De- 
partment under 
Manager R. G. 
Shulze for quite a 
while, and later worked in our Advertising 
and Publication Department. Before he left 
us to join the first Officers’ Reserve Training 
School, from which he emerged a 2nd Lieuten- 
ant, U.S. A., he filled the position of Assistant 
to C. H. Davies, Acting Manager in our New 
York District Office. 

Our earnest hope is that he wins a gallant 
name for himself across the sea. 


KEEP YOUR PROMISES 


Keep your promises. 

The world of business places great value on 
promises. 

Whatever you do—keep your word. 

The man who breaks bis promises, even in 
little things is sure to break them in the more 
important ones. And in this connection—not 
only in business life, but in everyday life, the 
keeping of promises should be looked after 
with care. 

The keeping of promises in business and in 
personal life is the ‘‘sheet anchor’’ in estab- 
lishing credit among one’s business associates. 

The man whose promise or word ean be re- 
hed upon is the one whose influence is far 
reaching in any community or in any business. 


Keep your promises—and don’t make any 
you ean’t fill—Selected. 


T. D. Kingsley, our Central Division Manager, and 
C. C. Fredericks, special salesman for the Govern- 
ment Sales Department, spent a week in Chicago 
a short time ago attending the Oil Dealers’ Conven- 
tion there. 


TONAL 


SUM 


Coast to Coast Survey 
By Our Sales Generals 


time we have 
made no. special 
7 pen Bde . Don’t overlook, the 
drive for busi- kerosene line! The 
ness, we have eas- Cut 19 is one good 
ily held our lead sincere friend of all 
Bowser salesmen. So 
on the quota, and is the month of Oc- 
now that we can tober. 
ship with greater T. D, KINGSLEY, 
promptness we Mer. Cen. Division. 
expect big busi- 
ness from every 
territory. 


EH. M. SAVERCOOL, General Sales Manager. 


Referring to 

Kerosene is being the business out- 

sold in large quanti- look. ie Gee vere 

ties and the demand 2 ll 

for outfits is as great ceptiona y good. 

or greater than it Everyone is em- 
was. before. Lt is ] a , 

simply a question of ployed x : good 

working the trade. wages. rices on 

D. S. JOHNSON, all staples are 

Western Mer. high. Everyone 

has money. While 

up to the present 


Do you plan your tomorrow’s work the If you would find 
night before? And do you block out on contentment in your 
Sunday your schedule for the week to daily work, do to- 
follow in general? Try this scheme beginning today and see day’s more thoroughly than you did yes- 
how rapidly your daily, weekly, and monthly routine falls in- terday’s. Contentment comes from doing 
to a workable, and result-getting system that makes your —not from having done. Get it? Keep 
work easier, simpler and more profitable. busy! 

HARRY CHRISTIE, R. S. COLWELL, 


Let’s not look be- 
hind, but let's keep 
right on winning by 
selling all kinds of 
tanks to all kinds of 
trade. 

L. E. PORTER, 
District Mer. 


Now for along pull 
and a strong pull, in- 
dividually and all to- 
gether and we will 
take and hold the 
place that belongs to 
us. 

Cc BARNES: 
District Mer. 


Boys, get into this 
thing with renewed 
efforts. Expend that 
20 per cent reserve 
energy which you all 


have—for —the race 
is now about three- 
quarters over. Let’s 


make these last 
months record-breakers! 
A. W. DORSCH, 
District Manager. 


Watch our quota! 
Be a defender of 
tranquility — keep 
your customers in a 
peaceful attit ud e— 
and good old Ohio 
will be a winner. 
Make your watch- 
word “Busy Buckeye 
Boost.” 

I. L. WALKER, 

District Manager. 


What makes “Ty” 
Cobb the most cele- 
brated batter of all 
time? It’s that ever- 
lasting trying with 
all faculties concen- 
trated on the task to 
be accomplished. Just 
dry clean your habit 
of concentration when you read 
this and start out freshened up 
for the Home Run. 

R. E. FLEMING, 
District Manager. 
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Sales Manager Toronto. 


We are proud of our 
organization. yee, ee tf 
the result of years of 
hard and conscienti- 
ous” labor. Let us 

serve it faithfully. 

H. W. BROWN, 
District Mer. 


Prosperity is not 
“on the way’’—it is 
here! Therefore take 
advantage of it by 
pulling your district 
into first position. 
iy GC CAR PBN Eis 

District Mer. 


If we ever hope to 
succeed we must be 
men capable of meet- 
ing situations as they 
present themselves 
with no previous 
preparation for the 
task, and w'e must 
be able to turn these 
situations to successful issues. 

C. H. DAVIES, 
Acting District Manager. 


Those of you who 
are ‘possible’ Pace- 
makers should get 
into the probable 
fclass' immediately, 
and the probable can- 
didates should with- 
out further delay de- 
termine to elect 
themselves to the Club in due 
time. 


W. M. MANN, 
District Manager. 


You have a clear 
road ahead. The go- 
ing will be fine and 
every Dallas man 
can make a record 
during the balance of 
the year that will 
eclipse any former 
record he has ever 
made—if he firmly resolves to do 
so. 

By Eee RING BE: 
District Manager. 


Eastern Manager. 


Don’t show partial- 
ity. Give Every Line 
a Square Deal and 
watch results. You 
will be agreeably 
surprised. 

R. R. SAFFORD, 

District Mgr. 


Now is the time for 
every man to realize 
our splendid ambi- 
tion (“Kwery Man a 
Pacemaker and on 
top in the Lubriecat- 
ing contest.) 

J. W. BURROWS, 

District Mer. 


Resolution carries 
us -all > to, sour” goals 
Persist in maintain- 
ings YOU Spirits 
plus determination. 
Boye Aolitay bth Heian yalgee 
/will to do it with all 
your power, and ac- 
complishment is 
simple. 

G. S. BACON, 
Acting District Manager. 


This year has bro- 
ken all records for 
the Company as a 
whole. Have you in- 
dividually shared in 
its unprecedent- 
ed success? 

BE. B. FRENCH, 
District Mgr. 


“@: plus” Oy pluisee 
equals S. Translat- 
ed means Quality, 
\plus Quantity plus 
) Conduct is equal to 
What makes for real 
Salesmanship.” That’s 
Harrisburg’s way of 
solving her problems, 
and the answer is always the 
same and must for that reason 
be correct. The CUP will prove 
the equation. 


H. C. STORR, 
District Manager. 
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THE BIGGEST FISH-STORY W. G. ZAHRT 
EVER READ—SCHOONER CURTIS 
FARE $12,640 


The. one week’s mackerel seining trip of 
schooner, Mary F. Curtis, Capt. Lemuel Firth, 
is a great sensation in fishing circles, for the 
result is the largest ever made. The stock for 
that short time was $12,640, and the crew 
shared $296 each. 

Since this craft started May 1 she has made 
the unheard of stock of $66,000 and crew share 
for their season’s work is $1,650 each. This 
return from one vessel is greater than that 
made by a dozen vessels fifty years ago. 

On top of Capt. Firth’s unprecedented trip, 
schooner Marguerite Haskins, Capt. Reuben 
Cameron arrived with a fare caught last night 
off Thatehers Island, fully equal if not sur- 
passing it. The craft, a large vessel, was com- 
completely loaded to the seuppers with 100,000 
pounds of fresh mackerel, and 150 barrels of 
salt fish. The fresh were sold for nine eents 
a pound, and the salt mackerel at $30.25 a 
barrel. It is expected that Capt. Cameron will 
realize a stock of $13,000 or $14,000. His time 
absent from his home port was forty-eight 
hours. Steamer Bessie Duggan also arrived 
during the night with 6,000 fresh mackerel. 
~The Comrade and Bryda F. had 15,000 and 
12,000 respectively. 

At Portland a number of vessels with big 
trips put in and sailed away immediately for 
the fishing grounds. 

All the way from Thatchers to Boon Island 
mackerel were reported schooling yesterday 
and big catches made. 

Schooner Esperanto, Capt. Daniel McDonald, 
from a halibut trip, stocked $7,227, and the 
erew shared $207. 

Capt. Charles Closson, in schooner Natalie 
Hammond, stocked $4,200, and the crew shared 
$105. 

C. C. Compton may be heard from soon from the 


San Francisco District. His points are increasing 
with every report. 


C. W. Morgan has just joined forces with the 
Dallas District boys. For picking a winning crowd 
to work with Mr. Morgan couldn’t have chosen more 
wisely. 


It won’t be long now before L. L. Brown, of Dallas, 
will take his place among the 1917 Pacemaker win- 
ners. His standing is perilously near the glory 
rating. 


G. P. Stovall has been closing a splendid business 
as usual. Today’s mail brought three orders from 
him covering three two-barrel, Cut 115’s, two two- 
barrel, Cut 41’s and a thousand-gallon “Chief’’—the 
result of two days’ efforts. Washington wants to 
win the Cup! 
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NOT ONLY “‘UNDER THE SMOKESTACK”’ 
BUT ALSO “‘BEHIND THE COUNTER’’ 


It affords us great pleasure to announce that 
Kerosene sales are improving. Eventually you 
will find the corner grocery as worthy of as 
much consideration as the big brick garage 
across the street. Not a long time ago the 
writer had occasion to go on a special case. 
The trip was made by auto and on the way we 
passed a little grocery store that appeared to 
have not more than $250.00 of stock on hand. 
I asked the salesman to see if this man did 
not want an equipment. He laughed and said 
that he was too small a potato. Besides he 
was in a hurry to get to this big garage. On 
our return trip we stopped in front of the little 
store at a well to get a drink of water and re- 
fill the radiator, and, to show me that my judg- 
ment was bad, the salesman in question immedi- 
ately approached the merchant demonstrating 
with the model the advantages of a Bowser 
Kerosene outfit, feeling that he was wasting 
his time, but hoping that the time wasted would 
be a good way to cite me my poor judgment. 
To make a long story short, Mr. Salesman left 
this little insignificant grocery with an order 
for a two-barrel 19-B and a check for cash in 
cre 

Sinee then, Mr. Salesman has called on every 
man that owns a business, regardless of his 
classification, and today his Kerosene sales lead 
in volume over those of any three salesmen in 
the Organization. 

What are you going to do about YOUR 
Kerosene sales?—(Adapted from a letter by H. 
W. Brown, District Manager.) 


H. A. Dudley. of the Louisville Office, has been 
transferred to Memphis. 


H. J. Luney, of Toronto, is doing a consistent busi- 
ness these days. His standing shows a strong, even 
rise. } 
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SELF CONFIDENCE 


It is astonishing how the world makes 
way for a resolute soul, and how obsta- 
cles get out of the path of a determined 
man who believes in himself. There is 
no philosophy by which a man can do 
a thing when he thinks he can’t. 


—0O. S. Marden. 
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A BIT OF SALES PHILOSOPHY 


Suppose you had a customer who was doing 
a very good lubricating business and handled 
at least two grades of oil, what equipment 
would you recommend and sell him? 


This question was asked one of our oldest 
and most suecessful salesmen and he answered, 
quick as a flash, ‘‘Why, I would sell him a bat- 
tery of 64’s complete with barrel dash, cradle, 
track and chain hoist, and, if in the retail busi- 
ness, inelude the 154 wheel tank.’’ I replied, 
““That’s fine, and such an equipment would 
make your customer an fideal installation— 
100% efficient—but why is it some of our sales- 
men never sell the 64’s and the 154? They 
specialize on the 63 and 172.”’ 


This salesman then said, ‘‘It is Just simply 
because they don’t THINK 64’s and the 154, 
and they don’t TALK 64’s and the 154 that’s 
the answer exactly. You know 8. EF. Bowser 
& Company are pioneers in the oil storage busi- 
ness. We are recognized authorities on oil 
storage problems throughout the country, and 
when you call upon a man you must consider 
that you are an oil storage expert, representing 
authorities on oil handling devices. Then put 
yourself in your customer’s shoes and with 
your knowledge of Bowser equipment, recom- 
mend to your customer the proper equipment 
to meet the requirements—equipment you 
would install yourself if you were running the 
business. Jf you will do this, concentrate your 
efforts on the proper equipment for each pros- 
pect and apply yourself whole-heartedly to the 
proposition of selling your customer what he 
needs—the equipment to meet the particular 
requirements—talk that equipment and _ stay 
with it, there is absolutely no question but that 
you will sell what you try to sell. When you 
are honest and sincere with a man you ean 
show him and make him believe—that gets the 
business. ’’ 


What this salesman has said is true as Gospel 
and while we will have to admit that some cus- 
tomer’s requirements do not call for 64’s and 
the 154, there is not a single real sealesman 
but what knows that there are numerous public 
garages, factories, hardware stores, and the 
like that ought to have the battery installation, 
and in the retail business, to make an ideal 
100% efficient equipment, the 154 wheel tank 
should be ineluded, not only for its conven- 
ience, but for its obvious advantages in stimu- 
lating your customer’s lubricating business. 


Sell a man what his business justifies, and 
when he ought to have 64’s stay with him until 
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you sell 64’s. You might say, ‘‘Why should 
I spend the time and energy to sell 64’s when 
the 63 is sold much more quickly and much 
more easily? A quick sale—a quick turnover. 
IT sell my man and go on to see the next pros- 
pect. The 63 is an efficient outfit and saves 
my customer money.’ Those arguments will 
perhaps hold good in some few cases and we 
don’t want you to sell 64’s when your cus- 
tomer really needs 63’s, but remember, the 
wide-awake successful salesman looks ahead for 
his customer. Will the 63 meet the require- 
ments as the business increases? Service is the 
keynote to success today. You must go the 
second mile, and just as sure as you live, in 
numbers and numbers of cases you should sell 
64’s. 


If you are conscientiously making an effort 
to serve, to systematize and to departmentalize 
your customer’s oil business, you cannot blindly 
ignore the Cut 64 battery installation with 
track, cradle, chain hoist and barrel dash com- 
plete, and where possible, the Cut 154 wheel 
tank. Think of the increased business and the 
increase in your earnings! If you do not sell 
the outfit you ought to sell when a man needs 
the battery equipment, you have not treated 
your customer fair and square because you 
have not sold the equipment which will best 
meet the particular conditions, and you have 
actually robbed yourself of real money. 


You can display the good points of the 64’s 
equipped with barrel track, barrel dash and 
chain hoist. The barrel track affords an easy 
and quick method of transferring the oil from 
the barrel; the barrel dash prevents spilling 
and splashing; the basket screen prevents 
waste, bungs from barrel and other foreign 
substances from entering the tank when filled, 
every bit of oil in the barrel passes through 
the sereen into the tank and your customer 
sells every drop of oil he gets; the manhole 
makes it possible to clean out the tank and 
there is no better gauge than the graduated 
metal gauge on the inside of the tank. 


The scientific man knows why; the practical 
man knows how; the expert man knows why 
and how. 


S. F. Bowser & Co., Ine., are authorities on 
oil storage problems. You are 8. F. Bowser & 
Company in your territory—an oil storage ex- 
pert—and if you sell your customer the proper 
equipment to meet each particular requirement 
you are bound to sell the 64’s and the 154. You 
cannot do otherwise.—(Adapted from a letter 
from L. E. Porter, District Manager.) 
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HEAP BIG CHIEF—HE WANT BOWSER 


The other day we received the following let- 
ter from J. S. Lewis, Bowser salesman in Dallas 
territory, and because it is such a good adver- 
tisement of the universal appeal of Bowser 
equipment we take the liberty of reproducing 
the whole letter: 


Dear Mr. Kagay :— 


The following little story was recently told 
me by a citizen in my territory and I am pass- 
ing it on to you as it may render assistance to 
some of our salesmen, as it contains a strong 
illustration of the popularity of the Bowser 
goods among all classes and races of people. 


Some time ago a party of Indians, twenty 
auto loads, from Oklahoma, were touring 
through this section. They drove into a small 
town and the chief, who spoke broken English, 
made inquiry as to where he could secure gas. 
A bystander directed him to a nearby filling 
station. The chief got out of his car, walked 
down to the pump, walked around it, looked at 
it carefully and then clambered back in his ear. 
Driving back to the person who had directed 
him, he shook his head and grunted: 


‘““He no do! Me want Bowser.’’ 


He was then directed to a Red Sentry, where 


all twenty cars lined up and had their tanks re- ° 


filled, and went on their way rejoicing. 


Moral: Buy a Bowser and bag the business. 


TO THE SALESMEN 


No work well done is unimportant. 


The man who fills his own place honestly is 
no man’s inferior. 


The day’s work is the best philosophy, after 
all, and the truly happy man is he who never 
tries to fool himself. 


Remember as you travel among your custo- 
mers that you are looked upon as the Company. 
The salesman who treats his customer’s busi- 
ness as though it were his own will inspire con- 
fidence. 


Patience is the long road that leads to suc- 
cess. Impatience when properly exercised is 
the short cut which arrives you at your destina- 
tion early. 


The man who gives real service is the man 
who gets new business and holds the old. 


—SELECTED. 
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HE USES THE BOWSER NOW 


Oklahoma City, Okla., Oct. 15, 1917. 
S. F. Bowser & Co., Ine., 
Fort Wayne, Ind., 
The Central Division. 


Subject: A Mail Order. 


Dear Mr. Kingsley :— 


I will enclose you a letter coming to this 
office to me from a prospective customer which 
I think will be good for the Boomer. 


It will only go to show what trouble a mer- 
chant will get into when he is trying to handle 
his kerosene without the Bowser equipment. 
As you will see this customer had two great 
losses, other than his kerosene loss, namely: a 
good suit, and a very fine disposition. 


His troubles will soon be over as Mr. S. O. 
Williams booked him for the best there is— 
Curae 


Yours very truly, 
W. W. INCE. 


October 5, 1917. 


Mr. Will Ince, 
The Bowser Man, Oklahoma City. 


Friend Will :— 


Just pumped five gallons of oil; ruined a 
perfectly good suit; lost $13.75 worth of a darn 
good disposition. So book me for pump I 
looked over Tuesday with your man. 


And 
I ean sign up 


Give me the best deal you ean, Will. 
get it here as soon as possible. 
contract at any old time. 


Very truly yours, 


ARCH HARROLD. 
Vinves9fosp.m: 


Fe ee a en ee me Oe 


Your Self-Respect:—What your employer 
thinks of you, what the world thinks of you, 
is not half so important as what you think 
of yourself. Others are with you compara- 
tively little through life. You have to live 
with yourself day and night through your 
whole existence, and you cannot afford to 
tie that divine thing in you to a rogue. 

—O. S. Marden. 
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30WSER PACEMAKERS 1917 


MEN ARE KNOWN BY THE RECORDS THEY MAKE 


PACEMAKER 


R. W. MAXEY H. BEIQUE 


Six Years with 
S. F. BOWSER & CO., Ine. 


Four Years with 
Ss. F. BOWSER & CO., Ine. 


1911—Entcred Bowser serv- 
ice September 28. 


1913—Entered Bowser serv- 
ice March 29. 


1915—Pacemaker, elected 1913—Pacemaker, elected 
November 15. September 9. 

1916—Pacemaker, electe +l 1916—Pacemaker, elected 
November 13. December 21. 

1917—Pacemaker, elected 1917—Paececmaker, elected 


G14 


September 12. September 25. 


PACEMAKER 


C. O. HOTTEL eo G. W. WOLFORD 


Four Years with Six Véencarcike 

Ss. F. BOWSER & CO., Ine. Si s 
; ; S. F, BOWSER & CO., Ine. 
1913—Entered Bowser serv- 


ice August 6. 1911—KEntered Bowser serv- 


ice September 8S. 


1915—Pacemaker, electcd Special Salesman 
November 4. from 1912 to 1916 in- 
1916—Pacemaker, elected clusive. 


September 12, = 1917—Pacemaker, elected 
1917—Pacemaker, elected September 26. 
September 24, 


CHICAGO 
Tri-State Dist. 


| DIRECTOR 


D. MOORE 
C. A. MATHISON 


Three Years with 
Ss. F, BOWSER & CO., Ine. 
One Year and Kight Months 
with 
Ss. F, BOWSER & CO., Ine. 


1914—Entered Bowser serv- 
ice May 4. 

1916—Director, elected 
October 25. 

1917—Director, elected 
September 24, 


1916—Entered Bowser serv- 
ice February 14. 

1917-——Pacemaker, elected 
September 26, 
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SOWSER PACEMAKERS 1917 


MEN ARE KNOWN BY THE RECORDS THEY MAKE 


PACEMAKER PACEMAKER 


R. S. GILCHRIST 
O. T. McKISSICK 


Two Years with 


Ss. F, EOWSER & Cco., Ine. EKight Months with 


S. FE. SE ye CO. Be 
1915—Entered Bowser serv- DO LEMON HES Ce LO Mie BK 


ice May 31. 
. 1916—Pacemaker, elected 
November 6, 
1917—Pacemaker, elected 
September 29. 


1917—Entered Bowser serv- 
ice February 5. 
1917—Pacemaker, elected 
October 1. 


{ 


Toronto | | 


PACEMAKER 


PACEMAKER 


E. P. WALKER R. CG. FOSTER 


Nine Years with 
S. F, BOWSER & CO., Ine. Two Years with 
Ss. F. BOWSER & CO., Inc. 
1908—Entered Bowser serv- 


ice November 9. 1916—Entered Bowser serv- 


1915—Pacemaker, elected ice January 31. 
December 22. 1916—Pacemaker, elected 

1916—Pacemaker, elected December 19. 
October 9. 1917—Pacemaker, elected 

1917—Pacemaker, elected October 4, 


October 1. 


PACEMAKER Set PACEMAKER 


M. D. KEEFE 


J. H. WILSON 


Four Years with 
One and One-half Years S. F. BOWSER & CO., Ine. 
with 
Ss. F. BOWSER & CO., Ine. 1914—Entered Bowser serv- 
ice February 5. 
1916—Entered Bowser serv- 


r ow 1916—Pacemaker, elected 
ice March 27. October 18. 
1917—Pacemaker, elected 1917—Pacemaker, elected 


October 1. October 4. 
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J. C. WARD 


Seven Years with 
Ss. F, BOWSER & CO., Ine. 


1910—Entered Bowser serv- 
ice April 25. 


1913—Pacemaker, elected 
December 11. 
1917—Pacemaker, elected 


October 5. 


PACEMAKER fee 
H. U. EARLE 


Five Years with 
Ss. F, BOWSER & CO., Ine. 


1912—Entered Bowser serv- 
ice November 13. 


1914—Pacemaker, elected 
November 21. 
1915—Pacemaker, 
October 29. 
1916—Pacemaker, 
August 23. 
1917—Pacemaker, 
October 5. 


elected 


elected 


elected 


PACEMAKER jee 


W. A. ARMSTRONG 
Six Years with 
Ss. F. BOWSER & CO.,, Ine. 


191i—Entered Bowser serv- 
ice July 1. 


1915—Pacemaker, elected 
October 19. 

1916—Pacemaker, elected 
August 29, 

1917—Pacemaker, elected 


October 6. 


MICHIGAN 


Ft. Wayne Dist. 


PACEMAKERS 1917 


MEN ARE KNOWN BY THE RECORDS THEY MAKE 


PACEMAKER 
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ROMS) LUND 


[ESTABLISHED 1885 ] 1885 


PACEMAKER fee 
M. A. ASHLEY 


Four Years with 
Ss. F. BOWSER & CO., Ine. 


1914—Entered Bowser serv- 
ice January 1. 


1914—Pacemaker, elected 
December 19. 

1916—Pacemaker, elected 
December 1. 

1917—Pacemaker, elected 


October 9. 


RACEMAKER 


J. B. HAGAMAN 


One and One-half Years 
with 
Ss. F, EOWSER & CO., Ine. 


1916—Entcred Bowser serv- 
ice March 13. 


1916—Pacemaker, elected 
December 8. 
1917—Pacemaker, elected 


October 9. 


PACEMAKERS 


LEE KUHN 


One and One-half Years 
with 
Ss. F. BOWSER & CO., Ine. 


1916—Entered Bowser serv- 
ice March 11. 


1916—Pacemaker, elected 
December 20. 
1917—Pacemaker, elected 


October 10, 


HI. 
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PACEMAKERS 1917 
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MEN ARE KNOWN BY THE RECORDS THEY MAKE 


PACEMAKER fee 


Ss. M. CHILTON 


Six Years with 
Ss. F. BOWSER & CO., Ine. 


1912—Entered Bowser serv- 
ice February 19. 

1917—Pacemaker, elected 
October 11. 


PACEMAKER teers 


F. E. WALTERS 


Seven and One-half Years 
with 
Ss. F, BOWSER & CO., Ine. 


1910—KEntered Bowser serv- 
ice March 31. 


1913—Pacemaker, 
December 19. 

1916—Pacemaker, 
November 27. 


1917—Pacemaker, 
October 12. 
| 


a 


elected 


elected 


elected 


San Francisco’), 


PACEMAKER jeceeeneenenenne 


F. W. DEVEREUX 


Nine Years with 
S. F, BOWSER & CO., Inc. 
1968S—Ente'red Bowser serv- 
ice May 8&. 


1912—Pacemaker, elected 
November 27. 
1913—Pacemaker, elected 
October 9. 
1914—Pacemaker, elected 
October 7. 
1915—Paccmaker, elected 
July 21. 
1916—Pacemaker, elected 
November 30. 
1917—Pacemaker, elected 


October 12. 


TIMI 


PACEMAKERISM 
Friend Kagay :— 


Pacemakers are not natural born; they are 
self-made. You never heard of a natural born 
Pacemaker, but you did hear of 176 Pacemak- 
ers last year who made themselves such by 
hard, conscientious and pains-taking work; 
working their territory as it should be worked 
by working every foot of it—working SIX 
DAYS PER WEEK, and in strict accordance 
with the CALLING LIST SYSTEM, thus in- 
creasing their effectiveness, and at the same time 
decreasing their expenses.. They were those 
who tackled each day’s work without fear or 
trembling; who saw their duty as it was point- 
ed out to them and ‘‘went to it’’ with a feeling 
born of the fact that they were not going to 
spend the greater portion of the year in WISH- 
ING THEMSELVES PACEMAKERS, and tak- 
ing a shot at becoming one during the remain- 
ing portion of the year. 


The PACEMAKER is a fearless individual— 
one who refuses to permit the inclemency of 
the weather to interfere with his business, but 
who goes where duty ealls. One who pulls off 
his coat, rolls up his sleeves: and ‘‘STARTS 
SOMETHING” by looking the pessimist 
squarely in the eye while he (the pessimist) is 
permitting the WOLF to sun himself out on the 
front piazza and compelling him to drop that 
line of doleful and hard-times talk by subserib- 
ing him to ONE THOUSAND SHARES OF 
SUNSHINE, and then selling to him that KER- 
OSENE, LUBRICATING OR PAINT OIL 
EQUIPMENT for which he stands so badly in 
need. 


In short, the PACEMAKER is HE who has 
plenty of RED BLOOD in his veins—MAR- 
ROW IN HIS BONES and MERCURY IN HIS 
COLUMN, and whose every effort is extended 
towards MAKING THE PACEMAKERS’ 
CLUB at as early a date as possible. 

Of all sad thoughts of tongue or pen, 

The saddest are these, ‘‘I might have been”’ 

—(A PACEMAKER.) 


—N. L. ROBERTS. 
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i 2 W... Be Stamtrordinv sue ereberr Harrisburg 
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4. K. &. Hessenmueller=2.e. 40 Harrisburg 
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19% Jaen GIDDODS) tra se eon Washington 
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STANDING OF FORTY HIGH MEN 


OCTOBER 10, 1917 


District Office Quota Standing 40th Week Ending Oct. 13 


le OPONLOn emer Harry Christie, Sales Manager 1. Ohio...........2.02.. I. L. Waiker, Manager 
r se pct ssl wie mie elake . a pees see? 2° Memphis 22.3 ee H. W. Brown, Manager 
~ Dallasea..a.tcudeteatrnee- . L. Prince, Manager : : 
Am Harrisburg eset H. C. Storr, Manager 3 New?y OCs H. Davies Acting Maigecs 
5. San Francisco...... D. S. Johnson, Manager ‘+ Michigan (Ft. Wayne) A. W. Dorsch, Manager 
G:- Allbany sen ncaa mores W.M. Mann, Manager 5. Indiana (Fort Wayne) A. W. Dorsch, Manager 
21s | ristate..s R= Safford=-2Mor.08) 62.Denverseeeeeee C. C. Barnet, Manager 
: icago. ri-State....J. W. Burrows.. Mgr. F 
Chicago..... G. S. Bacon.Atg. Mgr. e anit Be a me ate dent 
SwAtlantater..cocwuret H. C. Carpenter, Manager Mabie Adages? kan OR R. E. Fleming, Manager 
District Office Lubricating Standing, October 4, 1917 
1> Sf. LOUIS 5. CHICAGO 9. INDIANA 13. MEMPHIS 
2; DALLAS 6. HARRISBURG 10. ALBANY 14. ATLANTA 
3. SAN FRANCISCO 7. TORONTO 11. WASHINGTON 15. MICHIGAN 
4. DENVER 8. OHIO 12. NEW YORK 16. LOUISVILLE 
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gon kW sBe Oflerle germane pieces Harrisburg 
24°55 'Cs He Kine eee ae eee Toronto 
Aen ia ees Itz nid (0) Gia AN cad Gldtawed'D o Albany 
260 « Jee. MBLONS ON esc. vibe eee eee St. Louis 
2.0) dead Mann ing eee eae cee ere nee Minneapolis 
28 sae Wee Ge Sinithe es ee a eee San Francisco 
295) J. beesVonderembser.niee cree Denver 
3020 AH Moltatte ain cerccteree aereeeeeene Toronto 
OLE Dal eaard: : cscheettantc eee New York 
322 eRe Sullivan oe oe eee Dallas 
Sou Ger es SLOVALL Wd crete rere Washington 
34° Cos. ROgers tee Gee spelen Tri-State 
3D) Wie Len SIMPSON cere ccc cnekeiereteren eae Railroad 
36.4 (Rs Ds-Hckebergzer ae ae Memphis 
37.) Wael. Bookersta.. see oer Harrisburg 
38.0% J+ Mee Price tndee sone aaeite Harrisburg 
39; GoW. Blliott: 2% ae. ee eee: Albany 
40: HB. JP Murphy... eee eee eee ees Toronto 


DIVISION “‘B”’ 
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The Model _ 
Saturday Work 
The Calling List 


Knowing the Bowser Line 
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| 


Writing Orders Correctly _ 
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Loss of Sales 


Losing Pacemaker Points 
Wasting Time and Effort 
A Loss of Confidence _ 


Cancellations 
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H. J. BRADSHAW, EDITOR 


We are very pleased to an- 
nounce the appointment of Mr. 
H.' J. Bradshaw as Editor of 
the Boomer and Booster, effee- 
tive at once. This appointment 
is made in recognition of Mr. 
Bradshaw’s admirable qualifi- 
cations for such work and of 
the high grade sales work 
which he has been doing for 
some years in our Organization. 
It also leaves Mr. Kagay free 
to devote all his energies to the 
Publieation Department work, 
which has not been possible 
while acting as Boomer and 
Booster Editor. 

The new Editor is ‘‘one of 
the Boys’’ and in issuing the 
Boomer will have the sales- 
man’s viewpoint. His initial 
entry into our Organization was 
the direct result of the manner 
in which he landed one of our 
Officials for an automobile, 
thoroughly convineing him in 
that transaction that he could 
make good in the Bowser Line. 
This was in 1911 and since that 
time Mr. Bradshaw has repre- 
sented us in several sections and 
always with credit to both him- 
self and the Company. Latter- 
ly, he has been serving as Spe- 
cial Representative under the 
Fort Wayne Office, doing splen- 
did work in this capacity. 

We believe that Mr. Brad- 
shaw is well known and favor- 
ably regarded by a large pro- 
portion of the Bowser Sales- 
men, and are confident that in 
his new office as Editor of the 
Boomer and Booster he will win 


his way into the regard of all, 
and that the Boomer and the Boost- 
er, under his editorship, will be en- 
hanced and serve a larger part in 
strengthening and inspiring our 
Organization as a whole than has 
ever been true heretofore. 

We bespeak for Mr. Bradshaw 
the co-operation of those who may 
have any items for publication in 
either the Boomer or Booster and 
commend him most cordially to 
you all. 


Yours very truly, 


WioeGe ZA EUR, 
Asst. General Manager. 


We take 
pleasure in an- 
nouncing the 
app ointment 
One LTe tise phe, 
Murray, our former Muid- 
Western Manager, to the very 
important position of Canadian 
Manager. 

This advancement brings Mr. 
Murray jurisdiction over the 
Canadian Office, Factory, and 
Sales Foree. As Manager of 
the Chicago District Office, and 
as Mid-Western Manager, Mr. 
Murray has more than proved 
his fitness for his new position. 
His success is assured. 

Since the death of Mr. W. R. 
Hanee, the activities of our Ca- 
nadian Plant have been ably di- 
rected by Mr. Harry Christie, 


L. P. MURRAY 


STANDING OF FORTY HIGH MEN - 


i, TD, We UUM GH OV, 5 ss 5 on Harrisburg 
2. W. B. Stamford ....Harrisburg 
Or Wee Crandall see eet Denver 
4. K. F. Hessenmueller. Harrisburg 
Ho dit J CON NE yaaa eee Chicago 
63- RAS: ON SON tee New York 
(TOS AWE ICOM 6 oa dd 2 New York 
Soukte COdGINStOnt ee aera Denver 
ORR MW TOWELS oe eee Denver 
10. H. A. Vortigern ....Harrisburg 
id dG Phippsaaies series Ohio 
29 Nes Paquettemesmee rte Fort Wayne 


13. W. A. Armstrong...Fort Wayne 


L. P. MURRAY, 
CANADIAN MANAGER 
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who has won 
an_ enviable 
reputation for 


for himself as HARRY 
an executive eset 
and as a Sales Manager. 


Mr. Christie’s work along sales 
lines in particular has been so 
constructive, his management 
has been so efficient, he is to 
turn the greater part of his at- 
tention from now on to taking 
charge of the Canadian Sales 
Organization. 

With two such experienced 
men in Canada the continued 
success of the Canadian Braneh 
cannot be questioned. 

Mr. ‘Li. P. Murray; andaiie 
Harry Christie have our hearti- 
est congratulations and best 
wishes. 


NOV. 10, 1917 


21, Ba An Detilens yee Tri-State 
Pipe Neeley (OMUSIMIE Cos Harrisburg 
20. (Gabe Kine ee ee Toronto 
24. N. Mattingly (eu eee Denver 
2525G. es Stovallee ae Washington 
26:. Re DD: Wconardee ee Harrisburg 
2 Lee Daleaal dae. ae New York 
28> HoT. Purdy.) eee Atlanta 
29. WV Booker Harrisburg 
3032 Js) See DrOnsolme eee St. Louis 
31. J. F. Vonderembse ...... Denver 
32. W. C. Smith .....San Francisco 
oe dhe di, Wikhaehiales 55.5. Minneapolis 
340A, EY Mottatt ee eee Toronto 


36... Wie CoS ULLONe ee Fort Wayne 
Siseds Vase Tie Ss aa Harrisburg 
38. -Wi..C. Halsey tise eee Albany 
39.7 J..5. TOUIS*. eee Dallas 
40. R. D. Eckeberger ..... Memphis 


DISTRICT OFFICE,QUOTA STANDING 


44th QUOTA WEEK ENDING NOV. 10, 1917 


145 beak Binder San Francisco 
155 AS G.s Hartzentererr cs Harrisburg 
16. ‘Ca Re beeleston ta... Albany 
VS SAL ay lOrtae eee Albany 
18h Jace GD DONS ees Washington 
192 he Ha Peeplesmenrerace New York 
202-G. Ps Dickeyor.. -.) seer St. Louis 
DIVISION “A” 
1. TORONTO - - L.P. Murray, Mgr. 
2. ST. LOUIS - --L-E. Porter, Mer. 
3. DALLAS - - - B.L. Prince, Mgr. 
4. HARRISBRUG - H.C. Storr, Mgr. 
5. SAN FRANCISCO D.S. Johnson, Mgr. 
6. ALBANY - - - W.M. Mann, Mer. 


{ Min’polis R.R. Safford, Mgr. 
7. CHICAGO 5 Tri StateJ.W.Burrows,Mgr. 
( ChieagoG.S.Bacon,Atg.Mer. 


8. ATLANTA - H.C. Carpenter, Mgr. 


DIVISION “B” 
1, OHIO - - - - J. L.Walker, Mgr. 
2. MEMPHIS - - H.W. Brown, Mer. 
3. NEW YORK C.H. Davies, Atg. Mer. 
4. MICHIGAN (Ft.w.)A.W.Dcrsch, Mer. 
5, WASHINGTON E. B. French, Mer. 
6. INDIANA (Ft,w.) A.W. Dorsch, Mer. 
7. DENVER - - - C.C. Barnet, Mgr. 
8. LOUISVILLE - R.E. Fleming, Mgr. 
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The Bowser Boomer 


PUBLISHED SEMI-MONTHLY BY 


S.F. BOWSER & CO., Inc. 


H. J. BRADSHAW, Editor 


DEVOTED TO THE INTERESTS OF 
THE COMPANY AND ITS SALESMEN 


Vol XVI NOVEMBER 1917 No. 9 


EDITORIAL 


The impression seems to pre- 
vail among some salesmen that 
there is a mysterious force 
present in the workings of this 
universe for which, in order to 
be successful salesmen, it is 
necessary for us to search and 
work and ask questions and 
speculate, little realizing that 
the very elements of our ordi- 
nary intercourse with friends 
and acquaintances is the same 
so-called subtle foree which 
makes for good salesmanship— 
it is in short the warm hand- 
clasp—the look of interest and 
sincerity out of one’s eyes. 


We do not always stop to 
analyze the motives in a pleas- 
ant ‘‘Good Morning’’ or ‘‘Good 
Afternoon’’—do not ask our- 
selves, ‘‘Can I make a little 
money out of this friend in the 
degree of warmth of my hand- 
clasp ?’’—rather is there behind 
it that feeling of consideration 
that makes us feel we have a 
duty to perform for that friend. 


It is no different in salesman- 
ship and in the degree that each 
one of us brings into our 
thought this activity, we are 
able to meet our prospects with 
such warmth and good will and 
eonfidence that at once we 
have gained their good will. 


There is so much construc- 
tive work we ean do in present- 
ing Bowser Equipment that it 
is a waste of time to resort in 
any measure to reflection upon 
manufacturers of similar equip- 
ment and, it is our observation 
that the salesman who conducts 
himself with honesty and _ sin- 
cerity and energy has a field in 
which there is so lttle compe- 
tition that the results pay enor- 
mous dividends. 


Mind) aiellfl 


While every effort should be 
made to conserve the resources’ 
of our country, and every per- 
son therein should be requested 
and even urged to do his bit, 
our friend and pacemaker, 


Hessenmueller, of Harrisburg, 
asks if by any stretch of the 
imagination we can figure any 
return by which he ean justify 
his expenditure, as outlined in 
the following incident : 


It seems ‘‘Hess’’ and several 
genial spirits betook themselves 
to the wilds of Shenly Park to 
hunt big game—we know not 
how long they tarried—we do 
know, however, that the sum 
total of their efforts was eight 
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‘“birds,’’ each having a market 
value of 48 cents, a total value 
of $3.84. 


Now, “°‘Hess’’ asks, in all 
seriousness: considering the ex- 
pense of $4.27 for gas, $1.10 for 
oil, $7.20 for powder and bul- 
lets—not to speak of the money 
lost for time—$10.00 for one 
pair of trousers ruined by over- 
looking a barb-wire fence, noth- 
ing added for ‘‘blarsted’’ hopes 
and ruined reputation—does a 
$3.84 return on such an outlay 
justify the expenditure? 


Well, Karl, it’s too deep for 
us. We’ll ask our readers to 
express an opinion. 


BOWSER SECOND LIBERTY 
LOAN CAMPAIGN 


The Bowser Organization at 
Fort Wayne and elsewhere did 
its duty by subseribing the sum 
of $125,150. 


The subseription was really 
much greater inasmuch as many 
of our salesmen and employes 
subseribed locally to campaigns 
in their several home towns. 


Letters have come, showing 
that those who could not share 
personally in the enthusiasm of 
the Home Office Campaign were 
participating elsewhere and 
were standing back of the 
American Government with 
good American dollars. 


All Bowser men and women 
did their duty. We are indeed 
glad to have turned in so large 
a subscription as a Bowser con- 
tribution. We commend the 


patriotic spirit which prompted 
every subscription. If we ean- 
not contribute service in the 
trenches, we can at least buy 
bonds to break bondage. 


Our Canadian Organization 
is also contributing to the great 
British Loans and substantially 
aiding the cause of Democracy. 


CARD OF THANKS 


Beloit, Wis., Oct-31, 1917. 

I wish to thank the Pacemakers’ 
Club for the beautiful floral offer- 
ing sent me in commemoration of 
my mother’s death. It was appre- 
ciated all the more for the reason 
that the business world to-day is 
usually too pressed with matters of 
greater consequence to them to de- 
vote their time to the individual 
when in sorrow. 


Again thanking you deeply for 
this expression of sympathy, I am 


Very truly yours, 
ALBERT C. VAN AUKER, 
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LL R. G@. CONKLIN MARGARET BLANK 
Minneapolis New York 


WINNIFRED MENEAR 
Toronto 


F. O. SALLER 
Tri-State 


i) : 
HON CEMMEMON 
St. Louis 


CHAS. EH. STREET 
San Francisco 


W. D. ALLEMAN 
Ohio 


E. F. ENGLISH 

Mr. E. F. English, of San 
Francisco, for 
the third time 
has become a 
Pacemaker, 
m having been 
~ elected on Oc- 
tobetel ot kina t 

gives us pleas- 
pag OL ia Oy 
that each year 
Mr. English has entered the 
Club. Here are our best wishes 
to him. 


BOOSTER SAYS: 
REEDY VANCE 
Dealer In 
General Merchandise 
IT can truthfully say I would not 
take twice the amount you charge 
for the equipment I have just pur- 
chased, provided I couldn’t get one 
to take its place. I am under many 
obligations to your agent for his 
persistency in making the sale. 
Yours truly, 

REEDY VANCE. 


D. F. HERNON 
We introduce to our readers 
this month not 
only anew 
face in the or- 
ganization but 
a new Pace- 
maker, in Mr. 
D. F. Hernon, 
One OL biuls 
Mann’s work- 
ers in the AI- 
While our genial 


bany district. 
friend only entered Bowser 
service on the 20th of Septem- 
ber, 1916, he put it over on 
the 29th of October, 1917. 


CAN’T STOP HIM 

We are more than pleased to 
notice the progress our friend, 
Treadway, one of the Buckeyes, 
has made. It seems that there 
has been no sand too deep, no 
hill too steep, no mud too 
sticky, no rain too wet, no snow 
too cold to prevent his being a 
big producer, and we note he 
is one of the leaders of the High 
Ten of this division. 
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WORD FROM LONDON 


Wherever you find things 
doing—there you find a Bowser 
man! For proof of this read 
the extract incorporated below 
taken from a letter written us 
by I. E. Anderson, Manager of 
our London Office. 


MR, H. E. ANDERSON 


‘Referring to our men who 
are serving in H. M. Forces, 
Brigade - Major Middleton is 
somewhere in France. I have 
not heard from him for some 
time. Sub-Lieutenant Green- 
wood was recently promoted to 
the rank of Lieutenant and is 
now with the North Sea Fleet. 
Lieutenant Hunt has been 
wounded again. This makes 
his third wound. Huis mother 
informs me that this time he 
was wounded with a machine 
gun bullet passing through his 
thigh. His first wound was a 
shght shrapnel cut in the neck, 
and the second a shrapnel 
wound in the shoulder, and the 
present one will keep him out 
of active service for at least six 
months. The other men in the 
Army who were originally with 
us I have not heard from for 
six months or more; some of 
them were then still in this 
country, and the others in 
Franee.’’ 


R. D. LEONARD 


Although we realize that 
Ross D. Leon- 


ard), ofthe 
Harrisburg 
District, 1s a 


full - fledged 
member of the 
Pacemaker 
Club, having 
been in the 
Clnb-. forsssix 
years, still we never 


realized 
that he was a member of any 
regimental organization until 
we read an article in the Beals- 
ville, (Pa.) News, under date of 


September 13th. A portion of 
the article is as follows: 


‘85th Regiment in Annual Re- 
union at Bealsville. 


“Fully 500 people gathered 
here to honor the visiting vet- 
erans of the Civil War at the 
forty-fifth annual reunion of 
the famous Highty-Fifth Regi- 
ment, Pennsylvania Volunteer 
Infantry, a large part of which 


was composed of men from 
Washington county. There 
were thirty-one members of the 
regiment and ninety-seven 
other veterans of the Civil War 
present. 


‘Ross D. Leonard, of Wash- 
ington, Pa., whose father, H. A. 
Leonard, was a member of the 
85th Regiment, provided auto- 
mobiles for all the old soldiers 
from Washington who wished 
to attend the reunion. Seventy- 
five veterans took advantage of 
this kind invitation and it re- 
quired fourteen automobiles to 
carry them. All of the ma- 
chines were decorated with pa- 
triotie colors and flags of the 
allies. This procession made an 
imposing appearance as it trav- 
eled along the National Pike 
and it was greeted with cheers 
at every point. Mr. Leonard 
was extended a vote of thanks 
by the old soldiers.’’ 
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This is positively 
the best ever. 

Pacemaker W. M., 
Booker, of Harris- 
burg, has just waxed 
so persuasive he sold 
a graveyard a_ five- 
barrel, Cut 241 outfit. 


He W: M. can: sell 
equipment to the 
West Laurel Hill Cem- 
etery—one of the larg- 
est and most promi- 
nent cemeteries in the 
East, there shouldn’t 
be a ‘‘dead’’ prospect 
on any man’s calling list that 
can’t be made ‘‘live’’ before 
next spring. 


“UP SO HIGH”’’ 


In every issue of the Boomer, 
lists, personal mentions, items, 
articles, standings and notices 
are continually being published 
concerning our high men. In 
this semi-monthly we diverge 
from our established course 
ever so slightly. Instead of giv- 
ing space to a write-up about 
three of our high men, we ac- 
tually depict by means of our 
photographic staff how high 
our boys climb and show how 
nervous mortal man is when 
high altitudes are achieved. 
(Note the strained expression 
on the pictured faces. ) 

Heitor oe nt lem a n 
‘“playing safe’’ on the 
left of the picture is O. 
PeeGallette, of our 
Louisville Sales Foree. 
The center man is R. 8. 
Colwell, S. F. Bowser & 
Company’s Eastern 
Manager. On the right 
is the famous D. Moore, 
Director of the Louis- 
ville Office. The roek 
upon which the trio 
balance tops Lookout 
Mountain in the state 
of Tennessee. 


Cc. A. McNOWN 
We are pleased to announce 
the election of 
C. A. McNown, 
of the Toronto 
Office. Mr. Me- 
INvOrw.en oa s 
been with us 
only two years 
and has been 
twice a Pace- 
maker. 


S. F. TAYLOR 

On the 18th of October our 
friend, sam 
Taylor, of Al- 
bany, sent in 
the final ballot 
which made 
him a Pace- 
mrokse tmet Or 
LO eee EIisas 
Maawlaylor’s 
fourth offense 
and we congratulate him. 


BRIN S.A AAS OSS 


It is small wonder that 
the Dallas Office is show- 
ing such speed for, we 
have before us a record 
which shows that ten 
men of the 100% Quota 
Club in this organization 
have qualified on the 
High Twelve, an average 
of .twenty-two times in 
forty-one weeks. 


We have our own ideas 
of what constitutes a 
good time. So evidently 
has Howard Chilton, of 
St. Louis, “Lou” Porter’s 
right hand otmce man. 
Howard wearied of his 
desk and swivel chair a 
few days ago and for 
variety hied himself forth as a 
salesman. He got away with his 
bluff, too, for he made a customer 
come across with the price of a 
ten-barrel, Cut 41, kerosene equip- 
ment before he returned to seclu- 
sion. 


F, J. LIBBEY 

Our dapper young friend, F. 
J. Libbey, of 
New York, we 
are pleased to 
welcome into 
the Pacemak- 
ers’ Club. This 
is not a new 
experience for 
Bye Je ter. in 
1916 -he en- 
joyed the festivities extended 
to the Pacemakers. 


R. A. DUSALT 


R. A. Dusault, of the Albany Dis- 
trict, is apparently not overlooking 
any smoke stacks, for our records 
show that during the last week of 
October he wrote a fac- 
tory paint oil order for 
115’s, netting him 69 
points. Some order! 


R. F. KIMBALL 


Some record our friend 
Kimball, of St. Louis, has 
made in this organization, 
for our records show that 
ia MO, Gal ine Deal oye 
JeaeOe ane vaLOM In eOrter 
brought him in the field 
and on the 17th of Octo- 
ber he advanced himself 
to the Pacemaker organi- 
zation. R. F., heres our 
hand to you. 


HNL LULL 


ia lah 


| Changed Conditions 


“Under a spreading chestnut tree 
The village smithy stood, 
But that was long ago, Ah! me, 
If nowadays you should 
Draw near the sweetly rustic scene 
And for the smith inquire, 

You'd find him selling gasoline 
Or working on a tire.” 


And if you asked for service he-- 
Would smile and say “Dear sir, 
The service you require is here-- 
A BOWSER, ’neath the tree 
Is waiting to fulfill your wants, 
Just let me turn the crank 
While you sit still and let me fill 
Your twenty gallon tank.” 


34 With apologies to Longfellow 
and Paul Cook. 


F, E. BRAGG 

Three and a half years with 
S. F. Bowser 
& Company, 
Ine. tt rece 
times a Pace- 
maker is the 
record - of: FE’. 
EK. Bragg, one 
of Bob*Saf- 
ford ’s satel- 
lites in the 
Minneapolis District. Here’s 
our welcome to him. 


“SELLS BOWSER TANKS”’ 

W. N. Throop, of the San 
Antonio, Texas, territory, is 
making a splendid record for 
himself in the volume of his 
sales. 

From the reproduced news- 
paper clipping below it is evi- 
dent that this high-grade man 
is taking advantage of all the 
free publicity he can on ae- 
count of his connection with 
the Truckford Motor Company. 
Such advertising pays. 


They are coming thick and 
fast and we are pleased to an- 
nounce as the last addition to 
the Pacemaker Club, J.. W. Ha- 
gerty, of Toronto, with a splen- 
did record behind him. 
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DON’T BE 


Like an old ‘nigger’ we heard 
about the other day. It seems he 
was sitting on his, cabin stoop and 
he heard the throb of drums. 


“Wha’s ’at?” he asked. 


“Soldiers passin’ by a block 
away,’ replied his old woman. 


“Shucks!” mumbled the old 
man. “Ain’t it too bad I’m facin’ 
away from the corner they’re 
marchin’ ’round?” 


Don’t be like the old “nigger.” 
Have gumption enough to turn 
around and face the procession. 


Photograph by Drow. 


W. N. Throop, who represents 8. 
F. Bowser & Co., manufacturers of | 
ofl tanks, vy 
tems, 


pumps and storage sys- 
in San Antonio and sur-|/% 
rounding territory. Mr. « Throop, | ¥ 
who reports athriving business, | § 
makes his headquarters with the |& 


Truckford Motor Co, 
North Flores Street. 


218-220-222 


H. J. Shearer, State Sales Manager. 


y B. J. Migues, City Salesman. 


: 


FINE WORK IN DALLAS! 


It is small wonder that the Dallas 
Office is showing such speed for, 
we have before us a record which 
shows that ten men of the 100% 
Quota Club in this organization 
have qualified on the High Twelve, 
an average of twenty-two times in 
forty-one weeks. 


DIRECTOR D. MOORE IN 
HOSPITAL 


Our Louisville Direetor, D. 
Moore, has 
just been, op- 
ereted upon 


for appendi- 
citis. 
His many\| 


close friends | 
in the organ- 
ization will be 
glad to know 
that he is now doing nicely and 
is probably planning his 1918 
Bowser Sales Campaign at his 
leisure. 

Mr. Moore is one of our lead- 
ers. He has twice won the 
Louisville Directorship. We ex- 
tend him our sincere and 
hearty best wishes for a quick 
recovery 


Bae 


New One and One-Half Ton 
7; 


Same Price—$350 f. o. b. San Antonio 


Report of sales, week ending Oct. 6: 
Miguel Dosamantes Rul, Mexico City...3 Truckfords. 
Stanley Copeland, Laredo 
W. R. Conghram & Son 
Vernor Garage, Smiley, Tex 
Tim Beacon, Fort Sam Houston 


1 Truckford, 
2 Truckfords. 


4 THE TRUCKFORD MOTOR CO. 


218-220-222 North Flores St., San Antonio, Texas. 


Phone Cr. 3803.. 
Wholesale and Retail. 


C. C. Wood, City Salesman, 
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Your Move 
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Mr. dalesmvan 
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REMEDY. FOR FROZEN PUMP VALVES 


The following “letter, which is self-explanatory, has 
been sent to a ao pe tsers in localities having low 
temperatures, Familiarize yourself with it. Many letters 
fromCustomers tell of its ‘satisfactorily removing the 
aM: of pumps freezing. 

YOUR ATTENTION; Is CALLED AT THIS TIME 
TO THE TMPORTANCE' OF DRAINING ALL WATER 
FROM*THE FILTER. ON YOUR PUMP. The freezing 
of a pump is caused entirely by water which has been 


. drawn into it along with the gasoline, and the purpose of 


the Bowser filter is to remove this water from the gasoline 
before discharging. 

To remove water from the filter, close the discharge 
valves and open the drain cock on top of the filter. Pro- 
ceed to operate the pump in the regular manner until all 
water has been removed from the filter. The best means 
of determining when all the water has been removed from 
the filter is to pass the discharge from the drain cock into 
a glass jar. The line of demarcation between the gasoline 
and water will be very distinct. 

If Freezing should continue, place in your tank, 
through the fill pipe, a sufficient amount of denatured 
alcohol to make an anti-freezing mixture of any water 


which may have accumulated in your tank or pump. 

Place the amount of alcohol necessary according to the size 
of your tank (see table below). In order to get the alcohol 
circulated throughout the system, pump out twenty or thirty 
gallons and return it to the tank; then drain your filter, as men- 
tioned above, and again pump out a few gallons until nothing 
but pure gasoline is drawn. Give the filter a final draining and 
you will have no trouble with your pump freezing. 


TABLE 
Add Add Add 

Size Tank Alcohol Size Tank Alcohol Size Tank Alcohol 
65 gals. 2 pints 340 gals. 5 pints 640 gals. 7 pints 
120 gals. 2 pints 400 gals. 6 pints P 

170 gals. 3 pints 445 gals. 6 pints B00 Sales putts 
220 gals. 3 pints 500 gals. 7 pints 1000 gals. 10 pints 
280 gals. 4 pints 550 gals. 8 pints 1100 gals. 10 pints 


These letters give the experience of some in various 
cold localities: 


We have followed instruc- 
tions and so far eliminated 
all trouble in the present cold 
spell although the thermom- 


We have been successful in 
overcoming the trouble re- 
cently reported to you, and 
will say that it has been 


eter has dropped to 25 de- twenty-six below zero and the 
grees below. pump worked fine. 

The weather turned very , aoe 
cold for three or four days— After trying the remedy 


you suggested for our freez- 
ing gasoline tank, we have 
had no trouble at all and are 
much pleased with the result. 


temperature down as low as 
3 degrees below zero, but the 
valves did not cause the least 
bit of trouble. 
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Kansas. Michigan. 
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Standing of Forty High Men 


WHOAARAMEPwWHH 


November 26, 1917 


By a. Miblinoneee eet Harrisburg 
WeBy Stamrord =. aes Harrisburg 
W.. Vo Crandall tae. eee Denver 
K. F. Hessenmueller..Harrisburg 
J. J. Conrellyose-- eee Chicago 
Rm. S. JONNSGN 2 -- ee New York 
G. W. Scottie. erence New York 
BR Coddington =a «arene Denver 
ROW, Jewella menue ere Denver 
H. A. Vortigern’e7.-- Harrisburg 
J: G.t Phipps” sa. ee eee io 
CUgR. He lestore ta etterraet Albany 
W. A. Armstrong ...Fort Wayne 
N, Paqiette > amet Fort Wayne 
A. GG Hart2eneee eee Harrisburg 
BE. Ro Bird eee San Francisco 
S: EF. Taylor Gece. seen Albany 
I. BH. Peeples’ (22 aaa New York 
J. TT Gib bonsai eee Washington 
Wi.B, Offerle wee Harrisburg 
Cc. C. Brederickse-sn00ne Railroad 
Ny Mattinely wn ontee ee Denver 
GP. Dickey. vee St. Louis 
G. BP. Stovall 2 eee Washington 
HL. Bir dys oeteeee eens Atlanta 
B. A. Deffler: \ veges Tri-State 
C. 'H. Kine. 5.2. eee Toronto 
EH. Daleaard, [evant New York 
R. DL Leonard) Sena. Harrisburg 
W.iM.- Booker (ene nee Harrisburg 
J. BY VonderembDSemre er Denver 
W. Gs Sinit hae San Francisco 
EH. Li. Veins oe San Francisco — 
W.. CG. Sutton. 4. cee Fort Wayne 
J. J. Mannine area Minneapolis 
Aj Hie Mottattimtesrseaceeer Toronto 
R. A.~WjDusault ase mere Albany 
Jit Mie Prigiey Sayestrecer Harrisburg 
HEL. Sullivan yc eee Dallas 
J.C. Harding ..San Francisco 


District Office Quota Standing 
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47th Quota Week Ending 
December 1, 1917 


DIVISION “A” 


- TORONTO - - L.P. Murray, Mgr. 
. ST. LOUIS - - L.E. Porter, Mgr. 
. DALLAS - - - B.L. Prince, Mgr. 
- HARRISBRUG - H.C. Storr, Mgr. 
. SAN FRANCISCO D.S. Johnson, Mgr. 
. ALBANY - - -.W.M. Mann, Mer. 

Min’polis R.R. Safford, Mgr. 
. CHICAGO 5 Tri StateJ.W.Burrows,Mgr. 

' ChicagoG.S.Bacon,Atg.Mgr. 


8. ATLANTA - H.C. Carpenter, Mgr. 


aon gn BB WwW hb we 


. OHIO - - - - 
. MEMPHIS - 


DIVISION “B” 
I. L.Walker, Mgr. 


- C.C. Barnet, Mgr. 


HIATT TU 


- H.W. Brown, Mgr. — 
. NEW YORK C.H. Davies, Atg. Mgr. 
WASHINGTON E.B. French, Mgr. 
. MICHIGAN (Ft,w.)A.W.Dorsch, Mgr. 
. DENVER - - 
. INDIANA (Ft,w.) A.W. Dorsch, Mgr. 
. LOUISVILLE - R. E. Fleming, Mgr. 
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No Pacemakers’ Convention—A Patriotic Duty 


So many letters have been received from salesmen heartily endorsing the elimina- | 
tion of the Pacemakers’ Convention this year that it becomes more and more plain 
to the Management they have done the proper thing. 


To every salesman was forwarded a letter bearing upon the subject, explaining © 
the situation carefully, specifying the awards, ete., but there were some exceptionally 
good points given in Mr. Bechtel’s letter and we are reproducing parts of it for | 
your careful attention. 


‘“We are at war and upon its successful issue depends the weal or woe 
not only of nations but of you and us as individuals. It is not a far-off dis- 
tant thing but a live, real fact which vitally affects each one of us.’’ 


‘‘Instead of the trip to the Factory, which you and we enjoy so much, | 
WE WILL GIVE A $50.00 LIBERTY BOND to each salesman who makes 
the Pacemaker Club in addition to the regular prize to which he is entitled.”’ 


‘“‘The outcome of this war undoubtedly depends upon us at home as 
well as our boys at the front; our Army and Navy and those of our Allies 
must be fed, clothed and supplied. Much of this must be done by ‘we-stay- 
at-homes’ by helping furnish the money to finance our Nation’s buying and | 
by our doing our part in upholding the industrial activities of our Country ; | 
by aiding in conserving the Nation’s resources; by helping increase the | 
efficiency of the Country through conserving our own time and efforts and, 
in every way possible, aiding in constructive and saving methods.”’ 


““We are sure you, as Patriotic Americans, thinking and acting along | 
these same general lines, agree with us in our feeling that it would not be fit- 
ting to hold our Pacemaker Convention this coming year as it would add to 
the burden of the railroads of unnecessarily increasing travel; constitute a 
loss of time and effort, and the spirit of jollification and feasting would be 
out of tune with the seriousness of the time. This is the position taken by | 
nearly all other large companies, fraternal societies and associations as prac- 
tically no conventions have been held this year.’’ 

We believe all will agree that S. F. Bowser & Company, in taking this step, are 
acting up to the highest ideals of Democracy and while it is a distinct disappoint- 
ment to all alike in missing this great Get-Together Jollification which helps each in- 
dividual, we can rest in the realization of having done our duty to our country. 
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A LETTER FROM OUR ASSISTANT GENERAL MANAGER | 


We are now nearing the end of the most prosperous year in the history 
of the S. F. Bowser Company—prosperous alike for Factory, Office Employees 
and Salesmen. 


Never have we had so many Pacemakers 
as have already qualified this year, and many 
more are swiftly approaching the line needing 
but few points to make them Members of the 
Club. 

To those who are so near Pacemakership 
that it seems impossible they will miss their 
goal, and to those just far enough away from 
victory to make their Membershiip a bit diffi- 
cult, we say: Bend Every Effort to Qualify. 
Look over your territory—at every store which 
needs kerosene equipment—at every garage 
that should be using Cut 63s and 64s—at every 
dry cleaner (if you are working this class of 
trade)—at every factory (if you are supposed 
to call upon them)—for every possibility each 
classundoubtedly possesses,and MAKE EVERY 
POSSIBILITY A PROBABILITY in so far as 
you are able. Only by this sort of careful, 
consistent and persistent work have you a 
fighting chance. And we are with you every 
| minute. 


We are, even now, looking forward to 1918. Our factory output has been 
nearly doubled, and you need have no fear orders will be delayed. We are 
endeavoring in a word to so free your minds from any distracting influence 
vou may be able to devote your entire energy and attention to your saleswork. 


W. G. ZAHRT, 
Assistant General Manager. 


G. W. ZAHRT 
Ass’t Gen’! Manager and Treasurer 


CANADIAN VICTORY LOAN THE BUSINESS WARRIOR 


swept away, until he is success- 
ful—that takes the best in him, 


The results of the Victory 
Loan Drive in the Canadian 
Office were most satisfactory. 

Teams were organized to 
cover the entire organization. 
Those directed by Captain Sid- 
ney W. Henderson of the Ca- 
nadian Factory were the larg- 
est producers. However, Cap- 
tain Winnifred Menear, our 
charming Boomer correspond- 
ent, was a close second. 

The sum of $15,000 was 
raised. 


The Salesman is a warrior. 

IIe goes out and knocks at 
strange doors for admission— 
that takes courage. 

Ile is beset by antagonism on 
all sides—that takes fortitude 
to withstand. pe 


He must combat arguments 
galore—that takes resourceful- 
ness and knowledge to over- 
come. 


Tle must strike his way right 
and left until all barriers are 


but that is salesmanship of the 
highest order, and leads to rich 
reward. 


J. H. NEWMARK, 
Salesmanship. 


E. Steinhauser, who travels in 
northeastern Ohio, reports having 
been stuck on a_hill—without 
chains—bad roads in general— 
traveled 22 miles in four hours— 
frozen—muscles stiff from crank- 
ing machine, but with all these lit- 
tle difficulties, ‘“Steiny” delivers the 
goods. 
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New 


EH. M. SAVERCOOL 
General Sales Manager 


Fort Wayne, Ind., Dee. 1, 1917. 


There has never been a time in the history of our business when there was 
greater opportunity to sell oil storage equipment than right now. Hundreds and 
thousands of new factories, both large and small, are being built, and every 


factory in the county is operating to its fullest 
capacity. Machinery of all kinds is in use night 
and day and there is necessity for its conserva- 
tion. This calls for much greater consumption 
of Lubricating Oil and creates an emergency 
situation REQUIRING OIL CONSERVATION. 

Railroads are using every piece of rolling 
stock. Freight is congested and all roads are 
congested with freight. Motor truck construc- 
tion is greatly increased and will be used to 
the fullest extent. Pleasure car production will 
remain normal. 

There is a shortage of coal, and manufac- 
turers of kerosene heating stoves are running 
full page advertisements in leading magazines. 
This means greater consumption of kerosene 
and the consequent need of Kerosene Tanks. 

The field for the sale of Filtration and other 
Factory Equipment is unlimited. Tanks, 
pumps and accessories are required to take care 
of the increased consumption of Fuel Oil, and 


a great opportunity for increased business now presents itself to us. 

Your Company has a plant and machinery as well as the material neces- 
sary to fill all orders for oil conservation and storage. It is your patriotic duty 
to place these facts before your trade. 


E. M. SAVERCOOL, 
General Sales Manager. 


IT SMELLED LIKE IT 


The Swedish jitney driver drew 
up beside the road, jumped out and 
with wrench in hand crawled under 
the auto. Taking advantage of the 
stop the only passenger, an Italian, 
proceeded to eat a lunch consisting 
mainly of Limburger cheese. Sud- 
denly the driver emerged from be- 
neath the machine and with bulg- 
ing eyes, and a hand on his nose 
stood staring at the auto. 


“What’s the matter?” 
the Italian innocently, 
mouthfuls of cheese. 

“Ay don’t know,” said Ole. “But 
Ay tank the engine bane dead.” 


inquired 
between 


“Many a man grows gray wait- 
ing for a chance that some other 
fellow has gone out and grabbed.” 


BSS... SG 


J. W. HAGERTY 


In the November Boomer, 
mention was made of Mr. J. W. 
Hagerty ac- 
quiring Pace- 
maker Mem- 
bership. No 
photograph 
ae companied 
this announce- 
ment, due to 
the fact that 
Mr. Hagerty’s picture was late 
in arriving in Fort Wayne. In 
this issue we are making full 
announcement of this sales- 
man’s splendid work. 


J. C. Tibbles, of Lima, has a fac- 
ulty of having all of his friends, 
every Oil Company, all his family, 
every acquaintance, in fact almost 
everybody in Lima _ boosts. the 
Bowser line as a result of their 
acquaintance with John. No won- 
der he is a success, and by the 
way, a Pacemaker before long. 


We received a wire from Carver 
Wood stating that he secured his 
deer, while on his recent hunting 
trip to Northern Michigan. That’s 
fine but the proof of the pudding 
is in the tasting. 


hee Ineenas we di, A. Cromeyely 
He’s a new man in the St. Louis 
District and he’s in second position 
in the sale of kerosene tanks. 
Think of that fora beginner’s 
record! 
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Physicians say 
yawning is caused 
by a lack of oxy- 
gen in the blood. 
Murray says by a 
lack of pep in the 
conversation. 


Jey ONS won 
the Albany Dis- 
trict, came across 
with a Cut 241 
outfit the other 
day. A few more 
orders and J. J. 
will be a Pace- 
maker. 


John H. Quinn, 
of the Ohio Sales, 
is not particular 
whether he sells 
gasoline equip- 
ment, kerosene 
equipment, filtra- 
tion equipment 
and factory equip- 
In fact, John has 
been successful in 
selling all lines. 
The latest from 
him is that he is 
going to make the 
Club. He says, 
“Watch me.” 


cars. 


DOWN MEMPHIS WAY 


H. W. Brown, 

Of Memphis Town 

Has started a movement 
No one ean down. 

E. E. Lowe 

Is helping him now 

And so is Mr. W. S. Row. 
As for famous Groves 
Why he’s selling ’em in droves! 
And none of us know 

Where they’re got their 
Treasure Cove. 


“You say you want a job in the 
office? Well, what can you do?” 

“Nothing.” 

“Why didn’t you apply sooner? 
All those high salaried positions 
have been taken long ago.”—Hous- 
ton Post. 


Its a good thing to know all 
there is to know about Bowser 
Equipment. 


a 


OUR ‘‘BIG ELECTRIC”’ 


The latest improvement in our fleet of trucks is the ‘“‘Big 
Electric’’ illustrated herewith. 
This truck is specially constructed for handling heavy freight 

Its four wheels operate separately, and each wheel is 
equipped with an electric motor, so enclosed as to be absolutely 
water proof. All four wheels are used for steering. 

The outfit is one other example of Bowser efficiency. 
truck was originated in our factory by the boys out there. 


AIRCRAFT LANDING 
FIELDS 


Just to give you some notion 
of the part this Company is 
playing in governmental war- 
fare we reproduce here a snap- 
shot taken in Waco, Texas, by 
our Construction Engineer, J. 
Bb. Haffner. The aereoplane an- 
chored directly back of our Red 
Sentry is one of America’s war 
fleet. 


Here’s a Daily Report from B. R. 
King, dated the 24th: “Three calls, 
two sales.” If hard work counts, 
watch King. 
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C. B. Sunder- 
land has been 
giving a mighty 
good account of 
himself. He re- 
cently took over 
engineering sales 
work in Central 
Indiana and he 
not only is going 
after the big fel- 
lows, but he is 
landing them, too 
—four Cut 154’s, 
one F. 5, one F 4 
—one order—not 
bad. Work your 
Factories. 


H. T. Sterne, of 
Cincinnati, whom 
you all know was 
formerly with To- 
ronto, is the orig- 
inal optimist and 
insists that he is 
going to ‘“‘Bowser- 
ize” Cincinnati 
from one end of 
the city to the 
other, and, confi- 
dentially, we 
know he can do 
it. More power to 
him. 


The 


The news of the death of the 
father of Mr. Griggs Walker, of 
the Atlanta District, which oe- 
eurred on November 12th at 
Tifton, Georgia, has just come 
to our notice, and we take this 
occasion to extend to him the 


sympathy of the entire organ- 


ization. 


“Sure and its Ireland’ was in an 
automobile accident last week and 
was considerably shook up al- 
though he is now able to continue 
his successful work. Mr. Ireland 
is a “comer” and is bound to suc- 
ceed Fords, telegraph poles _ not- 
withstanding. 


We haven’t been able to fathom 
what kind of hypnotic influence 
“Dad” Coddington, of the Denver 
District, uses when he exerts him- 
self to sell a prospective buyer. All 
we know is, none of his men get 
away from him without a BOWSER 
product of some kind. Let’s have 
the secret, Dad. 


ANNA 
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J. A. Greason 
joined the Bowser 
ranks about two 
weeks ago and his 
first day’s work 
netted a 638—not 
at all bad for a 
beginner. MT: 
Greason is a 
comer. Watch 
him. 


J. H. Mullen, a 
new Bowser re- 
eruit of Muske- 
gan, Mich., dem- 
onstrated that “it 
could be done” by 
selling a 3 bbl..Cut 
1 his first day in 
the territory. Mr. 
Mullen believes in 
the theory that 
every store is in- 
complete without 
the proper stor- 
age for kerosene. 


YOUTH 


Youth is not a time of life; 
it is a state of mind. It is not 
a matter of ripe cheeks, red lips, 
and supple knees; it is a tem- 
per of the will, a quality of the 
Imagination, a vigor of the emo- 
tions. It is the freshness of the 
deep springs of life. 


Youth means a tempera- 
mental predominance of cour- 
age over timidity, of the appe- 
tite of adventure over the love 
of ease. This often exists in a 
man of fifty more than in a boy 
of twenty. 


Nobody grows old by merely 
living a number of years. Peo- 
ple grow old only by deserting 
their ideals. 


Years wrinkle the skin; but 
to give up enthusiasm wrinkles 
the soul. 


Worry, doubt, self-distrust, 
fear, and despair—these are the 
long, long years that bow the 
heart and turn the spirit back 
to dust. 


Whether sixty or sixteen, 
there is in every human being’s 
heart the lure of wonder, the 
sweet amazement at the stars, 
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BOWSER FLOAT IN LIBERTY LOAN PARADE 


and at starlike things and 
thoughts, the undaunted chal- 
lenge of events, the unfailing 
childlike appetite for what 
next, and the joy of the game 
of living. 

You are as young as your 
faith, as old as your doubt; as 
voung as your self-confidence, 
as old as your fear; as young 
as your hope, as old as your de- 
spair, 

In the central place of your 
heart is an evergreen tree, its 
name is love. So long as it 
flourishes you are young. When 
it dies, you are old. 


In the central place of your 
heart there is a wireless station. 
So long as it receives messages 
of beauty, hope, cheer, grand- 
eur, courage, and power from 
the earth, from men and wom- 
en, and from the Infinite, so 
long are you young. 


When the wires are down, 
and all the central place of your 
heart is covered with the 
shows of cynicism and ice of 
pessimism, then you are grow- 
ing old, even at twenty, and 
may God have merey on your 
soul.—By Doctor Frank Crane. 
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Mr. S. G. Ad- 
ams, of Toronto, 
one of Mr. Dem- 
ine’s new men, 
turned in a splen- 
did order this 
week amounting 
to one hundred 
points for stand- 
ard factory equip- 
ment. Oi! Oi! 

One of our men 
called upon a Po- 
sey County farm- 
er the other day. 
The farmer was 
very wroth. 

“a, \ranonwy ull A 
want to know 
about your Com- 
pany,” he howled. 

“There must be 
some mistake,” 
began our man. 


ING), i @ ial awis< 

take!” announced 

the farmer. “I got a letter from 
your firm yesterday that read, 


‘Enclosed pump is one of our most 
popular models.’ ” 

“Well?” 

“Well BOWSER didn’t trust me 
enough to enclose the pump.” 


ARE YOU? 

Are you developing your 
body and brain? 

Are you studying human na- 
ture every day? 

Are you centering your at- 
tention upon your prospects as 
you should? 

Are you leading your custom- 
ers by. tact? 

Are you increasing the pub- 
he’s eeneral interest in BOW- 
SER EQU IPMENT as you trav- 
el from city to city, and from 
town. to town? 

Are you inciting your cus- 
tomers with a desire to pur- 
chase BOWSER EQUIPMENT? 

In other words, are you train- 
ing for Pacemaker Member- 
ship? 


“Failure is only a spur to a man 
to go into the fight and win. If 
you never have failed, it’s an even 
guess you never have won a high 
success.”—Edmund Cook. 


Only three weeks left. Go 
to it. Make every day count. 
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Here’s thrift. 
A man advertised 
in a local paper 
he would give $5 
for the best spec- 
iman potato sent 
him during a cer- 
tain period. Fine 
specimens came 
in every day un- 
til he had eight 
barrels of choic- 
est potatoes. 


The _ youngest 
kid of the Ohio 
Sales Division, J. 
O. McCracken, is 
certainly getting 
business these 
busy days. Js 
O.” is feeling so 
good that he is 
thinking of buy- 


ing a new Car. 
He sure gets the 
business. 


IF ANYONE HAS 
Eloped 

Left Town 

Been Injured 

Taken Sick 

Bought a Flivver 

Joined the Army 

Cracked a Joke 

Told a fresh Fish Story 
Annexed a new pair of specs 
WHY— 

That’s NEWS 

So Telephone Us 

Wait for Us on the corner 
Or Write Us a Letter. 


We have before us a most envi- 
able record, that of R. A. Dusault, 
of the Albany District. Mr. Dusault 
entered our organization on the 
16th day of November of 1916 and 
was elected a Pacemaker on July 
9th, 1917. Mr. Dusault is’ to be 
congratulated upon his record and 
one of his latest exploits only em- 
phasizes his ability to make his cus- 
tomers see the dotted line for just 
the equipment they need. In equip- 
ping a factory, recently, he fur- 
nished four Cut 115’s complete, one 
Cut 121 and seventeen Cut 172’s. 
We consider this some classy work. 


Our friend Bird, of San Francis- 
co, is sure rightly named for he is 
flying high—sort of overdoing this, 
doubly cinching his Pacemaker- 
ship, having already passed the 
1,000 mark. Some class to you, 
EB. R.! 


A FLOAT IN THE LIBERTY LOAN CAMPAIGN 


Mrs. ‘Bert’ Bowser Is At the Helm of Her National While Mrs. H. M. 
Bowser Is Dimly Visible Taking Care of the Happy Youngsters. 


Mr. A. S. Bowser, Secretary 
of the Bowser 
Company and 
son of Mr. S. 
F’. Bowser, our 
President, 18s 
now a member 
of the United 
States Army, 
detailed to the 
Gas Defense Department, await- 
ing orders in Washington. 


Well prepared by experience in 
handling orders and _ transacting 
Canadian Branch Office business, 
Mr. J. P. Kelly and A. EH. Filteau 
have taken up sales work in Que- 
bec territory. We wish each of 
them a large measure of success. 


B. F. Sias, our suave politician 
friend, of Albany District, brought 
in one for a 1,000-gallon Chief 
Sentry and Cut 121 complete, net- 
ting him thirty-four points. 


Our own C. S. Severance, of San 
Francisco District, is on his way 
from Hawaian Islands to visit good 
old U. S. A. We’re standing on the 
wharf with open arms. Como la va, 
Senor! 


Mr. W. H. Ladd, of the New York 
Office, is right on his toes. His 
latest is a fine equipment to help 
make “Movers’” film. Fine work, 
Vem bie! 


oT IF LIBERTY BONDS) | 


ou BUY 
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Wm. H. Meyers 
left for southern 
Indiana with a 
“Bowser, Grip” a 
little over two 
weeks ago. He is 
lining things up 
in great’ shape. 
Incidentally, Mr. 
Meyers turned in 
a full cash order 
for a 5 bbl., 241. 


L. W. Bradway 
is the new gen- 
eral line salesman 
in _ Indianapolis. 
He sent in a few 
days ago a nice 
order for a 10 bbl. 
241 and told us 
confidentially that 
he was just get- 
ting started. Go 
to it, Brad. We’re 
for you. 


ATTA BOY! 


We of the Home Office wel- 
come into our midst from the 
Wilds of Canada, , 
our famous 1913 
and 1915-P'aces 
maker, 1914, 1916 
and 1917 Director, 
Monsieur N. Pa- 
quette, who is to 
remain with us in the Fort 
Wayne Sales territory. 


N. Paquette traveled ‘‘over- 
land’’ in in his Light Six, and 
from the story of his six days’ 
encounter with the uneven con- 
tours which nature invented, 
our artist was able to make 
the reproduced sketch, and our 
peet was inspired to the fol- 
lowing verse: 

‘‘Over and under, 

Paquette is our wonder! 

Ile’s swifter than thunder.’’ 

We thank you. 


Mr. R. B. Lipes has again taken 
up our line, and will work out of 
Minneapolis Office in the southwest- 
ern part of Minnesota. Bob is one 
of the old time Bowser warriors, 
and it goes without saying that 
“he’s there,” when it comes to sell- 
ing the lines. 
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EDITORIAL 


It is so easy for everyone to 
want his or her own way, little 
considering that we have in- 
sufficient facts at hand to war- 
rant our taking a stand. 

This is exemplified in war- 
fare, where lack of obedience 
not only causes loss of individ- 
ual lives but jeopardizes whole 
battalions. 

It is said that it has been 
found necessary to bring all 
shipping masters under the di- 
rection of the Navy in order 
that ship captains may be prop- 
erly disciplined. It is said that 
sailing vessels and transports 
have been submarined because 
some careless person lighted a 
pipe or opened a port hole to 
have more ventilation thus re- 
vealing lghts to lurking sub- 
marines, which have followed 
vessels until daylight and tor- 
pedoed them. 

eis) nO. dilierent. in our 
every-day activities. Therefore, 
let us all follow our leaders, for 
only by being obedient do we 
develop character to the ex- 
tent that we, in turn, are able 
to lead. 


Live within your income— 
you can’t live without one. 


Read carefully all the ‘‘Big 
Chief’’ says—its for you. 


Doesn’t overlook anyone! 

Read this: 

J. M. Roy, one of our Canadian 
Pacemakers, has the system, for 
he recently sold a fine Commercial 
Outfit and to satisfy his appetite 
sold each of the two members of 
the firm a Private Garage Equip- 
ment. Some class to this kind of 
work. 


SENDS NEWS FROM OUR 
BOYS IN FRANCE 


G. GRANGER 
Manager of the Paris Office. 


G. Lamy, who was engaged 
in the Paris Office shortly be- 
fore the war broke out, was 
killed while serving as infantry 
heutenant. 

P. Ducret was mobilized and 
is now invalided home. At 
present he is considering a sales 
territory in the Paris District. 


G. Bunau, a prisoner in Ger- 
many for over two years, has 
just returned to Paris where he 
is now employed as head clerk. 


R. L. Granger was mobilized 
and has been invalided home. 
He has been given territory in 
the Paris District. 


J. Jorat is mobilized in a 
powder-mill in the South of 
France. 


P. Barrot has been mobilized 
since 1914 and is now employed 
in a Government Factory. 

G. Varay has been mobilized 
since 1914 and is now employed 
in a Government Factory. 


J. Tillet has been mobilized 
since the beginning of the war. 


BE SINCERE 

There seems to prevail in the 
minds of some salesmen, as evi- 
denced by their actions, that it 
is necessary to step up behind 
a customer and by dropping a 
little salt on him, simply reach 
out, take hold of him and put 
him in their order bag. But 
like the “salt. on the tail” 
story, the average prospect 
must be approached with all 
the skill necessary to bag the 
most wary bird. 

We do not believe that any 
one will question the statement 
that absolute sincerity is the 
first essential to salesmanship. 
The impression conveyed by the 
first look, spoken word or hand 
clasp is often the key to further 
action. 

When we approach prospects 
we must not forget that we are 
dealing with a more or less sue- 
cessful man and if he is not 
successful we should not waste 
our time talking to him, for 
his account would not pass mus- 
ter in the Credit Department. 
It behooves us, therefore, to re- 
member that this prospect is 
daily making decisions upon 
which his suecess depends, and 
the very fact that he has a 
credit rating indicates that he 
is more or less successful in his 
line. How foolish then for a 
salesman to resort to subter- 
fuges of any kind? This pros- 
pect must be approached with 
statements of fact—statements 
backed with much informa- 
tion coneerning both his own 
business as well as facts con- 
cerning our own equipment. 

When our interview is antici- 
pated, as herein before outlined, 
we will find our conversation 
fully outlined, creating con- 
fidence and permits of a sol- 
icitation which can only be un- 
fruitful if perchance the mer- 
chant is not in need of our 
goods. 


The boys in Harrisburg are go- 
ing to show Hal Storr, Manager, 
that the cup is going to stay with 
them. Watch. 
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OUR EQUIPMENT DIRECT- 
LY RESPONSIBLE FOR 
PROGRESS 


Take a look at the two photo- 
graphs accompanying this write 
up. Thereon hangs a business 
story. 

In 1915 this Company intro- 
duced oil storage equipment 
into a foreign country where 
no such equipment had ever 
been dreamed of before. At 
that time a tank wagon had to 
be improvised to carry oil to 
the outfit, for of course no such 
necessity was then in existence 
in that locality. 

Today, however, our product 
is so widely known in that 
country a fleet of tank wagons 
similar to the one shown in the 
photograph (on the right) 
travel various oil routes day 
and night to fulfill storage re- 
quirements. 

On Saturday (note the day) J. C. 
Ward, of the Minneapolis District, 
sold two ten-barrel, 12 gauge, “Chief 


Sentrys,” one Cut 101 Pump and 
two Cut 68 equipments. Classy 
WODKad an Cy 

R. L. Duncan, who has_ been 


working under the jurisdiction of 
the Minneapolis Office, has been 
transferred to the Tri-State Office. 
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C. R. Ross, of the Albany Dis- 
trict, rang the bell to the tune of 
twenty points in the shape of a 
101, 41 and 172. 

Mr. Ross is making a clean get- 
away for his ’17 Pacemakership. 
We’re with you, C. R. 


H. M. Fickler, who has been 
working as salesman under the jur- 
isdiction of the Toronto Office on 
a commission basis, has been trans- 
ferred to the Albany Office, effec- 
tive October 18, 1917. 


C. M. Morgan (a new man in the 
Dallas District) made a splendid 


record his first week out. His busi- 
ness consisted of two Red 
Sentry Equipments, three Cut 52 


B’s, one Cut 41 and a Cut 63. Wel- 
come, stranger, and success to you. 


Mirae 


M. Camden, while being 
sick and off duty about half of his 
time, has made the firm resolution 
to make the Club and as Mr. Cam- 
den has made good in every under- 
taking we are counting on him 
to come across the line a winner 
in spite of his handicaps. “I. M.” 
and his brother, ‘“W. S.,” attempt 
the impossible and get away with 
it. They use their machines until 
the roads become impassable, then 
they get into a little buckboard 
with a good horse and plow through 
the yellow mud of southern Ohio 
to get the business. These two 
gentlemen are real pioneers of 
the Bowser line among the hills. 


Some class to the Birthday Party 
the Memphis Delegation handed to 
Brown, Manager of the Memphis 
Office, he of “Goat fame,” for his 
trusty followers—twenty-four in 
number—each brought a little re- 
membrance to his table in the 
shape of an order. 


J. W. Sealey has taken up road 
work with this Company. He trav- 
els under the jurisdiction of the 
Atlanta Office at the present time. 

F. Browne, of the Harrisburg Dis- 
trict, (who by the way isn’t far 
away from the Pacemaker goal) re- 
cently sold two- two-barrel, Cut 102 
Big Chief Outfits for private gar- 
ages. 
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W. W. Scruggs, 
of Memphis, is up 
with his nose 
right at the Pace- 
maker’s wire. “W. 
W.” is a new man 
in the organiza- 
tion this year and 
has done some 
classy saleswork. 


J. G. Phipps, of 
Cleveland, is one 
of the _ busiest 
men in the Ohio 
WMS bret. He 
hardly has time to 
eat or sleep, his 
customers are so 
insistent that he 
accept business. 
Mr. Phipps has al- 
most completed 
his most success- 
ful year with the 
Bowser Companyand has wonder- 
ful prospects for 1918. 


WASTED SALES TALK 


A young man in charge of a new- 
ly plotted realty tract, upon which 
the only building was the office of 
the company, and upon seeing the 
first person to enter the door, hast- 
ily took down the telephone receiv- 
er and commenced: 

“Yes, sir, I think we can agree 
on those terms. Thirty lots in one 
parcel and twenty in another. Yes, 
sir, the price is satisfactory—$30,- 
000.00 at the transfer and the re- 
mainder in sixty days. Did you 
say I could meet you in the morn- 
ing at nine o’clock and receive your 
check for $10,000.00 as the initial 
payment? Very well, sir.” 

Hanging up the receiver, this 
busy person turned to the man who 
had entered the office. 

‘Is there anything I can do for 
you, sir?” 

“Naw, not a thing,’ returned the 
visitor, “I have just come to con- 
nect up yer telephone, that’s all.” 


Watch W. J. Bates, who is under 
full head of steam and going like 
a race horse towards the finish line 
and we are sure that he will be a 
Pacemaker before the year has 
closed. He has been sending in a 
splendid amount of business. 


B. C. Sargent recently drove 
eighty-five miles to his territory 
and secured an order for a 52-B 
outfit. That same week he sold 
four lubricating equipments. A 
splendid record for a new man. 
That he belongs to the Dallas Dis- 
trict may have somewhat to do with 
his accomplishments. 


OUR OWN ‘‘SOJER’’ BOYS 
The Bowser Military Club Sure Did Make a Fine Appearance in the 
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Liberty Loan Parade. 
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The photographs of the gar- 
age of Mr. J. French Miller, 
of Southern Pennsylvania, 
show a fine Cut 41 complete in- 
stallation. 


This illustrates one of the 
most convenient locations for 
the gasoline equipment, as it 
is possible to fill a car even 
though one is already in the 
garage. Mr. Hartgen, of the 


Harrisburg Office, made the in- 
stallation. 


G. C. Auer, who joined Brown’s 
Memphis Hustlers in September, is 
showing some speed—Watch him 
for an early 1918 Pacemaker. 
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G. W. Elliott 
added _ several 
points to his rec- 
cord with two fine 
Private Garage 
orders and a Cut 
52B. That Albany 


bunch sure know 
how to get the 
biz. 


“Look here, 
son!” reproved a 
representative in 
the Home Office. 
“Brush your hair 
back so you will 
look tidy when 
you meet Mr. 
Bowser.” 


Son _ appeared 
downceast. To ap- 
pease him father 
remarked: 

“Cheer up, someday you’ll be as 
bald as I am; then you won’t have 
to bother about combing your 
lngybe,” 

“When that time comes,’ an- 
nounced Charles, ‘“I’ll have alto- 
gether too darned much face to 
keep clean to suit me.” 


J. E. Homsher, who has been do- 
ing fine work as a special sales- 
man in our Michigan territory, took 
a jaunt into one of A. W. Dorsch’s 
“pad” territories the other day and 
brought home the bacon to the tune 
of one hundred and thirteen points. 
This experience proves that “There 
ain’t no sech animal” as “bad” ter- 
ritory. 

Good work, Joe! 


Alfred Perseverence Chapman, of 
New York, is the way we would 
spell it—and just to prove that 
he deserves it, out he goes on his 
twenty-seventh visit and _ brings 
home a dandy order, advancing him 
20 points. Keep it up, Old Man! 


‘Sincerity of purpose, action 
or speech is a virtue. Your 
words convey these qualities 
only in the degree in which you 
make them a part of your make- 
up. Avoid exaggeration in 
demonstration or conversa- 
tion.’’—W. D.. Alleman. 


Wm. EH. Kercheval has become 
one of our St. Louis Salesmen. Best 
wishes, Mr. Kercheval. 
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L. L. BROWN 
Mr. L. L. Brown, of Dallas, 
is one of the 
latest gentle- 


man qualify- 
ing as a Pace- 
maker,  elect- 
ing himself to 
that honor on 
the 49.1 peor 


October. Con- 
gratulations, L. L. 
P. J. SOMERS 

We welcome 
Mr. P. J. Som- 
ers, of San 
Francisco as a 
Pacemak- PHOTOGRAPH 
er, elected on DELAYED 


the 31st of Oc- 
tober. Good 
POty an ee) ee 


A. McINTOSH 


Mr. A. MeIntosh, of Toronto 
—he of ‘‘short term’’ fame— 
has passed un- 
der the wire a 
Pacewma k- 
er, being elect- 
ed on Novem- 
ber 8th. We 
welcome you 
into our Pace- 
maker midst, 
Mr. MeIntosh. 


W. E. GROOMS 

We are very 
pleased to note 
that on Octo- 
Der 15 toMr: 
W. E. Grooms, 
of St. Louis, 
qualified as a 
Pacema k- 
er.9= Glad 'to 
see you, ‘‘W. H.’’ 


Ohio wishes to present S. H. 
Wheelhouse as a new member of 
their selling organization. Mr. 
Wheelhouse has just joined the 
firm and is now acquainting him- 
self with the line and his block 
of territory. 


J.J. CLINE 


The seventh of November was 
the day Mr. J. 
J. Cline, of At- 
lanta, pushed 
under the wire 
,and became a 
“@real Pacemak- 
Fer. Mr. Gline 
has before 
been a_ Paee- 


maker—1914. 
F. H. LOWE 


Our records show that on 
January 22nd, 1917, Mr. Lowe, 
of Harrisburg, ' 
first picked up 
a Bowser grip 
and on the 9th 
of November 
he joined the 
crowd of Pace- 
makers. Fine 
work eH. Hix : 
very fine. Keep it up. 


KEROSENE-LUBRICATING 
BUSINESS 


To sell Kerosene and Lubri- 
cating Equipment it is neces- 
sary to have more than the de- 
sire. A definite plan of proced- 
ure must be outlined. 

In the sale of gasoline equip- 
ment it is generally necessary 
only to know that the prospect 
is elther selling gasoline or in- 
interested in it, and knowing 
this, it only requires a little ex- 
tra ‘‘pep’’ to push him to the 
dotted line. In selling kero- 
sene and lubricating equipment, 
however, quite another lne of 
attack is necessary. First, and 
positively foremost, it is neces- 
sary to carry a model—for a 
model is one of the most inter- 
esting devices in the world. 
Everyone likes to see it work— 
old and young—rich and poor 
—and by its use-you can focus 
attention upon your subject. 

The time may have been when 
we sold 19’s and 63’s because 
they were pretty, or eliminated 
odors, or prevented spillage, 
which of course are waste, but 
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the time is now present when 
we can sell them because they 
are money makers—because you 
ean take out your pencil (you 
should always use one when 
selling equipment) and figure 
out to your prospect the possi- 
bilities of this character of busi- 
ness. When you remind a pros- 
pect that the profit on a single 
additional sale of a quart of 
oil a day pays him $32.55 a year 
in profit, and put it down in 
black and white before him, 
you have really set his thought 
to working in your direction. 

There is no subject upon 
which so much ean be said or 
figures presented that show 
such returns as this, but it is 
necessary for you to fill your 
mind with facts concerning it 
that you may face a man with 
such confidence that he will see 
it your way. It is no hold-up 
game to sell 63’s or 64’s—it is 
a most profitable investment for 
any one who sells or intends to 
sell lubricating oils. ‘‘Brush 
up on it and go to it.”’ 


One of the latest coups, Mr. 
O’Brien, of St. Louis, has pulled off 
is an F. C. W. O. netting him thirty- 
three points and including a 241 
pump, a 10-barrel 101 and a 10- 
barrel 105—and most of it was sold 
on a Saturday—and then to top it 
off, he is top notcher on the St. 
Louis “Home Stretch” Lubricating 


Contest. Some finished salesman 
is this son of Erin. Whoopee! for 
D.-W: 2 


Columbia, Tenn., 
November 7, 1917. 


Sec. Pacemakers’ Club, 
Fort Wayne, Ind. 


Dear Sir: 

Accept our thanks for the 
nice flowers delivered to Mr. 
Moore on November 6th. Mr. 
Moore is improving very slow- 
ly and it will be some time yet 
before he is able to leave the 
Hospital. 

Again thanking you, I re- 
main, 

Very truly yours, 
MRS. D. MOORE. 
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Temperature approxi- 
mately absolute zero holds 
no terror for our Pace- 
maker, J. W. Hagerty, of 
the Canadian Office, for 
right out of the snow 
banks of Alberta he picks 
a garage order, netting 
him 14 points. 


L. B. Gilbertson, a San 
Francisco ’16 Pacemaker 
and mighty near the ’17 
goal, has proven that 
Kerosene Equipment can 
be sold, and during the last 
month nearly made it a 
baker’s dozen. No use 
talking, you can’t hold ’em 
down when they get start- 
ed. 


true. 
C. O. Hottel, one of Dean 


Johnson’s “regular” Pace- 


electing him a ’17 Pace- 
maker, in the shape of a 


tabled” the Club, eh? 


top notcher in the San 
Francisco Monthly Lubri- 
cating Contest. This sort 
of “all time” work no 
doubt contriubtes largely 
to his regular and annual 


entrance into the Pace 4@Fre ALL black bass. 
Lake Ontario. 


makers’ Club. 


WHY 


Of late Carlos J. Rhode has 
been exceeding all his past Cu- 
ban sales re- 
eords. Inquiry 
into this ex- 
cellent state 
of his business 
affairs reveals 
the interesting 
news that R. 
i G. Shulze, our 
CARLOS J.RHODE Export Sales 

Manager, has 
promised Mr. Rhode a trip to 
Fort Wayne this year if his 
sales reach a certain total. 


Suffice it to say ‘‘they’re 
gonna,’ because Mr. Rhode has 
made up his mind to make ’em. 


HINT 


A STRING OF CONFIRMATIONS 


No question about these ‘‘fish tales’’ being 


Like ‘‘figgers,’’ cameras don’t lie. 
Now this isn’t an inference that W. M. Mann, 
makers, cast the final vote, our Albany District Manager, (the gentleman 
photographed on the right in the accompany- 
Po noimt Dry Cleaning Or- ing picture) does lie, when it comes to recit- 
der—sort of “double ing his own fish stories. 


For the edification of and to excite the envy 
of the rest of you salesmen anglers—the fish 
hanging from the bending string in the picture 
They were taken from 


Neither is it an insinu- 
ation against the integrity of our C. R. Eggles- 
So ton, Director of the Albany District. 

J. C. Harding Jr., for the of course, is the gentleman on the left of our 
second time this year was photograph—he has to be as Mr. Mann is the 
only other gentleman in the focus.) 


(C. R., 


Mr. BE. L. Veirs, of the 
Sane erancisco Duet ri ct, 
took a running broad jump 
this month—100 points. 
Some Speed! 


H. E. Morgan is always 
fighting for his share of 
business in the Los An- 
geles District, and persist- 
ent effort is bringing its 
reward. 


SJ 10, “ealos, ole ieee, Nile 
bany Office, sold no less 
than five Cut 750 Pipe 
Line Measures late this 
month. 


C. M. FREDERICKS 


VWeoinke,, long Oa, MWihiel 
Don’t know whether his re- 
cent trip to the factory or 
stop-off at Chicago gave 
him the pep, but he sent 
in around 40 points of 
business four days later. 
Right up in the Ozarks, 
too—Must be some brac- 
ing atmosphere, “C. M.” 


There is no success with- 
out loyalty. The man who 
is disloyal to his superior, 
to his profession, or to his 
country, is disloyal to him- 
self and to all that is good 
in him.—Col. George W. 
Goethals. 
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SAVED MONEY IS 


Time Redeemed 


A lad earning thirty-five dollars a month, saving 
in a year sixty dollars, catches in a noose of gold 
nearly two months of his spent youth. 


SAVED MONEY IS 


Dreams Come True 


A man who has perservered during his maturity 
and economized, builds eventually the air castle 


he visioned as a boy. 


SAVED MONEY IS 


Protection against the rigors of life 


SAVED MONEY IS 


Another Definition of Happiness, 
of Security, of Power. 
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SEEING SUPERIORS THRU 
INFERIOR EYES 


‘‘The tendency to make our 
own ideas the standards, and 
our own characters the normal 
types, of soundness and 
strength is both general and 
deep. Most of us are probably 
unaware of the extent to which 
we unconsciously flatter our- 
selves by giving prominence to 
our particular way of meeting 
events and dealing with them. 
Absolute honesty with our- 
selves is a very rare virtue; 
most of us shield ourselves 
from clear, uncompromising, re- 
lentless truth. It is sometimes 
both pathetic and amusing to 
hear the entirely unconscious 
expressions of conceit which 
come from the lips of those who 
have no thought of betraying 
their own self-satisfaction. 
This vein of conceit runs, as a 
rule, through all our comment 
upon other people, particularly 
our superiors. As we sagely 
reflect on their habits, manners 
and characteristics, we contin- 
ually pay inferential compli- 
ments to ourselves. If a sales- 
man says of a sales manager 
that he has great tact and skill 
in dealing with people, that he 
avoids collisions and secures his 
ends by pervading friendliness 
and courtesy, he is quite likely 
to add, ‘I can’t do things that 
way. I have to speak out and 
let people know precisely what 
I think’; the inference being, of 
course, that there is a kind of 
heroic truthfulness in him 
which his superior lacks. It is 
suggestive to note that the man 
who lays this particular balm 
to his heart is very often the 
kind of man who is always stir- 
ring up useless and foolish ani- 
mosity by lack of courtesy and 
consideration. The salesman 
who delights to eall himself 
plain and blunt is often called 
by his customers discourteous 
and rude; and his elients are 
very often sound in their judg- 
ment. The possession of tact 


does not imply the faintest 
touch of insincerity, and the 
man who ‘always speaks his 
mind’ is often very offensive, 
without possessing any super- 
ior sense of truthfulness. <A 
very emotional person is likely 
to eredit himself with unusual 
sensitiveness, when he may be 
conspicuously lacking in that 
somewhat unusual quality; and 
a very calm person is prone to 
speak of his feelings as quiet 
but deep. Thus we fall into 
the habit of flattering ourselves 
at the expense of those who 
differ from us, and we need to 
set a watch upon ourselves. A 
trained ear will detect a false 
note in the voice. 
‘‘Salesmanship.”’ 


Our silver- 
tongue orator, 
Thomas H. 
Rhodes, of To- 
roOnton) IsmeMmSht 
after one of Un- 
cle Samuel’s 8% 
per centers to 
be distributed to 
the Pacemakers 
on January Ist. 
His latest effort 
resulted in ad- 
vancing him 51 points towards that 
goal. We're pulling for you, 
Rhodes! 


READ EVERY WORD OF 
THIS—IF— 


You Really Want to Sell More 
Kerosene Equipment. 


‘‘Kerosene Outfits can be 
sold in the Fall and Winter 
months as well as during the 
Spring and Summer. If the 
Kerosene Line is worked— 
ACTUALLY WORKED—there 
is no reason why each salesman 
belonging to the 8S. F. BOW- 
SER organization cannot sell at 
least one Kerosene Outfit a 
week. 


“Take hold of this line. Sell 
Yourself on it. Don’t pass right 
by Mr. Grocer’s door without 


XS NGG 5G. > >  » Vv"w® 71 oyQqaggg KC 


a thought of his need for Kero- 
sene Equipment. Slow down 
in your mad rush to spot the 
Red and Chief Sentry prospects 
throughout the country just 
long enough to write up busi- 
ness on our Kerosene Outfits. 


“‘During the year of 1915, 
when I was sent into the South- 
west, I sold 110 Kerosene Out- 
fits. WHY? Simply because 
there were no garages or auto- 
mobiles in the territory I was 
working. I had to sell Kero- 
sene equipment or starve. And 
I didn’t want to starve. 


‘‘The following year the na- 
tives in my section began to 
buy ‘‘Tin Henries.’’ What was 
the outcome? Well, I would 
fly by the groceryman’s place 
of business to find some fellow 
I had heard was putting in a 
garage. I sometimes sold the 
garage men. However, if I had 
spent another two hours in the 
town, the chances are I would 
have sold a Kerosene Outfit or 
two. 


‘““My Kerosene business 
dropped from 110 sales in 1915 
to an infinitesimal (get that 
word) number in 1916. And it 
certainly was no one’s fault but 
my own. ‘‘Flivvers’’ were the 
cause of my downfall as a Kero- 
sene salesman. If I had been 
smart I would have sold BOTH 
LINES. 


‘‘Now concerning the way I 
used to get away with Kerosene 
signatures on the dotted line. 
FIRST I called my buyer’s at- 
tention to the saving our equip- 
ment would bring him. THEN 
I’d get out my model. Right 
away he was ten per cent sold 
on the proposition. NEVER 
TRY TO SELL A KEROSENE 
EQUIPMENT WITHOUT A 
MODEL! 


‘*Casually I would get from 
him the amount of oil he sold 
per month. Then I would take 
his measure and show him by 
weighing it that he was actually 
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giving away from four to ten 
ounces of oil on every gallon 


he sold. (Coal oil weighs 6 
pounds, 64 ounces to the gal- 
lon.) Then I would show him 
how many gallons he lost a year 
—and how many good, round, 
shining, silver dollars slipped 
away from him. I also showed 
him how Kerosene evaporates 
when exposed to the air. At 
the rate of 7.2% per year if he 
handles a barrel a week his 
evaporation would amount to 
about 206 gallons of oil and cost 
him at least a total loss of 
$20.60. 

‘‘Next, well on my way, I’d 
show the percentage of loss re- 
sulting from spillage, overmeas- 
ure, time, ete. When my pencil 
stopped adding and multiply- 
ing from sheer exhaustion I 
had shown my prospect beyond 
a doubt that a BOWSER 
KEROSENE EQUIPMENT 
would save him from two to 
three cents on every gallon of 
oil=hes sold: THIS WOULD 
MEAN A GAIN OF $85.80 for 
him in a year’s time. 

“What better investment 
could my merchant want? 

“To clinch the argument I 
always wound up with a talk 
on the convenience my man 
would enjoy, the cleanliness the 
equipment would mean to hin, 
the lessening of the fire hazard, 
ele, 

“‘Just try this line of talk 
on the next groceryman you 
find located between the depot 
and the first garage. Work 
your little old pencil around 
the situation—and see what 
happens to your commissions. 


‘‘And keep off of all gener- 
alities. 


‘Be specifie—stick to facts.”’ 
—From a sales letter addressed 
to Dallas salesmen. 


Mr. A. Swaim, of Memphis, who 
enlisted in the Bowser Army on 
the first of September, is fast com- 
ing to the front. That Kentucky 
Blue Grass must be great feed— 
Kentucky thoroughbreds, you know. 


ee  — 


a ge 
SS eee eS OOS SSS 


SS — 


ee 


NL NG WW\W'[,0 >> > o i”. ’’}’_1011\\ Xr. DW UC 


Fo — 1 — Le | || | | | | || FY ||| | | HY Hm W111 ee 


BE A LUBRICATIONIST 


All salesmen are inclined to 
give the most attention to the 
items of their stock which to 
them are most attractive. Some 
business men are so set in their 
ideas concerning merchandise 
that they overlook the impor- 
tanee of listening to advice 
from salesmen and customers 
alike, and when they fail.to re- 
ceive the proportion of business 
in their territory to which they 
feel themselves entitled, they 
dismiss it with a casual ‘‘ Busi- 
ness is bad.”’ 

Our lubricating line is muen 
neglected by some salesmen })c- 
cause of their attitude towards 
the outfits especially designed 
to meet the needs of ail handl- 
ing oil. 

The time is not long past that 
merchants generally felt much 
the same way about gasoline 


equipment—and today we are 
surprised to hear of any one 
handling this commodity with- 
out a measuring device of some 
kind. 

Strange as it may seem, the 
merchants are using measuring 
devices to safeguard a relative- 
ly small profit—1 to 4 cents on 
a 25e to 30¢ per gallon cost, and 
if it is good business to protect 
this margin, is it not much bet- 
ter business to safeguard a 
profit of 20 to 25¢ on a cost of 
40e to 50e per gallon, as is the 
ease in lubricating oil. The pos- 
sibilities are large and the sur- 
face has hardly been seratched. 

Devote a little sales talk to 
each gasoline prospect and you 
will be surprised how rapidly 
you will raise your percentage 
of sales on Lubricating Equip- 
ment. 


District Office Standing in Lubricating Contest, Nov. 28, 1917 


IESE LOUIS 6. TORONTO 11. INDIANA 
PDALLAS 7. CHICAGO 12, ALBANY 
3. SAN FRANCISCO 8. OHIO 13. NEW YORK 
14. ATLANTA 
4. DENVER 9. MEMPHIS 15. MICHIGAN 
5. HARRISBURG 10. WASHINGTON _ 16. LOUISVILLE 
0H 1111 1} th 


SOME HUNTERS, THESE! 


Some quartet this—A. W. 
Dorsch, Fort Wayne; Tom 
Potts, the Smiling Gentleman 
from Cleveland; Roy Walker, 
Ohio Manager; ‘‘Bill’’ Alle- 
man, Assistant of Ohio District 
—who hied themselves to Chap- 
man Lake for a fishing trip. 

Our information only shows 
that they returned with a much 
‘“be-shotted’’?’ Lily pad—Roy 
swears it was a ‘“‘duck.’’ 


J. W. Sealey, a brand new recruit 
in Carpenter’s Orange Growers’ 
League, brought in thirty-one 
points within thirty days after 
picking up his Bowser Grip—Fine 
Wore, “Bho Wis” 


It is interesting to note the 
many changes which indicate 
the rapid advancement of S. F. 
Bowser & Company are making 
—hardly a day passes that some 
department is not moved or en- 
larged or re-arranged—all these 
are signs of development—not 
only business generally, but in- 
dividuals who participate in 
them are on their toes to see 
new avenues of progress and 
take advantage of them. 


E. S. Stetzel, of Memphis, en- 
tered the Bowser Sales Organiza- 
tion in September and has already 
developed a Pacemaker Stride. 
We're expecting big things from 
Mr. Stetzel. 
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WHO AM I? 


I am the foundation of all business. 

I am the fount of all prosperity. | 
I am the parent of genius. 
I 


am the salt that gives life its savor. 


ONSET 


es 


I have laid the foundation of every fortune in America, from 
| Rockefeller’s down. 


I must be loved before I can bestow my greatest blessings, and 
achieve my greatest ends. Loved, I make life sweet and purposeful 
and fruitful. 


I can do more to advance a man than his own. parents, be they 
ever so rich. 


Fools hate me. 
Wise men love me. 


I am represented in every loaf of bread that comes from the 
oven; in every train that crosses the continent; in every ship that | 
steams over the ocean; in every newspaper that comes from the press. 
I am the mother of democracy. 


Who am ? 


What am I? 


I AM WORK 


—Clipped from “Motor” in Canada. 
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A Christmas Letter From “The Old Man” 


Gentlemen: It is my custom at Christmas time to write a letter in reference 
to the year just passing and the new year coming on, and in so doing at this time, 
I wish to congratulate all of our salesmen for their 
good work, and especially the great number of men 
who made the Pacemaker Club, to each of you I 
wish to extend my hearty congratulations. 


We have had a wonderful year’s business, and 
that in face of great difficulties. You all know that 
by reason of the great avalanche of business the 
fore part of the year, which swamped us, we have 
worked against great odds all the year through, and 
it is only recently that we have caught up in our 
shipments and are comfortable in our go-along. You 
have made this known to the customers who have 
been very patient, which has helped us out won- 
defully. Then our salesmen, almost to the man, 
have*been very patient and helpful in every way, to 
the best of their ability, and this did truly help a 
lot. We were doing our utmost, and with the help 
of the customers and the salesmen, we finally won 
out, with a loss of but very few orders. For all of 
S. F. BOWSER this we are very thankful, and we are greatly 

President pleased that we can say now all orders are shipped 
promptly. This is surely ‘‘music’’ to all of us. 


The sales for the year closing will exceed any previous year by something 
over two million dollars—You’ll all be glad to know this, I am sure. 


Now as to the present and the future will say that all our men, with whom we have 
talked about the outlook for business, report the outlook very encouraging. Business today 
is very satisfactory—the general run of our men are doing a good business, therefore, we are 
looking forward to a steady go-along. We have bought a very large stock of material so as to 
go into the first of the new year in good shape for a splendid business. 


It is predicted that the war will last for some time yet, and with the enormous amount 
of money that is being paid out in almost every community, in one way and another, in the 
interest of the war, and with wheat at more than $2.00 a bushel, corn at its high price, and 
potatoes and everything else that the farmer raises, surely money will be plentiful and 
business exceedingly good; and it is from this viewpoint that we have prepared ourselves 
to take care of a very strong business, which is now prevailing and will increase after the 
first of the year. 


Now in view of the high prices prevailing, and the high cost of living, I am sure that 
all our people are deeply gratified that there is every prospect for steady work ahead. 


Now a word as to our troubles: When I tell you that the material used in the manufac- 
ture of our goods is from two to three times higher than it used to be, you must know that 
the firm has had a taste of not only the high cost of living, but the high cost on the enormous 
quantity of material we must purchase for carrying on our business. It has been a great 
burden to us to adjust ourselves so as not to get “stung” too badly, a thing we have not 
always avoided, as the advances in prices have been so rapid. But we are doing our level 
best and have got along fairly well, and I am sure all of our salesmen greatly appreciate this 
fact. 

Now in closing I wish to say that I hope good health and prosperity will prevail with 
all of us, and with a hearty good wish for a pleasant Christmas and New Year, I beg to 


remain, Most sincerely yours, 
Ss. F. BOWSER. 
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A Letter from the “Big Chief” for the “Boys” 


We are approaching the end of the eventful year of 1917 which has in so _ | “ 
many ways been a year of trials and new experiences—a year blazing new trails 
without precedents to guide us—a year which has 
tried men’s souls and has shown the stuff of which | 
men are made. In our business, it has shown the | $ 
men of strong spirit and dependability and we feel | 
it eminently fitting to express at this time our deep 
appreciation of their loyal spirit and co-operation. 

Because of the abnormal conditions, you, as well 
as the firm, have been called upon for the exercise 
of extra efforts to meet the new situations. The 
firm has had new problems to solve, which it could 
not foresee, and has labored incessantly to overcome 
the many difffeulties, and you are all fully aware 
of the results attained. To accomplish this, neither 
money, time, or effort has been spared. Our facili- 
ties have been largely increased by new buildings 
and machinery and a largely augmented factory and 
office force, which has meant a vast expenditure of 
money. In addition to this effort on the part of the 
firm the loyal, earnest support of the sales force has 
been a splendid factor. We want to thank each of 
you for the splendid spirit shown, the loyal and 


General Manager. 


hearty support given, and we greatly appreciate the faithful help of all who have 
so loyally ‘‘stood by’’ and, with us, have ‘‘come through.’’ With the stress of the 
year behind us, we can all look back with a feeling of satisfaction and of service 


well done. 


In sales, the year 1917 has surpassed any in the history of the Company, being well 
over a million and a half dollars in excess of 1916, which was the largest up to this year 
and exceeding our quota by a good half million. By the first of the year this will all have 
been shipped except a comparatively small amount scheduled for next year’s shipment so 
that-shipments of 1917 will exceed that of any previous year by fully two million dollars 
which is a record of which we feel we can be justly proud. 


We are approaching the New Year with confidence for while none can predict what 
1918 will bring forth, still, we feel that the need for conservation of all our national re- 
sources places us in a peculiarly good position to render a national service by supplying 
means for the conservation of gasoline and kerosene through proper storage, by saving lubri- 
cating oil through correct storing and handling and by increased oil filtration in all possible 
places. 1918 should, therefore, offer a splendid opportunity to our sales force for holding 
and increasing their business. | 

In the factory, we have largely increased facilities for manufacture and shipment; we 
have a large stock of materials on hand and contracts made for all additional materials 
needed; we have a stock of standard goods in the warehouse ready for shipment. By 
the application of the experience gained in 1917 by both sales and office forces, 1918 should 
be a thoroughly satisfactory year from the business viewpoint for all. 


Our county needs the best efforts of each of us, not needed in other specific lines, in 
keeping up industry at home so as to furnish supplies and funds and to render aid, sympathy 
and material assistance to those in the service of our country at home and over seas. We 
shall try as a firm to do our full part and feel you can be depended upon for yours. | 

Again, we thank you for your co-operation and help this past year and are depending | 
upon you for your assistance in the business in 1918. We wish you all the compliments of | 
the season and a successful New Year. 

Yours sincerely, 
Ss. B. BECHTEL, General Manager. 


S. B. BECHTEL 
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The Bowser Boomer 


PUBLISHED SEMI-MONTHLY BY 


S.F. BOWSER & CO., Inc. 


H. J. BRADSHAW, Editor 


DEVOTED TO THE INTERESTS OF 
THE COMPANY AND ITS SALESMEN 


Vol XVI DECEMBER 1917 No. 11 


We extend to all, our wishes 
for a Merry Christmas and may 
the New Year bring to each a 
full measure of Peace, Health, 
Happiness and Prosperity. 


Our cover this issue conveys 
the message the Bowser Organi- 
zation expresses—a_ co- ordi- 
nated whole,—a factory with 
production nearly doubled and 
right on it’s toes, an office force 
anxious and equipped to handle 
each order expeditiously, a sales 
force thoroughly organized to 
carry the Bowser message to 
the most remote corner of the 
continent—all of these co-re- 
lated agencies directed by a ea- 
pable and interested body of 
Executives. 


THE REAL SUCCESS 


The idea that any one can 
succeed at the expense of some 
one else is a ‘‘done busted fal- 
lacy’’—and only to the degree 
in which you serve others can 
you really succeed. 

The use of Bowser Equipment 
is absolutely necessary for the 
proper handling of volatile 
liquids and all liquids which are 
dispensed in predetermined 
quantities—and when you un- 
fold to your prospect the possi- 
bilities of his own business from 
his own standpoint and finally 
lead him by the right hand to 
the dotted line, you are really 
conferring a favor upon him. 

Don’t take our word for this, 
however ‘‘Interview’’ any 
Bowser User. Ask him if he 
would do without it. What does 
he say? He says: ‘‘Couldn’t 
get along without it.’’ ‘*‘Won- 
der what I did all the time be- 
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fore I got it.’’ ‘‘Saved more 
every year in time than _ it 
costs,’’ and so on, ad finitum! 

To you, Bowser Equipment 
seems dry and commonplace— 
to you, who have ‘“‘talked your 
fool head off’’—but to those 
who have never seen a ‘‘Bow- 
ser Model’’ it’s fascinating. It’s 

‘“‘hum dinger’’ of a way to 
march right into the confidence 
of the most astute buyer. Com- 
mand his interest, focus his at- 
tention, and your little job of 
selling is about 50% under way 
without saying a word. When 
your prospect’s interest has 
been gained, it’s only a matter 
of your being firmly convinced 
in your own mind concerning 
Bowser Equipment for you to 
so visualize his needs that he 
must buy. 

What if you don’t sell a man 
every time you call on him. 
‘‘Constant dripping wears away 
the stone.’’ Keep at him with 
good selling points and if your 
sales talk becomes stale and 
commonplace—make it bristle 
with facts, good illustrations, 
good selling arguments, make 
it so interesting that your lis- 
teners will partake of your en- 
thusiasm. No one who needs 
this kind of equipment can for- 
ever resist consistent and per- 
sistent facts. Keep it up until 
he is in the fold of ‘‘Bowser 
Boosters.’”’ 


This is the REAL SUCCESS 


All will be delighted to hear 
that on December 7th we 
topped our quota—a 100% 
perfect score. 

It is the hope of the man- 
agement that a substantial ad- 
dition will be made to it and 
with the special attraction of a 
sales contest on Red and Chief 
Sentries there is no doubt this 
will be realized. 

It is interesting to note that 
in the Lubricating contest the 
maximum number for the year 
has been reached and it is hoped 
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a round thousand will be add- 
ed to this record. 


It goes without saying that 
there are innumerable opportu- 
nities for selling this particular 
kind of equipment and it is a 
great satisfaction to see how all 
have taken advantage of them. 


ATTENTION TO DETAIL 
PAYS BIG RETURNS 


It is highly important that 
special attention be given to the 
systematic working of one’s terri- 
tory, making every effort to in- 
terview each merchant or pos- 
sible user of Bowser Equip- 
ment. It is a lamentable fact 
that this is too often overlooked 
by salesmen, and yet it is the 
secret of success for a large 
number. 


The matter of calling time 
and again where there is only 
a remote possibility of making 
a sale is a most discouraging 
one unless it is done with a clear 
idea of its possibilities. 

Recently one of our salesmen, 
who has been ealling upon a 
Paint Oil Dealer time and 
again, always to be put off for 
some reason or other, in fact, 
all the stock arguments, one 
morning went to the dealer to 
make a purchase, and found 
him in a frame of mind which 


led him to believe the gentle- — 


man thought he was there to 
make a sale. Without going 


into any details of the conver- — 


sation, the sale of a Lubricating 


Outfit, netting this salesman 
forty-five points, was carried 
away. 


How many times do each 
of us find that we have more 
nearly made a sale: than we 
realize. We must be wide 
awake on this subject. Today’s 
call may not net a sale, but to- 
day’s call will surely pave the 
way to a sale if properly han- 
dled. 

Give attention to your detail 
work—it will pay enormous re- 
turns. 
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W. G. ZAHRT 
Assistant General Manager and Treasurer. 


As I sit here thinking of the things that should and could be said to you 
salesmen at this time of the year, when our thoughts are turning to things accom- 
plished—when all has been considered and weighed, the patience with which 
everyone has borne with us stands out above everything else, and the superiority of 
the Bowser Sales organization has again been demonstrated. 


It is difficult to attempt to express in words what I would like to say—suffice 
that it is with a deep sense of gratitude to those who have assisted us in keeping an 
even keel under trying circumstances. 


Let us, however, look back upon the past without regret as it has brought us 
new experiences, taught us new lessons and has therefore served a good purpose. 


I trust that the approaching Holidays may be days of Happiness to each 
and that 1918 will usher into the experience of each much success. 
W. G. ZAHRT, 


Assistant General Manager 
and Treasurer. 


t 
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E. E. THOMAS J. M. ROY J. C. LONG 
PAP een O 1 —JJUCEINO hie lsmsmssse > on| Were quite 
timer’’ with Ceara, dian pleased to an- 
the Bowser hustler has nounce the ar- 
PHOTOGRAPH | OF g a nization lured Dame PHOTOGRAPH | rival at the 
DELAYED steps into the Fortune his DELAYED “Pacemaker 
limelight for way and for headquarters’’ 
recognition—a the second of Mr. Long, 
Pacemaker on time is a Pace- of Atlanta — 
the 3rd of No- maker, elect- '————————! who__ qualified 


vember — Welcome, home, ‘‘E. ing eens on the 19th of No- also in 1916 for this honor. 


1pheee 


vember—Fine work, ’’J. M.’’ Congratulations. 
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STANDING OF FORTY HIGH MEN =- 


1 


19 


20 


~~ Oo} 2 2 OO N ee 


ies) 


21 
22 
23 
24 
25 
26 
27 
28 
29 
30 
ol 
32 
33 
34 
35 
36 
37 
38 
39 
40 


DEC210; 1917 


G? BA Stovalleeneecrs Washington 
Wi. B2Otfernlon.. ann Harrisburg 
NeeMattingely sa). eee Denver 
BAEAPurd yao cree eer Atlanta 
HeaDaleaardiens eee New York 
GAPS Dickéyg se) aor S. Louis 
BYAaDetitleracnwceererce Tri-State 
C3H= Kineee ccc Toronto 
Wis Vie Bookere ser Harrisburg 
Re DS eonard peers Harrisburg 
Hele, Veins asters San Francisco 
J, F. Vonderembse ...... Denver 
RAL Dusatlltostecascnisenc Albany 


F. M. Kennedy ...San Francisco 


W. CoSmith <2... San Francisco 
HESS Ulivi Titer eye Dallas 
Ja MeS Price eee Harrisburg 
J. C, Harding ....San Francisco 
J eevVianninc ss Minneapolis 
AS ES Mottattyesce eee Toronto 


DISTRICT OFFICE QUOTA STANDING 


49th QUOTA WEEK ENDING DEC. 15, 1917 


Beis Millirone. eee Harrisburg 
Wee) stamtorda. sc. Harrisburg 
WireVe Crandalives-.. eee Denver 
Jondin COMME] Vrs ee ee Chicago 
K. S. Hessenmueller. Harrisburg 
RAL Sed ORSON eee New York 
Ga W (SCOLG- ee eee New York 
Re Coddinetonssas-eerre Denver 
Re WaJewels ise eee Denver 
Hi. cA SV OLligeriiw se Harrisburg 
Co) RY heclestonw see ee Albany 
Jo GoLPhippseeoe ee ee ee Ohio 
W. A. Armstrong...Fort Wayne 
K.-H: Peepes” a - eee New York 
AY Ga Hartzen eee Harrisburg 
Ni Paquettes.. a... Fort Wayne 
fs Eve DITO Pasecnere San Francisco 
S. By Taylor eee ee Albany 
G2. Ce Hredericks eee Railroad 
Joie GID DONS araecwr Washington 
DIVISION “A” 
. TORONTO - - L.P. Murray, Mgr. 
. ST. LOUIS - - L.E. Porter, Mgr. 
DALLAS - - - B.L. Prince, Mgr. 


SAN FRANCISCO D.S. Johnson, Mgr. 
HARRISBRUG - H.C. Storr, Mgr, 


. ALBANY - - - W.M. Mann, Mgr. 
. ATLANTA - H.C. Carpenter, Mgr. 


\ Min’polis R.R. Safford, Mgr. 


_ CHICAGO} Tri-StateJ.W.Burrows,Mgr. 


ChicagoG.S.Bacon,Atg.Mgr. 


ile 
2. 
Se 
4, 
5); 
6. 
7c 
8. 


DIVISION “B” 


OHIO - - - - I. L.Walker, Mgr. 
MEMPHIS - - H.W. Brown, Mgr. 
NEW YORK C.H. Davies, Atg. Mgr. 
WASHINGTON E.B. French, Mer. 
MICHIGAN (Ft.w.)A.W.Dorsch, Mgr. 
DENVER - - - C.C. Barnet, Mgr. 
INDIANA (Ft,w.) A.W. Dorsch, Mer. 
LOUISVILLE - R.E. Fleming, Mer. 


District Office Standing in Lubricating Contest, Dec.. 12, 1917 


ST. LOUIS 6. TORONTO 11. INDIANA 
DALLAS 7. CHICAGO 12. ALBANY 
SAN FRANCISCO 8. OHIO 13. NEW YORK 
14. ATLANTA 
DENVER 9. MEMPHIS 15. MICHIGAN 
HARRISBURG 10. WASHINGTON 16. LOUISVILLE 
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YOUR MESSAGE 
As a salesman of BOWSER 


equipment you have a message 
of value for every prospect you 


meet. 


Deliver that message 


with persistance, patience, and 


foree. 


Get it across in such a 


manner as to make it DOMI- 
NATE the Buyer. 


sell 
Stinks 


Go beyond generalities. Don’t 
anything a customer 
he needs. (How can 


he judge his requirements? He 
isn’t a specialist in BOWSER & 


COMPANY’S line!) 


But you 


are—and as one of this firm’s 
representatives you should 
know just what your prospect 
needs when you deliver your 
message to him. 


Therefore be specific. Deter- 


mine exactly what your man 
ought to buy, not what he 


‘* ouesses,’ 
‘‘thinks’’ he should buy. 


> 


‘ edie wee or 
And 


then deliver your message ac- 


cordingly. 


That’s Salesman- 


ship. 


. 
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THE BOILERMAKER’S 
DREAM 


By G. A. Schust, Engineering Dept. 


Last night, when slumber held me 
bound, 
“Steel” things stole to my bed. 


I dreamed a bar of “half-inch 
round” 

Married a great, “‘flanged boiler 
head.” 


= 


» 


And all the steel elite were there— ~ 


The “Armco’s” and the rest; 
“Stay Bolt” disliked the wintry air 
And was in “Red Lead” dressed. 


Miss “Angle” of “unequal leg” 
Wore “hoops” and ‘‘twelve 
gauge” laces. 
She fell, poor thing, and had to beg 
For her “steel channel braces.” 


The march, led by the “Rivet boys” 
“Forged” on with steady “treads” 
Until a sound of some strange noise 
Made all four lose their “heads.” 


Four “radius flanges” showed the 
way 
With “blooms” the organ peeled. 
The bride, all “lugs” and gay array 
Came then in “blue annealed.” 


Up to the “open hearth” she went 
Where “I Beams” met her smile, 
And they were “welded” happily 
With “acetylene” and style. 
The wedding gifts were “shears” 
and “sheets” 
And “pickled” stuff galore; 
“Serap plates” and “plates” 
many “heats” 
And “jacks” to raise some more. 


of 


“Table Punch” a “soft steel 
plate” 
Grew brave and kissed the bride; 
The groom was jealous, and with 
hate 


His wife did roundly chide. 


On 


Said she: 
‘tees’ — : 
You should not get so mad!” 


“He did, it—justai 


Said he: ‘Your actions do not 
please 
Go back, ‘Flathead’ and live with 
dad.” 
Well, he was “galvanized stock” 
for fair; 


Divorce at once he wished. 

And so Miss “Boiler Head” 
there 

Unceremoniously ‘dished.’ 


Some poet, this Schust—Eh? 
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It has been a great year. 

Co-operation and ‘‘Square Deal’’ have been and will continue to be the watch 
words of the Sales Organization. Let us all work together for greater efficiency ; 
be earnest in our endeavor to serve our Firm and our Customers. 
our own efforts will be fully taken care of. For the great majority of tried, true 
and dependable men there has been ample reward and there are greater things to 
look forward to in th future. Men who can be depended upon under the most 
trying circumstances are the ones who are valued most highly. 

On December 22nd we close the sales record for the year 1917—from a sales 
standpoint, the greatest year in the history of our Company. 
been exceeded, previous sales records out-distanced. 

With all sincerity we thank our Managers, Salesmen and our Associates in the 
By team work you have made it possible to close 
the year with the banner ‘‘SUCCESS”’ floating over the Sales Organization. 

At the close of this year’s business, | wish you and yours a Splendid, Good 
Christmas and a Successful and Happy New Year. 


| office for their co-operation. 


EK. M. SAVERCOOL 
General Sales Manager. 


In business there has been some grief and more joy. 


All quotas have 


E. M. SAVERCOOL, 
General Sales Manager. 


If we do this, 


GRIGGS WALKER 


Mr. Walker, 
he of Tarpon 
fishing fame 
and a Pace- 
maker in 1915 
and 1916, has 
again ap- 
peared in our 
Pacemakers’ 
midst — Welecome!—but how 
about a new fish story—come 
across, Griggs. 


PHOTOGRAPH 
DELAYED 


W. W. SCRUGGS 


You simply 
can’t keep 
Tennessee out 
of the Pace- 
makers’ col- 
umn and the 
latest from 
Brown’s squad 
ae OM a yaeeIs 
Mr. Scruggs and on the 20th of 
November — some class for a 
‘‘new beginner,’’ we'll say. 


PHOTOGRAPH 
DELAYED 


A. G@. LOCKE 
Mr. Locke 
is the newest 


Pacemaker in 
athe Albany 
Adistrict No- 
ivember 20. 
We remember 
Mr. Locke of 
‘ Boston, as a 
most agreeable gentleman —a 
visitor at the 1916 Pacemaker 
convention. 
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J. O. McCRACKEN 
“A Mr. J.O. Me- 


Cracken, one 
of the ‘‘young- 
sters’’ of I. L. 
Walker’s Ohio 
/ District ‘‘put 
y it over’ on 
the 30th of No- 
vember—a 
Of course this is 


Pacemaker. 
no new experience for ‘‘J. O.”’ 
for he was Director of his Dis- 
trict in 1916 and a Pacemaker 
meg. 


R. E. ERWIN 


We knew 
UU. (."” Bar- 
net would do 
it—he said so 
himself— ‘‘ ev- 
ery man in 
Denver a Pace- 
maker’’ — and 
on November ———— 
27th Mr. Erwin (who made a 
late start) cast the deciding 
vote and made it unanimous. 


PHOTOGRAPH 
DELAYED 


Of course we congratulate 
Mr. Erwin—we believe anyone, 
who becomes a Pacemaker, de- 
serves it for it means hard 
work—but we congratulate Mr. 
Barnet for having such a bunch 
of ‘‘Hustlers.’’ Too bad, Bar- 
net, you can’t have a “‘peerade’’ 
in Bowser Town this year to 
show them off! 


W. SNAPP 
—from ‘‘Mis- 
SOuri: > —) the 


St. Louis of- 
fice this gen- 
tlem an shas 
done the show- 
ing. On the 
birthday of 
the Father of 
His Country, 1917, he first de- 
cided to invade the wilds of Ne- 
braska and on the 15th of No- 
vember became a Pacemaker. 
Good work. 
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P. H. LEMEN 


P. H. Lemen 
of Harrisburg, 
who loves a 
Be) collie dog a 
close second 
to ansord¢r 
for a Bowser 
equipment, 18 
one of the No- 
vember Pacemakers—and took 
it right out of the sand hills of 
New Jersey—the land of sweet 
‘‘pertaters’’? and mosquitos — 
Congratulations, ‘‘P. H.’’ 


J. C. WHITE 


An other 
Southern gen- 
tleman from 
the Cotton belt 
of the Dallas 
office —he of 
the flowery 
tongue and 
winning way, 
is an arrival on the Pacemaker 
‘“special’? — November 13th — 
This is the third offense for 
‘ Ae (oP 99 


C. R. ROSS 


Another re- 
eruit from the 
Albany to 
take up the 
responsibilities 
of ‘‘Pacemak- 
ership’’ is Mr. 
Ross. Wel- 
come into the 


fold, “‘C. R.”? 


0. P. HARRISON 


Mr. Harrison 
of Atlanta, is 
one of ‘Clint’ 
C arpenter’s 
‘‘buds’’ plant- 
ed in his Pace- 
maker garden 
in February. 
In December 
he blossomed into a full-fledged 
Pacemaker — Congratulations, 
oni(.)i px? 


J. WARD 


lighted to an- 
nounece Mr. 
™ Ward of the 
Minneap- 
7 olis Office as a 
~ Pacemaker on 
the 1st of No- 
vember. Mr. 
Ward is one of the few who 


We are de- 


have the honor of having been ~ 


a member of this Aristocratie 
Assemblage for the sixth con- 
secutive time. 


H. W. OATTIS 
Mr. Oattis a 
of Atlanta, 
probably en- 
joyed the fes- 
tivities ex-@ 
tended to the @& 
Pacemakers % 
last year for 
here he comes 
on the run—a Pacemaker on 
the 21st of November—Wel- 
come to the festive board, ‘‘H. 
Wits 


W. S. ROW 


wir-ish’’ indi- 
vidual is the 
brand new 


PHOTOGRAPH 


DELAYED 
from Menm- 
phis — making 
his finish on 
the 19thvag 


November. 


J. S. CARRINGTON 
Mr. Carring- 
ton is one of 
the new Pace- 
makers from 
-, the Washing- 
7 ton Office, 
‘‘arriving’’ on 
October 30th. 
Mr. Carring- 
ton sort of has the ‘‘habit’’ for 
he was a guest of the Company 
as a Pacemaker in 19138, 1914, 
and 1916. Classy work this, 
Lise] bE Sie 
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A real ‘‘live © 


Pacemaker 


~ Merry Christmas to Everybody 


‘‘Brad’’ says ‘‘A Christmas message, please, for all the ‘Boys.’ ”’ 


What better sentiment can one write that will meet every condition and 
find a readier response in the mind of every Bowser associate, after a year of 
strenuous effort in which each one has had his victories and perhaps some 
disappointments, than to express the thought that these varying fortunes have 
been shared by all who know of the year’s endeavors; and, in the spirit of 
the season, say in the words of that lovable little character in Dickens’ 
‘*Christmas Carol’’—Tiny Tim—‘‘God bless us—every one.’’ 


D, A. COREY, 
Executive Engineer. 


R. C. CHATHAM 


Mr. Chatham 
is the 16th 
member of the 
Dallas office 
fo. join the 
Pacemakers’ 
Club, on the 
2nd of Novem- 
ber—this is a 
second offense for ‘‘R. C.’’ 


W. S. Camden of Ohio was the 
first man in his district to respond 
to the “G. S. M.s” call for a special 
drive on Big Chiefs and Red Sen- 
trys in the shape of a 1000 gal, 102. 
Fine biz, W. S. 


Self analysis pays—It is well 
to each of us to ask himself, 
“How am I employing my 
time? Is it spent in profitable 
effort, or is it being recklessly 
squandered ?”’ 


H. C. STORR, 
Manager Harrisburg District. 


One of our boys dilated the 
other day for four hours on the 
marvels of a BOWSER pump 
he was struggling to sell. 

‘‘Now the price covers every- 
thing?’’ finally asked the pur- 
chaser. 


‘*Yes—er—that is I should 
say no,’’ began the weary sales- 
man. ‘‘The lamp attachment 
isvextra. - 

“The lamp attachment EX- 
TRA!’’ shouted the customer. 
‘“Why that is shown here in the 
very illustration you quoted me 
prices from !’’ 

‘“‘Yes, and so is the beautiful 
lady sitting in the automobile 
which is being filled with gaso- 
line from a BOWSER equip- 
ment shown, but,’’ raved the 
exhausted man, ‘‘My Company 
doesn’t give that lady nor that 
automobile away with the type 
of equipment I priced for you.”’ 
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““ROVER’”’ AND ‘‘FIDO”’ 


BE ALERT 


It seems opportune at this 
time to review briefly World 
Affairs in so far as they bear 
upon our own. 

We are at War—and War is 
a serious business. It demands 
alertness on the part of all. 
Our activities must be directed 
with the sole point of winning 
the war. Still all cannot nor 
need not take up a gun and go 
to the front, but each has a 
part in the great Army of De- 
mocracy, and only in the degree 
to which we realize our obliga- 
tions can we do the best for 
all concerned. 

We cannot all be Leaders— 
there must be a directing cen- 
ter from which orders must be 
given—some must be in the 
ranks. 


Here are photographs of two 
new electric trucks used for 
hauling finished Bowser equip- 
ment from the Factory to the 
Warehouse. The work carried 
by our monorail this fall was 
altogether too heavy for that 
aereocar, so the compassionate 
little trucks have been ‘‘help- 
ing out.’’ 


These trucks have been af- 
fectionately dubbed ‘‘Rover”’ 
and ‘‘Fido.’’ 


A striking example of the 
submergence of personal pride 
and effacement is found in the 
Armies of France and England, 
where wealthy men—directors 
of the destinies of thousands in 
civic life—are serving as chauf- 
feurs and other positions which 
carry no title. 


We, the Stay-at-Homes, have 
specifie duties to perform. We 
must assist in the conservation 
of the resources of this nation 
and its allies. It is quite im- 
portant that we keep our 
thoughts straight in the matter 
and not allow some dyspetie ed- 
itor to lead us to believe we are 
going to the ‘‘Bow-wows.”’ 

Never has there been so much 
money in circulation as today, 
and this will continue during 
and after the cessation of hos- 
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tilities. There is an apparent 
shortage of materials of several 
kinds. There is some talk of a 
gasoline shortage but the infor- 
mation at our hands leads us 
to believe it is artificial. 

You will meet men every day 
who are determined to be pessi- 
mistic—who, in the face of facts 
to the contrary, would persist 
in their opinions. Leave them 
in their misery—hunt the live, 
wide-awake ones who are al- 
ways looking for a chance to 
advance themselves. Inform 
yourselves from authoritative 
sources of views of world af- 
fairs and you will be enabled 
to talk convincingly and intelli- 
gently, and derive therefrom an 
optimism that will help all with 
whom you come in contact. 


“Here lies the body 
Of William Jay, 
Who died maintaining 
His right of way. 
He was right 
As he sped along, 
But he’s just as dead 
As if he’d been wrong.” 


Many a salesman in having his 
own way about selling goods has 
wondered why he has “met up” 
with disaster. Better steer clear 
from this frame of mind, 


Karl Hessen—we can’t remember 
the way he spells the end of it for 
all we know about him is “just 
Hess,” paused in his mad rush for 
Chief Sentries to assist in the cele- 
bration given in honor of the 50th 
anniversary of the wedding of his 
Father and Mother, held at Cleve- 
land, Dec. 4th. 

We wish to add our best wishes 
for their future happiness. 


Mr. M. F. Griggs, of the Tri-State 
Office, a new Bowser sales- 
man, made an enviable record for 
himself in November, or, as Barnet 
of Denver puts it, he has developed 
a well defined case of ‘“Keromania” 
and ‘‘Lubmania,” for while his busi- 
ness shows nearly a sale a day, 
nineteen of them were for either 
Kerosene or Lubricating equipment. 
We can all take lessons from such 
work as this. More power to you, 
Mr, Griggs! 
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ie PaMURRA YS 
Canadian Manager 


Our year’s work is nearly over and there is before us a period of rest and recre- 
| ation until we take up work in the new year ahead of us. | 


| Let us devote the intervening time not wholly to selfish pleasures but, as we 
have opportunity, doing for those who are offering their all that we may enjoy 
“Life, Liberty and the pursuit of Iappiness.”’ 

Let us each plan what we will do for them in the coming year, realizing that | 
in this time above all others man can not live unto himself alone. 
| In order that these plans may bear tangible fruition, let us without fail be on 
| the job January First prepared to carry out a definite working program, that 
will enable us a year hence to look back upon 1918 as a distinet advance over 
1917 in good accomplished—for those ‘‘over-seas’’—for the company and for our- 
selves. 

We cannot do this except we work more carefully for it is steady concentration 
that is the road to success. 

With best wishes of the season to all, I am Yours sincerely, 

Pee ee MUTA 


Canadian Manager. 


We are in receipt of the follow- 
ing from Toronto: 

“Mr, A. T. Voehl left the Toronto 
Office on November 17th for Phila- 
delphia to take up sales work under 
that office and the employees of the 
Toronto Office presented him with 
an umbrella to protect him from 
the storms he will have to face on 
the other side of the line—also a 
fountain pen with which to write 
orders.” 

Don’t let them josh you, “A. T.,” 
when you reach the City of Brother- 


ly Love you'll be so busy rushing 
’7em in, little things like storms 
won’t worry you. By the way, did 
they furnish you extra ink to re-fill 
the fountain pen? 


Congratulations to C. M. Hunter, 
of Atlanta, on the arrival of a 
brand new Pacemaker (he weighs 
7 pounds) and he is advised by his 
Manager, Clint Carpenter, that it’s 
up to him to make the Pacemaker 
Club twice next year, Well, what’s 
eatin’ you? That’s pie for “C M.” 


We would like to have the recipe 
for the dope that Lou Porter uses 
to put the “go fast” into his sales- 
men on lubricating business. Here 
is his latest: D. W. O’Brien was 
sent in on a cancellation of a Cut 
172. Was he discouraged? Is a 
lion afraid of a goat? Well I guess 
not! And in he sails and out he 
comes with an order for 5 Cut 63’s. 
Gee! Lou, pass it on, 


Wallie Armstrong was a visitor 
at the factory last week. 
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finished. 


of success. 


have shown in your sales work. 


by bad shipping facilities. 


Now about Christmas. 
supposed to make everyone. 


R. S. COLWELL 
Eastern Manager 


Boys, the Christmas Season is here. That means your work for the year is 


The Company deeply appreciates the loyalty and spirit of co-operation you 
We also appreciate that business conditions, 
while exceptionally good this year, have been clogged by a lack of materials, and 
Your patience is valued at its full worth. 
have you faltered in your efforts to live up to the best that was in you. Thank you. 


You all deserve to be as Happy as the famed day is 
As for the New Year, I wish you each the very best 
Sincerely, 


R. 8. COLWELL, 


Not once 


Eastern Manager. 


A Bowser representative 
found himself in a small hotel 
shut in by a deluge of rain. 


‘‘Looks like the flood,’’ he 
remarked to the waitress at his 
elbow. 

‘‘Like what, sir?’’ asked the 
girl, 

‘“The flood,’’ said the sales- 
man, ‘“‘you know the wash out 
that got Noah.’’ 

‘‘Sorry,’’ returned the girl, 
‘“put I haven’t read any of the 
papers for a week.”’ 


Mr. D. I. Petts, of Albany, a 1916 
Pacemaker and right up close to 
the line for ’17, advanced himself 
materially last week by bringing 
in an order for 15 Cut 52B’s. Sort 
o’ seems as though this lubricating 
enthusiasm was permeating the en- 
tire organization, Well!—let ’er 
come, we’ll take care of it. 


“12/16/17. One sale $341.00. 

‘Tm doing my durndest to help 
pull Atlanta out of the cellar.” 

This is copied from the daily re- 
port of W. H., Trammel and it is 
the sort of optimism that will do 
it, too! 


N. A. Ring is some popular “gent” 
as is evidenced by a clipping at 
hand from a Bangor paper. We 
can’t print it all for Ring has evi- 
dently subsidized the editorial staff 
for he is spoken of therein as “A 
prominent official of the well known 
Bowser Co.” 


He with his boon companions, W. 
M. Mann, Manager of the Albany 
Office; M. D. Keefe and Walter 
Eastman, of “Bosting,”’ spent a few 
days at the cottage of Charles M. 
Schwab at Unculus stream, Maine. 


Come across, Ring, with a “jerk 


“of Venison” for the “Boomer.” 
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each new sale. 


Success ! 


T. D. KINGSLEY 
Manager Mid-Western Sales Dept. 


The year of 1917 is over. 


A slow backward glance shows many a good fight won and many opportuni- 
ties grasped at exactly the correct instant. 


This checking up of successes and blunders, properly done, will enable you to 
map out your whole next year’s campaign in general. 
therefore your particular weakness and your particular strength. 
away with whatever traits are holding you back, and determine t¢ improve with 
It might be well for you to make a special point of selling ALL | 
THE BOWSER LINE, too. | 


Pick out and analyze, 


Resolve to do 


T. D. KINGSLEY, 


Manager Mid-Western Sales 


Department. 


AT THIS MOMENT ONE OF 
TWO THINGS IS TRUE— 


Either you have run out of 
prospects and are running 
around, as Lou Porter says, 
“Tike a chicken with its head 
off,’’ showing lots of action 
without getting anywhere, or, 
you have so many of them that 
you don’t know which way to 


20. 


It is not difficult to decide 
the necessary steps in the sec- 
ond ecase—just. work. 

In the first case you are not 


going to quit. Well I should 
say not. You’re going to jump 
into your little buzz cart, throw 
her in high, give her the gas 
and. £0.10) 1a) W hateeiiecy ou 
haven’t a single prospect in 
your whole territory? What if 
it does look as dry as the Sa- 
hara and as uninviting as a cac- 
tus bush? What if everything 
does look dark and dismal? 
You know that every man in 
your territory selling lubricat- 
ing oil needs a 63. You know 
that kerosene can only be sold 
profitably with a Cut 19, and 


you’re going out to tackle the 
very first merchant you come 
to—you’re going to make such 
a ‘‘center rush’’ play with your 
sales arguments—statements of 
fact—that you’ll have him a 
‘‘quarter back’’ towards the 
dotted line of your order book 
before you know it. 


Give Old Pessimism such a 
punch in the ribs he’ll take the 
count. You are not going to let 
any merchant sell you his ideas 
on storage. You know best— 
bring it to his attention logic- 

Continued on page 142 
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D. S. JOHNSON 
Western Manager 


It seems proper at this time that we hesitate long enough to take an inventory 
of the past year—of the circumstances in which we have failed to live up to our 
obligations as well as of the successes which have advanced us. 

The Race for Pacemakership will have been run before all read these lines, 
and to those obtaining the necessary 500 points to qualify no one need add their 
approval—the arrival at that goal is its own compensation; but to those who fell 
a little low we say, take a firmer hold net year. Look over your sales armament 
more carefully—plan your campaign more thoroughly, prepare for the pitfalls 
which may have caused your undoing and, when 1918 will have nailed it’s record 
on the Wall of Time you will need have no fear but that it will meet with your 
approval. 

This takes the best there is in any man—the use of all his faculties 
ervation of his physical and moral fibre. 

The realization of a duty well done carries with it greater satisfaction than any 
financial remuneration. 

I take this occasion to extend to allmy best wishes for a Merry Christmas and 
a Happy and Prosperous New Year. 


the pres- 
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D. S. JOHNSON, ; 
Western Manager. ; 


~~ 


La 


ally, practically. Use your THE TELEPHONE SALESMAN Le Envoi, 

model. aad — ; 
You’re going to push the ye knew he was a clever cuss; We’re none of us Word-Painters 

throttle so low and make so Besides—you know, the rain Of the BOWSER One-0-Two. 

much headway that before you Really made it impossible — We can’t doscribespertectan 

know it, you will pump into For him to catch his train. in the way we duckie ae 


each one, good substantial rea- 


sons for the need of Bowser re as up oo me Distance, We've got to show our model, 

: B ’ pe: . ot his prospect on the wire— ; 
Equipment. Don f waste Ime” Ava ha: talked aneiaur romeo Look our proses in the eye. 
on generalities and you must SER Show them tangible reasons 


win. And was out telephone hire. That really make ’em buy, 
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Are You a Ahi 


Of course you are ‘‘a thinker’’ as generally considered—for every activity must 
be preceded by a thought—but do you endeavor to analyze every situation in which 
you find yourself—wonder what caused it, and to what it will lead? 

Do you find yourself analyzing what men mean by what they say? 

Do as realize that behind the commonplace statement of a merchant, ‘‘I don’t 
need it”’ or ‘‘Can’t afford it,’’ there is generally a positive realization of the need 
of your Se ract? 2 


Do you always consider in your approach the necessity of so presenting your ; 
subject that you eliminate the possibility of your prospect finding it necessary to 
defend himself? 

Positive statements of fact are much better sales approaches than questions. 
A statement of the desirability of doing away with needless going up and down the 
length of a room to get kerosene is much better than the question, ‘‘Don’t you 
need a Kerosene Tank?’’ A familiarity with the needs of a merchant is prerequi- 
site to the intelligent sale of your product. 

Think! Isn’t what you have just read true? 

A standard dictionary defines ‘‘think’’ in several ways, with different shades 
of the same meaning : 

Think :—‘‘To review in mind”’ 

‘“To conceive of as a thing possible or probable”’ 
‘“To hold as an opinion or believe”’ 

“To exercise the mind actively In any way’’ 
‘‘No recall anything to mind,”’ ete. 

Therefore, thinking, as it applies to the a ect exercise of our mental faculties, 
18 only indulged in to the degree that we take into our thought ideas, examine 
them in the hght of experience and evolve from them some definite mode of 
procedure. 

As applied to salesmanship, thinking means to be thoroughly familiar with 
various types of buyers—opinionated—shrewd — argumentative, ete., and be so 
thoroughly familiar with the mental gymnastics in which any particular sort of a 
person indulges that we are able to foresee and forearm ourselves, in a word, to so 

conduct ourselves as to be able to present our sales talk with the least amount of 
antagonism. 

This certainly is thinking in the most careful analysis of the word. It does 
not imply any sorcerer’s or soothsayer’s methods to enable us to mentally steal 
upon our prospect—far from it—but it does enable us, however, to eliminate a 
large amount of superfluous arguments, which, if indulged in indiscriminately, leg- 
islate against our prosperity. 

We should be as anxious to think over the reasons for our failure to land a 
prospect as we are to rejoice in our success, for success can even be dangerous to 
our ultimate prosperity if we do not determine carefully the course which we pur- 
sue and mentally chart therefrom one to be followed in the future. 

It is possible to learn from any experience valuable lessons—What not to do 
as well as what to do. If we are not carefully ‘‘thinking,’’ therefore, every~ mo- 
ment, how can we avoid the pitfalls which make for failure? 


When thinking becomes analytical and constructive—then and then only are 


we really making progress. THI N K! ] 


| 
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Are You Taking 
Advantage of 


Lubrication 


Possibilities 


An accessory dealer in an 
Indiana city recently bought 
a Cut 154 for Lubricating 
Oil, and while it was being 
unloaded, a customer, who 
had been buying gasoline for 
two years asked: “Do you 
sell lubricating oil?” 


How many merchants in 
your territory are overlook- 
ing these opportunities. 


A daily profit of 7 cents on 
a single additional sale of 
a quart of Lubricating Oil 
amounts to $25.55 in a year. 
Figure for your next pros- 


pect what it will do for his 
business. 


Accurate Measurement 
Handy at the Curb 
No Spillage 


NOW! 


How 
Many 
Will 
You 
Sell? 


Cut 154 Equipped with 
Lock if Desired 
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Don’t miss the 
é 

Printers 


A Printing Establish- 
ment running two Cylin- 
der presses uses about 
5 gallons of gasoline or 
naphtha per week for 
washing forms, rollers, 
Clic: 


Most job printers and 
newspapers in your ter- 
itory are prospects for 
gasoline equipment of 
some sort,—and—every 
sale puts you nearer the 
Pacemakers’ Club. 
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WAR EDITOR 


We have been unable to obtain a complete 
list of Bowser Salesmen in the Service of the 
United States and it’s Allies, serving either in 
training camps or in France. 

Send us the names of all those whom you 
know—their Regiments and addresses as far 
as possible. Send the information to the War 
Editor, Boomer Office. 


The following is compiled from our records: 


G.. LAM yn his, chee e eee de ea ee Paris Office 
P... Ducret? -..s (ee ool Paris Office 
G.*Burawl® 2252 oe earetie neo oe ee eee Paris Office 
R. G. Granger™. 5. ccs osc eesene atin eee Paris Office 
% bi (oy ic: Pine ee eles GIS AN 3 ero Gy GOL, 0 Paris Office 
Pw Barrotct 20%. % Sh nacio See eee Paris Office 
CAEN eh Meron OU Mincn Socas oe Boe Paris Office 
Je THTOt os. «ove, s, siecle cas eos eee Paris Office 
AS De DOW SOL serrate Sec’y of the Bowser Company 
W, W. Martin: 225795 same eee Chicago Salesman 
3 M.  Pannelleae) x28. ae St. Louis Salesman 
P; .C.. Stubblefield«?..- «5 annus Memphis Salesman 
Aubrey. .Delacy ses casts) een New York Office 
W.ooNe WIANICL” tees tienen eee Washington Salesman 
€. M. Schofield’ °* 225 2eee- Washington Salesman 
GACe Hexamer s: cs 3thaut see Harrisburg Salesman 
CC, Townsend’ . 23.7 eee Toronto Salesman 
C.iC "Shields .«,.°) +t... Albany Salesman 
R.. Lig COTCY he ks csi ee ete General Sales 


~ Note: We were to have had a complete lst 
of the salesmen from the Toronto Office but at 
the time we went to press it had not been re- 
ceived. We will publish the complete record 
in the next issue. 

EDITOR. 
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